











The answer's easy... 


the same customer giving you a re- 








peat order. That means you've made a friend with a many- 


sales future — because she knows you'll give her what she 


wants. She knows she can depend on you because she’s 


seen the quality names you feature — 


WEBSTER. 


























WEBSTER builds your reputation 
because Webster has its own repu- 
tation to maintain. For 64 years 
Webster has stood for the finest 
there is in carbon papers, typewriter 
ribbons and duplicating supplies. 





names like 














WEBSTER is recognized. Webster's 
MultiKopy is a nationally-known, 
nationally advertised brand. Web- 
ster associates you with 
goods the biggest reason a Cus- 
tomer has for giving you a repeat 
order. 


good 






Brand Loyalty 
ster's MultiKopy Carbon Paper and Star Brand 


of thousands of individual customers and 
stationers who supply them. 





See 


it 
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WEBSTER BRANDS have exclusive 
features. For example, Webster's 
Micrometric Carbon Paper is the 
only carbon paper with a numbered 
scale edge. This prevents ‘running 
over’ and re-typing a big saving 
of time and temper. 


is no accident. It's earned. Web- 


} 


Typewriter Ribbons have earned the ‘brand loyalry”’ 


1 the 
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Office Appliances is a news and technical trade 
journal, serving the entire industry: of office 
equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
of commercial stationery. Its comprehensive news 
reports of the industry and its valuable special 
articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 


No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves. 
it will answer any questions germane to its field 
to the best of its ability. 


Copyright. Contents covered by copyright, 1953. 
by the Office Appliance Company. 
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Single copies, 35¢ in the U. S. and its terri- 
tories; 50c in all other countries. 


Change of Address. Subscribers may have their 
mailing address changed as often as desired. 
Both old and new addresses must be given. 


Advertising Rates upon application. 


Entered as second-class matter, July 8, 1905, at 
the post office at Chicago, Ill., under Act of 
March 3, 1879. 


“Office Appliances” is registered in the United 
States Patent Office, Washington, D. C. 
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Bainbridge, Kimpton & Haupt..2 
Bankers Box Co. 1 
Bankers & Merchants Inc. 235 
Barkley, C. L., & Co. 173 
1 
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Barrett Adding Machine Div. 25 
Bassick Co. Div. S-W 22 
Beach Publishing Co. 242 
Bentson Mfg. Co. 216 
Berger Mfg. Div. Republic 155 


Berkshire Typewriter Papers 51 


Boorum & Pease Co. 87 
Borroughs Mfg. Co.....141, 142, 143 
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Burroughs Adding Machine 


CA. 159 
Cc 

C-Thru Ruler Co. : 232 

Can-Pro Corp. . 244 

Cardinell Corp. . 244 
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mares 67A, 67B, 150, 151 
Clarotype Co. 230 
Codo Mfg. Corp. 140 
Cole Steel Equipment Co. 
105, 6, 7, 8 


Collier-Keyworth Co, . 225 
Columbia Ribbon & Carbon 

Mfg. Co. ..... 83 
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Corona Typewriter, The 41 
Corry-Jamestown Mfg. Co. 97 
Cotterman, I. D. 240 
Cramer Posture Chair Co. 216 


Crawford Meta! Craftsmen 


243 


Cushman & Denison Mfg. Co. 133 


D 
Davenport, A. C. & Son 227 
Dayton Stencil Works 242 
Diebold Incorporated 180 
Dixon, Joseph, Crucible Co...117 
Doro Mfg. Co. 118 


Dorset Steel Equipment Co. 192 
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Eaton Paper Corp. 51 
Elbe File & Binder Co. 233 
Elward Mfg. Co. ; 243 
Engineering Mfg. Co. 224 
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F 
Fastener Corl 
Flewelling, L. C., Co 
Force, William A., & Co 
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Friden Cale. Machine Co 


Fulton Marking Equipm. Co 
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General Fireproofing Co. 
Glaro Machine Products Co. 
Glidex Corp 
Globe-Wernicke Co., The 
Goodfrend Metal Products 
Graff, George B., Co 
Gran-Adell Mfg. Co. 
Grand Filing Supply Co. 
Grand Rapids Lthr. Furn. Co. 
Gregory Fount-O-Ink Co. 
Gregson Mfg. Co 
Guide System & Supply Co. 
Gunlocke, W H., Chair Co. 


H 
Hall’s Safe Co., Inc., The 
Hall-Welter Co., Inc. 
Halverson Specialty Sales 
Hamilton Mfg. Corp 
Hano, Philip, Co 
Hanson Scale Co 
Hardboard Fabricators Inc. 
Harter Corp., The 
Haskell Inc. of Pittsburgh 
Herring-Hall-Marvin Safe Co. 
Heyer Corp., The 
High Pt. Bending & Chair Co 


Home-O-Nize Co 

Hunt, C. Howard, Pen Co 
I 

Imperial Desk Co 


Imperial Leather Furn. Co. 
Imperial Methods Co 
Indiana Cash Drawer Co 
Indiana Chair Co., Ine 
Industrial Lamp Corp. 
Ink Specialties Co., Inc. 
Invincible Metal Furn. Co. 
Ionia Mfg. Co 


Jasper Chair Co 
Jasper Desk Co 
Johnson Chair Co 
Joslin, A. D., Mfg. Co 
Justrite Env. Mfg. Co 


Facing 


kK 
Keystone Steel Equipment Co 
King Posture Chair Co 
Kisco Co., Ine 

L 


La Salle Products Co 
Lit-Ning Products Co 
Little, A. P., Inc 


210 
240 
236 
208 
213 


144 


4 
182 
124 
233 


239 
226 
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Little, G. es Mgmt | /- 

Sta. Show 166 
Long, George 8., & Son 242 
Lyon Metal Products, Inc. 75 

M 
Mackenzie, Arnold, Inc 194 


Manifold Supplies Co. 
Marble, The B. L., Chair Co.....187 


Markilo Co. 245 
Markwell Mfg. Co 243 
Maso Steel Products 189 
Master Addresser Co 217 
Master-Craft Corp 207 
Maybeck, H. G., Co 245 
Meilink Steel Safe Co 85 
Mercury Business Machines 

Co. 243 
Milwaukee Chair Co., The 181 
Milwaukee Metal Furn. Co. 65 
Minnesota Mining & Mfg. Co... 95 
Monroe Cale. Machine Co. 45 
Morris, Bert M., Co 197 
Mosler Safe Co., The 27 
Multistamp Co., The 162 
Myrtle Desk Co 158 

N 

Nat'l Blank Book Co 196 
Nat'l Business Show 226 
Nat'l Lock Co. 167 
Nat’l Office Furn. Ass’n. 126 
Nat'l Office Mgmt. Ass’n. 220 
Neubauer Mfg. Co 244 
New England Paper Punch 

Lo 


New York Stationery Show 
Noesting Pin Ticket Go. 
Norta Distributing C« 
Northern States Envelope Co...222 





0 
Office Appliances 176, 219 
Office Furn. Whol. Distrib. 240 
Ohio Chair Co., Ine 148 
Old Town Corp. 156, 157 
Orna-Metal Products Co. 113 
Orthwine, Rudolfh, Corp. 244 
Oxford Filing Supply Co 168 

Pp 
Panama-Beaver 39 
Parker Steel Products Ine. 170 
Pearl Engraving Co 245 
Peerless-Imperial Co., Inc. 73 
Peerless Steel Equipm. Co. 101 
Perfect Rubber Seat Cushn. 

Co 234 
Pittsburgh Cut Wire Co 203 
Posting Equipment Corp. 227 
Print-O-Matiec Co., Ine 244 
Pronto File Corp 108 
Protectall Safe Cory 191 








Tn Service Bureau of Office Appliances 
is maintained for 
subscribers and advertisers. 
personal letters all inquiries upon matters 
germane to the field, supplies names of 


SERVICE BUREAU 


the exclusive use of 
It answers by 





manufacturers of any office article wanted, 
puts man and job together, aids foreign 
dealers in securing U. S. A. lines, and in 
many other ways performs useful service, 
all without charge. 
land have made, and are making, good 
use of this bureau. 
field have evidence of its proved value. 


Subscribers in every 


Manufacturers in this 


actions 
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These advertisements present the products of 
the leading manufacturers in each division of 
the industry. Because of the ground for honest 
differences of opinion, the publishers obvi- 
ously cannot undertake to guarantee trans- 
between 
They do, however, offer their services in re- 


advertisers and customers. 


solving any disagreements which result from 
relations established through the journal. 


Q 
Quality Park Envelope Co. 156 
Queen Ribbon & Carbon Co.....109 
R 
Regal Typewriter Co 228 
Regna Cash Registers, Inc. 63 
Reliable Tw. & Addg. Mch. 

Co 220 
Remington Rand Inc. 218 
Rest-A-Phone Co. 242 
Riteform Chair Co 195 


tivet-O Mfg. Co. 
Roberts Numbering Mach. Co...208 
Roberts, Weldon, Rubber Co.....202 


Rockwell-Barnes Co 132 
Rogers, W. T., Co 223 
Rowles, E. W. A., Co 209 
Royal Metal Mfg. Co 246 
Royal Typewriter Co., Inc 49 
Ss 

Safeguard Corp. 223 
Sanford Ink Co. 169 
Scerbo, Frank, & Sons 172 
Schwab Safe Co. 229 
Sengbusch Self-Cl. Inkstand 

Co. 215 
Shaw-Walker Co., The 115 
Sheppard, C. E., Co., The 203 
Shipman-Ward Mfg. Co 201 
Smead Mfg. Co. 145, 146, 220 
Smith, L. C., & Corona 

Typewriters Inc 41 
Smo-King Products 220 
SoundScriber, Inc. 43 
Speed Key Corp. 244 
Speed-O-Print Corp. 188 


Spencer Rubber Products Co.....224 


Springer Industries Inc 231 
Stacor Equipment Co 238 
Standard Furniture Co 199 
Stark Calendars, Inc 231 
Stationers Loose Leaf Co 204 
Stebco Products 211 
Stein Bros. Mfg. Co. 211 
Stewart, R. A., & Co 139 


Sturgis Posture Chair Co. 
Supreme Steel Products Inc 224 
Swift Business Machines Corp...185 


T 
Taubman, Samuel, & Co 242 
Taylor Chair Co., The 205 
Technygraph Co., The 136 
Thomas Furniture Co 135 
Tiffany Stand Co. 153 
Top Flight Products 228 
U V 
Underwood Corp. jack Cover 


Union Rubber & Asbestos Co...243 


U. S. Chaircraft Mfg. Corp.....236 
U. S. Rubber Co. 177 
U. S. Typewriter Ribbon Mfe¢ 

Co. 229 
Vail Mfg. Co 147 
Valeo Co 103 


Valentine Safe & Lock Works..237 
Victor Safe & Equipment Co... 57 
Vogel-Peterson Co. 228 


w Y 
Warshaw Mfg. Co., In« 200 


Weber Addressing Machine Co. 55 
Weber Bros. Meta] Works 186 


Webster, F. S., Co. 2 
Weis Mfg. Co. 69, 70, 71, 72 
Welch Industries 240 
Welch, W W., Co 174 
Wells Chair Corp. 89 
Western Pat. Accessories Co.....243 


Wiemer’s, Inc. 238 
Wilson Jones Co. 59 
Wolber Dupl. & Supply Co 183 
Worden Co., The 161 
Write Inc. . = 240 
Yawman & Erbe Mfg. Co 67 
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Accounting Systems Equipment 
Aigner, G. J Co 
Aigner Index Co. of N. Y. 
Adding Machine Parts 
Shipman-Ward Mfg. Co 
— Machines 


Addo Machine Co., Ine 
Aller R. ¢ Business Machines 
Barrett Adding Machine Div 
Burroughs Adding Machine Co 
Friden Ca Machine Co., Inc 
Monroe Cale. Machine Co 
Regna Cash Registers, Inc 
Remington Rand Inc 
Smith, L. C., & Corona Typws 
Swift Business Machines Corp 


Underwood Cort 

Adding Machines, Rebuilt & Used 
Mercury Business Machines Co., Inc 
Reliable Typw. & Ade ling Machine Co 


Shipman-Ward Mfg. Co. 
Addressing Machines 

Heyer Cort The 

Master Addresser Ce 

Mul mp ¢ 

Weber Addre g Machine (x 
Adhesives 

See Inks, Adhesives, et 


a re Service 
Dir 


~ r. Te Telegraph Co 
Air Cireulaters 4 Conditioners 
Kisco 
Wel h. W. W.. Co 
Arch & Clipboard Files 
Cushman & Denison Mfg. Coa 
Elbe File & Bir le or Ce Ine 
Globe-Wernicke Co 
Hardboard Fabricators, Inc 
Rockwe Barnes C« 
Shaw-Walker Co 
Yawman & Erbe Mfg. Co 
Ash Trays & Stands 
La Salle Pr Co 
Royal Meta + Cr 
Smo-King Pr iuet 
Valco ( 
Wells Chair Cort 
Associations 
Nat'l Of Furniture Ass'n 


Nat'l Office Memt. Ass'n 
Autographic mentors 
Tano, Phil 
Bank Supplies 
Amer. P wok Ce 
Maybeck ‘H G., Ct 
Bankers Note Cases 


General Fire fing 
Globe -We ke { 
Victor Safe & Ea ‘ipment Co 
Billing Machines 
Remir gton Rand 
Ti nderwood 
Binders Catalog ‘i Perlodical 
Acco Pre Ine 


Aigner, G. J., Co 
Aigner Index Co. of N. ¥ 


Elbe File & Binder Co.. Ine 
Master-Craft Cort 

Nat'l Blank Book ¢ 
Sheppard. ¢ J ( 

Smea M ( 


Binders Permanent Storage 
Rankers Box ¢ 





I be F e & Rinder Co 
Master-Craft Corr 
Sheppard. ¢ J Cc 

Blackboards 
Row le FE. W.A.. C 

Blankbooks 
loorum & Pease Co 
Nat'l Blank Book ¢ 
Rockwell -RB ‘ 

Wilson Jor ( 

Blueprint & Plan File Cabinets 
All Btec kx t nt Ine 
Art Me Construction Ce 
Art Steel Sales Corr 
Berger Mf I Republic 
Cole Stee Ka nment Co 
Corry-Jamestown Mfg. Corp 
General F fing ¢ 
Tr le M T 
Peerless & Eq ‘ 
Shaw-Walh ( 

Stacor F ( 
Yawman & 1 Mire. ¢ 


Book Cases 
All-Steel } pment Tne 
Berger Mfg. Div Republic 
Rorro Mire. ¢ 


Corry-Jar wn Mfe. Corp 
Globe-Wernicke ¢ 

Home-O-N ‘ 

Standard F ‘ 

We M ( 
Semieesies Meshines 

ng Mac hine er 

> nroe ¢ Machir 


Remir n Rand Ine. 
Tnder 


Box Letter Files 
A 


berg ] & Index C« 
Art Steel Sales Cort 
Cole Steel Equipment (« 
Globe-Wernicke ¢ 
Rockwe Barnes 
Weis Mfg. ¢ 
Brief & Zipper Cases 
Bristol Mfg. ¢ 
Elbe File & B r‘ Ine 
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Master-Craft Corp 
Stationers Loose Leaf Co 
Stebco Products 
Stein Bros. 
Bulletin Boards 
Davenport, A. C., & Son 
Lit-Ning Products Co 
Rowles, E. W. A., Co. 
Business Forms 
Aigner, G. J., Co. 
Algner Index Co. of N. ¥ 
Amer. Passbook Co. 
Cabinets, Refreshment . 
Springer Industries, Inc 
Caleulating Devices 
Reliable Typw. & Adding Machine Co 
Shipman-Ward Mfg. Co 
Victor Safe & Equipment Co 
Caleulating Machines 
Addo Machine Co., Inc 
Allen, R. C., Business Mehs., In 
Barrett Adding Machine Div 
Burroughs Adding Machine Co 
Friden Cale. Machine Co., Inc 
Monroe Cale. Machine Co 
Smith, L. C., & Corona Typws 
Swift Business Machines Corp 
Calculating Machines, Used 
Mercury Business Machines Co.. Inc 


Reliable Typw. & Adding Machine Co 


Shipman-Ward Mfg. Co 
Calendar Pads & Stands 
Stark Calendars, Ine 
Carbon Papers 
(See Ribbons & Carbons) 
Card Index Boxes & Trays 
All-Steel Equipment Ine 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Bentson Mfg. Co., The 
Berger Mfg. Div. Republic 
Cole Steel Equipment Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co 
Goodfrend Metal Products Co 
Guide System & Supply Co 
Home-O-Nize Co 
Imperial Methods Co 
Invineible Metal Furn. Co 
Parker Steel Products, Inc. 
Rockwell - Barnes Co. 
Shaw-Walker Co. 
Smead Mfg. Co. 
Weis Mfg. Co 
Yawman & Erbe Mfc. Co 
Card Index Files, Expanding 
Smead Mfe. Co. 
Card Index Files, Revolving 
Diebold, Ine 
Hall's Safe Co,, The 
Cash Bags, Canvas 
Mavhbeck, H. G., Co 
Cash Boxes 
Art Steel Sales Corp 
Cole Steel Equipment Co 
General Fireproofing Co 
Guide System & Supply Co 
Peerless Steel Equipment Co 
Rockwell-Barnes Co. 
Cash Register Parts 
Pearl Engraving Co. 
Cash Registers 
Burroughs Adding Machine Co 
Regna Cash Registers Inc 
Cash Tills 
Indiana Cash Drawer Co. 
Orthwine, Rudolf, Corp 
Regna Cash Registers Ine 
Casters, Caster Bearings, Slides 
Bassick Co., The 
Center Drawer Desk Trays 
Goodfrend Metal Products Co 
Chair trons 
Bassick Co., The 
Collier-Keyworth Co 
Chair Mats 
Hardboard Fabricators, Inc 
Office Furn. Whol. Distributors 
Chairs, Foldina 
Adirondack Chair Co. 
Ionia Mfg. Co 
Lyon Metal Products, Inc 
Roval Metal Mfg. Co 
Wells Chair Corp 
Chairs, Office 
Aluminum Seating Corp 
Art Metal Construction Co 
Bright Chair Co 
Cramer Posture Chair Co 
Engineering Mfg. Co 
General Fireproofing Co 
Grand Rapids Lthr. Furn. Co 
Gregson Mfg. Co. 
Gunlocke, W. H.,. Chair Co 
Hamilton Mfg. Corp 
Harter Corp.. 
High Pt. Bending & Chair Co 
Imperial Leather Furn. Co 
Indiana Chair Co. 
Tasper Chair Co 
Marble, B. L., Chair Co. 
Milwaukee Chair Co 
Milwaukee Metal Furn. Co 
Riteform Chair Co 
Royal Metal Mfg. Co 
Seerbo, Frank, & Sons, In 
Shaw-Walker Co 
Sturgis Posture Chair Co 
Taylor Chair Co. 
1’. S. Chaircraft Mfg. Corp 
Wells Chair Corp. 
Chairs, Posture 
Aluminum Seating Corp. 
Art Metal Construction Co 
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Bright Chair Co. 

Cramer Posture Chair Co. 
General Fireproofing Co. 
Gunlecke, W. H., Chair Co. 
Hamilton Mfg. Corp. 
Harter Corp., The 

High Pt. Bending & Chair Co 
Imperial Leather Furn, Co. 
Indiana Chair Co. 

Jasper Chair Co. 

Johnson Chair Co. 

King Posture Chair Co 
Marble, B. L. Chair Co, 
Milwaukee Chair Co. 
Milwaukee Metal Furn. Co 


Royal Metal Mfg. Co. 
Sturgis Posture Chair Co 
Taylor Chair Co. 
Welch Industries 
Wells Chair Corp 
Chairs, Tablet Arm 
Adirondack Chair Co 
Indiana Chair Co. 
Jasper Chair Co 
Wells Chair Corp. 
heeks, Stamped Metal 
Dayton Stencil Works 


Hall-Welter Co. 
am Corp. 


(See Arch & Clipboard Files) 
Coat & Hat Racks 
Crawford Metal Craftsmen Corp 
tio to. Co. 


Amer. Passbook Co. 
Continuous Forms 

Hano, Philip, Co. 

opyholders 


Acco Products, Inc 

Bankers Box Co 

Cony Right Mfg. Corp 
c Hall-Welter Co 


Trays 

Art Metal Construction Co. 

Art Steel Sales Corn. 

Corry-Jamestown Mfg. Corp. 

Doro Mfe. Co. 

General Fireproofing Co. 

Globe -Wernicke Co. 

Haskell, Inc. of Pittsburgh 

Imperial Methods Co. 

Maso Steel Products Co 

Morris, Bert M.. Co 

Peerless Steel Equipment Co 

Sengbusch Self-Cl. Inkstand Co 

Shaw-Walker Co. 

Valeo Co. 

Weis Mfg. Co 

Wells Chair Corp 

y —— & Erbe Mfg. Co 
Costum 

Glare M Machine Products 

Glohe-Wernicke Co. 

Ta Salle Products Co 

Peerless Stee] Equipment Co 

Roval Metal Mfg. Co 

Valeo Co. 

Vogel-Peterson Co 

Welch Industries 


Smead Mfg. Co 
Cravons 
Dixon, Josenh, Crucible Co. 
Rowles, E. W. A.. Co. 
Cushions & Pads, Chair 
Amer. Latex Products Corp 
Perfect Rubber Seat Cushion Co 
Dating Stamos 
Force, William A., & Co 
Fulton mgr 3 | een Co 
Rivet-O Mfg. © 
Desk Lamos 
Rainbridee, Kimpton & Haupt 
Cony Richt Mfe. Corp. 
Glaro Machine Products 
Tndnustrial Lamp Corp 
Wells Chair Corp 
Desk Name Plates 
Acme Products Co 
Force, William A., & Co. 
Rowles, E. W. A., Co. 
Desk Pads and Tops 
Office Furn. Whol. Distributors 
Wilson Jones Co 
Desk Pen & Ink Sets 
Esterbrook Pen Co 
Gregory tay A 0- _ Co. 
Morris, Bert M 
Sengbusch Self-CL. “Inkstand Co 
Desk Side Files 
Amberg File & Index Co. 
Cole Steel Equipment Co 
Rockwell-Barnes Co. 
Yawman & Erbe Mfg. Co 
Desk Trays 
(See Correspondence Trays) 
Desk Work Distributors 
Advanco Products Div. ASB 
Globe-Wernicke Co. 
Lyon Metal Products, Ine 
Victor Safe & Equipment Co 
Wilson Jones Co. 
Desks 
Alma Desk Co. 
Art Metal Construction Co 
Bentson Mfg. Co. 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co. 


For the benefit of the subscribers the tines 
advertised in this issue are here classified. 
Many of the requirements of the modern busi- 
ness office are represented. Should subscribers 
be interested in any article of office equip- 
ment not listed here, they are invited to com- 
municate with the service bureau, through 
which the information will be promptly and 
cheerfully given by letter without obligation. 


Haskell, Ine. of Pittsburgh 
Imperial I Co, 

Invincible om Furn. Co. 
Jasper Desk Co. 

Myrtle Desk Co. 

Orna Metal Products Co. 
Peerless Steel Equipment Co. 
Seerbo, Frank, & Sons, Inc. 
Shaw-Walker Co. 

Standard Furniture Co. 
Victor Safe & Equipment Co. 
Ww be Tay a Corp. 


Yawman & Erbe Mfg. Co. 


ay 
Memo Books) 
Dictatie p wey i 


Soun: ber 
D ne Machi 
Le -Ward 
at. . 


Alvin >" 

C-Thru Ruler Co, 

Cardinell 

Haskell, Inc. of Pittsburgh 
Drafting Tables 

Engineering Mfg. Co. 


“1. Cevioment 


Duplicate Receipt Book Co. 
Drills, yo 
Smead M 
Duplicating ¢ Taschines & Supplies 
Addo Machine Co., Inc 
Bainbridge, Kimoton & Haupt 
Rese Ribbon & Carbon Co. 


Mfg. Corp. 
Catembts Ribbon & Carbon Mfg. Co.. 


ne. 

Heyer Corp.. The 

Ink Specialties Co., Inc 

Manifold Supplies Co. 

Multistamp Co. 

Old Town 

Peerless- Imperial Co.. Inc. 

Print-O-Matie Co., The 

Queen Ribbon & Carbon Co 

Smith, L_C., & Corona Typws. 

Speed-0-Print Corn 

Technygravh Co., The 

Victor Safe & ipment Co. 

Wolber Dunl. & ped Co. 
Duplicating Steneil 

Halverson aaron veh dy Dales 


pe Openers 
Mackenzie, Arnold, Ine 


nve 

Justrite Envy. Mfz. Co 

Northern States Envelope Co 

Quality Park Envelope Co. 

Wilson Jones Co. 
Envelopes, 

Aigner, G. J., Co. 

Algner Index Co. of N. ¥ 

Markilo Co 

Smead Mfg. Co. 
Eradiecators, Ink. 


Erasers. Black 
Rowles. E. W. A., Co 
Erasers, Rub’ 


Tixon, Joseph. Crucible Co 
rts, Weldon, Rubber Co 
Exoense Books 
Reach Publishing Co 
Boorum & Pease Co. 
Eyelets & Evetet Fasteners 
Rivet-O Mfg. Co. 
File Boxes. Fibre Collapsible 
Rankers Rox Co. 
Thiehold, Ine 
Globe-Wernicke Co 
Guide Svstem & Sunply Co 
Filing Cabinets, Insulated 
Herrine-Hall-Marvin Safe Co, 
Mellink Steel Safe Co. 
Mosler Safe Co. 
Shaw-Walker Co 
Victor Safe & Equinment Co 
Filing Cabinets, Metal 
Advanco Products Div ASB 
All-Steel Beulpment Inc 
Art Metal Construetion Co 
Art Steel Sales -— = 
Rentson Mfg. Co., 
Rerger Mfe¢. Div. Eepubtic 
Cole Steel Equinment Co. 
Columbia Steel Equipment Co. 
Corry-Jamestown Mfg. Corp. 
Dorset Steel Equipment Co 
General Fireproofing Co 
Globe-Wernicke Co. 
Home-O0-Nize Co. 
Invincible Metal Furn. Co 
Keystone Steel Eauioment Co. 
Parker Steel Products Co 
Remington Rand Ine. 
Rockwell-Barnes Co. 
Shaw-Walker Co. 
Top Flicht Products Co 
Victor Safe & Equipment Co. 
Wels Mfg. Co. 
Yawman & Erbe Mfg. Co 
Filing Cabinets, W 
Bainbridge, Ay & Haupt 
Globe - Wernick: 
Imperial Methods Co. 
Wels Mfg. Co. 
Wells Chair Corp. 
rae Supplies 
Acco Products, Ine. 
Advanco Products Div. ASB 


(Continued on page 6) 





(Continued from page 5) 


Aigner, G. J., Co. 

Aigner Index Co., of N. Y 
Amberg File & Index Co. 
Art Metal Construction Co. 


Grand Filing Supply Co 
Guide rem © Sepety Co 
C 


Northern States 
Oxford Filing Supply Co. 
Parker Steel Products, Inc 
Quality Park Envelope Co 
Rockwell- Barnes Co. 
Shaw-Walker Co. 
Victor Safe & Y ‘een Co 
Warshaw Mfg. ¢ 
Weis Mfg. Co. 
Yawman & Erbe Mfg. Co 
Fountain Pens (incl. Ball Pt.) 
All-Rite Pen Inc 
Esterbrook Pen Co., The 
Gummed Cellulose Tape 
Minnesota Mining & Mfg. Co 
Gummed Cloth Rings 
Aigner Index Co. of N. ¥ 
Warshaw Mfg. Co 
Gummed Tape & Sealing Machines 
Minnesota Mining & Mfg. Co. 
Hardware, OMce Desk 
Nat'l ay Ce. 
in and Out Boards 
Lit-Ning Products Co 
ndex Signals 
(See Signals, Index Card) 
index Tabs 
Aigner, G. J., Co 
Aigner Index Co. of N. Y. 
Amberg File & ae Co 
Barkley, ©. L., & ( 
Elbe File & Binder re 0., Inc 
Globe-Wernicke Co 
Graff, George B., & Co 
Guide System & Supply Co 
Markilo Co. 
Master-Craft Corp 
Shaw-Walker Co 
Sheppard, C. E., Co. 
Victor Safe & Equipment Co 
Warshaw Mfg. Co. 
Inks, Adhesives, ete. 
Carter's Ink Co. 
Fulton Marking Equipment Co 
Ink Specialties Co., Inc 
Rivet-O Mfg. Co. 
Sanford Ink Co 
Union Rubber & Asbestos Co 
Inkstands 
Cushman & Denison Mfr. Co 
Sengbusch Self-Cl. Inkstand Co 
abels 


Imperial Methods Co 
Oxford Filing Supply Co 
Smead Mfg. Co. 
Warshaw Mfg. Co 
Wells Chair Corp 
Ladders, eb hy , Stave & Vauit 
Cotterman, I. 
Leads for picchantoa! Pencils 
Dixon, Joseph, Crucible Co 
Leather Goods 
Rristel ro Co. 
an Pro © 


Btebeo Dedete 
Stein Bros. 

Letter Trays 
(See Correspondence Trays) 

Library Equipment 
All-Steel E quipment Inc. 
Corry-Jamestown Mfg. Corp. 

Linoleum Top Cleaners 
Wiemer’s, Inc. 

Lithographed Sentinnces Forms 
Hano, Philip, C 

Lockers & ont Cabinets 
All-Steel Equipment Inc 
Art Metal Construction Co 
Berger Mfg. Div. Republic 
Corry-Jamestown Mfg. Corp 
Dorset Steel Equipment Co 
Globe-Wernicke Co 
Invincible Metal Furn. Co 
Keystone Steel Bosipment Co, 
Lyon Metal Products, Inc. 
Parker Steel Products Co. 
Shaw-Walker Co. 
Supreme Steel Products, Ine 
Yawman & Erbe Mfg. Co 

Loose Leaf page, & Devices 
Aigner, G. J., Co. 
Aigner Index c 0. of N. Y. 
Amberg File & Index Co. 
Boorum & Pease Co. 
Elbe File & Binder Co., Inc. 
Master-Craft Corp 
Nat'l Blank Book Co. 
Sheppard, C. E., Co 
Stationers Loose Leaf Co, 

llson Jones Co. 

Loose Leaf Metals 
Elbe File & Binder Ca. The 
Nat'l Blank Book C 

Sheppard, C. E., & Co. 

Willson Jones Co. 

Loose Leaf Sheet Sonne. Plastic 
Aigner, G. J., 
Aigner Index Co of N. Y. 
Markilo Co. 
Smead Mfg. Co. 
Wilson Jones Co. 

Loose Leaf Tray Binders 


Nat'l Blank Co. 
Posting Equipment Co 
Severe, Cc. B., Co 
Weber Bros. Metal Works 
Wilson Jones C 
Mail Bags, Canvas or Leather 
Can-Pro Corp. 


Mail Distributors 
Advanco Products Div. ASB 
Globe-Wernicke Co. 
Victor Safe & Equipment Co 
Manifold Books , Business Forms 
Hano, Philip, Co, 


Manufacturers’ Representatives 
Long, George 8 
Map Tacks 
Graff, George B., Co 
Marking Devices 
Force, William A., & Co 
Multistamp Co. 
Marking Pens, Laundry 
Taubman, Samuel, & Co 
Matched Office Suites 
Scerbo, Frank, & Sons, Inc 
Standard Furniture Co 
Memorandum Books 
Boorum & Pease Co. 
Freeman, E. L., Cx 
Master-Craft Corp 
Nat'l Blank Book ¢ 
Rockwell- Barnes ( 
Wilson Jones Co 
Memorandum Devices 
Gran-Adell Mfg. Co 
Lit-Ning Products Co 
Morris tert M., ¢ 
Mending Tape 
Minnesota Mining & Mfg. Co 
Metal Badges, Checks, Tokens 
Dayton Stencil Works 
Moisteners 
Rivet-O Mfg. Co 
Sengbusch Self-Cl. Inkstand Cx 
Numbering Machines 
Force, William A., & Co 
Roberts Numbering Machine Co 
Stewart, R. A & Lo 
Office Furniture Sectional Units 
Globe-Wernicke Co 
Rockwell-Barnes Co. 
Office Furniture Warehouse Wholesalers 
Office Furn. Whol. Distributors 
Office Partitions and Railings 
Globe-Wernicke Co 
Office Printing Outfits 
Force, William A., & Ce 
Fulton Marking Equipment Co 
Pads, Figuring 
Boorum & Pease ( 
Nat’l Blank Book < 
W n Jones ( 


Rockwell- Barnes ¢ 
Paper Clamps 
» Products Inc 


Automatic Pencil St arpener Co 
Cushman & Denison Mfg. Co 
Elbe File & Binder Co., Inc 

I erbrook Pen ¢ 


Hunt, C. Howard, Pen Co 
Paper Clips 
Cushman & Denison Mfg. ( 


Noesting Pin Ticket Co 
ttishurgh Cut Wire ¢ 
y | Mfe. « 

Paper Fastening Machines 
Arrow Fastener Co n 
Automati Ponell Sharpener Ci 
I ener Corp., The 
Markwell Mfg. ¢ 
\ wr Safe & Equipment Co. 

Parcel Post & Postal Seales 
Har 8 eCo 

Paste 


See Inks. Adhes 
Pen & Ink Sets 

See Desk Pen & Ink Sets 
Pencil Sharpeners 

matic Per Sharpener Co 

Elward Mfg. ¢ 

Hunt, C. Howard, Pen Ci 
Pencils, Mechanical 


Pencils, Wood Cased noes 


Dixon, Joseph, ( 
Penholders 

Dixon, Joseph. Crucible Cx 
Pens, Steel 

Esterbrook I ( rhe 

H Cc, Howar Pen Co 

Ss h Self-Cl. Inkstand ¢ 
Pine and Pin Contetners 

ng Pin Ticke 0 
Y nil Mfg. ¢ 


Platens, Typewriters, ete 
Shipman-Ward Mfg. Cx 
Posting Trays & Stands 
See Loose Leaf Tray Binders) 
Presentation Covers 
Amberg File & Index Co 
Elbe File & Binder Co., Inc 
Smead Mf«. 
Price & Sign Markers 
For William A., & Co 
I yn Marking Equipment Co 
Stewart, R. A., & Cx 
Price Card Holders 
Orthwine, Rudolf, Cory 
Publications 
Office Appli 
Punches 
A Product In 
Aigner Index Co. of N. ¥ 
im & Pease Co 
Wernicke ( 
Nat'l Blank Book Co 
New England Paper Punch Co 
Smead g. Co 
Wilson Jones Co 
Ribbons and Carbons 
Amer. Carbon Paper Mfg. Co 
keye Ribbon & Carbon Co 
ter’s Ink ¢ 
Codo Mfg. Co 
( mbia Ribbon & Carbon Mfg. (x 














A. P., Ine 





t Typew 

S man-Ward Mfg. ¢ 

1 rwood Corp 

8. Typewriter Ril Mfg. Co 
Wel r ~ Co 

Wr I 


Rubber Bands 
Roberts, Weldon, Rubber Co 
Spencer Rubber Products Co. 


Rubber Stamp & Pilate Mfg. Mechs. 


Amer. Evatype Corp. 
Rubber Stamps 
Bankers & Merchants, Inc 
Rubber Type 
Force, William A., & Co 
Stewart, R. A., & Co 
Rulers, Transparent 
C-Thru Ruler Co 
Safes, Office 
Art Metal Construction Co 
Brush-Punnett ¢ 
Cole Steel Equipment Co. 
Diebold, Inc 
General Fireproofing Cx 
Hall's Safe Co., The 
Herring-Hall-Marvin Safe Co 
Invincible Metal Furn. Co 
Meilink Steel Safe Cx 
Mosler Safe Co 
Protectall Safe Corp 
Remington Rand Inc 
Schwab Safe Co. 
Shaw-Walker Co 
Valentine Safe & Lock Works 
Victor Safe & Equipment Co 
Sales Representatives Wanted 
Box R-87 
Sand Urns 
Glaro Machine Products 
Valco Co 
Seales, Postal 
Hanson Scale Co 
Scrapbooks 
Elbe File & Binder Co.. Inc 
Globe-Wernicke Co 
Weis Mfg. Co 
Wilson Jones Co 
Shelving 
All-Steel Equipment Inc 
Bankers Box Co 
Berger Mfg. Div. Republic 
Borroughs Mfg. C< 
Corry-Jamestown Mfg. Corp 
Lyon Metal Products In 
Neubauer Mfg. Co 
Supreme Steel Products, Inc 
Stove & Exhibitions 
Little George F., Mgm 
Nat'l Business Show Co 
Nat'l Office Furniture Ass’! 
Nat'l Office Mgmt. Ass'n 
New York Stationery Show 
Signals, Index Card 
Graft, George B., Co 
Victor Safe & Equipment (« 
Signs, Changeable Letter 
Davenport, A. C., & Sor 
Rowles, E. W. A., Co 
Stide Rules 
Engineering Mfg. ¢ 
Smoking Stands, Office 
Glaro Machine Produc 
La Salle Products Co 
Royal Metal Mfg. Co 
Smo-King Products 
Valeo Co. 
Wells Chair Corp 
Sorting Devices 
Amberg File & Index C¢ 
Assoc. Industrial Designer 
Yawman & Erbe Mfg. Co 
Spindie Files 
Wells Chair Corp 
Stamp Pads 
Carter's Ink Co 
Force, William A., & Co 
Fulton Marking Equipment C¢ 
Rivet-O Mfg. Co 
Stewart, R. A., & 
Stamps, Duplicating 
Multistamp Co 
Stands for Office Machines 
All-Steel Equipment Inc 
Cole Steel Equipment In 
Doro Mfg. Co 
Dorset Steel Equipment C« 
Fiewelling, L. C., Co 
General Fireproofing ( 
Harter Corp 
Home -O-Nize Co 
Maso Steel Products 
Meilink Steel Safe Co 
Shipman-Ward Mfg. Co 
Tiffany Stand Co. 
Welch Industries 
Wells Chair Corp 
Staples and Stapling Machines 
Arrow Fastener Co., Inc 
Fastener Corp., The 
Markwell Mfg. Co 
Vail Mfg. Co 
Stationery Racks 
Halverson Specialty Salk 
Stencils, Brass 
Dayton Stencil Work 
Stenographers’ Notebooks 
Nat'l Blank Book C¢ 
Rock well-Barnes Cc 
Stoels 
Engineering Mfz. Co 
Harter Corp., The 
Royal Metal Mfg. Co 
Welch Industries 
Wells Chair Corp 
Storage & Transfer Cases 
All-Steel Equipment In 
Amberg File & Index Co 
Art Metal Construction ( 
Art Steel Sales Corp 
Bankers Box Co 
Barkley, ¢ L., & Co. 


Bentson Mfg. Co 

Berger Mfg. Div. Repult 

Cole Steel Equipment ¢ 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. ¢ 
Diebold, Inc 

General Fireproofing ¢ 


ernicke Co 





K Hall Marv Safe ( 
Home-O-Nize Co 

lr mperial Methods Co 

I » Metal Furn. ( 





Oxford Filing Supply Co 

Parker Steel Products, Inc 

Peerless Steel Equipment Co 

Pronto File Corp. 

Rockwell- Barnes Co. 

Shaw-Walker Co. 

Top Flight Products Co 

Wels Mfg. Co. 

Yawman & Erbe Mfg. Co 
Store Fixtures & Equipment 

All-Steel Equipment Inc 
Strong Boxes, Fire Protected 

Diebold, Ine 

Herring-Hall-Marvin Safe Co 

Mellink Steel Safe Co 

Protectal!l Safe Corp 

Victor Safe & Equipment (< 
Tabies 

Art 


Metal Construction 
Corry-Jamestown Mfg. Corp 
Doro Mfg. Co. 
Globe-Wernicke Co 
Haskell, Inc. of Pittsburs 
Lyon Metal Products, Ir 

Maso Steel Products 

Royal Metal Mfg. Co 

Shaw- Walker Co 

Standard Furniture Co 





U.S. Chatreraft Mfg. Cort 
Victor Safe & Equipment 
we Chair Corp 


awmean & Erbe Mfg. ¢ 

Tabics, Folding 

Adirondack Chair Co 
Tabulating & Ne mg? Machines 

Burroughs iding Machine ¢ 

Remingtor and Inc 
Telephone Accessories 
» File & Binder Co.. | 





Glidex Corp 
Morris, Bert M., Co 
Rest-A-Phone Co 

Victor Safe & Equip ‘ 


Thumb Tacks 
Graff, George B., C 
a ting Pin Ticket ¢ 


all 
Ticket Holders 
Aigner, G. J., Co 
Aigner Index Co. of N. Y 
Smead Mfg. Co 
Time Clocks and Recorders 
Joslin, A. D., Mfg. ¢ 
Trimming Boards 
Amer. Photo Laboratori 
Type, Typewriter 
Shipman-Ward Mfg. Co 
Typewriter Cleaning Materials 
Bainbridge, Kimpton & H t 
Cardinell Corp 


Multist 
Rega 


Rog 
Ss ip ar Ward Mfg ( 
Webster, F. 8., Co 
Vopeurser Covers 
ipman-Ward Mfg. ¢ 
Typewriter Cushion Bases & Knobs 
An Hair & Felt ¢ 





Peerle Imverial Co., I 
Rowles, B. W. A., Co 
Shipman-Ward Mfg. ¢ 
Typewriter Cushion Keys 
Peerless-Imperial Co., 1 


Shipman-Ward Mfg. C« 
Speed Key Corp 
Typewriter Parts & Tools 
Er 


ear 





Westert Patent Accessories 
Typewriters, Mfrs. of 
Allen, R. ¢ Busine M 


Remington Rand Inc 
Royal Typewriter ¢ I 
Smit L, c & Corona Ty 
Underwood Corp 


Typewriters, Rebuilt & Used 

Regal Typewriter Cc 
Reliable Typw. & Addir Machine ( 
Shipman-Ward Mfg. ¢ 

Upholstered Furniture 
Bright ¢ iir Co 

i Rapids Lthr. I ( 





Wells ( hair Corp 
oy Materials 
S Rubber Cx 


Vente Steps 
{ 


tterman, I. D 
Visible Systems Equipment 
Aigner, G. J 


Aigner Ir ex'Co. of N Y 
Art Metal Constructi ( 
Boorum & Pease ( 

Ine 


Nat’! Bianh -B ok ¢ 





Remington Rand In 
Shaw -Walker Co. 
Sheppa Cc. E., ¢ 
Stationers Loose Leaf ( 
Victor Safe & Equipment ‘ 
Whlison Jones ¢ 
Yawman & Erbe Mfg. ¢ 
Wardrobe Reske 
Crawtor etal Craftsmen (¢ 
Vogel-Peterson ¢ 
Waste Baskets 
Art Steel Sal Cort 
&H 
( 
‘ 
} ‘ 
Wholesale Stationery 
Bair Kimpton & Ha 


OFFICE APPLIANCES, April, 1953 





SALESMEN AVAILABLE 





SALESMAN WELL EXPERIENCED in calling upon trade in middle 


west area centering in Chicago is open for new connection. Excellent 
record. Top references. Equipped to sell any product handled by retail 
tationery and office equipment dealers whether paper goods, furniture, 
r machines Address Box D-148, care Office Appliances, Chicago 6 








OFFICE MACHINE MECHANICS AVAILABLE 





COMPETENT MECHANIC who has served as foreman seeks opening 


with office machine dealer in Texas, New Mexico or Arizona. Married 
Capabie Dependable. Twelve years’ experience. References. Address 
Box D-149, care Office Appliances, Chicago 6 








EXECUTIVES WANTED 





MAN WITH PROVEN ABILITY to completely manage Office Supply and 
Equipment Business in mid-Western city of 300,000. Demonstration of 


ability t perate and expand profitably could lead to opportunity to 
scquire substantial interest. Give complete details about your record 
ind compensation you require. Write to Box R-88, care Office Appliances, 
Chicago 6, for particulars 





EXPERIENCED STATIONERS 
STORE MANAGERS, DEPARTMENT MANAGERS,’ buyers, store sales 
nen, stock: employees—in short, personnel for all phases of retail 
ommercial stationery business—wanted by large, steadily 
£ organization in Chicago area. Liberal salaries. Permanent 
positions, with excellent opportunities to advance. Send complete infor- 
ination, it ng references, to Box R-89, care Office Appliances, Chicago. 
OUR EMPLOYEES KNOW OF THIS AD 


ind mail-order 


ex pandin 








SALESMEN WANTED 





Revolutionar New Mimeograph Machine Works on an entirely new 
principle. NO DRUM, NO INK PADS, NO LEAKS, NEVER ANY MESS! 
Always clear yet produces highest quality printing from standard 
stencils. Now d by many of the country’s leading stationers and office 
equipment de Comments like ‘‘remarkable,” ‘‘unbelievable,” “what 
we've always hoped for’ from sellers and users alike. Best quality 
materials and workmanship insure long, trouble-free life. ::: For an 


‘ggressive individual or firm, an opportunity to sell a popular priced 
product years ahead of competition. A product so advanced, so superior 
that sales resistance evaporates upon demonstration. Regular repeat 
business on exclusive supplies. Write giving complete background 
including products now sold and territory covered. Middle West, South 
West and West Coast available on protected basis. Box R-90, care 
Office Appliance 100 East 42nd St., Room 1023, New York 17. 





OUTSIDE SALESMAN WANTED for well established commercial sta- 
ionery and off equipment business in one of the smaller Ohio cities 


Si ng involved but none overnight. Good opportunity for 
meor ! knowledge of selling office supplies and equipment. For 
parti ul dress Box R-91, care Office Appliances, Chicago 6. 





SALESMAN TO CALL on bank and commercial accounts, selling litho- 
graphing ng ffice furniture, office supplies and equipment on 

mmission | in the State of Oklahoma. H. Dorsey Douglas Inc., 
P.O. Box } Oklahoma City, Oklahoma 





OFFICE FURNITURE SALESMAN (PITTSBURGH, PA. AREA) 


THOROUGHLY EXPERIENCED Office Furniture Salesman will find a 
ifetime opportunity with one of America's largest dealers. Salary plus 
I t nt pension plan. Showrooms of finest lines, complet« 
Applications will be kept in strict confidence 





=ee eston, Pre a nt, General Office Equipment Corp., 719 Liberty 
‘ ' rg? >a F 
MANUFACTURER OF WELL ESTABLISHED nationally known line of 
popula paper lucts selling through thousands of stationers has 
eral 1 western and eastern states available for steady traveling 
mer I 1 two other good lines to dealers. Top commissions 
Protects t tor including repeat commissions. Write fully. Thomas 
I h, District Manager, 107 Liberty Street, New York 6. , 


OFFICE APPLIANCES, April, 1953 








The rate for classified advertise- 
ments is fifteen cents a word, mini- 
mum charge $3.00, payable with 
order. Add six words if box address 
is used. 





WANTED: EXPERIENCED OFFICE MACHINE salesmen. Exclusive 
Victor, Soundseriber and Cincinnati Time Recorder Distributors over 
a large area. Weekly draw against good commission rate. Excellent 
climate. Box R-94, care Office Appliances, Chicago 6. 





SALESMAN, EXPERIENCED: Office Supplies and Furniture, with 
following; ind. acc’ts. Chicago area. Excellent earning possibilities. 
Partnership contingent. Replies held confidential. Box R-92, care Office 
Appliances, Chicago 6. 








SALES-SERVICE MEN WANTED 





SOUTHWEST'S LARGEST, EXCLUSIVE Independent Addressing Machine 
Dealer needs two well trained men to sell and service Addressograph 
Machines. Exceptional a for the right men. 
commissions. Give complete details when replying. All replies confi 
dential. Box R-93, care Office Appliances, Chicago 6 





OFFICE MACHINE MECHANICS WANTED 





WANTED: EXPERIENCED SERVICE MANAGER capable of servicing 
all makes adding machines and typewriters. Qualifi to instruct one 
student mechanic. Knowledge of Remington Bookkeeping Machine, dupli- 
cators, and dictation machines desirable but not requisite. Good health 
and personality a must. Qualify for bond at our expense. Excellent 
pay in ideal western city. Box R-95, care Office Appliances, Chicago 6. 





REMINGTON RAND AGENCY in central part of Washin State has 
an opening for an all around Typewriter and Adding Machine mechanic. 
Salary $450.00 per month. References required with outline of experience. 
Send replies to Box R-96, care Office Appliances, Chicago 6. 





WANTED: Adding Machine and Typewriter Mechanic for job in South 
Texas. Warm climate, Good working conditions. Cole's Office Equip- 
ment Co., Corpus Christi, Texas. 





TYPEWRITER AND ADDING MACHINE MECHANIC Wanted by Royal 
and Victor Representative in Las Vegas, New Mexico. Married man 
preferred. Good proposition for steady and stable man. Write or wire 
Las Vegas Stationers, Las Vegas, New Mexico. 





TYPEWRITER & ADDING MACHINE MECHANIC: Steady employment, 
liberal proposition. One with sales ability preferred but not necessary. 
Muncie Typewriter Exchange, Muncie, Indiana. 








SALES REPRESENTATIVES AVAILABLE 





LINE WANTED, Office and Institutional furniture, Cover metropolitan 
New York, New Jersey, Philadelphia, Baltimore. Have best accounts. 
Write Box D-150, care Office Appliances, Chicago 6. 





ATTENTION MANUFACTURERS—YOUNG, AGGRESSIVE SALES Or- 
ganization would like to represent you a» or sectionally. Please 
write giving details of your line or item. Box D-151, care ce Appli- 
ances, Chicago 6. 





SALESMAN WITH SEVEN YEARS’ EXPERIENCE selling Office —- 
ment, Visible Systems and Filing Supplies to Dealers and Consumers in 
Southeast—Knows over 200 Dealers—Desires to represent manufacturers 
as agent. ‘Box D-154, care Office Appliances, Chicago 6. 








machines and equip- 
ox D-152, care Office 


ROCKY MOUNTAIN EMPIRE: Office or Facto 
ment. Manufacturers agent for dealer lines. 
Appliances, Chicago 6. 





WANTED: TO BUY THE ENTIRE OUTPUT or part of the output 
of smaller factories, manufacturing items sold to the office supply and 
office equipment dealers. We want to expand the number of items 
sold by our growing sales organization. Please send catalogs, illustra- 
tions and prices together with samples to W. T. Rogers Co., 1306 
Mound St., Madison, Wisconsin. 





LINES WANTED for Pacific Northwest by salesman who has covered 
territory 20 years and has excellent trade following. Well versed in 
stationery lines and office furniture. Will give full time to one manu- 
facturer or will represent two or three non-competing concerns. Top 
references. Address Box D-153, care Office Appliances, Chicago 6. 





JOBBER ITEMS WANTED: Smaller office supply items and supplies 
wanted to distribute along with the Print-O-Matic machines and supplies 
in Minnesota, Dakotas and surrounding territory. Donald F. Rossin Co., 
423 So. 5th St., Minneapolis 15, Minn. 


WANTS AND FOR SALE, Continued on page & 
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WANTS AND FOR SALE, Continued from page 7 











SALES REPRESENTATIVES WANTED 





SALES REPRESENTATIVES WANTED for West South Central and 
East South Central states by leading Pacific Coast manufacturer of 
quality leather desk pads and desk accessories. Calling on Office Furni 
ture dealers, stationers and department stores. Experience and following 
necessary. Write full particulars giving territory and lines now handled, 
etc. All replies confidential. Box R-97, care Office Appliances, Chicago 6 





MANUFACTURERS REPRESENTATIVES WANTED to sell a progressive 
quality line of felt tipped pens, markers and inks. Repeat business 
Excellent territories still open Liberal commission. Give lines now 
carried, territory, etc., in first letter onfidential) Box R-98, care 
Office Appliances, 100 East 42nd Street, New York 17, New York 





MANUFACTURER (established 28 years f Linoleum Desk Tops, Leather 
Desk Pads, etc., desires sales representatives. Commission basis. Writ« 
stating experience, territory desired, etc. Box R-99, care Office Appliances, 
Chicago 6. 





LARGE MANUFACTURER (est. 4 years) of Loose-Leaf Products 
desires Sales Representatives. Commission basis. Write stating experi 
ence, territory desired, etc. Box 951, Fall River, Mass 





REPRESENTATIVES WANTED Experienced office appliance salesman 
wanted to represent expanding lin« All territories open. Liberal com 
mission. May be handled as a side line. Box R-100, care Office Appli 
ances, Chicago 6. 





SALES REPRESENTATIVE WANTED by successful, long established 
manufacturer of filing supplies in Ohio Territory. Commission Deal 
Box R-101, care Office Appliances, Chicago ¢ 








RETAIL BUSINESS FOR SALE 





OFFICE SUPPLY and Equipment Business successfully operated for 
eighty years. Located in Ohio city over 250,000 population. Sales over 
$120,000, gross averages near 40 per cent Established accounts. Writ 
R-102, care Office Appliances, Chicago 6, for particulars 





FOR SALE: Well established retail business in Southern Virginia town 
with trading area of 100,000. Grossed over $68,000 last year Have 
complete line of Office Supplies, Furniture, Equipment and Machines 
Inventory at $22,000. Reason for elling Owner has other interests 
Reply R-108, care Office Appliances, Chicago ¢ 





THIS IS ONE OF THE BEST Offerings we have had for some time 
A. growing St. Paul Office Machinery and Furniture business must be 


sold now as owner requires warmer climate Business occupies leased 
2 story bldg. with full basement. Operation consists of sales and serv 
of typewriters, adding machines, duplicators, and assorted type furniture 
Parking facilities. A flourishing business with many industrial and 


commercial accts. Operation complete with all equip. is being offered 
for only $10,500 plus inventory. Certainly worth investigating. M. H 
Bunce :: File 11606 :: 318 Bush Street, Red Wing, Minn., for Heinz 
Johnson Dunn. 





OPPORTUNITY for sale: Store doing profitable business. with unusual 
growth potential for active man wi knows stationery business. Loca 
tion No. Til. Best reason for selling. Box R-104, care Office Appliances, 
Chicago 6. 





OFFICE SUPPLY STORE In Rocky Mountain City of 60,000. Good outside 
trade area being worked. Gross sales last year $28,000 Rent $70.00 
with 3 year lease. Priced complete at $7500.00. Box R-107 care Offic 
Appliances, Chicago 6. 





FOR SALE OFFICE MACHINE, Office Furniture and Supply business, 
City of 40M. Sales radius 60 miles. Inv. $45,000.00, will finance one-half 
Box R-105, care Office Appliances, ( f 


ig 








WANTED TO BUY RETAIL BUSINESS 





WANTED TO BUY—Office supply busi s, city above 50,000 pop. Long 
established with good retail location. Can pay $15,000 cash. Box R-106 


care Office Appliances, Chicago 6 











WILL SELL.CHEAP list of 5 M commercial stationers and office appliance 
dealers. Also list of approx. 5M typewriter and adding machine dealers 
Names not duplicated. The Kraus ( (8-02 48d St.. Woodside, N. Y¥ 





ADDING MACHINE PARTS, TYPE, ETC. 








LARGE STOCKS of new and used Adding and Calculating Machine Parts 
available. Quotations furnished on specific parts upon request. I. A 
Dehn, Jr., 1643 10lst Ave., Oakland, Calif 





FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and Calculating 
Machines, Comptometers, Electromatic Typewriters, and fanfold machines, 
bought and sold. Chicago Office Appliance Co., 1930 West 2ist St., Chi- 
cago 58. 





ELLIOTT-FISHER AND SUNDSTRAND machines. Comptometers, Bur- 
roughs, Friden, Marchant, Monroe Calculators. Electromatic typewriters. 
{dding machines and all office machines bought, sold, rented, rebuilt 
Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis 





NATIONAL BOOKKEEPING MACHINES wanted, 3000 Class, 4 and 6 
total machines, with typewriter and front feed carriage, above 40,000 
serial number; also, 3100 Model, Adding Machines, Calculators, Comp 
tometers Advise serial and model numbers. Office Machines Inc., 619 
Pine St., St. Louis 1, Missouri. 





BURROUGHS BOOKKEEPING MACHINES All Models, Bought and 
Sold. Give serial number and model in request for quotation. Business 


Equipment Co., 160 W. Larned, Detroit 26, Mich 





WANTED TO BUY: Late model Elliott-Fisher bookkeeping and billing 
machines. Must be over 270,000 serial number. J. & T. Office Machine 
Co., 665 W. Washington S8t., Chicago 6 








BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER Bookkeeping Ma 
chines, Comptometers, all makes calculators bought and sold. Dorrell 
Office Machines Co. (Inc.), 93 So. 11th, Minneapolis, Minn 





NATIONAL 2000 & 000 Class, Burroughs Bookkeepers Calculators, Ad 
dressing Machines, Bought & Sold. Send full description. Pan-American, 
5 S. Olive, Los Angeles. 











WANTED—ALL MAKES calculators and adding machines. State make, 


model, serial number and adding capacity. International Office Appli 
Y 


inces, Inc $26 Broadway, New York 7, N 











WANTED TO BUY—Sundstrand bookkeeping machines, Model A, C and 
D. Give complete model number, serial, size carriage and whether front 
feed or back feed. International Office Appliances, Inc 26 Broadway, 
New York 7, N. ¥ 








BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. Stat« iodel, serial 

imber and we will quote highest cash prices. International Office Ap 
pliances, In 26 Broadway, New York 7, N. ¥ 





WANTED turroughs or N.C.R, Bookkeeping and Billing Machines, Cal 
ulators, Comptometers, Adding Machines, et any style Quote com 


plete description and best price. AMERICAN BUSINESS MACHINES, 








Inc., 573 Broadway, New York 12, N. ¥ 
WANTED Addressographs, Graphotypes, Speedaumats, Frames, Trays, 
Cabinets Send model and serial nos. to Addressing Machine Co. of 


Calif., 618 Mission St., San Francisco 





ELLIOTT-FISHER machines, calculating machines, adding machines—all 
iffice equipment, bought and sold. W. J, Crowley Company, 906-908 N 
Water St., Milwaukee 2, Wis 








BURROUGHS PRODUCTS our specialty, get our higher cash prices for 
calculators, bookkeepers, billers, comptometers A L Steer 547 So 
Dearborn, Chicago 5, Ill 





CASH FOR NIAGARA BX2M and A. B. Dick 90 Mimeographs and late 
model Underwood ind Royal Typewriters Housel, Box ] Sasking 
Ridge, N. J 


CASH PAID FOR MULTIGRAPH, MULTILITH, Varityper Mimeograph, 
Addressographs, Typewriters, Presses Iso we trade and sell. Write 
Dixie Service, King, North Carolina. 




















KARDEX, ACME, all makes used visible filing equipment. Thousands 
if reconditioned cabinets, panels, books, alwa on hand. Special service 
and prices to dealers for purchase or sale. Get ir quotations. Chas. § 
Nathan, Inc., 548 Broadway, New York 12, N. ¥ 

VARITYPERS, IBM’S, all kinds office machines sold, bought, wholesale 
export. All-Languages Typewriter Co., 119 West 23rd Street, N. ¥ 
CH-3-8086 

VARITYPERS, TYPE WANTED. Model A-20 Serials over 416,000 pre 
ferred ADAMM, 250 Third Avenue, New York 10 Telephone ORegon 
7-8765 

VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in 


rebuilt Kardex Acme and International Visible Factograph cabinets 
is well as other makes. Write and tell us what Visible Equipment you 








need or have for sal Special prices to dealers. Heineman Office Equip 
ment Co., Dept. OA, 4 N. 8th St., St. Loui Mo 
LARGE AMOUNT used visible cabinets, KARDEX, ACME and RAND 








Variety of sizes and styles A-1 conditior ry reasonable Eversteel 
Equipment Company, 69 Spring Street, New York 12 

KARDEX, ACME, POSTINDEX, ET‘ 
SPECIALISTS IN VISIBLE Filing Equipment for 30 year Full coopera 
tion offered to dealers on sales or purchase All equipment thoroughly 
rebuilt and guaranteed, Commercial Card System Co ] Grand S8t 


New York 13, N. Y¥ 
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State of the Industry --+-+-+-+-:>:- 


= Controls Going Off. The era of decontrol is at 


hand. For the office machine industry the situation 
is that controls have been ended on office machine 
rental prices and on repair, service and maintenance 
charges. Controls on prices of new machines have 


1lso been eliminated. General Manager Harold 
f NOMDA comments, “Inasmuch as used 


~ 
> 
ad 
a | 
5 
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machine: were never controlled, this places our 
industry on a basis of now operating without con- 
trols of any kind.” 


NSOEA marks the passing of these controls at all 
levels of distribution: 

|. All paper and paperboard products under the 
isdiction of the Forest Products Division of 


OPS 

2. All furniture, including office furniture. 

3. All rubber products, including stationers’ bands, 

ona erase’s; 

4. Miscellaneous fabricated textile products in- 

‘luding labels, pennants and tags. 

At the wholesale and retail levels products de- 
ontrc lled included those in categories covered by 
CPR 7, including luggage and leather goods, clocks, 
toys, and forth 

Eliminated at manufacturing, wholesale and re- 
tail levels are price ceilings on business machines, 
equipment and accessories, such as accounting 
machines, duplicating machines, fare registering 
machines, safes and vaults... 


* tne pa Your Records. Price Stabilizer Joseph 


H. Freehil cautions against premature disposal of 
business recc rds formerly required under the price 
control program. He points out that as price control 
regulations are revoked, it is not necessary to main- 
tain records concerning transactions. But, he added, 
dealers must preserve for specified periods of time 
whatever records they were required to have before 
decontrol was ordered. 
@ Wants Tariff Reform. John S. Coleman, president 
f the Burroughs Adding Machine Company, wants 
jradual tariff reductions and simplifying of the 
customs laws by this country. Addressing the Inland 
Daily Pre Association in Chicago recently, Mr. 
Colemar tid that trade restrictions must be re- 
moved if a community of free countries strong 
enough eet the Soviet threat were to be built 
ip. He called pleas to the Europeans to produce 
nonsens« inless they were permitted to sell to 


@ The Toll of Taxes. The Chamber of Commerce of 


the United States in a recent effective brochure 
pointed out: “You can't eat taxes, you can't wear 
taxes, but you pay more for taxes than you do 
for food and clothing.” 

Last year total Federal, state and local taxes 
lirect and hidden—came to $84.6 billion. Total food 


md clothing purchases of Americans were $8] 


i Worth dy g For. As the NSOEA regionals get 


inderway it is proper to remind members of the 
ravelers ; that they are again competing for 
the Travelers Club Trophy. This token of a job well 
done, i w in the possession of the Great Lakes 


l'ravelers Club. The contest ends next September 15. 
Remember that points are gained by securing 
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acceptable memberships in the Field, Dealers or 
Manufacturing Divisions and by holding sales meet- 
ings where NSOEA training courses are used as 
textbooks. There are bonus points for the largest 
percentage-wise increases in Field Division member- 
ships and for the holding of sales clinics. 


@ Parking Woes. Banning of Loop deliveries in 
Chicago and elsewhere is contemplated or has 
followed in the wake of large-city traffic congestion. 
The Chicago chapter of NOFA is preparing to resist 
a proposed ordinance which would virtually halt 
all day-time deliveries in the loop area. 

The typewriter man has his troubles, too, as 
suggested by Oscar Ross, Chicago office machine 
firm operator. He writes that in picking up and 
delivering typewriters and adding machines in the 
Loop he is told by policemen that he can park for 
only three minutes. Consequently, it is necessary 
to park in lots several blocks away and carry the 
heavy machines some distance in order to deliver 
them.—COS 





Good Reading This Month..... 


Page 12. Presenting the men who make up the 1953 Presi- 
dent's Troupe for NSOEA. These outstanding men in our 
industry will address the series of regional conventions. 
Page 13. Harold J. Ashe presents a timely and thought- 
provocative article, “Here Lies a Going Business—It Died 
with the Dealer.” He explains the dangers in not planning 
for the inevitable—after death. Too many times, he states, 
a widow finds that she can maintain her husband's business 
only at a loss. Here are ways in which heartbreaks can 
be avoided. 

Page 15. Do you know how to check your customer contact 
points to increase your business? Edmund Mottershead 
presents a chart which makes it easier for a dealer to 
analyze his policies. 

Page 16. Albert Woodruff Gray® presents two more interest- 
ing cases of law in his monthly feature, “What the Courts 
Say”. These are actual case histories which help others to 
avoid pitfalls of industry practices. 

Page 17. Good equipment and good service combine to 
make quota-breaking sales for Nevada Typewriter Ex- 
change, Las Vegas, Nev. It's another of the actual experience 
stories which make Office Appliances a “must” business 
journal. Learn by the recital of how others have succeeded. 
Page 18. L. R. Addington, vice-president of dealer sales, 
Art Metal Construction Company, has some more profitable 
tips for salesmen. This month he advises, “Always make 
your demonstrations equally sharp. Do not qualify them by 
whether you think the customer is a good prospect or not.” 
Page 20. “Package” selling of school supplies can step up 
volume. Read how Jacob Schiff sells the schoal trade in 
Atlantic City, N. J. 

Page 22. The modern display section has a number of 
timely articles on this important feature of successful. mer- 
chandise. One tells how the Clegg Company dares to be 
different in San Antonio, Tex. 

Page 26. Furniture moves when comfort and convenience 
are stressed. Read how Harris & Company, Harrisburg, Pa., 
has found a selling way. 

Page 32. Here’s a four-page section packed with informa- 
tion about the NOFA convention which is calling the office 
furniture industry to Cleveland, Ohio. 





REPRINT FROM OFFICE 
APPLIANCES, MAY, 1928 


“Why We Would 
Like to See 
Herbert Hoover 

President” 


E ARE NOT CONCERNED with 
politics except as party policies 
and platforms affect the prosperity 
of the country and the well-being 
of the office equipment industry. 
Industry and commerce are the 
impelling forces of our national life. 
By them is created our material 
well-being, and by them is made 
possible the developments of the 
arts and sciences and all other cul- 
tural influences which promote in- 
tellectual and moral progress. Com- 
merce is the life stream of all 
nations! In all ages and in each 
year of all ages have beermand now 
are some tributaries which pollute 
the stream. 


A Leader Needed 


The rapid development of our 
material wealth has brought com- 
plexities which call for readjust- 
ment and inventory of national 
values. The great office of the 
Presidency demands a leader who 
thinks in the terms of the times. 
The national problems of the day 
are to be solved and national prog- 
ress promoted, not by politics but by 
economics. In the present situation 
we perceive no party issues but in- 
stead, a demand for a national pro- 
gram which only a great executive 
and administrator can achieve. 

If there is a man in the United 
States who has been trained for 
the Presidency in such a time as 
this, that man is Herbert Hoover. 
We do not think of Mr. Hoover in 
terms of political parties. We would 
advocate his election on any ticket 
because it seems to us that he is 





review of 
some events at 
the start and in 
the progress of the 

OFFICE EQUIPMENT IN- 
DUSTRY and its trade journal 
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Conducted by 


EVAN JOHNSON 


For 34 years Editor of 
OFFICE APPLIANCES. Since 
1941, Contributing Editor 





Hon. Herbert C. Hoover 
Secretary of Commerce 


President of the American Child Life 
Association. Chairman of Better Homes 
in America. In the last ten years pres- 
ident or chairman of twenty-two or- 
ganizations for better service. Holds 
honorary memberships in nine engi- 
neering societies and clubs. Recipient 
of gold medals from many leading 
institutions of all nations. Honorary 
citizen of Belgium, Finland, Poland and 
Esthonia. Recipient of honorary de- 
grees from thirty-six universities and 
colleges. Has been given the freedom 
of various cities at home and abroad. 


—OFFICE APPLIANCES, May, 1928 





the man best qualified to formulate 
and put into effect the national 
program. His attitude toward the 
business interests of the country 
comes from first-hand knowledge 
and is not tinged by prejudice or 
outworn class ideas of the second- 
ary place of commerce in the social 
and political scale. 
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In times when politicians seemed 
to think critically of business and 
to adopt an inimical attitude to- 
ward it as a way to popular favor, 
Herbert Hoover remained fair and 
firmly on his feet. His relations 
with business associations have al- 
ways been correct. He believes in 
such associations which he knows 
can be operated strictly under the 
law and with inestimable advantage 
to the prosperity of the whole coun- 
try. During the last seven years he 
has transformed the Department 
of Foreign & Domestic Commerce 
from an expensive luxury main- 
tained by Federal taxation into the 
most vital and effective public serv- 
ice ever created by any government. 
He has built up for the American 
people an organization unsurpassed 
in public or private enterprise. 


Helped Save Lives 


Mr. Hoover’s first emphatic pre- 
sentation before the public occurred 
in 1914 when he relinquished his 
mining business and devoted him- 
self to Belgian war relief work, as 
a result of which millions of lives 
were saved. His next great work oc- 
curred three years later when he 
was appointed food administrator 
on the entry of the United States 
into the war, serving until June, 
1919; he increased our food exports 
to twenty million tons per year and 
spent seven billion dollars from 
which activities not a single scandal 
has ever developed. After the 
Armistice, Mr. Hoover organized 
abroad the disposal of American 
surplus crops grown for war pur- 
poses, so as to maintain prices until 
the entire production of 1918 was 
taken care of. 

Congressman Burton lists in de- 
tail some forty great national 
achievements for which Mr. Hoover 
has been responsible, twenty of 
which have been carried out during 
the last seven years. His fine work 
in Mississippi flood relief is fresh 
in the minds of all. 

Mr. Hoover is married and has 
two grown sons. They have a home 
on the campus of Stanford Univer- 
sity and a house in Washington. 

He is fifty-three years old, a na- 
tive of Iowa. Orphaned at the age 
of seven, he was reared in Iowa and 
Oregon by Quaker relatives. He 
worked at truck gardening, as an 
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office boy and clerk and went to 
school at night. He entered Stan- 
ford University at seventeen and 
graduated in mining and geology 
at twenty-one. He has worked hard 
practically all his life and has 
earned his way and his title to the 


respect, confidence and admiration 
of the American people. His service 
from 1914 on is known to practically 
every citizen of the country. 

Mr. Hoover has no embarrassing 
alliances. There are no skeletons 
in his political closet. Added to his 


admirable equipment for the Presi- 
dency are native qualities of dignity 
and serenity which adorn the high 
office of chief magistrate of the 
country. 


AND IT CAME TO PASS 


Message from Mr. Hoover in January, 1922, to the Pres- 
ident of the National Association of Office Appliance 
Manufacturers Regarding an Exhibit of Certain Machines 


and Systems in Washington 


“In taking over the Department 
of Commerce, I have been anxious 
that it should become what it was 
originally intended it should be— 
a service department to American 
business. And I think we have made 
a very hard effort here to change 
one point of view. That is, that this 
Department is not here for the in- 
struction and guidance of American 
business, but is here to learn what 
American business needs by way of 
service, and then to apply such 
forces as'the Government can bring 
to bear to that end. 


Trade Groups Grow 


“Now, we have a development of 
some thousands of trade associa- 
tions almost wholly within the last 
twenty years. I take it that such 
developments do not occur in the 
business community unless they are 
impelled by some strong economic 
reason, and that they do represent 
some purpose; that these associa- 
tions come into being and thrive 
by virtue of the service that they 
are doing for their membership. 
They offer a fortunate point of con- 
tact between the Government and 
those different branches of busi- 
ness, and we have sought since 
coming here to establish and assure 
those points of contact. 


“Trade associations have been 
under some criticism, but it is our 
belief, from investigations we have 
made, that that criticism arises, not 
against trade associations and the 
beneficent service they perform, but 
against people who have taken ad- 
vantage of the name, ‘trade asso- 
ciation,’ to cloak operations with 
entirely different objectives, and 


that, whereas there are a couple of 
thousand trade associations in the 
country, there are probably not 
more than a hundred and fifty or 
two hundred that belong in a cate- 
gory where criticism has a right to 
rest at all, and that in itself is a 
passing phenomenon. 

“So we have thought that it was 
our duty to assist trade associations 
in every way that we possibly could 
in their proper functions, and to 
do that through all the bureaus of 
the Department that could be 
brought to bear. 

“So that, with the Bureau of For- 
eign and Domestic Commerce, we 
have here three directions in which 
the department is trying to be of 
service: First, in foreign trade, 
under Dr. Klein; then in statistical 
information, under Dr. Stewart, and 
third, the Bureau of Standards, 
under Dr. Stratton. 


Statement of Purpose 


“The impression that I would like 
to convey to you is that the whole 
desire and policy of the Department 
is to try to bend and lend these 
services and these Bureaus to or- 
ganized industry itself, and get into 
such intimate contact that we may 
perform the service that you desire 
in every direction in which the 
Government can properly proceed 
without entering into the govern- 
ment of business, because there is 
an enormous difference between 
service to business and the Gov- 
ernment going into business.” 


Note—In recent years that “‘enor- 
mous difference” has become an 
extraordinarily enormous differ- 
ence. 











OFFICE APPLIANCES, April, 1953 


1 















RY 
ES and Og,» 





1953 President's 
NSOEA Troupe 


Members of the “Presi- 
dent's Troupe” announced 
by NSOEA for the regional 
meetings of the 14 districts 
are: 


“THIS WE BELIEVE” 
(Presentation in 3 parts) 
l. The Dealer's Problem 
-Adrian H. Pem- 
broke, Pembroke’s, 
Salt Lake City, Utah, 
president of NSOEA. 


2. Training Salesmen— 
L. R. Addington, vice- 
president, Art Metal 
Construction Com- 
pany, Jamestown, 
N. Y., vice-president 
manufacturers’ divi- 
sion of NSOEA. 


3. The Place of NSOEA 
-Paul E. Burbank, 
general manager. 


“THERE'S A SYSTEM” 
by Elmer G. Rahe, vice- 
president, The Globe- 
Wernicke Co., Cincin- 
nati, Ohio. 


“CERTIFIED OFFICE 
PLANNING SERVICE 
PROGRAM” 


by Robert Spelman, as- 
sistant secretary, Wood 
Office Furniture Institute. 


“A TRAVELER TALKS TO 
THE DEALERS” 


by Ralph A. Maish, Jr., 
Dennison Manufactur- 
ing Company, vice-pres- 
ident field division of 
NSOEA (in districts 6, 
13). 


by Jim Cooper, Jr., man- 
ufacturers’ representa- 
tive, vice-chairman field 
division of NSOEA (in 
districts 4, 9). 





L. R. Addington 


Elmer G. Rahe 





Ralph A. Maish, Jr. 





Adrian H. Pembroke 





Paul E. Burbank 





Robert Spelman 





Jim Cooper, Jr. 
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"Here Lies a Going Business” 
—It Died with the Dealer 


by HAROLD J. ASHE 





Some Vital Questions 
Worth Asking Now: 


Could your widow run your busi- 
ness in case of your death? What 
would happen to your family? 


Will your estate consist largely 
of your business? Are there ways 
in which you can protect your 
estate? 


Superficially, a dealer may con- 
sider his business no different than 
the simplest retailing venture. There 
is reason to believe a good many 
dealers so think of their business. 
A dealer, without thinking the mat- 
ter through, and without taking into 
consideration the peculiarities of 
his business, may conclude that, 
upon his death, he is transferring 
a going business to his widow. He 
may assume that it will continue to 
show a net return comparable to 
what the business enjoyed during 
his lifetime. 


The sad fact of the matter is that 
a dealership which provided the 
owner and his family with a com- 
fortable living very likely will close 
its doors on the death of the owner, 
never to reopen. 
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mw FEW PEOPLE, except the mor- 
bidly inclined, like to dwell upon 
the inevitability of death. Yet one 
of the unpleasant duties of every 
stationery and office equipment 
dealer is the necessity of contem- 
plating the fate of his business 
when he dies. And this, in turn, is 
closely associated with a personal 
consideration of what will happen 
to his wife when death terminates 
his management tenure. 

Just what will happen to your 
business when you die? Do you 
really know? 

Can you make a shrewd guess 
based on a knowledge of the prob- 
abilities and the experience of 
others? 


Solve Problem Early 


While this may be the final man- 
agement problem confronting a 
business, and the first to face a 
woefully unprepared and mourning 
widow, common sense dictates the 
problem be met and, if possible, 
be solved well in advance of death. 
Death, for each of us, is no respec- 
tor of mortality tables. The young 
dealer, no less than the older one, 
needs to give this subject high pri- 
ority now. 

All too often a prosperous dealer- 
ship virtually dies with its owner’s 
death. Frequently, the widow, who 
has been accustomed to a com- 
fortable living, finds within a year 
of her husband’s death that only 
county relief or an old age pension 
stands between her and starvation 
and, often, with growing bitterness 
in her heart. 
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Nor is this the lot only of widows 
of marginal dealers. Many’s the 
widow of a once highly successful 
dealer who is no less unfortunate. 

While some small businesses may 
be continued upon the owner's 
death, such as a corner grocery, 
this prospect is much more remote 
for an office appliance business. 
And this likelihood may increase in 
inverse ratio to its size. That is, 
the smaller it is, the greater the 
impact on it of its owner’s death. 


Earnings Will be Cut 


Upon the death of the owner, the 
business has lost the personal serv- 
ices of its guiding hand. A substan- 
tial part of the business earnings 
are traceable to these personal serv- 
ices. With the death of the owner, 
his services must be substituted by 
hired help. Even if this help is com- 
petent, it may cut earnings in two. 
That is, from this point out, net 
earnings must be divided between 
the new ownership (the widow) and 
hired management. In the past 
these two contributions came from 
one individual: the dealer. 

This circumstance is equally true 
of the smallest dealership and larger 
non-corporate businesses. It is gen- 
erally true even of the closely-held 
family corporation where, in fact, 
active management and ownership 
are virtually identical. 

Thus, and it cannot be empha- 
sized too often, the net earnings of 
a dealership are actually a reward 
for both personal services and capi- 
tal investment, and not the latter 
alone. This is an important fact 
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to keep in mind because, in the case 
of a widow, her only contribution 
to the business she inherits may be 
that of capital provider. 

Even though, as a going business, 
an office appliance dealership, un- 
der certain conditions may be sold 
at a substantial profit and with 
money changing hands for good 
will, this prospect quickly dimin- 
ishes with the death of the owner. 

So, it is not safe for the owner 
to assume that that attractive offer 
he once turned down now repre- 
sents the price his wife can com- 
mand for the business upon his 
death. 

If, however, the widow resists sell- 
ing the business she may be in for 
a bad time. She may attempt to 
run the business herself and try 
to avoid hiring skilled management. 
Few widows, except those who have 
been active in the business in the 
past, are equal to the task. Even if 
a widow has been employed in the 
office during her husband's life, she 
may not be able to hold up his end 
in over-all management or on the 
sales floor and inspire the confi- 
dence of customers. 

The plight of a widow who is heir 
to a business she cannot continue 
originates long before the death of 
her husband. It is inherent in the 
nature of the business. That many 
widows have been able to continue 
many small, uncomplicated retail 
ventures upon the death of the hus- 
band should not mislead office ap- 
pliance dealers into concluding their 
business is no more complex. 

A dealer’s widow may be thor- 
oughly competent in the office and 
be hopelessly inadequate in all other 
business respects. 


Must Modify Thinking 


Because of the peculiar circum- 
stances already outlined, a dealer is 
under moral obligation to revise and 
modify his thinking in terms of his 
prospective estate. He should con- 
sider every possible method by 
which his business may be contin- 
ued after his death. 

If these avenues are closed to 
him, he should then concentrate, 
so far as possible, in building an 
estate outside of his business which 
will assure his wife a decent living 
upon his death. The nature of the 
business makes such planning im- 
perative. 

Regardless of the book value of 
his business, a dealer should con- 
stantly remind himself that its 
worth will probably drop drastically 
upon his death, unless a workable 
method is found to continue it. And 
even then, earnings will probably 
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fall because of demands of hired 
management or the introduction of 
a partner. The late owner’s family 
will have his take-home net earn- 
ings reduced at least by the amount 
of the cash value of his personal 
services to the business. This fact, 
too, cannot be stressed too often, in 
estate planning. 

In contemplation of death, a 
dealer may incorporate his business 
and take in a reliable employee by 
selling him a small block of stock, 
and with an opportunity to gradu- 
ally buy more stock as time goes on. 

It is characteristic of many 
smaller businesses that they provide 
no future for anyone except the 
owner. As a result the most compe- 
tent employees drift away after a 
few barren years. Such a far- 
sighted step can also have immedi- 
ate favorable effects on the busi- 
ness. It can provide the most com- 
petent employee with an incentive 
to exert himself, and even though 
his investment return is nominal. 


A Partner, Perhaps 


Or if, for legal reasons, incorpo- 
rating is not desirable, a dealer may 
develop an employee to the point 
where he can be offered a small 
partnership interest. This, provided 
the business is large enough to war- 
rant more than one owner drawing 
earnings. However, it is well to re- 
member that with such a partner, 
most of his drawings would other- 
wise be represented by wages, any- 
way. Such a partnership will ensure 
the business having skillful man- 
agement after the founder’s death 
and at a critical period in the deal- 
ership’s business. Even if it is con- 
templated the business will be sold 
eventually, after the death of the 
owner, this will provide manage- 
ment which can conserve assets and 
result in a better price for the estate 
of the deceased. 

A good many businesses, large 
and small, have been kept going for 
generations by introducing sons and 
grandsons into the business as part- 
ners. This occurs as rapidly as they 
demonstrate ability, and long be- 
fore the demise of senior firm mem- 
bers. Of course, there is always the 
possibility that offspring will show 
no capacity for the business what- 
soever, and such a_ partnership 
would solve nothing. 

On the other hand, a good many 
sons are denied any partnership 
claims for too many years. If they 
have the kind of stuff a business is 
someday going to need, they strike 
out on their own. Making such a 
partnership too difficult can be as 
disastrous as making it too easy. 
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If none of the foregoing steps are 
possible, it may be best to get recon- 
ciled to the prospect the business, 
upon the death of the owner, may 
be disposed of at a considerable loss. 

As a going business it may drop 
rapidly in value, once the guiding 
hand is removed from the throttle. 
This is particularly true if the 
widow, without experience in the 
business, tries to keep it going and 
is at the mercy of indifferent em- 
ployees. The sooner such a venture 
is liquidated, the less will be the 
loss. 


Develop Other Income 


In anticipation of such a situa- 
tion, a dealer might be better ad- 
vised to try to develop outside 
sources of income which can pass 
intact, and without being sacrificed, 
to the widow. Granted a dealer 
wants to expand, expansion is only 
a means to an end and is not an 
end in itself. It can be most impru- 
dent, in terms of building an estate, 
to put all funds into the business 
if there is no one to carry it on in 
event of death of the owner. 


Thus, a dealer, mindful of his 
solemn obligations to his widow and 
perhaps dependent children, should 
give some thought to diversifying 
his holdings. An extra $5,000 in- 
vested to pay off a mortgaged home, 
estate-wise, may be a better invest- 
ment than a like amount plowed 
back into an already adequately- 
financed business. 


A substantial life insurance policy 
should be a must. Even young deal- 
ers should protect their family with 
as much life insurance as possible. 
The quick cash which such insur- 
ance provides makes it possible for 
the widow to avoid immediate hard- 
ship. It will give her funds with 
which to carry on while trying to 
dispose of the business to the best 
advantage. 

Many a business has been sold at 
a greater sacrifice than otherwise 
necessary because of lack of funds 
for the immediate, pressing per- 
sonal needs of survivors. If death 
has been preceded by a lingering 
illness, and possibly hospitalization, 
the business may already be drained 
of funds before death. 

An unmortgaged rental property 
may not earn as much, dollar for 
dollar of investment, as having the 
same amount of money straddling 
two or three properties heavily 
mortgaged. However, the former 
will provide a widow with at least 
a minimum assured income, uncom- 
plicated by the worries of mortgage 


(Turn to page 29, please) 
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Check Your Customer Contact Points 
to Increase Your Business 


Part I— 


Points Can Bring 


utside- 


g@ IN THESE DAYS of intense com- 
petition, the office supplies dealer 


can no longer sit back securely with 
a local monopoly on the sale of his 


by EDMUND MOTTERSHEAD 


feature writer 


merchandise. He can’t afford to 
Customers into wait for people to come to him 
when they have some specific need 
Your Stor he can fill. actively going out after business, he 


POINTS OF CUSTOMER CONTACT OUTSIDE THE STORE—SERVICE RATING CHART 


Unless he is aggressively attract- 
ing attention to his business and 


will fall to the wayside under the 
impact of national advertising, di- 


INADEQUATE FAIR GOOD 

1. NEWSPAPER Makes excessive and unsupported Stresses name of store—honest but Contains live “news.” Legitimate 
ADVERTISING claims. Crowded, no “news.” Stresses indifferent copy. claims. Good copy, clear, good lay- 
& PUBLICITY price only. out. Stresses desirability of goods. 

2. CIRCULARS Talks in generalities. Distrib. by car- Specific copy, fair printing job. Dist. Artistic, good print job, fast “selling” 
DIRECT MAIL rier. Cheap paper, printing. Indif- by mail to general list. copy. Mailed to carefully hand- 
ADVERTISING ferent copy. picked list. 

3. LETTERS, Sloppy typing, hazy spelling, use Neat, accurate typing, correct but Neat, correct, good language, but 
CORRESPONDENCE hackneyed language. stiffly formal. always friendly, “personal.” 

4. LETTERS, Poor fill-in of name—cheap looking Good looking mimeo job—just let- Individually typed letters best—or 
FORM AND mimeographed job. ter, no name fill-in. clear multi-lith job with careful name 
CIRCULAR fill-in. 

5. PACKAGE SLIPS, Cheap folders. Sometimes use man- Use our own stuff. Decent printing, Use only 1 stuffer at a time. Tells 
INSERTS, ETC ufacturer’s free stuff. copy. Usually 4 or 5 pieces. about additional merchandise. 

6. BUILDING Needs paint, cleaning. Needs tuck- Clean, in good general repair, not Distinctive, attractive, suggests pros- 
EXTERIOR pointing, repairs. A ‘dump.’ outstanding. perity. Modern design, etc. 

7. SIDEWALK Littered with trash. Broken, holes, Unencumbered, clean, in good re- ice-free in winter, well drained, 
DRIVES icy in winter, narrow. pair, of proper width. good repair. Fits into “landscape.” 

8. SIGNS In keeping with the rest of the Modern signs provided through man- Modern, eye-level or a bit higher, 
EXTERIOR place, dilapidated. ufacturer or jobber tie-in. well lighted, design fits store. 

9. LIGHTING What lighting? Lights around all entrances, walks, Lighting designed to fit modern store 
EXTERIOR drives, windows, etc. design and displays—also for service 

and protection. 

10. ENTRANCES Narrow, located in traffic-jam-prone Easy of access. No steps up or Also nothing to catch or tear cus- 

spots. Up steps. down. Of good width. tomers’ garments. Noiseless. Easily 
operated. 

11. WINDOWS AND Crammed full of too many items Clean glass always. Sufficient light. Clean, well lighted dramatic displays 
OUTSIDE Little or no arrangement. Dirty glass. Some attempt to keep it simple, few built around central idea in each 
CASES Poor light. items. window or case. 

12. TELEPHONES For the office only. Extensions in key departments. Extra trunk lines and operators, 
many extensions, customers need 
never wait. 

13. PERSONNEL Personnel ignore or deprecate fact Most employees seem proud to work Most employees seem to promote 
OFF DUTY they work for us in their off duty here and admit it to their friends. good will for the store actively in 
RELATIONSHIPS contacts. their own contacts. 

14. DELIVERY & Appear reluctant to give service. No Prompt in serving customers. Cour- Friendly, efficient, show they like to 
MESSENGER smiles. teous but impersonal. give “personal” service. 
PERSONNEL 

15. COMPLAINT & Think the customer is always wrong. Trained to handle complaints & ad- Careful, courteous treatment at all 
ADJUSTMENT Slow to serve complaints. Would justments promptly. The customer is times. Consider customer above store 
EMPLOYEES rather alibi. right. on immediate deal. 

16. MAIL ORDER Careless in handling customers’ or- Handle orders with promptness and Handle orders promptly, with accu- 
EMPLOYEES ders. Slow in filling and billing accuracy. racy. Try to explain back orders 

orders. and substitutions. Speedy! 

17. TELEPHONE Careless in taking messages. Don’t Trained to get names right, given Courteous, friendly, get names right, 
SERVICE get names. Poor voices, poor lan- the pot answers to all most common etc. Cheerful voices. Have detailed 
EMPLOYEES guage, etc. questions, etc. instructions. 

Give yourself 5 points for each GOOD, 3 points for each FAIR, and 55-64 points —looks like a very good operation from the 

deduct 3 points for each INADEQUATE. standpoint of service on customer contacts 

Score of 46 points or less—hurry up and fix things before you go out outside the store. Keep it up! 

of business. 65-74 points — it might be a good point for other retailers 
47-54 points —probably going along making some money, to analyze your methods for their own 

but can stand improvement where indi- benefit. 

cated. 75 or over —sounds too good to be true. 
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rect mail advertising and mail order 
business. 

As James Fisk said in 1916, “There 
is much truth in the old adage that 
‘goods well bought are half sold,’ 
but it might read better as ‘goods 
all sold were well bought’.” Selling 
cannot be accomplished unless peo- 
ple come to your store, and the de- 
gree to which people will come 
depends to a large extent upon the 
type of contacts they have with 
your establishment. 

The old business about the creak- 
ing wheel getting the grease applies 
here directly. The screeching wheel 
got the grease, not because it made 
a noise, but because that noise was 
a sign that the condition of hub 
and axle at that point threatened 
the safety of the ox-cart. The point 
of contact between wheel and axle 
was worn and overheated. 


Need “Lubrication” 


Customer “contact points” outside 
your store have a similar need for 
lubrication—in this case lubrication 
with intelligent service of the cus- 
tomers’ demands for attention to 
their needs and special services for 
their particular requirements. 

How do you rate on customer 
contacts outside your store? What 
are your contact points? There are 
three types of external customer 
contacts: your advertising, your 
physical equipment, and your per- 
sonnel. 

Does your newspaper advertising, 
if any, make excessive and unsup- 
ported claims, or does it stick to the 
truth, bring readers news of new 
values? 

Is your direct mail advertising 
vital, packed with live selling copy, 
or is it just “another circular” as 
far as the recipient is concerned? 


Is the outside of your building 
dirty, decrepit, in need of paint and 
repairs, or is it clean, attractive, 
suggesting stability and success? 


Appearance Counts 


Are the drives and sidewalks ap- 
proaching your doors clean and 
wide, with an unseen “welcome” 
sign on them, or are they worn out, 
broken and littered with trash? 

Is the outside of your place well 
lighted at night? 

What about your delivery service 
—do you have an adequate one; is 
it prompt, friendly, courteous? 

What about your show windows 
are they jammed full of junk or 
are they effectively arranged with 
news-worthy merchandise? 

What about the people who an- 
swer your telephone—are they effi- 
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cient and courteous or stumbling, 
careless and impolite? 

What happens when a customer 
has a complaint or an: adjustment 
to make and starts proceedings over 
the telephone? 

How do you handle mail orders? 

Do you have a separate depart- 
ment to handle special service by 
telephone; if so, how does it work? 

These are just a few of the more 
outstanding points of customer 
contact outside your place of busi- 





BALL-POINTED PENS 
@ A MANUFACTURER of ball-pointed 
pens first marketed this product at whole- 
sale in 1947 with a pen barrel of opaque 
plastic. The following year it substituted 
translucent plastic but neither type of pen 
was protected by patent nor were the pens 
sold under the manufacturer's name but 
under various names stamped on the 
metal clip attached to the barrel. 


Two years after this ball-pointed pen 
with the translucent plastic barrel had 
been placed on the market another manu- 
facturer undertook the manufacture of a 
very similar ball-pointed plastic pen with 
the name of this manufacturer stamped on 
the barrel. 


Recently, the first manufacturer sued for 
an injunction against the marketing of this 
competitive pen, claiming that he had been 
the first to use translucent plastic in the 
manufacture of pencil-shaped ball-pointed 
pens and as a consequence this feature 
had become associated in the public mind 
with that company and the manufacturer 
of a similar plastic pen by this competitor 
was an effort to capitalize on the reputa 
tion of the first manufacturer and unfair 
competition. 


A New Jersey court, deciding in favor 
of the second manufacturer and holding 
that the marketing of this competitive pen 
was not unfair competition, said: 


“In a suit to restrain unfair competition 
where the infringement of a trademark or 
trade name is not involved, fraud is the 
very essence of the action and must be 
pleaded and proved. Since the pen pro- 
duced by the first manufacturer is unpat- 
ented there is no reason why the second 
manufacturer should not copy it providing 
that in doing so this second manufacturer 
does not seek to cheat the public and de- 
fraud the first manufacturer. So long as 
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ness. You can no doubt think of 
others. Because no office supplies 
dealer can long succeed without 
some analysis of how success or 
failure occurs, we are reprinting 
here a customer service rating chart 


on external points of customer 
contact. 

Rate your operation. Discover 
your strong points and weak points, 
and improve external customer con- 
tacts as the next step in your sales 


Success. 


What the Courts Say — 


(Case histories reported 


by Albert Woodruff Gray) 


this second manufacturer does not attempt 
to sell his goods as those of the first he is 
not at fault.” 


Ferber Corp. v. Northern Industrial Prod- 
ucts, 83 Atl. 2d 372, N.J., Sept. 4, 1951. 


FURNITURE AND FIXTURES 


@ A MORTGAGE on an office building in 
Little River, Fla., was foreclosed. Before 
the purchaser at the foreclosure sale took 
possession the former owner carried from 
the building not only the electric switches 
and appliances but also the office furniture. 

In its decision of an application for an 
order for the restoration of these fixtures 
and furniture the Florida court pointed out 
a fundamental difference in the law be- 
tween office furniture and such equipment 
as electric appliances. 

“The term ‘fixture’ is generally used in 
reference to some original personal chattel 
which has been actually or constructively 
fixed either to the soil itself or to some 
structure legally a part of the soil. It has 
been defined as identifying the article 
which was once a chattel but which by 
being physically annexed to the realty has 
become a part and parcel of it. 

“The foreclosure suit here involved 
would include all property in the building 
considered under the law as fixtures dis- 
tinguished from There were 
several articles of furniture, such as a 
typewriter, office desks, electric fans, filing 
cabinets, that might be considered furniture 
which could be removed without in any 
way marring the building as they are not 
usually attached thereto nor usually 
classed as appurtenances or improvements 
in mortgage foreclosures.” 


furniture. 


Greenwald v. Graham, 130 So. 608, 


Florida. 
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Good Equipment and Good Service 


Combine 


to Make 
Quota- 


Breaking 


Sales 


by DONLEY LUKENS 


@ THE NEVADA TYPEWRITER 


Exchange in Las Vegas sold over 
300% of its quota of Royal type- 
writers in 1952. Its sales of other 
equipment, like the Marchant cal- 
culators, were less spectacular, but 
viewed in the light of the potential 


local market, none the less remark- 
able 

Back of this record is a friendly, 
dark-haired man who moves about 
with quick, sure steps that give a 
definite hint of his inexhaustible 
energy and natural efficiency. There 
is nothing stubborn, nor bulldogish, 
in the set of his jaw, yet it reveals 
him as a man you would expect to 
have strong convictions about his 
business policies. He would not 
disappoint you in this. 

He is C. Wayne Cronister, owner 
of the Nevada Typewriter Exchange 
and one of the best known and 
liked office equipment men in 
southern Nevada. 


Service Foremost 


The finest piece of office equip- 
ment ever made is no better to 
your customer than the service 
that backs it up,” says Mr. Cronis- 
ter 

“From both a sales and service 
standpoint all office equipment can 
be classified into two groups. The 
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Proprietor at Work... C. Wayne Cronister adjusts a typewriter. 


first of these is what I call system 
equipment. It includes all such 
things as bookkeeping machines 
and cash registers where what you 
really sell the customer is a system, 
and the machine is only a means 
of facilitating that system,” points 
out the firm proprietor. 


“When you sell this type of equip- 
ment the customer has as much 
right to expect expert service on 
the problems he encounters with 
the system as he does the mechan- 
ical maintenance of the machine. 
That usually means your service 
department should include an ex- 
pert accountant to unravel his sys- 
tem problems, in addition to the 
usual mechanical service to main- 
tain his machine. 


Stress Second Group 


“A community as small as Las 
Vegas will not profitably support 
this kind of service department, so 
I forget about this type of equip- 
ment and concentrate my efforts 
on the second group, which you 
might call office production equip- 
ment, such as typewriters, adding 
machines, calculating and dictating 
machines, that are used in the op- 
eration of the customers’ own sys- 
tem. The service problem on this 
group is a purely mechanical one, 
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and I am equipped and competent 
to handle it efficiently.” 


He feels making sales is largely 
a matter of pushing door knobs, 
and that the doors behind which 
he will find the least sales resist- 
ance lead into offices where the 
kind of service he gives is already 
known, or most easily verified. For 
this reason all his selling is done 
by himself and his service men. He 
will not employ a salesman who is 
not first and foremost a top-notch 
mechanic. 


A Sales Call, Too 


When they leave the shop it is 
usually on a service call, but every 
service call is a sales call in the 
fullest sense of the term. They try 
to sell new or additional equip- 
ment in the office where they give 
mechanical service. Then when 
they come out they call on the 
offices on either side. 


If these firms are already cus- 
tomers of the Nevada Typewriter 
Exchange the service man salesman 
makes any minor adjustment that 
may be needed on their equipment 
while he is making his sales call. 
If they are not customers the call 
is good missionary work, and the 
chances are two to one girls in 
that office know girls in the office 
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next door, so Nevada Typewriter 
Exchange and their service will not 
long be strangers to the new con- 
tact. 

Mr. Cronister, who makes as 
many of the outside calls as possi- 
ble personally, drives a small panel 
truck in which he always carries 
new equipment. These machines 
are used for demonstrators, and if 
a customer’s machine has to be 
taken back to the shop, and he 
needs a loan machine one of the 
new ones is left. 

This practice of leaving new 
equipment for loan machines has 
paid off handsomely in sales of 
both replacement and additional 
equipment. 


Leads to Sales 


“It is especially productive of 
sales when the customer’s equip- 
ment is an older model that does 
not have the latest improvements,” 
says Mr. Cronister. “For example, 
after a girl has worked a new type- 
writer with the palm tabulator and 
other features for a couple of days 
she is pretty apt to take over the 
job of selling her boss a new ma- 
chine for you.” 

All new machines that go out are 
personally checked and adjusted by 
Mr. Cronister, who also makes the 
instruction demonstration to the 
operator on delivery. Within three 
or four days following delivery, or 
loan, of a new machine a service 
call is made to recheck on adjust- 
ments and make sure the operator 
has not encountered any operating 
problems. 

Needless to say, all service calls 
are answered the day they are re- 
ceived. In an emergency, such as 
a calculating or adding machine 
failure in a contractor’s office when 
they are working around the clock, 
customers know they can call Mr. 
Cronister out of bed at any hour 
of the night and get prompt, cheer- 
ful service. 


Directory Profitable 


He has found the telephone direc- 
tory his most profitable advertis- 
ing media. He carries listings and 
advertisements for Royal, Ediphone, 
Marchant, and the firm name, 
Nevada Typewriter Exchange. 

“When people get around to 
looking in the telephone directory 
they are ready to buy,” says Mr. 
Cronister. 

Another way in which the Nevada 
Typewriter Exchange operation dif- 
fers from its competitors is that it 
does not sell stationery, and makes 
no effort to push supplies other 
than ribbons and carbon paper. 


The latter items are used as an ex- 
cuse to maintaining contact with 
customers, and keeping equipment 
properly adjusted. 

Store and show room space are 
reduced to the minimum and best 
window space is rented to a real 
estate firm. There is only one 
small show case in the company 
office, and it is used to display 





equipment rather than supplies. 


“You can’t profitably and effi- 
ciently divide your attention in a 


small organization. You have to 
make up your mind whether you 
want to be in the equipment busi- 
ness, or the supply business. Then 
put all your eggs in one basket and 
stand guard over the basket,” is the 
way Mr. Cronister puts it. 





THE SALT LICK 


Monthly musings on salesmen 
and their problems 


by L. R. ADDINGTON, vice-president 
dealer sales, Art Metal Construction Co. 


@ COMPANIES as a rule do not live to a 
ripe old age. A 75-year-old company is 
a rarity, a 50-year-old company most un- 
common. The average age is probably 
under 20 years old, which means that the 
average company comes into being, 
reaches its greatest growth, and disap- 
pears from the scene during half the work 
ing span of the average salesman. 
There is only one conclusion that you 
can draw and that is that you as a sales- 
man have in your territory companies that 
are at their peak, those that are growing, 
those that are declining, and those which 
are just starting out. It is obvious that 
every salesman should serve well and 
keep his old customers. So, we are going 
to talk in this article about what a sales- 
man should look for in a small company 
which would indicate to him that he 
should give more attention to a particular 
account because he expects it to grow. 


Large parent companies start in a small 
way and grow to bigness. Too often the 
office equipment salesman qualifies his 
customer in his own mind as to whether 
the company is a good, mediocre or poor 
prospect. The office equipment salesman 
does his best planning and gives the best 
demonstration to what he considers the 
good prospect, does a less impressive job 
on what he considers the mediocre pros- 
pect, and puts forth no effort or interest on 
the concern which he feels is no prospect. 


As a result of this attitude, the salesman 
is constantly being surprised. Each week 
in practically every salesman’s territory 
in the United States, the local paper an- 
nounces that someone is going to build a 
new office building, or someone is moving 
their office to new and larger quarters, or 
on calling on an old customer, we find that 
they are taking additional space next 
door. 


The salesman who is alert and inter- 





ested in his customer and with knowledge 
of their growth or increase in business 
should have his selling job done prior to 
the time the customer indicates that he is 
going to need some new or additional 
equipment, because at this time when the 


customer is besieged by every salesman in 
town, he is apt to do his poorest with the 


job of buying new equipment. The good 
salesman will already have laid out the 
new space, presented the proposal and 
will have helped the customer know his 
needs and thus have helped him determine 
his space requirements. 

Once in a while a salesman who has 
done this may run into an unappreciative 
prospect and fail to get an order, but at 
least 90% of the time the order will be 
placed with the man who shows the great- 
est interest and renders the greatest 
service. 

The conclusion that we must draw in 
any salesman’s territory is: 


1. To call occasionally on all accounts. 

2. To have all accounts on some kind 
of a mailing list. 

3. To be constantly on the alert for 
crowded offices. 


4. ALWAYS MAKE YOUR DEMON. 
STRATIONS EQUALLY SHARP. DO NOT 
QUALIFY THEM BY WHETHER YOU 
THINK THE CUSTOMER IS A GOOD 
PROSPECT OR NOT. 


You will be amazed at how many 
worthwhile orders you get if you always 
put on your best demonstration. 


Know the small accounts in your terri- 
tory, especially the ones that are aggres- 


sive and growing 





NEXT MONTH: 


believe that you will get those 
orders which you earn. 
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by Irving Settel, authority on retail advertising 


3]. Some Answers to Advertising Queries 
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@ LET US DEVIATE from our regular lessons in 
advertising techniques to answer some questions 
which have been asked by some our readers. 
The answers will, I believe, serve to solve some 
promotional problems for you and perhaps act 
as a guide in your future practices. 

From the many letters that have been re- 
ceived, I have chosen those questions that are 
most pertinent to the majority of office appli- 
ance merchants. 

QUESTION: Is it advisable to use “brand 
name” advertising? 

ANSWER: Yes, it is usually advisable to use 
“brand names” in your newspaper and radio 
advertising. Such a practice will accomplish 
a number of things. 

Primarily, it will build confidence in the 
minds of your potential customers who have 
been subject to the constant advertising of the 
manufacturer. Secondly, if it is a well known 
product, your promotion will boost the reputa- 
tion of your store. It will be assumed that you 
carry only quality items, if the standards of 
the “branded” product are widely accepted. 
Thirdly, a favorable association is made by the 
customer when you tie-in your name with one 
that is known throughout the country. Conse- 
quently, it is wise, wherever possible, to push 
these names along with the name of your store. 
It serves to identify you with better made 
products. 

QUESTION: What percentage of sales should 
be spent on advertising? 

ANSWER: As stated in a previous article, the 
amount depends upon your own specific busi- 
ness. Percentages may run anywhere from 1% 
to 15% depending upon previous results and 
potential sales. 

Careful tests are essential to determine the 
exact amount for you. Media tests are also im- 
portant to discover the breakdown of the de- 
cided total appropriation. 

QUESTION: What is the future of television 
as a media for an office appliance store? 

ANSWER: Television is fast becoming a first 
class advertising media. However, many tech- 
nical difficulties are yet to be solved. Right 
now, time is available to big city stores only 
(wherever there are stations) and audiences 
are extremely limited. However, this situation 
is changing fast. 

In not too long a time, it will be made avail- 
able to local retail stores and will unquestion- 
ably sell merchandise as no other media. There 
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will be more about television in a future 
AD-VISER article. 

QUESTION: How is it possible for an office 
appliance merchant to start a mail order busi- 
ness quickly and economically? 

ANSWER: Use your own customer list as a 
basis for your mail order business. These people 
have made purchases in your store, know your 
merchandise and have confidence in YOU. They 
are the best possible prospects for mail order. 
If you do not keep a customer list, this is a good 
time to start. 

Make a duplicate sales slip for every purchase 
made in the store. Be sure to indicate the name 
and address of the customer. Then, in your 
spare time, make an alphabetical listing of these 
names for use in selling by mail. The list can 
also be used for direct mail advertising. 

Additional names can be obtained by news- 
paper advertising, offering free catalogs, and 
so forth. While these are not quite as valuable 
as those mentioned above, they can be worked 
up with good promotion. 

QUESTION: Are outdoor signs of any value 
to the office appliance merchant? 

ANSWER: Outdoor signs are of great insti- 
tutional value to office appliance stores. This 
media is commonly used to publicize a policy, 
slogan or just a store name. Signs have little 
or no “immediate promotional” value. However, 
from a long range point of view, they can and 
do increase store traffic. 

QUESTION: What is the value of advertising 
media “tie-ins”? 

ANSWER: Whenever financially possible, tie- 
ins should be used. They can be especially 
effective in sales and events to saturate the 
market. 

Tie-ins consist of utilizing “combinations” of 
media such as newspaper, radio and direct 
mail, to accomplish one specific job. When, for 
example, you want to publicize the sale of an 
item, the advertising in all media should be 
brought into play simultaneously. It would 
work something like this: 

Your customer sees your newspaper adver- 
tisement announcing a sale. The same day, a 
radio commercial proclaims the same story. In 
the mail, the next morning, he finds a mailing 
piece which lists some of the items being offered. 
Then when he passes your window, large dis- 
plays encourage him to enter. The combination 
is simply irresistible. 

(Turn to page 157, please) 











"Package" Selling of School Supplies 
Steps Up Volume 


by PHIL LANCE 


special writer 


@ A “CLASS ROOM PACKAGE” 
that contains all the necessary sup- 
plies for a student to use through- 
out a class term has brought in- 
creased business to Jacob Schiff, 
owner of Schiff Stationers, Atlantic 
City, N. J. 

Mr. Schiff knows that all students 
have to select and buy the supplies 
required by their classroom instruc- 
tor for the ensuing term. In many 
cases, students under- or over-buy 
the needed supplies and have to 
make additional purchases. As a 
rule, they like to buy all their sup- 
plies in one location and this is 
what he had in mind when he 
developed his “Class Room Pack- 
age.” 


Seeking Value 


“Many stores offer students spe- 
cials on packages of school supplies 
and are surprised to note that they 
do not sell as well as they should,” 
says Mr. Schiff. “That is because 
students know from past experience 
that while the package of supplies 
is an economical buy they are not 
getting their money’s worth in as 
far as the needs for the actual sup- 
plies are concerned. They may get 
items that they don’t need and may 
be short on other essential items. 
For this reason, they would rather 
buy their supplies piece-meal un- 
less a package represents good 
value.” 


Matter of Service 


As far as Mr. Schiff is concerned, 
a good value means not only the 
savings involved in the package, 
but also giving the customer the 
actual items and merchandise 
needed. When both these factors 
can be combined in one package, 
an excellent sales return can be 
expected. 

In an effort to corner the school 
business that is a big factor during 
the start of every school term, he 
has developed a “class room pack- 
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age” that represents a saving: in 
money for the student and also 
gives him the exact supplies re- 
quired. 

Before the start of every school 
term, Mr. Schiff pays a personal 
visit on the classroom instructors 
in the local public and high schools. 
He ascertains from them just what 
supplies they are going to ask their 
students to get. These supplies are 
listed for every grade starting with 
the first up through high school 
level. 

Tells Instructor 


He informs these instructors that 
he is going to make up a “class 
room package” which will contain 
all the supplies suggested by the 
instructor and that he is going to 
advertise it to students at a money- 
saving price. While he does not tell 
the instructor to advertise his pack- 
age to the students, he has one 
prepared with all the suggested 
supplies and delivers it to the in- 
structor. 

At the start of the term, the in- 





Education’s Two 
Large Markets: 


ELEMENTARY SCHOOLS 
30,000,000 


Enrollment, total ... 


Enrollment in 3100 city school 
systems . ..... 12,500,000 


Enrollment in 3500 non-urban systems 


of more than 500 each 10,500,000 
Value of existing school buildings......$10 billion 
Construction in 1950 $1,330,000,000 
Construction 1951 (estimated)..........$1.4 billion 
No. pupils fed 8,600,000 
Raw food purchased $350,000,000 
No. school buses 104,000 


COLLEGES, UNIVERSITIES 


No. institutions 1,800 
No. buildings 23,000 
Sq. ft. buildings 350,000,000 
Enrollment (fall 1951) 2,000,000 
Anticipated enrollment in 1960 3,600,000 
Students housed in college-owned 

facilities 560,000 
Students fed in college-owned 

pe 840,000 
Raw food purchased $150,000,000 
Construction, 1950 $600,000,000 


(These figures were compiled by The Nation's 
Schools Division, The Modern Hospital Publish- 
ing Company, Inc., Chicago) 
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structor informs the students of 
the supplies required for the term 
and as the package is on his desk, 
he may show these items to the 
students. Invariably, Mr. Schiff is 
mentioned somewhere in the dis- 
cussion and this results in bringing 
the students to the store. 


Usually Get “Plug” 


“We don’t want or expect the 
instructors to tell the students 
where to buy their supplies,” says 
the dealer, “but when they have a 
typical package to show the stu- 
dents, we usually get a plug. This 
helps to bring the students into our 
store.” 

Mr. Schiff makes up a quantity 
of “class room packages” and then 
sorts them into a section. When a 
student comes into the store, all 
he has to do is ask for the “class 
room package” for the grade he is 
currently attending. 

Students enjoy approximately a 
10% savings over the same amount 
of supplies that they would have 
to buy if they did it on an indi- 
vidual basis. Mr. Schiff feels that 
he actually profits by giving this 
10% savings because he turns over 
a large amount of merchandise per 
student in record time. 


Savings Possible 


“As an example of our greater 
merchandise turnover,’ says Mr. 
Schiff, “we have noticed that the 
cost of each package of supplies 
purchased by each student is about 
double of what they would have 
cost if purchased otherwise. When 
students are buying their school 
supplies, they aren’t sure of what 
they will need and so will buy 
sparingly, expecting to make addi- 
tional purchases later on. But when 
they can get a package of all their 
needs and know definitely that this 
is what their instructors require, 
they will just ask for the package.” 

Ordinarily, Mr. Schiff had to take 
up a sizable amount of space in his 
store to display all the school sup- 
plies needed by students. This 
meant that he had to reduce dis- 
play space to other merchandise. 
But his classroom packages reme- 
died this situation, as most supplies 


1953 





lis 


were packaged with the miscellane- 
ous and additional stock occupying 
a smaller display area. 

In addition, the classroom pack- 
ages are a time-saver. Instead of 
having to wait on dozens of stu- 
dents milling around the store in 
order to select the supplies needed, 
which took up the time of a clerk, 
this trouble is done away with. A 
package is quickly handed a stu- 
dent and paid for. These packages 
have also helped to reduce losses 
due to pilferage, damage through 
merchandise handling and other 
causes. 

Classroom packages have an ad- 
ditional outlet. Many parents and 
store customers buy their young- 
sters a classroom package when 
they are in the store, for it is 
brought to their attention through 
store promotion, newspaper adver- 
tising and the youngster himself. 
These classroom packages also 
make excellent gifts. 

If a store customer ever asks a 
clerk for a suggestion concerning 
a gift for a youngster, a classroom 
package is suggested. The customer 
just mentions the grade that the 
youngster is in and the package is 
made available. 


“We have found that classroom 
packages sell well all through the 
school term, not only when school 
sessions open,” asserts Mr. Schiff. 
“Many students want to augment 
their supplies for one reason or an- 
other and rather than buy an in- 
dividual item, they will purchase 
another classroom package. For 
this reason, we keep packages on 
hand all year round.” 


All packages are made up in ad- 
vance so that they can be quickly 
sold. As packages run low, addi- 
tional ones are made up. No losses 
are involved because unsold pack- 
ages are reopened and the supplies 
replaced in stock. 


Varied Promotion 


Schiff promotes his packages in 
the school newspapers, daily news- 
paper and within the store itself. 
Ads in the school newspapers pro- 
mote the classroom packages from 
the starting to the final grade in 
the school. The ad itemizes the cost 
of the packages for each grade. 

The ads vary, in that some may 
itemize the items in each package, 
others may give the package price 
against the cost of buying them 


individually and in some cases, the 
ad may feature a free package of 
stickers bearing the school’s name 
and insignia for book covers, win- 
dows and other uses. Heavier ad- 
vertising is done at the start and 
close of every term. 

General newspaper advertising is 
done before each term so that the 
public and youngsters have these 
packages brought to their attention. 
This prepares students with the 
supplies even before they are told 
what to get by the instructors and 
it promotes the adult trade. 

Large store and window signs 
promote classroom packages. For a 
window display, Schiff places sealed 
and opened packages of supplies 
for every grade with the prices. 
This permits the public to see the 
supplies for the various grades and 
to note the savings. 

“Season after season, we get big- 
ger and bigger returns from this 
promotion,” claims the dealer, “and 
by comparing the sales of packages 
against the total school registra- 
tion, we can tell how well we are 
doing. Naturally with the building 
of more schools and larger regis- 
tration, we expect bigger sales re- 
sults.” 


Memo to Business Teachers 
—and School Suppliers 


@ THE MAJOR PURPOSES of a 
currently-distributed pamphlet, 
“Training to Meet the Shortage of 
Stenographers and Typists,” are (1) 
to focus attention on the shortage 
of these business workers that ex- 
ists in many communities and to 
emphasize the importance of their 
work; (2) to indicate how the 
schools can contribute significantly 
to meeting the demands of compe- 
tent office workers through effective 
business education; and (3) to sug- 
gest how the school, the employer, 
and the Public Employment Service 
respectively and co-operatively can 
contribute to effective education to 
meet the shortage of office workers. 

Approximately 23,000 copies of 
this pamphlet have already been 
distributed to the officers and mem- 
bers of the education committee 
of local chapters of NOMA; to the 
local offices of the Public Employ- 
ment Service, and through these 
offices to selected employers of office 
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workers; to state supervisors of 
business education, and through the 
supervisors to appropriate educa- 
tional leaders in their states. 
Hollis Guy, executive secretary, 
United Business Education Associa- 
tion, 1201 Sixteenth St., N. W., Na- 
tional Education Association, Wash- 
ington 6, D. C., and B. Frank Kyker, 
specialist in business education, 
U. S. Office of Education, Washing- 
ton 25, D. C., are co-operating in 
distributing approximately 5,000 
copies of this pamphlet to business 
teacher educators, department 
heads, and other business educators 
who were not included in the vari- 
ous distributions mentioned above. 
“It is hoped that it will be possible 
for you to determine the needs in 
your school service area and that 
the pamphlet will be of assistance 
to you in taking whatever steps that 
may be necessary in strengthening 
or expanding your business educa- 
tion program,” state the sponsors. 
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Information Cards in Window Display 
Help Sales of Small Office Machines 


g@ A QUICK AND EFFECTIVE 
means of stimulating the sale of 
small office machines, such as sta- 
plers, punches and pencil sharp- 
eners lies in utilizing window “in- 
formation cards” which tell the 
customer something about each ma- 
chine, according to A. S. Grieff, 
owner of A. S. Grieff Office Supply 
Company, Biloxi, Miss. 

Because his window space is com- 
paratively limited, the southern 
stationer has made it a point to 
pack as much interest as possible 
into every display. He changes them 
as frequently as twice a week. Since 
small office machines are a major 
volume item with the store, much 
of the store’s window space over 
a year’s time will be devoted to 
them. 


Attracts Interest 


Instead of depending entirely 
upon “mass display appeal” or in- 
terest in innovations in office ma- 
chines to stop traffic, Mr. Grieff 
has developed a “sure-fire” method 
of attracting the interest of passing 
businessmen, students or other 
hand-operated office machine users. 
This is a small factual card, on 
which are listed a few facts about 
each of the “gadgets” which are of 
widespread general interest. 

For example, alongside a stapler, 
an ordinary 4 x 4-inch file card is 
lettered in \% inch letters, with such 
facts as “Can be used as tack ham- 
mer” — “Staples simply replaced 
without opening back” — “Com- 
pletely rustproof in all weather’’— 
“Makes its own staples,” or what- 
ever the fact may be. 

Similarly, detailed facts point out 
that the pencil sharpener will never 
break pencil lead, seize upon the 
point, or “freeze up” as soon as it is 
full of shavings. No matter what 
the small appliance may be, there 
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are always important bits of infor- 
mation about it included in the 
small “selling signs” which will 
hold the passerby at the window 
for a much longer period of time 
than an unidentified display of the 
same item. 

When a new non-spillable dip 
pen and ink well was introduced a 
year ago, for example, Mr. Grieff 
found that his “selling signs” sold 
something like 200 of this item over 
a single winter season—whereas, to 
the untrained eye, the dip pen and 
ink well might seem just another 
item, in the window. 

The same idea was used effec- 


tively to introduce a heavy-duty 
stapler, strong enough to staple 
through 25 sheets of paper or more. 
“A lot of the facts which passersby 
learn about office machines through 
reading such signs, are retained in 
their memories, along with the 
store name,” it was pointed out. 

“Thus, when a need for this 
type of machine arises later on, 
it is only logical that the customer 
will show up at the store where he 
got the information in the first 
place. Our advance sales have been 
far more than adequate compensa- 
tion for the time required to turn 
out the signs.”—RAL 


Clegg Dares to be Different 
In Making Window Displays 


@ Developing original window dis- 
plays which are a far cry from 
those of the average office supply 
store, is a policy which has steadily 
paid dividends for the Clegg Com- 
pany, office supply retailers of San 
Antonio, Tex. 

L. Clegg, head of the store, is of 
an artistic turn of mind, and con- 
sequently, he has continuously sur- 
prised businessmen in the down- 
town San Antonio shopping district, 
with window displays only remotely 
associated with those of more 
standard type. 

Carrying a complete line of office 
machines, general office supplies, 
forms, papers and stationery, the 
Clegg Company has shown a steady 
growth, year after year, since the 
end of World War II. Much of the 
better sales volume rung up has 
been accomplished in the small 
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office machine field, including sta- 
plers, punchers, daters, timers, spe- 
cialty mailing devices, and the more 
standard type of desktop office 
machine. 

As a typical example of the dis- 
plays which Mr. Clegg has con- 
stantly used to attract attention to 
his wares, a series which appeared 
in July of this year is ideal. The 
store has an arcade-type front, 
with two long, narrow windows, at 
either side of a walkway extending 
back 10 feet from the sidewalk 
to the entrance. In the left win- 
dow, the Clegg Company showed a 
display which required a second 
glance, in order to determine its 
nature. 

Spaced along the window were 
three “planters” built of fireplace 
brick, 3 feet long, 18 inches deep, 
and 3 feet high. Suspended behind 
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this from the ceiling of the win- 
dow. was a row of bamboo cloth, 
similar to those used for tropical 
shades, falling perpendicularly from 
the ceiling to the rear of the 
“planters.” 

In the latter, several examples of 
exotic tropical foliage were shown, 
some entwining tendrils up from 
the brick surface, along the bamboo 
cloth, toward the top of the win- 
dow. Each of the three units was 
almost identical. 


The Clegg Method 


Perched atop the ledge formed 
by the bricks around the plant- 
containing section of the planters, 
were staplers, stamp containers, 
stapler removers, check writers, 
paper punches, handy desktop files, 
scissors, dip-pen sets, and dozens 
of other small office supply items. 
More were shown on individual 
bricks, scattered throughout the 
window floor, and a few were sus- 
pended apparently in mid-air by 
invisible wires 

Some 40 standard office supply 
items were shown in this window, 
and although they could not be 
easily seen from any distance away, 
the unusual appearance of the dis- 
play was enough to cause the aver- 
age passerby to step closer to the 
glass and “see for himself.” 

Each successive Clegg window has 
made use of unusual types of back- 
drops, including latticework, pol- 
ished bits of old driftwood rescued 
from the sea, fans and decorative 
imported panels to make up back- 
grounds for the most standard of 
office machines. 


They “Stand Out” 


The major point in carrying out 
such a display program, according 
to Mr. Clegg, has been simply the 
fact that his windows “stand out” 
sharply in contrast with others 
along the same shopping streets, 
and because a much larger number 
of both men and women stop to 
look over the display. 

“Frequently, the atmosphere is 
one of a gift shop,” it was indi- 
cated, “and businessmen are in- 
clined to spend more time, looking 
over an individual office machine 
shown in this way, than if it were 
simply one among a dozen or more 
of its kind.” 

A significant product of this dis- 
play program has been the fact 
that any small office machine 
shown amid the “artistic” props 
used by the enterprising San An- 
tonio office supply store has invari- 
ably registered a quick and satisfy- 
ing sales increase—RAL 
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Unique Fixtures Lessen Firm's 


Daily Selling Load 


@ Practical ingenuity in designing 
display fixtures to meet common 
problems in retailing, has consid- 
erably lessened the selling load, 
while at the same time increasing 
volume at Gresham’s, long-estab- 
lished office supply dealers of Tem- 
ple, Tex. 


Located in a small central Texas 
community of 25,000, Gresham’s 
carries a complete line of office 
supplies, furniture and business ma- 
chines. It covers a populous trading 
area extending 30 miles in all direc- 
tions. 


Like most office supply retailers 
in smaller communities, Robert 
Gresham, head of the firm, has con- 
tinuously experienced personnel 
shortages, which mean that it has 
been difficult to keep enough sales- 
people on the floor to meet sporadic 
rushes of business at all seasons 
of the year. 


Personnel is Problem 


With much competition for avail- 
able salespeople coming from de- 
fense industries nearby, the open- 
ing up of many military bases in 
the area, the personnel problem is 
again beginning to resemble that 
of World War II. 


Surveying the situation a few 
years back, Mr. Gresham hit upon 
an unusual solution—which was 
the design of maximum capacity, 
flexible display fixtures, which 
would make it possible to keep 
more merchandise on the floor, in 
a self-service capacity, so that 
more than 90% of customers enter- 
ing the store could quickly locate 
and serve themselves with desired 
office supplies. 


The result of this thinking was 
two long, narrow counters, down 
the center of the store, which are 
responsible for the sales of all fast- 
moving items. Twenty feet long, 
the counters are built of severely 
plain hardwood, and their two- 
foot-wide tops feature a series of 
deep compartments which can be 
graduated into various sizes, by 
means of dividers, sliding into slots. 


Each compartment is eight inches 
or more deep, which provides ample 
space for larger, bulkier items, while 
subdividing the compartment by 
various types of partitions will 
readily make space for many small 
items, if necessary. The two coun- 
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ters, in combination with the ad- 
vantages of quickly adjustable or 
removable partitions, make it pos- 
sible to match the open merchan- 
dise display to the season and to 
provide every item which formerly 
required help from a sales person 
readily available to customers. 

Very little of either counter space 
is “structural,” instead, the interior 
of the counters, below the level 
of the compartmented tops, is 
stocked to capacity with a forward 
stock of the same items which 
appear above. No matter what item 
may be shown on top, such as sta- 
plers, erasers, pencils, gummed tape 
and ink, there is usually an ade- 
quate stock immediately below, to 
last for a week, so that restocking 
of the self-service compartments 
is merely a matter of opening a 
door, and transferring the contents 
of the cabinet below to the counter 
top. 

During extremely busy periods 
of the year, such as the inventory 
season, Christmas holidays and in- 
come-tax season, an exceptionally 
clever development has been pro- 
vided in the form of “knock-down” 
folding tables, which can be set 
up in a few second’s time in clear 
space at either side of the store. 
Eight of these are in stock, con- 
sisting of lightweight hardwood ta- 
bles, 4x24 feet, which are mounted 
on X-type, folding legs. 


Take Little Space 


As easily handled and set up as 
the average ironing board, these 
occupy almost no space in storage, 
yet provide a tremendous total of 
tabletop space for displaying sea- 
sonal merchandise. During the 
Christmas season, for example, 
these are covered with gift sugges- 
tions, Christmas cards, gift wrap- 
pings, twine, mailing accessories, 
postal scales and similar materials. 
During the inventory period, they 
are set up again for blank bdéoks, 
ledger sheets, posting sheets, and 
similar merchandise. 

Constructed to Mr. Gresham's 
order by a local carpenter, the fold- 
ing tables in effect double the 
amount of open, self-service display 
space available to Gresham’s, and 
the effect has been to considerably 
lessen the strain which personnel 
shortages would bring on remaining 
sales people—RAL 
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Gift Window Helps Sales the Year Around 


@ IT IS A MISTAKE for the office 
supply retailer to overlook the “gift 
appeal” which even the most com- 
monplace small office machine may 
have, according to Frank Dustin, 
head of Frank Dustin Office Supply 
Company, Gainesville, Tex. 

The Dustin store, with two large, 
attractive display windows, has 
made it a policy to run sporadic 
“gift windows” built around small 
office machines, an average of five 
to seven times a year. Included are 
staplers, stapler removers, daters, 
timers, paper punches, index files, 
pencil sharpeners, erasers, includ- 
ing the electrically-vibrating type, 
gummed tape dispensers and Scotch 
tape units. 

There are actually some two 
dozen items which will readily re- 
spond to gift suggestion promotion, 
the Texas office supply retailer has 
found, no matter how commonplace 
these may seem. 


Pointed out by the management 
is the fact that “there are a lot of 
birthdays coming up every day in 
the year” and that a large percent- 
age of men will benefit from gifts 
of new office machines. Dustin’s 
has found that many women in 
search of a small gift for their hus- 
bands or other relatives during 
their anniversaries, are invariably 
perplexed as to what to give—inas- 
much as most men already have 
sufficient ties, wallets and shirts. 


Almost any businessman, how- 
ever, it was pointed out, can use 
a new, efficient stapler, pencil 
sharpener or tape dispenser. 


Therefore, complete displays, 
which may include as many as 100 
items, go into the Texas office sup- 
ply store’s window, with a dozen 
or more of the items shown atop 
dummy gift packages. The simple 
notation “For His Birthday,’ on 


tiny white cards, is scattered here 
and there in the display. Naturally, 
fountain pen and pencil sets, dip 
sets and desk blotters are likewise 
included. 

No matter what the season of the 
year may be, displays of small office 
machines of this type invariably 
get a worth-while response, it has 
been found. Many women, for ex- 
ample, have been vociferously 
pleased when the idea of buying 
son or daughter a midget-size sta- 
pler for school use, was suggested 
by the window. Businessmen buy 
similar equipment for business as- 
sociates, or business friends upon 
sight of such a window. 

“We constantly keep alive the 
idea that no matter how everyday 
an item may seem, a new model 
always makes a pleasant, well- 
accepted gift for the businessman,” 
Mr. Dustin summed up.—RAL 


Firm Combines Sporting Goods with Office Equipment 


@ PROBABLY ONE of the most 


unusual sporting 


The athletic department, with a 25x20-foot show- 


goods organizations in the country is the Baker Com- 
pany, Lubbock, Tex. This firm combines a sporting 
goods business inventoried at close to $75,000 with one 
of the largest office equipment, business machine, and 
stationery businesses in West Texas. 

The sporting goods department, under direction of 
J. G. Keyes, prominent West Texas athletic coach, 
was established in 1938 by James Baker, solely be- 
cause of the office equipment dealer’s personal fond- 
ness for athletics. 

With an excellent location near the downtown Lub- 
bock shopping district, and plenty of space available 
on the left side of the building, the sporting goods 
department has grown from a single small counter to 
a separate store almost as large as that of the busi- 
ness machine department, and now covers a huge 
territory west to New Mexico, north to the Colorado 
border, and all of the west side of Texas. 

The Baker Company, which covers every aspect of 
business supply from typewriter paper to huge com- 
plex business accounting machines, has found sport- 
ing goods not “an illogical companion” as Mr. Baker 
put it. 


. The “Best Customers” 


“Frequently, the same man who operates a large 
business office is our best customer for hunting and 
fishing equipment and for athletic supplies,” the 
dealer smiled. 

“Moreover, in dealing with office managers, presi- 
dents of large firms, buyers and business superintend- 
ents we usually have on hand, the type of customer 
who can afford large expenditures for sporting goods, 
and usually does so. Thus, it is nothing unusual for 
us to sell orders of equal dollar volume in sporting 
goods and office supplies, as the customer makes a 
single call at the store.” 
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room on the left side of the Baker Building, and a 
huge warehouse behind, combines both retailing and 
wholesale operations, with two men on the road, who 
cover a vast area as described above. 

The Baker Company has been able to equip many 
small Texas communities with uniforms for baseball 
and softball leagues, and to build up intramural sports 
such as volley ball, basketball and football, solely 
through its willingness to work with the school super- 
intendents in the area. The athletic supply de- 
partment is by far the heavy end of the volume as a 
result, the Baker Company pioneering establishment 
of competitive sports throughout its area, and keep- 
ing them alive, with vigorous assistance when re- 
quested. 


Hunting, Fishing Increase 


The retail store, which has been in operation only 
during the past 34% years, was founded as the result 
of an increase in hunting and fishing in West Texas, 
which in turn, traces back to the creation of many 
new fishing areas, such as reservoirs, dams, and stock- 
ing of lakes and streams. 

Promotion here has involved side-by-side display of 
office appliances and sporting goods, with an appeal to 
“customers for both” always predominent. The down- 
town Lubbock store sells fishing license, gives com- 
plete advisory service to sportsmen in all fields, and 
is one of the heaviest users of newspaper advertising 
in the Texas community. 

There is a touch of the office supply business in the 
sporting goods division, where heavy green steel ad- 
justable shelving of the type traditionally used for 
office equipment display, shows athletic goods, hunting 
and fishing equipment and camping items. Similarly, 
on the office supply side, are many sporting goods 
lines, which form an unusual contrast to office supply 
materials —RAL 
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Display 
Panel 
is Sales 
Asset 


=m AN OFTEN-ABUSED selling aid 
the folder, booklets and other ad- 
vertising material produced by 


manufacturers—has emerged as a 
much more potent sales asset with 
the clever display panel pictured 
herewith 

This attention-arresting unit was 
developed by Gardner Ellis, execu- 
tive of the Tom Padgitt Company, 
Waco, Tex. Its purpose was to 
rectify a long-existing ill in retail 
sales, viz., the fact that although 
stacks of folders and booklets are 
always available on the _ store’s 
counters, few customers take ad- 
vantage of them. 

The Texas store, which carries 
complete lines of sporting goods, 
apparel, photographic equipment, 
housewares and hardware, has been 
consistently surprised at the re- 





Selling Aids on Parade—Displiay panel used by Tom Padgitt Co., Waco, Tex. 


sults since this simple plywood dis- 
play panel went into effect. 

Not only have sales been upped 
in all departments involved, but 
likewise at least 10 times as many 
store visitors put away a few fold- 
ers or other bits of advertising in 
their pocketbooks or pockets. 

“The sole reason is simply that 
we have taken an aggressive atti- 
tude about getting them distrib- 
uted,” Mr. Ellis grinned. “Even 
though there were at least six 





New Showroom in Boston Exemplifies Modern Design .. . 


Mosler Sate Co.'s new Boston headquarters, 375 Boylston St., eliminate 
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street glare with plate glass windows that slope downward 
and inward. White plastic letters 3 feet high spell out 
the name on a stainless steel sign spanning the 


40 foot front. The interior boasts feather- 
light phone receivers and stream- 
lined dials. Shadowless 
lighting, photo murals 
complete the 
effect. 
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points in the store at which manu- 
facturers’ advertising was shown 
in this way, all accompanied by a 
small sign suggesting “Take One,’ 
we found very little flow. With the 
display panel set up alongside the 
entrance to the store, where every- 
one can see it, and because it is one 
of the more prominent features of 
the first floor, we can scarcely keep 
up with our literature.” 

The panel, as shown, is six feet 
long, stands five and one-half feet 
high, and was custom-crafted of 
rich hardwood plywood, done in a 
green stain for the Texas store. 
Eighteen selections of advertising 
folders are suspended on the face 
of the panel, via a similar number 
of plastic clothes pins. 


Sales Increase 


At least eight out of every 10 
shoppers in the store hesitate to 
look over the selection, and around 
50% of the number actually take 
several pieces, Mr. Ellis has found. 
It is significant, the Texas retailer 
points out, that sales increases fol- 
lowing were invariably centered 
around items advertised in this way. 

“A retailer in any field can thus 
benefit by increasing the circu- 
lation of advertisers’ materials,” he 
said. “Quite frequently, those who 
pay little attention to newspaper 
advertising and radio promotion 
will idle away spare moments in 
looking over booklets and the re- 
sult is that new merchandise on the 
market will receive more attention, 
buy-appeal is increased, and sales 
are bound to go up.”—-RAL 
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OFFICE FURNITURE 




















Furniture Moves When Comfort 


and Convenience are Stressed 


Harris & Company 
Finds Selling Way 





For Visitors . . . Reception room fur- 
niture with proper lighting, drapes and 
decorations is included in Harris & Co. 
outfitting arrangements. 


@ COMFORT AND EFFICIENCY 
are the two main factors that con- 
tribute to the sale of office furni- 
ture, as far as B. H. Barry, contract 
manager, Harris & Company, Har- 
risburg, Pa., is concerned. He, there- 
fore, stresses comfort and efficiency 
to his prospects in reality rather 
than in discussion. 

“We try to get our prospects into 
our showrooms as soon as possible,” 
says Mr. Barry, “because it is here 
that we really close our sales. All 
the talking and discussion in the 
field isn’t as convincing as an actual 
demonstration, so point No. 1 on our 
sales program is to draw in the 
prospect.” 

As previous experience has shown 
Mr. Barry that customers have defi- 
nitely made up their minds if they 
want wood or metal office furniture, 
he has separated these two depart- 
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ments in the store. Wooden furni- 
ture occupies the second floor and 
steel furniture the third. 

“We feel that there is enough dis- 
cussion and problems to overcome 
when selling either wood or steel 
furniture, to keep out the question 
of deciding between wood or steel,” 
asserts Mr. Barry. “This is the first 
point that we decide and because of 
that, we keep these two departments 
separate. Our prospects therefore, 
can devote their entire attention to 
either line.” 

Harris & Company has a force of 
six salesmen who cover all of the 
Central Pennsylvania area. While 
they sell a complete line of supplies, 
equipment and furniture, they turn 
over all leads for office furniture to 
Mr. Barry. To stimulate this activ- 
ity, they receive the same commis- 
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sions on all furniture sold to these 
prospects as if they did it them- 
selves. 

Upon contacting the prospect, Mr. 
Barry promotes office furniture by 
showing pictures of installations 
made by his firm. He also has pho- 
tos of merchandise stocked in the 
showrooms and tries to induce the 
prospect to stop in, on a definite 
appointment. 

“If the prospect is really inter- 
ested in furniture, he will come in,” 
says Mr. Barry. “If he isn’t, he will 
put it off for a later date. In either 
case this is best for us, for we can 
devote all our time to ‘live pros- 
pects’ and in this way make the 
most of our sales efforts.” 

Once the prospect is in the show- 
rooms, the contract manager seats 
him in an executive posture chair 


“+ 
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Be Seated. . . Prospects are seated and then B. H. Barry tries to sell them. He is 
showing a customer, relaxing in chair, pictures of Harris & Co. installations. 
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lese 


and starts to discuss his require- 


ments. The comfort of sitting in 
this chair besides having a large 
executive desk in front of him is 


warming influence” and 
begins to take cogni- 


a sure ana 
the prospect 


zance of the importance of comfort 
and efficiency 

“Few customers have executive 
posture chairs in their offices and 
other luxurious furniture,” relates 
Mr. Barry, “so that when they use 
ours, they take a new interest in 
office outfitting. We have had many 
prospects come in who just wanted 
to look our line over, but who sit 
in our posture chairs and a sale re- 


sults.’ 


Firm is Ready 





—_ The firm is equipped to completely 
outfit any office. It is ready to make 
mo recommendations as to floor cover- 
one ing, room fixtures, color schemes, © @gmfort Comes First. . . B. H. Barry finds that many desks and chairs for home 
oa, lighting, drapes and other room use can be sold when he seats prospects in the chairs first—talks later. 
he necessities. In many cases, the firm 
a has nenenigrton ony offices complete Mr. Barry has found that one job other factors contribute to our 
‘ite with bars, built-in book cases, tele- = follows another, regardless of the _ consistent sales of office furniture.” 
vision sets and other conveniences. amount of furniture sold. Visitors, Mr. Barry has found an increas- 
- Mr. Barry has found that by friends and the public in general ing number of sales made to cus- 
ry showing prospects pictures of. office like to call on a company for office tomers for office furniture to be 
vill outfitting done for other ‘major furniture and outfitting when they used in the home. Almost every 
vm firms in the area, confidence is won. have already seen this firm’s work. home can use a desk of some type, 
ia Picture S of bank, insurance com- As an illustration, Harris & Co. sold either in a den, youngster’s room 
is panies, large office buildings and an unusual number of posture _ or other parts of the house. 
he General Motors Acceptance Corpo- chairs when one was bought by the To promote this line of furniture, 
ration offices have had the desired lieutenant governor of the state. Mr. Barry has stocked a line of 
-_ effect ’, . ae Other executives in the capital desks for home use. They are dis- 
ats As soon as the approval is re- building saw the chair, enjoyed it played in his showrooms and the 
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cieved from the buyer, Mr. Barry 
prepares survey complete with 


and placed orders. 
“We do not do any advertising of 


displays enhanced with table lamps, 
desk sets and other accessory items. 


isometri rawings that are sub- 

mitted to the prospect for reviews. any type, except using inserts when “We have found that many of our 
This results in the sale of new furn- sending out bills,” says Mr. Barry. furniture buyers can be interested 
iture and, often, the refinishing of “We feel that our installations, in a desk for their own use in the 
that furniture already in use. word-of-mouth reputation and home,” declares Mr. Barry. “Some- 





times they have to bring some work 
home to be completed or like to 
work on a desk for general pur- 
poses. By bringing this comfort to 
their attention, many sales are 
made.” 


Another Sales Source 


Students and their parents are 
another source of office furniture 
for the home. And Mr. Barry uses 
almost the same technique in sell- 
ing them as he does his general run 
of customers. When a student or 
his parent is seated in a posture 
typing chair, more sales are closed 
than by any other means. 


“Get your prospect comfortably 
seated,” relates Mr. Barry, “and you 
are well on your way towards a sale. 
We never walk from one desk and 
chair to another and keep talking. 
We try to get the prospects seated 
as soon as possible. This is our se- 


This is the way Harris & Co. outfitted a local 
insuranc any's office. Pacemaker Myrtle desk and B. L. Marble chairs are used. 


5 mocap Office Installation .. cret in speeding up sales.”—PL 
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@ A “ROLLING” OFFICE was the 
idea of R. I. Senn, project manager 
of the Merritt-Chapman & Scott 
Corporation, internationally known 
bridge-building firm of New York 
City, to successfully solve the gi- 
gantic problem of setting up a tem- 
porary project office on the site of 
each large construction job. 

Although such a mobile office had 
been envisioned for several years, 
Mr. Senn’s dream did not material- 
ize until recently when the Mer- 
ritt-Chapman & Scott staff moved 
into Savannah, Ga., to build a 12% 
million dollar high-level bridge 
across the Savannah River. At that 
time, two old Pullman cars were 
purchased and converted into per- 
manent, luxurious quarters. 

The two cars were completely and 
modernly remodeled with hardwood 
floors, mahogany tile walls from the 
floor to windows, ventilating type 
heating registers, all-chrome fit- 
tings, flush-type fluorescent light 
fixtures, air conditioning, and 
acoustical ceilings. 

Office furniture chosen for this 
modern setting was Globe-Wer- 
nicke’s “L” shaped steel Techniplan 
modular equipment, finished in 
harmonious gray. The layout and 
installation of the Techniplan 
equipment was made by The Re- 
view Company of Savannah 

One of the remodeled Pullman 
cars houses Mr. Senn’s Techni- 
planned private office as well as 
the central offices including Tech- 
niplan work stations for the office 
manager, master timekeeper, sec- 
retary, typists, and radio operator 
In the second car, the first section 
houses the Techniplanned offices 
of the project engineer and his 
assistants and the purchasing agent 
while the second section is a com- 
plete hospital unit. 





Senators Work Here _.. Executive 
Furniture, Inc., supplied this imposing 
equipment for the senate rooms of the 
state capitol in Oklahoma City, Okla. Al 
Cook Desk & Office Supply Co., the manu- 
facturers’ exclusive dealer in Oklahoma 
City, was awarded the contract on com- 
petitive bidding. The desks are all custom 
built to architect's specification. Each desk 
has seating space for two senators and 
the rear of each desk is equipped with 
built-in book shelves. Drawers are roller- 
suspended. In addition to the many double 
desks shown there are five single pedestal 
desks and six special matching bookcases. 
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“Rolling Offices” .. . The two Pullman cars (above) house the “rolling” Globe- 
Wernicke Techniplanned offices of Merritt-Chapman & Scott Corp., New York construction 
firm. The interiors have been handsomely renovated in modern style and the ex- 
teriors, too, are to be streamlined in the same manner as the modern aluminum stream- 
liners. Bottom picture is of Globe-Wernicke steel Techniplan equipment installed in 
these “rolling offices” by The Review Co., Savannah, Ga. The project manager's private 
office shown features a steel Techniplan work station with 30-inch deep auxiliary top 
that is used for spreading out large drawings pertaining to the project. The “flying black 
horse” is Merritt-Chapman & Scott's symbol. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 
CONFIDENCE COUR.- 
AGE .. . CO-OPERATION 
g IMAGINE our thrill in the pre- 
April shower of contributions, to 
find this gem of a thought from a 
staff associate: 


HERE’S AN IDEA FROM UNDER 
MY VERY OWN HAT:— 


DLO LL 





“Cheerfulness is the art of 
co-operation with the inevi- 
table.” 


Cc, O. SCHLAVER 


Thank you Friend C. O. Schlaver, 
associate editor of OFFICE APPLI- 
ANCES 








I-D-E-A E-X-C-H-A-N-G-E 


Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 
the price— 


ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 





YOU ! ! (Always men- 
tion idea number, and 
address the co-ordinator 
of this page, Care of Shaw and 
Borden Co., Box 2153, Spokane 10, 


Wash. Use this same address in 
sending in your thoughts for our 
Mr. I. Will Pepper-Upper, Here’s 
an Idea From Under My Very Own 
Hat, and Terse Trailer departments 
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of BUSINESS BUILDERS’ monthly 
telecast. 

e Yours for your idea-exchanging 
Business Builder No. 4-53-1 from a 
Philadelphia stationer’s advertising 
executive, who put his thoughts this 
way: KNOW WHAT YOU PAY FOR 
EVERY ADVERTISING PROMO- 
TION! 

e Yours for your idea-exchanging: 
Business Builder No. 4-53-2 direct 
from sunny California and a sunny 
office outfitter there in the progres- 
sive city of Los Angeles, who took 
the time to present: WRITE BET- 
TER LETTERS in which he gives 
you methods to make your letters 
do a better sales-promotion job for 
every department in your office 
equipping field. 

Yours for your idea-exchanging: 
Business Builder No. 4-53-3 RAINY- 
DAY PROSPECTS—How to have 
accumulated them. Here is a dif- 
ferent slant on prospect garnering 
from an Indiana thinker in our 
industry, who has years and years 
of know-how foundation for this 
thought-provoking comment. BET- 
TER claim this idea by sending in 
an equally splendid one! 


* * * + * * . 


And next we bring you our genial 
hustler, Mr. I. Will Pepper-Upper, 
holding forth his important part 
of the O.A.-T.V. program, made pos- 
sible by an Oklahoma stationer:— 


On your nezt 
Birthday, CHEER 


UP—You’re only 1 
Day Older! 








* * * * * * * 


Again we emphasize: 
“TERSE TRAILERS 
PRODUCE FOR YOU!” 


So send in your TERSE TRAILERS 
and there’s a prize for each one 
used. 


e ” * * * * . 


Denver, Colo. is the source of 
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this month’s find from an active 
stationer there, who air-mailed this 
winner for our TERSE-TRAILER 


departmental: — 
“Propaganda is something you 
don’t agree with.” 


3, 32, 3B 3B 


Office-efficiently yours, 
RALPH B. ORTEL 








“Here Lies a 
Going Business” 
(Continued from page 14) 


payments and possible foreclosure. 

One attorney having wide experi- 
ence in estate problems character- 
ized the thinking of many business- 
men thus: “Every one of them man- 
ages his affairs on the egotistical 
assumption that he has a contract 
with His Maker for the Biblical 
three score and ten years of life.” 
Then, as an afterthought, he added: 
“Even when they reach 70 they be- 
have as though they’d just nego- 
tiated a 10-year renewal.” 

Almost invariably, he explained, 
the estates that men plan for 
sharply depreciate when the final 
accounting is made. Usually this 
is because there has not been 
enough planning,and enough antic- 
ipating of eventualities that could 
have been foreseen. A man’s net 
worth, too often, is dependent upon 
him continuing to live. That is, 
he has made too many commit- 
ments with the expectation of living 
and too few with the pessimistic be- 
lief he may soon die. 


Mortgages are Drain 

Holdings are heavily mortgaged, 
sometimes right down to personal 
property and with payments con- 
stantly coming due. Demand notes 
are too casually given. Accounts 
payable are allowed to get out of 
hand and ready cash is at a bare 
minimum. Then, when death strikes 
suddenly, a substantial part of the 
estate must be sacrificed to satisfy 
creditors and to salvage other hold- 
ings. All too often provision has 
not been made to meet Federal and 
state demands on the estate for 
death taxes. 

It is an unhappy fact, attested to 
times without number in probate 
court proceedings, that too many 
businessmen who know how to plan 
to live are abysmally ignorant in 
knowing how to plan their affairs 
against the inevitability of death. 
In this failure to plan against death, 
it is the innocent survivors who suf- 
fer. 
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Conference Room ... The College 
of Business Administration conference room 
at the University of Tennessee is done in 
warm tones of walnut. The Gunlocke arm 
chairs in genuine walnut are carefully 
matched with the two conference tables 
of Standard Furniture Co. The installation 
was made by Office Supply & Equipment 
Co. of Knoxville, Tenn. 





30 


a 


Sy, 


@ 
éy 




















4 








"Installations ... 


The Dean’‘s Office . Gunlocke 
chairs were installed in this executive of- 
fice by the Office Supply & Equipment Co. 
of Knoxville, Tenn. The modern overhang 
desk is a product of the Standard Furniture 
Co. Pictured is the office of Dean Frank 
B. Ward, College of Business Administra- 
tion at the University of Tennessee. 





Office Practice Room... Gun- 
locke chairs and Standard desks were 
used in equipping the office practice room 
in the College of Business Administration 
at the University of Tennessee, Knoxville, 
Tenn. Future executives and office man- 
agers are trained here in proper selection 
and use of all office equipment, and in 
efficient office procedures. The wood fur- 
niture was selected by Office Supply & 
Equipment Co. of Knoxville for utility, 
warmth and comfort 


OFFICE APPLIANCES, April, 1953 





New Office Opened... . Full-length 
windows across the front of the company’s 
new building give passersby an unob- 
structed view of the handsome new of- 
fices of the Umpqua Insurance Agency, 
Roseburg, Ore., shown here. This office, 
completely equipped with Globe-Wernic- 














ke’s wood Techniplan modular office equip- 
ment, was laid out and equipped by C. 
R. Morgan, owner of the Roseburg Book 
Store, Roseburg. Techniplan equipment 
ocke installed is beautiful genuine walnut which 
ve of harmonizes with the attractive office in- 
it Co terior Umpq qua’s new office has light 
rhang cream walls with contrasting brown mot- 
niture tled tile for the floor. In this installation, 
Prank 48-inch and 66-inch high wood partitions 
‘istra are used to separate work stations where 
privacy is necessary. 
Capital Gain . . . The Globe-Wernicke 
Co.'s modular steel Techniplan provided 
two-level efficiency and semi-privacy for 
the Brotherhood Relief & Compensation in 
Harrisburg, Pa. G/W’'s steel and glass 
partition panels were chosen to separate 
the production line arrangement here pic- 
tured. Techniplan auxiliary tops are set 
26% inches above floor level—designed 
for full operational efficiency of standard 
business machines. The installation was 
completed by the Cotterel Co. of Harris- 
burg. 
Suited for Conference ... When 
two conference rooms at the LacLede Gas 
Co., St. Louis, Mo. were recently equipped, 
Comfort Ptg. & Staty. Co. of that city in- 
stalled 6-inch wide Globe-Wernicke 
Streamliner panel end conference tables. 
ll The full-sweeping, spacious tops with gen- 
<a erous overhang on all sides enables con- 
“ ferees to comfortably sit around the table 
lle ind take notes. At the same time, the 
na rawings and other large sheets being 
oa discussed may be spread out for full-view 
aa by all present Shown here is one of the 
‘a sheerful and comfortable conference rooms 
& equipped with a Globe-Wernicke panel 
ne end conference table and Globe-Wernicke 
. aiuminum nairs 
OFFICE APPLIANCES, April, 1953 31 


53 








Convention City... 





Cleveland, as seen from the air. In the center is the Cleveland Tower, looking north 


toward the Stadium and the Public Auditorium, site of the NOFA convention exhibits. 





@ “HOW TO IMPROVE Your Business.” If the seventh annual convention- 
exhibit of the National Office Furniture Association has a slogan, that’s it. 

Any occasion at which large groups of businessmen gather is certain to have 
its lighter aspects. To a certain degree, at least, they are to be desired. But 
any such outward appearances at the NOFA convention scheduled to open 
April 26 in Cleveland, Ohio, will be no more than a facade. 

NOFA officials have made every effort to insure that this meeting will con- 
cern itself with the hard facts of business in a practical, down-to-earth manner. 

To begin with, the featured speakers are preparing themselves in a manner 
that might be considered unique. They have been contacting and interviewing 
office furniture dealers across the country. They are familiarizing themselves 
with those problems confronting the industry right at the grass roots. Conse- 
quently, they will be in an unusually good position to talk effectively at the 
convention. The entire program is aimed directly at the dealer, and his 
problems. 

Opening on Sunday noon, April 26, and continuing through Wednesday, 
April 29, this convention will have its headquarters at the Hotel Statler. The 
exhibits are to be housed in Cleveland’s spacious Public Auditorium. 

Advance registrations are now being accepted at NOFA headquarters, 175 
Fifth Ave., New York 10, N. Y. With choice hotel locations already at a pre- 
mium, everyone planning to attend is urged to get his reservations in immedi- 
ately. 
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Looks to Cleveland Convention 


@ HIGHLIGHTING the NOFA convention program in Cleveland will be three 
industry workshops—three groups which will dig into anything and everything 
bothering the dealer, the manufacturers’ representative and the manufacturers. 

These workshops will be held concurrently on Wednesday, April 28, at 
10 a.m. 

The first group, which will discuss methods of coping with dealer problems, 
will be led by Moe Turman, Metwood Office Equipment “Corporation, New 
York City. He was NOFA’s first president. 

The second group, concerning itself with manufacturers’ representatives, will 
be spearheaded by George S. Long of George S. Long & Sons, Cincinnati, Ohio. 

The third group will be under the auspices of the manufacturers’ division of 
NOFA. The co-chairmen are J. M. Bachrach, president of the Huntington Chair 
Corporation, Huntington, W. Va., and Sterling Lord, secretary of The Leopold 
Company, Burlington, lowa. 

A fourth topic is bound to be the question of training salesmen. The various 
NOFA chapters across the nation have been applying themselves to this prob- 
lem intensively lately. 


Need of Training Recognized 


There is wide recognition that the salesmen trained in the proper approach, 
adequately supplied with product knowledge and prepared to talk to cus- 
tomers and prospects in terms of service and benefits is one of the answers to 
the question the convention is posing for itself: “How to Improve Your Business?” 

Varying opinions have been offered in the past at NOFA Chapter meetings 
and Area Conferences. Most dealers feel that the manufacturer should do 
more towards training his salesmen. Many have gone ahead and organized 
schools of their own, recognizing that the money spent is an investment which 
past experience proves will pay off. 

Other subjects expected to get a thorough airing include freight rates, ad- 
vertising, product knowledge and sales meeting. 

The role of the manufacturers’ representative and the manufacturers’ sales- 
man will be considered. Many dealers feel that these men, who are specialists 
in their own right, can contribute much more than they have toward dealer 
sales. 

The workshops will try to examine all these problems closely and perhaps 
come up with suggestions for future action. They are the result of past success 
with forum discussions. They meet a need voiced on many occasions by the 
dealers, representatives and manufacturers themselves. 


Feature Speakers are Secured 


These discussion groups will complement the talks being prepared by the 
feature speakers. When Arno H. Johnson, marketing specialist with J. Walter 
Thompson Company, discusses selling in today’s economy, he will be pinpointing 
a subject which the members of the industry have been mulling over themselves. 
When he talks about the job the advertising dollar should be doing he may be 
suggesting answers to problems raised at the workshops. 

Dr. C. L. Lapp’s talk on salesmanship will tie-in perfectly with continuing 
studies on ways and means of making the salesman a more effective member 
of the organization. Rev. F. L. Meadows will prove an effective luncheon speaker. 

Miss Anne Saum will discuss atmosphere as a means of adding to the dealer's 
volume, thus keeping step with the convention’s main theme. 

Walter M. Casey, with wide experience in selling and retailing, as well as 
at the management level, is also very well qualified to add to the theme. Paul 
M. Fletcher, NOFA’s management consultant, will be able to define the vaguest 
problem in down-to-earth terms. 
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A Map of Downtown Cleveland for the Convenience of NOFA Convention Visitors 


1. Union Station— 
Terminal Tower. 


2. Public Auditorium. 


3. Stadium—Home of the 
Indians and the Browns. 


Banquet Entertainers... The famed 
Cleveland Male Chorus. They'll be heard 
Tuesday evening, April 28. 
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4. Allerton Hotel. 9. Hollenden Hotel. 


S. Auditorium Hotel. 10. New Amsterdam Hotel. 


6. Carter Hotel. 
7. Cleveland Hotel. 11. Olmsted Hotel. 
8. Colonial Hotel. 12. Statler Hotel. 


For the Ladies 


® The lighter side has not been forgotten in the planning for the NOFA 
convention at Cleveland. The ladies, for example, will find that an elaborate 
program has been carefully planned for them. 

Tentative details include a baseball doubleheader at Cleveland Stadium, 
a twilight concert by the Cleveland Symphony Orchestra, shopping tours, 
fashion shows, card parties, a theatre party and a boat trip. 

Part of the entertainment, at the annual banquet Tuesday evening, April 28, 
will be provided by Cleveland’s famed Male Chorus. Directed by William 
Albert Hughes, the Male Chorus was organized in 1922 and quickly established 
a reputation in Ohio and neighboring states. These singers appear regularly 
at many functions, both secular and religious. 

A stage show will also be on tap at the convention banquet. 
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This is Your Host City 


@ THIS IS A STORY about Cleveland, the NOFA host city, and what it will 
offer its guests when they attend the forthcoming convention and trade exhibit 
April 26-29 at the Hotel Statler and Public Auditorium. 

The Cleveland of today is a big, busy city—Ohio’s first and the nation’s 
seventh. It is nothing like the spot along Lake Erie and the Cuyahoga River 
that General Moses Cleveland surveyed in July, 1796. This spot now is a city 
of more than a million people, the capital of a great trade empire, and an 
industrial giant ranking with the greatest in the world. 

The Cleveland of today offers all the attractions of a great metropolis be- 
fitting its size and prestige. The cultural and educational institutions, the parks, 
and the entertainment facilities of Cleveland are among the finest in the world. 

As a place to gather, Cleveland offers many attractions and points of interest. 
lt is perhaps more noted as a cosmopolitan community than any similar 
metropolis of its size because of its heterogenous population. The city, whose 
metropolitan area stretches out from the Lake Erie shoreline like a fan, is 
particularly known for its fine cultural institutions and civic spirit and in 1946 
celebrated its sesquicentennial. 


City is Centrally Located 


Cleveland's central location assures a good attendance for conventions and 
one which is easily accessible to a majority of delegates. Half of the population 
of the United States is within a 500-mile radius and overnight rail time of the 
city. Convenient, fast, and modern transportation facilities of all kinds are 
available in and out of the city. 

Cleveland’s compact layout is another convention advantage. All major 
hotels, the shopping district, transportation points, amusements, Lake Erie, and 
the Public Auditorium are all within a few minutes’ walking distonce. Any 
point in the city is easily accessible from the downtown area. 

At the hub of the city’s business activities is the Public Square. Towering 
over the square is Cleveland’s familiar landmark, the 52-story Terminal Tower, 
with an observation room on the 42nd floor that affords a splendid view of the 
city. It is the seventh tallest building in the world, the other six being in New 
York. Other parts of the Terminal unit are a railroad station, a large depart- 
ment store, a modern hotel and several shops. 

Building attractions such as this aren’t confined to the Public Square, how- 
ever. Many huge office and civic buildings dot the Cleveland scene and have 
attracted the attention of the whole nation. The Mall, for example, is one of 
the most ambitious undertakings ever attempted. This plan of grouping public 
buildings around a spacious seventeen-acre downtown garden spot represents 
an investment of more than $40,000,000. 


Mall has Great Buildings 


The Mall, which overlooks Lake Erie and extends into the heart of the busi- 
ness district, is made up of seven great buildings. America’s best equipped 
convention plant—the $10,000,000 Public Auditorium; the Federal Building; 
the Public Library; the new Board of Education Building; City Hall; Cuyahoga 
County Courthouse; and the lakefront Municipal Stadium seating 83,000 are 
included in the Mall Development. 

Gems of the city’s cultural treasures are the Cleveland Museum of Art and 
Severance Hall, both located in University Circle overlooking Wade Park on 
Cleveland’s east side. 

Other famous institutions in Cleveland include the Museum of Natural History, 
the Western Reserve Historical Society Museum, Dunham Tavern, the Public 
library, the Health Museum, Brookside Zoo, Nela Park University of Light, 
and Cleveland Airport. 
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Leok for the Dealer Who Dis- 
plays This Emblem .._. This is 
the Certified Office Planning Service 
seal, to be promoted nationally in 
magazines and displayed on the deal 
er's windows, letterheads and adver- 
tising. The consumer will be urged to 
see the dealer who displays this 
emblem and can help on a ‘complete, 
one-source” basis. 


gw A NEW ERA may be dawning in 
wood office furniture retailing! At 
its recent meeting in Washington, 
D. C., the manufacturer members 
of the Wood Office Furniture In- 
stitute unanimously approved a 
quarter-million budget to under- 
write the initial phases of a new 
program of merchandising support 
for office furniture dealers. Labeled 
“COPS.” (for “Certified Office 
Planning Service”), the new pro- 
gram has been for over a year on 
the planning boards of the In- 
stitute’s staff and advertising and 
promotion committee, headed by 
Sterling Lord of the Leopold Com- 
pany. 

Institute spokesmen stressed the 
fact that even this budget is only 
the beginning. Once the program 
is underway, a tremendously ex- 
panded program of consumer pro- 
motion is expected to become an 
annual proposition. 


Comprehensive Plan 


Described by the Institute’s Sec- 
retary, E. Howard Gatewood, as 
“the most comprehensive plan for 
package selling ever offered to the 
office furniture dealer,” the C.O.PS. 
program embraces a complete 
scheme of wall colors, fabrics, floor 
coverings, and upholstery co-ordi- 
nated with Wood Office Furniture 
finishes. 

The Institute retained Faber Bir- 
ren, noted color consultant, to co- 
ordinate the color phases of the 
program and secured the co-opera- 
tion of other associations, including 
the Carpet Institute, Upholstery & 
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WOFI Launches Big 
Dealer Support Program 


Drapery Manufacturers Association, 
National Paint, Varnish & Lacquer 
Association, and the Upholstery 
Leather Group of the Tanners 
Council. 

Complete samples, instructions on 
supply sources, and information on 
how to set up general office layouts 
and color-co-ordinated private of- 
fices will be furnished subscribing 
dealers. 

The dealer will also receive such 
Sales aids-as a Model Office Center, 
a modern display for his sales floor 
that includes a giant planning 
board with magnetized model fur- 
niture templates to demonstrate of- 
fice furniture arrangements; a scale 
model kit with 275 one-quarter inch 
scale models of office furniture for 
detailed office planning and demon- 
stration; a portable electric pro- 
jector for color slide showings in 
the prospect’s office; an acetate 
visualizer to demonstrate color 


| 


Mark of Service . . 





combinations; and a host of other 
Sales tools. 

The Institute plans on a large 
scale national advertising program 
via its advertising and public rela- 
tions counsel, Henry J. Kaufman & 
Associates. The advertising will 
consist of full-page color and black 
and white ads in leading magazines 
to carry the C.OPS. story to 
business management. Subscribing 
dealers’ names are to be included 
in the advertising. 

Under the C.O.P.S. set up, 
the Institute’s house magazine, 
TRENDS, will be published prima- 
rily as a magazine for distribution 
through dealers with the dealer’s 
own imprint, as a direct mail ve- 
hicle for telling the C.O.P.S. dealer 
story to consumers. 

A complete “operating manual,” 
with monthly loose-leaf supple- 
ments, is part of the C.O.P.S. deal. 
The manual and its supplements 


. The model office center for the dealer's selling floor imme- 


diately marks the C.O.P.S. dealer as a man equipped to plan and execute the co-ordinated 
office. Space is provided for wall color samples, rug samples, fabric samples and so 
forth. One end of the center is a magnetized planning board. 
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the dealers will be asked to pay 
nominal subscription costs to share 
in the benefits of C.O.P.S.” 

“Our estimates show, however,” 
WOFT's president pointed out, “that 
we are giving the dealer an enor- 
mous bargain for his nominal con- 
tribution—the services of experts 
he could not hire, sales aids he 
could not afford to produce, the 
co-operation of other associations, 
and a national promotion program 


othe 





large 
gram that should surely achieve tremen- 
rela dous impact with his customers. 
an & We are confident that the nation’s 
will most alert dealers will be eager to 
black embrace this program.” 
zines Details of the C.O.PS. “package” 
y to A Selling Tool .. . The Previewer is one of a half-dozen selling tools furnished are being released by mail to lead- 
ibing the dealer { tside selling. With the Previewer a salesman can whet the prospect's ing office furniture dealers in the 
uded — by bw : freon gy. oan serena "mag of dozens of co-ordinated color U. S. Both Mr. Gatewood and the 
new assistant secretary of the In- 
up stitute, Robert A. Spelman, will ride 
zine the circuit of the various NSOEA 
ima- regionals and the forthcoming 
ution NOFA meeting to describe the 
iler’s C.O.PS. program and enroll dealers. 
l ve- Enrollments will also be taken by 
ealer mail and through manufacturer's 
representatives. 
aol Will Visit Stores 
deal Following the initial enrollments, 
ents the Institute’s representatives plan 


to visit subscribers and install the 
plan at dealers’ showrooms. 

“We all know,” says the Insti- 
tute’s secretary, “that this is an era 
that demands creative selling— 
aggressive merchandising and pro- 
motion. Our industry needs more 
than hypodermics. It needs a really 
well-organized crusade to get across 
the story of what properly planned 
office modernization can do for 
business to step up output and re- 





Know-How Source... A fat loose-leaf operating manual gives the dealer and duce long-range costs. We think 
SES ee eee ot een See Ee ee || 
nsultants furnish regular looseleaf supplements and suggestions to C.O.P.S. dealers. Institute programs: C.O.P.8.” 
will include layout and know-how 
und examples by Kenneth Ripnen, 
leading office architect and con- 
sultant; lighting advice from Robert 
Oetting, well-known General Elec- 
tric lighti engineer; comparable 
material from experts in other 
elds of office planning 
‘Our members have long recog- 
nized the acute need for this kind 
of effort ays W. T. Powell of 
Myrtle Desk Company, president of 
the Institut ‘But the Institute 
membership alone has simply not 
had the f is to completely under- 
ite the of program we need 


Sell n nization and sell it 

hard, 1 equip the dealers with 

ime ull of the lern techniques for “We Can Save Space This Way” . . . A scale model kit permits detailed 

ated packace ;’ That is why. in planning of general and private offices, is an interest-compelling sales device as well. 

is % ‘ train The kit complete with carrying case will be furnished to each subscriber under the 
own expenditures, WOFI C.O.P.S. program. 
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Next Month—An Accurate Profile of a Dealer 


@@ OFFICE APPLIANCES in the May issue will present the first chap- 
ter in a new painstaking survey of the nation’s stationers, office ma- 
chine dealers and office furniture dealers—the firms which move the 
products of our industry. 

This will be the initial report of an independent survey of dealer op- 
erations, policies and business habits. It’s first-hand information on the 
area served, administration practices, sources cof merchandise, make-up 
and education of sales force, rate of stock turn-over, and so forth. The 
data is secured direct from the desks of the dealers, an accurate picture 
and one that is nationally comprehensive in scope. 

Elrick and Lavidge, market research organization of Chicago, has 
been making this study. Dealers’ response has been magnificent. The 
readers of OFFICE APPLIANCES, the business journal of the industry, will 
benefit from this “profile of a dealer.” Don’t miss the first installment 


EDITORIAL 


in the May issue. 





Broyhill Bill Should Be Adopted 


@@ NSOEA HAS DESERVEDLY called atten- 
tion of this industry to the Broyhill Bill, calling 
for repeal of Public Law 199, the act under which 
parcel post size and weight limitations were im- 
posed. The measure, passed by the last congress, 
reduced the size and weight of parcel post pack- 
ages acceptable by the post office department 
for delivery between first-class post offices from 
100 inches to 72 inches in girth and length and 
from 70 pounds to 40 pounds in weight. The 
“joker” in the bill is that larger and heavier 
(100-inch—7 pounds) packages are still accept- 
able for shipment between other than first-class 
post offices. 

Why should these limitations be repealed? 
The arguments are well set forth by NSOEA, 
which says that the law: 


1. Treats post office patrons in different geographical 
areas in a discriminatory manner. 

2. Tends to increase prices by increasing the costs of 
packaging and shipping. 

3. Encourages shippers to split packages thus in- 
creasing the number of units the post office de- 
partment must handle. 

4.Is burdensome and renders a district disservice 
to the public. 

5.Does not lessen the post office department’s ex- 
penses or help to reduce its operating deficit. No 
employees are eliminated as a result. 

6.Creates serious operational problems within post 
offices such as how to handle rural deliveries made 
out of first-class post offices. 


Congressman Joel T. Broyhill (Rep. Va.), has 
introduced a bill, H.R. 2685, to repeal Public 
Law 199. Hearings will be scheduled if sufficient 
interest is aroused. Members of this industry 
should write their members of Congress urging 
them to support the Broyhill Bill. If these par- 
ticular congressmen belong to post office and 
civil service committees such suggestions will 
carry particular weight. 
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Action is needed now—not tomorrow. Write 
or wire your congressman to support the Broy- 
hill Bill. Otherwise, that big package you de- 
sire to have mailed will still need to be split into 
two or trucked out to some rural post office for 
mailing. 





An Idea for Filing 

@&@ WALTER S. KRAUS of the Walter S. Kraus 
Company, Long Island City 4, N. Y., has a ques- 
tion for this industry: 

“Why are filing cabinets all made so that you 
have to take correspondence and lay it on its 
side in order to file it? Why not make filing 
cabinets so that in a letter file the letters can 
be filed standing up so that you can read as you 
look through the file? The way it is now, files 
are made as if newspapers were printed sideways 
instead of having the columns vertical. 

“Where you file under a letter alphabetically, 
if the files were vertical for filing purposes then 
you could read through without bending your 
head sideways or having to take all the papers 
out in order to face them up to read them in 
the vertical position.” 

Mr. Kraus brings up an interesting point, here. 
Filing cabinet manufacturers have probably 
considered this question and may have sound 
reasons for their present system. The query 
should succeed in bringing these pro and con 
factors out in the open. 





Time for Regionals Is Expendible 


@@ THE DEALER, the manufacturer and the 
traveler who wants to keep abreast of the indus- 
try now wisely turns to the schedule of NSOEA 
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CARBON PAPERS HECTOGRAPH UNI-MASTERS INKED RIBBONS 


ECTOGRAPH 





ee is not just 
born. Upon markets as upon 
nations, it has to grow. 
Whereas, today, American 
business regards PANAMA- 
BEAVER Ribbons and Carbons 
as traditionally fine — 
they did not get that way 
all of a sudden. Rather, 
their prestige evolved 
through decades of careful 
planning and production. 
Their steadfast quality and 
staying properties merited 
—and won—a fair repute 
which we shall guard, what- 
ever comes. No, you cannot 
buy tradition .. . yet it is 
yours as a bonus, free with 


4 
sho cud ts every PANAMA-BEAVER 


office officiency. e purchase. 















PANAMA-BEA VER 
tob~nd™ whan 


Coast to Coast Distribution 


MANIFOLD SUPPLIES Co. 
188 Third Avenue Brooklyn 17, N. Y. 
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regionals and plans to attend. From the stand- 
point of good business, time spent in regional 
attendance is well spent. There are other bene- 
fits, too, in the realm of good friendship and 
relaxation away from the office, the counter and 


the brief case. 


In this issue of Orrice APPLIANCEs is presented 
the make-up of the 1953 President’s Troupe. 
Listed are leaders in industry who will spend 
many days away from their business pursuits 


here and there 


B. L. Marble Trademark 
Tag Survives Rigors of War 

While walking along the beach in San 
Pedro, Calif., Mrs. J. M. Steven, a former 
Cleveland, Ohio, resident, was particularly 
attracted to a piece of driftwood because 
it contained a small metal disk. Upon re- 
moving it she discovered the disk to be 
the trademark placed on the bottom of 
special B. L. Marble chdirs. 

During World War II these chairs had 
served on Liberty Cargo Ships operating 
between the West Coast and the Philippine 
Islands and many of the Pacific islands 
Some of these ships were destroyed by 
Japanese planes and torpedo ships. 

This means that the piece of wood and 
trademark disk found by Mrs. Steven must 
have been floating in the Pacific Ocean 
for presumably 12 years. In that time it 
may have covered a distance of 6,000 
miles before reaching the Californian shore 





Re-elect Krause 
Weehawken Mayor 
It was almost a landslide when Charles 
Krause, Jr., legal counsel of NOMDA, 
was re-elected mayor of Weehawken, N. J. 
Chosen for his second term as chief 
executive, Krause received three out of 
every four votes cast. 





Rev. C. H. Berry Pens 
New Berry Patch Notes 

Rev. C. H. “Jack” Berry, a former 
traveler for the industry and past president 
of the Northwest Travelers Club, sends out 
greetings in the form of a new edition of 
the breezy and informal “Berry Patch 
News.” The four-page bulletin gives some 
everyday happenings and highlights of his 
life in the ministry in Redwood Falls, Minn. 

In his capacity of Vicar, he meets and 
becomes friends with the people of his 
parishes, about whom he speaks warmly 
and sometimes humorously. Performing a 
marriage ceremony for the first time, he 
confesses it was quite an experience and 
one that found him almost as nervous as 
the bride and groom. 

Preparing for Ordination, Rev. Berry 
hopes to attend a summer session at Cass 
Lake Mission. He is also looking forward 
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speak. 





in order to bring a message of better selling. 
These men deserve the support of the dealer, 
the manufacturer and the traveler. That sup- 
port means nothing more than the presence at 
the meetings at which they are scheduled to 


Regional meetings bring convention attend- 
ance down to the local level. Their growth has 
been a phenomenon worth preserving in NSOEA 
and our industry. 





to renewing past acquaintances at the 
NSOEA convention in Minneapolis this 
May. 

Although “old generals may fade 
away,” Rev. Berry depicts the plight of the 
stubborn salesman preacher who enjoys 
keeping in touch with old friends who may 
be miles away. 





Ken Henderson Seeks 
Hazelcrest Mayorship 

Ken Henderson, genial representative of 
The Carter’s Ink Company in Chicago, is 
one of a group of community leaders in 
Hazelcrest, suburban village, who believed 
a change in administration was necessary. 


Ken Henderson 





The group decided that our Ken was the 
logical candidate for mayor. A whirlwind 
campaign will be culminated in the elec- 
tion in April and those who know the 
personable GLTC member are hopeful 
he’ll wind up on top. 

Hazelcrest is an older community of 
homes south and west of Chicago. 





Fucci Marries Kraus 
with Assist by Krause 

The NOMDA Spokesman edited by 
Harold Mann is author of this story about 
a recent ‘merger’ in our industry: 

“Believe it or not, Nick Fucci married 
Kraus on February 14th. Krause was on 
hand—in fact Krause married Fucci and 
so did Kraus marry Fucci. 

“My, what a mixup. Well, it seems 
that our eminent Past President Nick Fucci 
was married on Valentine’s Day to Miss 
Ann Kraus and our legal counsel, Charles 
Krause Jr., a boyhood friend of Fucci’s, 
performed the ceremony. Being mayor of 
Weehawken, N. J., Krause could legally 
marry Kraus and Fucci. So Fucci was 
married to Kraus by Krause. (There must 
be some simpler way of stating this.)’’ 


OFFICE APPLIANCES, 


New Pocket-sized Wire 
Recorder Has Many Uses 

A new type pocket secretary which can 
ease the dictating burdens of businessmen, 
allow police to record suspects’ statements 
and permit oral recordings of investigations 
is now being offered on the American 
market. 

Named the Minifon, the electronically- 
operated device is self-contained in a com- 
pact plastic case measuring six by four 
inches and one and one-half inches thick. 
The unit, which is “secretary under his 
coat” in type, can fit in the inside pocket 
of a man’s suit coat or in a woman's purse 
Weight is two pounds, seven ounces. 

It is visualized that a business man who 
enjoys a 30-minute walk to work in the 
morning could dictate letters, or orders to 
his staff, or even practice a speech he 
plans to make. 

According to Maurice J. Ojserkis of 
Atlantic City, N. J., who has the sales fran- 
chise for Washington, D. C., ‘some of the 
uses to which the Minifon has been put are 
surprising.” 

The recorder was developed by Monske 
& Company, in Hanover, Germany. It is 
made there, complete, except for American 
batteries which are installed after the 
machines are imported to this country. 





Dealer Finds Novel 
Use for “Autographs” 

Herbert Buhler, Jr., of Herbert Buhler & 
Company, office equipment and supplies 
dealers of Detroit, Mich., has found a new 
use for “Autographs.” 

In a letter to W. R. Hansen, director of 
advertising for Meta! Craft, Inc., Mr. Buhler 
says: 

“| was speaking to your representative, 
Earl Hanson, the other day and | was 
telling about a personal experience that 
| have had with ‘Autographs.’ About a 
month ago | placed them on conspicuous 
places on my skis and ski poles. | have 
been skiing several times since then and 
although the skis and poles are covered 
with ice and snow for long periods of time 
the ‘Autographs’ show no signs of weak- 
ening.” 
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= Smith-Corona 


“* ADDING MACHINE 


This advertising means business — for you. 
Millions of readers, interested in the efficient 
operation of their businesses, are real 


prospects who want and need adding machines. 








fran- 
f the LIGHT TOUCH + HEAVY DUTY This advertising points up their need and 
saa TROUBLE FREE + EXTRA FEATURES develops their buying urge — for one specific 
nske Colorspeed Keyboard brand of adding machine — Smith-Corona. 
It is 
rican aon ar Your selling job is made easier because the 
ear oigna , 
ms g . need has been recognized — and because 
Instant Tape-Eject ' ; 
: the name — Smith-Corona — has registered 
Simplifies handling of daily ac- 
counts, tax records and all account- with the readers. In other words, they are 
ing work. Ask your dealer to ; , 
demonstrate, or mail coupon. receptive. So when you put your selling 
er & -Price for all states permitting Fair Trade laws. skill to work backed by this advertising — 
plies Subject to change. Tax extra on adding machine. res 
ees you're building business and keeping your 
Smith-Corona Ay." 
profit picture healthy. 
r of CASHIER 
hl A dependable cash 
si register with LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 NY 
adding machine a y Canadian factory and offices, Toronto, Ontario. 
wae. seman. od * « Makers also of famous Smith-Corona Office and 
a Portable Typewriters, Cashiers, Vivid Duplicators, 
ome Ribbons and Carbons. 
to ee Be 
oes g | © SMITH & CORONA TYPEWRITERS INC 9 
ave ‘ 191 Almond Street, Syracuse 1, N. Y. a 
and g Pile nd me further information about s 
red 2 Adding Machine and Cashier s 
ime ; Signed : 
ak- @ CLIP THIS TO YOUR BUSINESS LETTERHEAD g 





Lenaeeeeeaeeeaaeaenaea 


53 OFFICE APPLIANCES, April, 1953 41 











Always a Salesman 


Is Harvey Rockwell 


"Y and E"' Proves 
Part and Parcel 
of Active Life— 
He has Visited 
Many Lands in 


Selling Lines 
of his Firm 


@ THE OFFICE EQUIPMENT in- 
dustry numbers in its ranks many 
men who have made a career out of 
Salesmanship. Their roots have 
ranged deep into the fertile earth 
of customer potential. Fundament- 
ally they have been salesmen them- 
selves, and they remain salesmen 
while they direct men employed 
for the primary business of mov- 
ing goods of this industry. 


Molded in such salesmanship has 
been Harvey P. Rockwell, vice- 
president in charge of wholesale for 
Yawman and Erbe Manufacturing 
Company. 


One Firm Career 


“Y and E” has been part and 
parcel of the major portion of Mr 
Rockwell’s life. He has spent his 
entire business career with the 
Rochester, N.Y., manufacturers of 
filing systems and equipment with 
the exception of one and one-half 
years in the office of Carson, Pirie 
Scott & Company in Chicago. It 
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was there that he learned the first 
rudiments of office procedure 


Mr. Rockwell’s salesmanship 
started when he joined the Chicago 
office of Yawman and Erbe. He 
was assigned to the southwestern 
section of the city, including the 
stockyards. 


Left Stockyards 


Concerning that area referred to 
by Carl Sandburg in his descrip- 
tion of Chicago as “hog butcher of 
the world,” Mr. Rockwell hastens to 
add, “I don’t think the stockyards 
had anything to do with the next 
step but after a short period in 
Chicago I covered a territory con- 
sisting of seven southeastern 
states.” 


The Rockwell sales technique was 
ever improving and Harvey was 
transferred to the states of Wis- 
consin, Minnesota, North and South 
Dakota. 


He was in line for promotion then 
and it came with assignment to 
take charge of the agency-dealer 
department at the home office in 
Rochester, N. Y 


Scorns the Desk 


Later, four years were spent in 
the export field with headquarters 
in New York City. Mr. Rockwell 
was not one to be “chained to a 
desk.” Far-off places and undis- 
covered fields for Yawman and 
Erbe equipment were calling. Thus, 
his experience in foreign work in- 
cluded trips to Europe, the Near 
East, South America, Central Amer- 
ica, the West Indies and Mexico 


The “globe trotter” era in the 
Rockwell career completed, and war 
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Harvey P. Rockwell 


interfering, Harvey returned to the 
home office in Rochester as vice- 
president in charge of wholesale 
division, supporting sales of fran- 
chise agencies and dealers in the 
United States plus foreign activ- 
ities. 

Always the “man in motion” and 
the perpetual salesman, Mr. Rock- 
well has continually visited Yaw- 
man and Erbe outlets. Over the 
years he has contacted dealers in 
the majority of the cities in every 
State of the union. 


Mr. Rockwell’s fraternity affilia- 
tions are in the Masonic bodies in- 
cluding Damascus Temple, A.A.O. 
N.M.S. (Shrine). 


Has Few Hobbies 


His social club is the Rochester 
Club. A man who has found his 
best outlet in work and selling he 
has had a few hobbies outside of 
a reasonable amount of golf. That, 
too, has suffered because of the 
pressure of business during the last 
few years. 


“T am interested in sports of all 
kind but in a detached sort of way,” 
says the subject of this sketch. 


The Rockwells have one son, a 
graduate engineer, who operates his 
own business, the Rockwell Engi- 
neering Company, in Indianapolis, 
Ind. 
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Bach, Beethoven and the Boss! f 4 


... with Easier-to-Use 


\ SoundScriber’ 


ts 


S 
Thanks to SoundScriber, this salesman will 
listen to all three tonight. His prized record- 
ings plus a pep message from the Boss! 

For SoundScriber alone offers a dictation 
disc that plays back on long-playing phono- 
graphs. One wafer-thin disc, no bigger than 
your palm, carries 15 full minutes of dicta- 


tion, mails for a 3¢ stamp! Now you can 


Only SoundScriber Offers You: 


1. Automatic On-the-Disc Indexing. 
2. Two Arm Flexibility. 


3. Mail-Chute Size Discs. 


SEND TODAY 
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DICTATING 





4. Lightest All-Purpose Machine. 


Only dictation disc 
useable on long playing 
phonographs. 


EQUIPMENT 


334 


rpm 


conduct sales meetings, transmit confidential 
information or personal messages to traveling 
men with as much privacy as though they sat 
across your desk. 

Like to know how this versatile, easy-to-use 
dictating equipment can make your field force 
even more efficient? Mail coupon today! 








New Haven 4, Conn. 
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SoundScriber Corp., Dept. OA-4, 


Send sample disc and literature. 


OOOO Hee eee eneseeesereneseneseeeessseseeereeees 
















































Loose Leaf Binders 


Remington Rand Inc., 
315 Fourth Ave., New York 10, N. Y. 


Rem-Rand’s new line of loose leaf binders, 
including the Tri-Lock, Cataloger and the 
Lev-L-Lok, include a new visual! button locking 
mechanism. The Tri-Lock has three-position 
button control, the first position for firm com- 
pression, the second for flat reference and the 
third for quick page changing. The Cataloger 
and Lev-L-Lok are flat reference binders fea 
turing a locking bar which makes insertion 
removal or replacement of sheets easy. An 
other new feature is the Rem-Boss process for 
imprinting covers. With this method the letters 
are below the surface of the cover and a pro 
tective outline is not needed to insure long 
lasting neat appearance. Binders are avail 
able in a wide variety of colors in Levant 
Grain buckram. The firm's representatives can 
assist in the choice of color combinations and 
design ideas through the use of the X-ray 
demonstrator, “Cover Appeal for Sales 
Appeal,” which shows how patterns match 
with the variety of Buckram colors. A new 
sound slide film, “Binders that Build Business,’ 
gives further assistance. 


Colored PresClik Ball Pen 


David Kahn, Inc., 
North Bergen, N. J. 


The Wearever PresClik retractable ‘tall 
pen formerly made only in black, is now 
available in a range of colors including 
green, gray, maroon and red, all with the 
Giltone top and clip. The pen retails at 
98c and refill cartridges are priced at 25c 
The firm is planning an extensive adver 
tising campaign in color in several national 
magazines. 
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No. 1200 Executive Chair 


Royal Metal Manufacturing Co., 
175 N. Michigan Ave., 
Chicago 1, Ill. 


A two-toned upholstery treatment 
is one of the features of this new 
executive chair which has an 
independently adjustable seat 
and back. The back is designed 
to tilt to a relaxing angle and the 
tension can be altered to suit the 
individual's desires. The seat 
also can be adjusted to the cor- 
rect height. Satin chrome square 
tubular steel is used for the 
frame. Molded foam rubber seat 
and back are covered with top 
grain genuine leather and Royal- 
point fabric in boucle looped 
frieze of mohair woven rayon. 
Among the several color combi- 
nations available are: spice tan 
leather and cordovan brown 
fabric, maroon and Chinese red, 
bottle green and hunter's green, 
gun metal gray and pewter gray. 





Flamingo Lamp 
Industrial Lamp Corporation, 
Elkhart, Ind. 


A supple stem on this new Model 250 
lamp permits direction of light at almost 
any angle. It comes in a choice of three 
decorator colors, all finishes being Bon- 
derized baked enamel. Any standard 
incandescent bulb up to 100-watt may 
be used. Other features include a felt 
covered base pierced with a wall 
hanger slot and six feet of rubber cord. 
Weighing 5 pounds and measuring 14 
inches high, the lamp is packed in in- 
dividual cartons. It carries the seal of 
approval by. the Underwriters’ Labora- 
tories. Retail price is $8.95 














Arc Swing Mechanism 


The Globe-Wernicke Co., 
Cincinnati 12, Ohio 


Designed for use on Streamline Soundguard steel typewriter 
desks, the new scientific arc swing mechanism, when fully 
extended, raises the platform upward in an arc swing into 
position. Concealed latches on the back of the platform 
snap over engaging studs concealed within the pedestal 
on each side to hold the platform rigidly in typing position 
and to prevent it from being accidentallly lowered. To lower 
the platform, the secretary simply presses on the release 
bar located on the top of the platform. This releases the 
latches, thus permitting the platform to be gently lowered 
in an arc swing. The platform with the typewriter on it can 
then be pushed back into the pedestal. The new mechanism 
allows generous clearance for the typewriter carriage so 
that it does not have to be centered when the platform is 
raised or lowered. The entire operation may be performed 
from a sitting position. 
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Monroe Calculator—Hand and 
electric models; 8 and 10 columns; 
famous for simplicity and ease of 
operation, no training needed. 













Monroe Adding Machine —Hand 
and electric models; 8 and 10 
columns; norrow and wide car- 
riages; with and without credit 
balance; Grand Total models. 






Blue Chips 


for the dealer who 


: holds these cards 








2e 
n 
rd 
1 
lt 
ll ; ° ° ° 
d Monroe gives you the top cards in business machines! 
14 
n The long-established Monroe name has a prestige 
of 
" that sells hard for you. In addition, the Monroe line 
has a host of exclusive features that make selling easier. 
And for the greatest profits, Monroe not only gives 
r you the widest line in the business but one of the 
best margins. 
° * . | —— ee ee ee ee ee ee — _w<asw=scs, 
1 1 
Cash in on this Opportunity! Monroe Calculating Machine Company, Inc. 
° | i Dealer Sales Division, 555 Mitchell Street, Orange, N. J. ! 
i 
Mail the Coupon Today! Tell me how | can cash in with the popular, fast-selling Monroe line. : 
' 
! ' 
M O N RO E belie Ee 
' 
1 
eee “ ' 
CALCULATING AND ADDING MACHINES ; 
MONROE CALCULATING MACHINE COMPANY, INC. ' i 
Dealer Sales Division, Orange, N. J. ! 
a a ee ee i, na ae STATE sinevsitiionjllitl i 
bee rarer es OOO OeeEamaranesaenes ara enasatnesanenna 
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“Live” Keyboard Adding Machine 


National Cash Register Company, 
Dayton 9, Ohio 


Figures add and print automatically as they are 
entered on the keyboard of this new adding machine. 
There is no longer a need to depress the motor bar 
after the amount has been set up since each key has 
its own motor bar. Using a light touch, the operator 
enters an amount like $1,235 by entering the 1-2-3 
in the normal manner and then depressing the last 
figure, in this case 5, all the way. The new principle 
of instant touch is designed to eliminate up to 50% 
of all hand motion. 


Cutting Boards 


Photo Materials Company, 
325 N. Bell Ave., Chicago 12, Ill. 


The new Premier cutting board, in 
sizes 15 inches and up, is equipped 
with a special hook which enables 
the user to fasten the handle in a 
depressed position for storage or 
whenever not in use. The Premier 
line of cutting boards comes in 
seven sizes and 14 models, within 
the popular price range. The new 
handle-depressing model is being 
offered at no additional cost. 





Ribbon & Carbon Paper Tester 


F. Simonye Engineering Laboratory, 
Mt. Airy & Harbourton Rd., Lambertville, N. ] 


Type keys on this tester work one at a time and 
the unit is designed so that the ribbon and carbon 
paper are easily placed in position for testing 
The net weight of the tester with a roll of paper 
is 5 pounds, not including the pulley shown on 
the left side. The pulley can be hooked to power 
drive at not more than 75 to 100 rpm. A tester 
for a salesman is a crank type without a pulley 
When used in an office or factory it comes with 
a crank or pulley or both. 
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Salesman’‘s Desk 


Haskell, Inc., 
303 E. Carson St., Pittsburgh, Pa. 


Designed especially for the sales- 
man this new desk is constructed of 
heavy furniture steel with rounded 
corners and legs. The writing sur- 
face is topped with smooth linoleum 
aluminum banded for long, hard 
wear. There is a large center 
drawer for the salesman’s order 
books and important papers and a 
handy sturdy shelf beneath for his 
brief-case and other reference ma- 
terial. Also, the desk is budget- 
priced. 





“Econome” Posture Chair 


Maso Steel Products, 


81 W. Van Buren St., Chicago, III. 


Priced to sell at a moderate cost, this new 
spring-back chair has three basic adjust- 
ments: up and down for the 2-inch foam rub- 
ber seat, in and out, and up and down for 
the scientifically contoured foam rubber back- 
rest. There is a hand wheel adjustment for 
tension of the spring back. Measurements in- 
clude an 18 x 13-inch seat, 13 x 8-inch back- 
rest, a base spread of 22 inches, 
vertical position of 17 to 21 inches for the 
seat. Grade steel tubing, 1 inch, 16 gauge, 
provides a sturdy base and is welded to the 
steel swivel 
pin is life-long lubricated and the soft rubber- 
top bearing casters provide quiet chair move- 


seamless steel hub. The solid 














° N E Ww Continaea 


Faymus Stamp Pads 


Bankers & Merchants, Inc., 
3229 N. Sheffield Ave., Chicago 13, Ill. 


A complete line of stamp pads under 
the Faymus brand is available with 
either foam rubber or standard felt 
construction. All models have large 
capacity ink reservoirs designed to 
serve many thousands of stampings 
while providing clean, sharp impres- 
sions and uniform inking of the entire 
printing surface. The pads are pack- 
aged in boxes which carry the Faymus 
design and are individually wrapped 
in cellophane. Sharp edges on the 
boxes have been eliminated. The covers 
are made for easy opening and closing. 


and a 





ments. All metal is finished in baked enamel. 
The seat and backrest are of genuine Nauga- 
hyde. Color choices are office gray, green 
or brown. Packed one to a carton, K.D., with 
a shipping weight of 25 pounds, the suggested 


retail price is $27.00. 





Duplicator Stand 


The Home-O-Nize Company, 
Third & Oak Sts., Muscatine, lowa 


This new low-cost duplicator stand was 
recently introduced by Home-O-Nize in 
a design planned to provide sturdy con- 
struction and adequate room. Dimen- 
sions are 3442 inches wide, 16 inches 
deep and 30 inches high. The new unit 
is equipped with a drop-leaf shelf for 
stacking of paper. The inside shelf is 
adjustable and sliding doors are of 
opaque material. 
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engineered 
modular 
offices 


—_— et 


for Citizens & Southern 
National Bank... 





GLOBE-WERNICKE 


TECHNIPLAN 


ee 


“Techniplan will be appreciated 
in offices which stress efficiency 
in use of space—handling a large 
volume of detail.” 


— C & S Installment Notes 





THESE WORDS outline important advantages of TECHNIPLAN—Globe- 
Wernicke Engineered Modular Office Equipment—to Installment Loan 
Department in the Atlanta Office of Georgia’s largest bank. 


CUSTOMER PRIVACY is provided by 
39 new semi-private offices. The 


Techniplan * L-shaped work sta- 


tions are Ss parated by interlocking 
partitions—to expedite transactions 
to build customer good will. 


INDIVIDUAL JOB-FITTED facilities 


idjust each Techniplan work sta- 
tion to the duties performed there. 
Employees handle work faster — 


more sm vothly more comfortably. 


18% SAVING in space means in- 
creased emcrency and flexibility. 


The inter 


hangeable interlocking 


Request this free Techniplan book on your 
business letterhead. Write Dept. 3-OA. 


Techniplan units, at will, are easily 
rearranged — without special skill 
or tools. Available in wood or steel. 


HUNDREDS of Techniplan installa- 
tions include all types and sizes of 
businesses, embrace every kind of 
office work requirement. 


THE FACTS 
from your de- 
pendable G/W 
dealer—listed in 
your classified 
‘phone book 
under“ Office 
Equipment.” 









Engineering Specialists in 
Office Equipment, Systems 
and Visible Records 
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Cincinnati 12, Ohio 
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THE RISING COST 
OF DOING BUSINESS 


Today’s most common problem . . . 
which business, big and small, is 
urying to solve. The result is a great 
new and active market for G/W 
TECHNIPLAN Engineered Modu- 


lar Office Equipment. 


Higher rents, increased pay 
rolls, shorter hours, and lots of 
business records are forcing of- 
fices to seek new efficiency. And 
hundreds are finding that G/W 
TECHNIPLAN fills the bill. 
Alert and aggressive G/W deal- 
ers are seizing this immediate 
opportunity. 


Note the case-history on this page. 


Citizens and Southern National 
Bank in Atlanta wanted to stream- 


‘ line its operation and expand its 


business handling capacity—it in- 


stalled G/W TECHNIPLAN. 


More and more companies are 
searching for similar results 
and G/W advertising is inform- 
ing them—cultivating them— 
for you. Ads such as this appear 
regularly in BUSINESS WEEK, 
NEWSWEEK, MANAGEMENT 
METHODS, AMERICAN BUSI- 
NESS—strong business maga- 
zines. By telling the convincing 
TECHNIPLAN story to busi- 
nessmen throughout the na- 
tion, these ads create interest 
in G/W TECHNIPLAN equip- 
ment and develop live prospects 
for you. 


Make use of this effective advertis- 
ing! Make calls—follow up leads— 
develop those prospects—demon- 
strate many advantages of G/W 
TECHNIPLAN now—for the need 
is urgent! 






Cordially, 


Elmer G. Rahe 

Vice-President- 
Sales 

Globe-Wernicke 
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Wide Webbed Chair 


Precision Manufacturing Company 


829 Chicago Ave., Evanston, IIl. 


Wider webbing is now being used on Pre- 


cision’s line of tubular steel 


present a solid appearance to the back and 


seat of chairs and settees. The 


removable and since no change has been 
made in the tubular framework the new web- 
bing is interchangeable with narrow straps. 
It can also be purchased separately to replace 
the narrow webbing on chairs now in use. 
The wide webbing, which retains the advan- 
tages of ventilated comfort, is available at 


nominal extra cost. 





Portable Window Fan 


W. W. Welch Company, 
Glenn Building, Cincinnati, Ohio 


This new 20 inch reversible-portable win 
dow fan cam be easily used as a table or 
floor fan. Designed for safety, the fan has 
protective grilles in both the front and 
back. It adjusts to windows from 28 to 
40 inches wide. Finished in metallic 
Nassau blue, the fan delivers 2800 cubic 
feet of cooling air a mirtute, enough to 
completely change the air in an average 
room every 45 seconds. Equipped with 
three speeds, 1000- 800- and 600- rpm, it 
has a heavy duty, 6-pole motor which is 
said to require no oiling. The fan is only 
6 inches deep. Total shipping weigh! is 
approximately 37 pounds. As other Welch 
fans, Model 20W is guaranteed for five 
years from the date of purchase ogainst 
electrical or mechanical defects 
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Pres-a-ply Labels in Window Envelopes 


Dennison Manufacturing Company, 
Framingham, Mass. 


Pres-a-ply labels and signal dots are now being 
marketed in handy, popular-priced window enve- 
lopes. The labels are designed to stick without 
moistening to any smooth, dry surface such as metal, 
plastic, china or glass. Easy to remove, non-corro- 
sive and non-injurious, they are available in the new 
“W" line of window envelopes in five of the most 
popular sizes and shapes in addition to air mail and 
special delivery labels and signal dots of red, yellow 
and green. Display assortment No. 3401 contains 12 
envelopes each of all numbers and has a colorful, 
stand-up display card. The labels and signal dots 
in the new window packages retail for $.25 per 
envelope. All numbers are also available in solid 


put-ups of 12 envelopes to a carton. 


furniture to 


webbing is 


Flexowriter 


Commercial Controls Corporation, 
1 Leighton Ave., Rochester 2, N. Y. 


Expressly adapted to meet the de 
mand for an electric typing machine 
which can rapidly transmit mes- 
sages to, and receive messages 
from, another remote typing ma- 
chine, the Flexowriter Model FTM 
also will punch and read a 7% inch 
wide paper tape to provide for 
automatic typing. It provides facil- 
ities for typing, transmitting, punch 
ing tape, reading tape and receiv 
ing. Other features include a 
standard keyboard, a built-in code 
selector, tape punch, a tape reader 
and code translator. 











Seve Eyes & Time with MAGNI-LINE 
Makes small print stand out BIG | 








Supporting Stand ond Line Guide 
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Suspension File Cabinet 


Welham Metal Products Co., 
Michigan City, Ind. 


This full suspension file has been 
added to the firm's line of roller 
channel suspension filing cab- 


inets. The 1953 model features 
cradle-type suspension and new 
positive locking Compressor 
and heavy gauge steel is used 
throughout. 





Magni-Line Reading Glass 


Copy Right Manufacturing Corporation, 
53 Park Place, New York 7, N. Y. 


The newly improved Magni-Line magnifies 
small print right across any page up to 84 
inches wide. The new adjustable hinged 
supporting stand permits magnification two 
to three times and the reading angle is 
also adjustable to suit the user. A ruler- 
like edge of the supporting stand acts as 
an eye-guide or line indicator to point out 
the reading line and hold the place. It can 
also be used by typists on their automatic 
line-by-line copyholders. If preferred, the 
Magni-Line may be laid on any fiat sur- 
face, thus eliminating the need to hold it 


OFFICE APPLIANCES, April, 1953 





inued 





























WZ 

a More ROYALS are used in typing 
= schools than any other office +ypewriter 
new and ROYAL portable is the office 
“ typewriter in portable size 

<> 
: Sell the{whole family... because every member 
needs and uses the portable with Magic Margin — ROYAL 
3 
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MEET OUR 
ELECTRONIC 
OCTOPUS 












This ‘‘Electronic Octopus” is a measuring and sorting machine— 
accurate to 1/100,000th of an inch! At Esterbrook, it measures 
the length and diameter of fountain pen barrels and caps ... and 
instantly discards any not up to our high standard of perfection. 


Measuring caps and barrels is only one of the many precision 
operations needed to complete an Esterbrook Pen. The ‘‘Elec- 
tronic Octopus”’ is just one of 29 kinds of precision instruments 
that check the quality of every one of our pens you sell. 


In all, some eighteen hundred and forty-two precision instru- 
ments are currently being used by Esterbrook to help make 
certain every Esterbrook Pen you sell is letter-perfect—a prod- 
uct you can recommend with confidence to any customer. 


Gsterbrook 


FOUNTAIN PEN 


“Choose the 
right point 
for the way 

you write 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY « The Esterbrook Pen Company of Canada, Ltd., 92 Fleet St., East; Toronto, Ontaric 
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PRAISE for EATON’S CORRASABLE BOND 


from your customers 


BUSINESS on EATON’S CORRASABLE BOND 


for YOU?! 


... I wouldn't be without it because it erases without a trace.” 
—J.S. W., Nashville, Tenn. 


... 1 don't make nearly as many (errors) as I did.” 
— G. D. B., Catonsville, Md. 


... It makes the neatest manuscripts and letters I've ever seen. 


It’s the paper every typist has been looking for.” —R.K., New York City 


Can say we're surprised . . . (after all it’s been happen- 
ing since 1933)... but it is always impressive when busy 


people sit down and write us to say how much they appre- 


ciate Eaton’s Corrasable Bond. And in nearly every letter 
the user tells us he’s telling his friends about it! A product 


that generates such enthusiasm’ is a product with unique 
profit opportunities for you. Here’s one typewriter paper 
to keep plentifully in stock — because users won’t accept 
“something like it.” 


Everyone who types — in business, at home, in school — 


applauds the easily erasable quality of Corrasable Bond. 
Typed errors can be flicked off this paper’s special surface 
by a light touch with an ordinary pencil eraser. No gouges, 
scars or smears on erasable Corrasable! Watch your cus- 


tomers’ eyes light up when they test this paper in your 
store. And listen to the pleasant sound of your cash reg- 
ister right afterward! 

The smart way to introduce Corrasable Bond to impulse 
buyers is in convenient 100-sheet packets, sold from self- 
selection units. But don’t forget that these satisfied (testi- 
monial-writing) customers will be back for more — and 
most regular users want reams. Ream business is cream 
business — so be sure you’re stocked to make the sale. 

For a new source of volume and profit . . . for speedy 


J 


turnover ... order this self-selection 







merchandiser and feature packets 
of Eaton’s Corrasable Bond. 





Eaton’s Compact Self-selection Display Featur- 
ing Berkshire Typewriter Papers in 100-sheet 
Packets. 

Sturdily built of plywood (treated to with- 
stand soil, finger marks) has room for 18 Pack- 
ets (as many as 3 kinds of paper). It comes to 
you with your selection of Packets and price 


tickets. Prices, dimensions, sent on request. 


We invite your inquiry. Please address: 
Mr. L. G. Morris, Sales Manager. 





EATON PAPER CORPORATION 
Pittsfield, Massachusetts 












Impulse Packet Sales 
Lead to Ream Business 











NS Sat 
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Bind-X Label Holder 


Cel-U-Dex Corporation, 
1 Main St., Brooklyn 1, N. Y. 


Shelves, map and blueprint compartments. 
storage bins, the backs of loose leaf books 
and so forth, all may be quickly and per- 
manently labeled with the new. self- 
adhesive insertable Bind-X label holder. It 
consists of a transparent plastic window, 
1 inch or % inch wide, in six-inch lengths 
which may be cut to the dimension needed. 
The window is backed by a strong rein- 
forcement coated with pressure-sensitive, 
latex adhesive. Because the label is easily 
insertable and removable, changes in ar- 
rangement may be made with a minimum 
of effort. Bind-X may be had in eight dif 
ferent colors including clear. It may be 
taken off and put on several times. 











Finger-Flite Electric Typewriter 


Underwood Corporation, 
One Park Ave., New York 16, N. Y. 


This new typewriter, available in five models 
and designed for functional efficiency, is 
equipped with a Finger-Flite keyboard. The 
machine is finished in soft gray with harmo- 
nizing dark blue base and control keys. Color- 
controlled function keys such as the electric 
margin and repeat forward spacer, are claimed 
to provide instant color control between the 
operating and feature keys. Top plate of the 
typewriter has been redesigned to give greater 
visibility of the writing line and to give the 
machine a new lower appearance. Other im- 
provements include a wider writing line margin 
from 10 inches on the Model 12, to 25 inches on 
the Model 26; a new carriage positioning scale 
which is helpful in centering headings; a three- 
position paper bail; a new push-in type variable 
line spacer and a new impression control dial. 


Storage File 


Convoy, Inc., 
Box 216, Station B., Canton, Ohio 


The use of a new production process to 
eliminate staple-stitching on the face of 
the firm's record storage files is said to 
result in a perfectly smooth front. The 
files are made of Chem-Board, a heavy- 
duty corrugated board chemically im- 
pregnated to rock-hard strength. Designed 
for rigidity, durability, ease of operation 
and low cost, the files now offer a smooth 
front to improve mass appearance and 
provide a “class” look suitable for the 
front office. Trade literature is available 
from the company upon request. 





Remington Rand Inc., 
315 Fourth Ave., New York 10, N. Y. 


Developed originally for the United States gov- 
ernment, the ERA 1103 provides storage capacity 
up to 17,408 superspeed registers plus unlimited 
supplementary magnetic tape bulk storage, high 
operating speed and wide programming versa- 
tility. First commercial models will be available 
for delivery in 1954. Among the system's poten- 
tial applications, in addition to automatic process 
control are: air traffic control and air defense 
aircraft simulation, automatic data reduction 
general industrial and economic planning and 
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scientific-mathematical computation. The unusual 
operational characteristics include its adapta- 


bility to the most efficient input-output system 
applicable to the problem at hand, such as: 
magnetic tape, teletype communications circuits, 
card readers, photo-electric tape readers, analog- 
digital converters, card punches, electric type- 
writers, high speed tape punches, process actuat- 
ing mechanisms, graphic visual displays or high 
speed tabulators. The computer system is housed 
in chrome-ornamented cabinets of modern design, 
occupying an area slightly smaller than the 
ground floor of an average house. It weighs 
about 10 tons. Despite its physical size and 
electronic complexity, the system operates on 
less power than four double-oven electric ranges. 
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Folding Chairs 
Lyon Metal Products, Inc. 
Aurora, Il. 


Said to be 35% lighter than 
chairs made entirely of steel, 
these new aluminum - frame 
folding chairs combine prac- 
tical durability with comfort. 
Available in three different 
models, each folding flat for 
complete storage, the alumi- 
num frame may be combined 
with steel, cane steel, or 
pressed wood seats and 
backs. The baked-on enamel 
finishes are available in 
either walnut or taupe. 





Master Card File 
]. R. Geller, 

1133 Broadway, 

New York 10, N. Y. 


With a capacity for 12,800 
3x5 cards, this new file fea- 
tures double compartment 
Glydo-ride drawers. It is 30 
inches high and 16 inches 
deep. Other features _in- 
clude: two follower-blocks in 
each drawer, arc-welded cor- 
ners and horizontal drawer 
spacers for added rigidity 
and an automatic drawer 
stop. The file has a high 
chrome finish and is  con- 
structed of heavy prime steel 
throughout. 
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FROM COAST TO COAST. 


From Maine to California . . . from the 
Great Lakes to the Gulf of Mexico .. . Jasper 
Chair Co. Chairs are America’s favorite and 
FASTEST selling line. Preferred for styling 


and quality. For designs and comfort. For 





the wide selections and variety. For their 


craftsmanship and serviceability. FOR DOL- 
LAR VALUE. 


And priced, too, for profitable operation, 
for they offer an opportunity for a Small 


Dealer to get BIGGER and a Big Dealer to 
get BUSIER. 


There’s extra wear in every Chair. 


“The 
RIGHT CHAIR 


at the 


RIGHT PRICK” 
ial 


We adhere to our Reputation 








817R 
made upon 
Visit Our Booth No. 228 ' ’ 
Cleveland Pub. Auditorium & COOPERATION. 





April 26-29. 


Jasper Chair 


PER, INDIANA 


REPRESENTATIVES: Geo. A. Litchficld, Sales Mer. 





Fred Deutsch, (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
3525 Southwestern Blvd. 666 Lake Shore Dr. 385 Madison Ave. 

Dallas 5, Texas Chicago. Il. Space 844 New York, N. Y. 

James S. Fowls, (Southern) R. A. Browne, (West) Jack S. Doran, (Northwest) 
327 Sunset Drive, North 2925 Revere Ave. 538 E. 91st St., 


St. Petersburg, Floérida Oakland, Calif. Seattle 5, Wash. 
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the more you sell 


the more you lose! 





If you’re selling equipment that costs $50.00 or 
less and must be demonstrated—chances are 
you're losing money on every sale. It stands to 
reason that dealers cannot possibly warehouse, 
inventory, demonstrate, sell, and service a 
piece of equipment in this price range and 
nake any kind of profit. The money just 

isn't there. 


These are facts derived from a personal 
nterview survey of office equipment dealers 
and stationers, carefully conducted by 
Weber Addressing Machine Co. 


Using the results of this survey as a basis, 

the company has announced a New DEALER 
Prorit PLAN with the introduction of its new 
Model A-3 Addressing Machine with the 
“automatic name advancer.” This revolutionary 
plan will more than double the dealers profit 

per unit over previous models. It will be necessary 
to sell two competitive machines to equal the 
profit on one Weber! 


And remember. There is no other low-cost 
addressing machine made today that can offer 
your customers so many exclusive advantages. 
Find out now about this great new machine 

and the most exciting profit plan ever 
announced to the trade. Fill out, clip and send 
the coupon for complete information. 





Pewee eQeeeeeaee= eee Fr er errr oe 


Weber Addressing Machine Co. 

276 West Central Rd. 

Mount Prospect, Ill. 

Send me complete information on the new Model A-3 
Weber Addressing Machine and the New Dealer Profit 
Plan. 





COPOR. . o'0006006d0000e0snsses ; 
WneOGOE, . cnc on ccvcedensobinssae 


Address 


City Zone State 


Lnwweeweewwoeeoeowen wooo eeoeeere] - 
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Map-and-Pian Drawers 


York Safe & Lock Company, 
Canton 2, Ohio 


Designed to meet the need of engineering 
departments, this new file can be expanded 
quickly and easily to whatever height is 
desired by the addition of standard modular 
units containing five drawers each. This 
stacking feature enables engineers to add 
badly needed filing space by purchasing 
sections only as required rather than a com- 
plete filing capacity of 265 tracings. Drawers 
will handle drawings 48 x 36, 36 x 24, or 
24 x 18 inches. The unit occupies a floor 
area of approximately 12 square feet. It 
measures 4142 inches deep and 51 inches 
wide. The standard five-drawer section is 
15% inches high and features case-hardened 
roller bearing sliding drawers. 


Small Parts Storage Cabinet 
Equipto Division, 

Aurora Equipment Company, 

422 Cleveland Ave., Aurora, II]. 


The new Little Gem steel storage cabinet 
is designed to provide quicker access to 
a wider variety of tiny parts stored with- 
in. The cabinet is offered for use either 
individually, in stacks, under counters, or 
on shelving. The drawer measures only 
11 x 11 x 1% inches. It accommodates up 
to 28 adjustable compartments enclosed 
on all four sides and bottom. Tiny parts 
can’t slip out, become damaged, or jam 
the drawer, according to the manufac- 
turer. The front of the compartments is 
curved for easy withdrawal of parts and 
an overhang at the rear prevents shuffling 
of items when the drawer is jerked open 
or slammed shut. A label holder identi- 
fies each compartment. 
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Storage Cabinet No. 190 


Supreme Stee] Products, Inc., 
52-84 74th St., Maspeth, L. I., N. Y. 


Among recent cabinet items developed 
by this firm is storage cabinet No. 190 
in file height—24 inches wide, 30 
inches deep and 52 inches high. It 
helps to round out the cabinet line 
manufactured by Supreme, which also 
produces a complete offering of steel 
lockers, shelving and parts bin units. 
The assembly of these cabinets is prin- 
cipally by a clipping method claimed 
to insure fast assembly plus rigidity. 
Shipment is thus possible in the 
knocked-down style, using  safety- 
guarded cartons. The finishes are 
baked-on in green or gray. 





Office Equipment Firms Receive Awards 


Certificates of management excellence for the year 
1952 have been awarded to five companies in the 
office equipment field by the American Institute of 
Management, New York. Those recognized include: 
Addressograph-Multigraph Corporation, Burroughs 
Adding Machine Company, International Business Ma- 
chines Corporation, National Cash Register Company 
and Pitney-Bowes, Inc. Addressograph-Multigraph 
obtained the A.I.M. award for the second time, the 
others for the third. 

According to Jackson Martindell, president of the 
Institute, (a non-profit organization devoted to im- 
provement of corporate policies) only 330 companies 
in the United States and Canada, out of the 3,000 
leading concerns whose methods were studied by the 
Institute, were found eligible to receive the designation. 

The number of companies receiving this recognition 
is growing every year, Mr. Martindell observed, pointing 
out that 228 were deemed “excellently managed” by 
the Institute for 1950, and 298 for 1951. In order to 
qualify, a company must be given 7,500 points out 
of a possible 10,000. These credits are assigned for 
excellence in ten separate areas of management: 
economic function, corporate structure, health of earn- 
ings growth, fairness to stockholders, research and 
development, directorate analysis, fiscal policies, pro- 
duction efficiency, sales vigor and executive evaluation. 

“The fact that the number of companies receiving 
the award is higher this year than ever before indi- 
cates a growing awareness on the part of business 
management that stockholder relations, civic minded- 
ness and the calibre of their boards of directors are 
just as important as returning a profit on their 
operations.” 
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P.R. Hofmann Named 
Bolta-Wall Sales Manager 


The appointment of Paul R. Hofmann as sales 
manager for their newly-established wall covering 
division has been announced by Bolta Products Sales, 
Inc. Mr. Hofmann will make his headquarters in New 
York City, at 10 W. 33rd St., and will supervise all 
sales activities of the wall coverings, Bolta-Wall and 
Bolta Wall-Tile. He was formerly employed by the 
United States Plywood Corporation as sales manager 
of the plastic wall covering division. At an earlier 
date, he was employed by the United States Rubber 
Company and the Virginia-Lincoln Corporation of 
Marion, Va. In the latter capacity, he established the 
research and development laboratory for plastics. 

Recognized in the plastics field as a pioneer and 
expert in the application of synthetic resins, Mr. Hof- 
mann’s experience includes the writing of technical 
articles for trade journals as well as laboratory devel- 
opment, market research and the specialized selling 
of plastics. 

He is a graduate of the College of the City of New 
York, having received his Bachelor of Science Degree 
in 1938, and engaged in research chemistry and the 
development of synthetic rubber prior to his work in 
the plastics field. 





South African Calendar Received 

OFFICE APPLIANCES is indebted to a South African 
friend for the receipt of a 1953 South African pictorial 
calendar. This attractive calendar is replete with South 
African scenes. It is issued by the South African 
railways 
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ing _—_— ° Step out to greater profits with Victor Visible Equipment now! 
! a : Your first sale of Victor Visible can start you on a profitable 
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all repeat business. As your customer’s business and records 
und grow—your sales of accessories and added equipment will 
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tee into a complete Victor Visible System Installation. You 
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do a more profitable sales pro- 
motion job, Victor supplies you 
with powerful display and ad- 
vertising pieces free of all cost. 
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fy TAKE THE FIRST STEP TODAY AND GET THE PROFIT-BUILDING STORY FROM .. . 
can iy } > > 
rial lan é. 
_ VICTOR) THE VICTOR SAFE & EQUIPMENT COMPANY, INC. 
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North Tonawanda ” New York 
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Harold W. Mann, Executive Secretary, 1267 North Wilton Place, Los Angeles 38, California 


INE W'S 























Beside the Ocean... 


Ambassador, Atlantic City’s Largest, 
to Be NOMDA Convention Site in June 


The Ambassador Hotel, largest on the famous At- 
lantic City’s boardwalk, will be the scene of the June 
18-20 convention of the National Office Machine Deal- 
ers Association. The hotel was selected after a thor- 
ough check of its facilities for exhibits and rooms 
capable of handling the business sessions, luncheons 
and panel discussions. 

A block of several hundred rooms has been set aside 
for the NOMDANS who will be converging on the 
world famous convention city. Already, many manu- 
facturers have selected their suites and several mem- 
bers of the association have had rooms set aside. 


An Ideal Convention Spot 


“We feel the Ambassador Hotel is an ideal spot for 
our convention,” stated Harold Steinke, general chair- 
man of the event being hosted by the members of the 
Pennsylvania-Jersey-Delaware OMDA. 

“Several of our committee visited the Atlantic City 
hotels to inspect guest room and meeting room facili- 
ties and recommended the Ambassador. Being on the 
boardwalk is a great drawing card as it will make 
bathing and sunning so handy for those who come 
to acquire a tan. Then too, the sights of the greatest 
entertainment whirl in the world will be right at 
hand,” concluded Mr. Steinke. 

Exhibits will be on the same floor with the registra- 
tion, meetings, and all other activities of the gathering. 
Every booth will be in the direct flow of traffic to and 
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The Ambassador, NOMDA site for 
convention and exhibit June 18-20. 


from the various meeting and luncheons so all exhibits 
will receive excellent attention. 





“Keeping You Posted’”’ Now a Year Old 


February 6 marked the first anniversary of NOMDA’s 
new weekly publication “Keeping You Posted.” No new 
feature in recent years has met with the favor that 
this one-sheet digest of industry news and economic 
happenings of the country has enjoyed. Scores of 
letters and verbal praises galore have been received 
as this publication has proceeded week after week 
to keep the NOMDA members informed on many, 
many items that have been of great immediate in- 
terest to the dealers of the country. 

“When this weekly page was started we of course 
were hopeful it would catch on and be favorably 
received by the members but we had no idea it would 
prove such an instantaneous hit,” stated Harold Mann, 
executive secretary and editor of the KYP. 

“The reception accorded KYP has made it a pleasure 
to send it each week. Being on such a frequent 
schedule gives the office a fine opportunity to send 
along other messages that would otherwise be sent 
as special mailings or wait until the monthly Spokes- 
man. This makes our contact with our members much 
more flexible,” concluded Mr. Mann. 


“Keeping You Posted” is made up of short, punchy, 
easily-read and digested paragraphs on vital industry 
happenings and a wide variety of notes on trends in 
the nation’s economic well being. 
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how to 

When your customers stop and reach, 

you're on the way to impulse sales . . . the kind 
make alert merchants promote for bigger profits. 

Now Wilson Jones has made the 

Tatum Buddy Stapler an impulse item . . . 
them... 





packaged and displayed to boost stapler 
sales to new highs. 

















Impulse Sale Plan will 
make Big Money for You 








COLORFUL SELF-STORING DISPLAY CARTON 
contains 12 Buddy Staplers 


NEW TRANSPARENT TOP PACKAGE 
smartly styled to say quality at a glance 


2500 GOLDEN TONE 
STANDARD SIZE STAPLES 
packed with each Buddy Stapler 


a folder in every Buddy Package 
lists more than 60 stapler uses 


THE BEAUTIFULLY 
DESIGNED BUDDY 
with 2500 Golden Tone Staples... 
all in an attractive gift box priced to 
spark impulse sales in large volume 


Don't delay ...mail coupon today 















t Wilson Jones Company i 

“im. LOY E209 5. Jefferson Street ' 

ees g chicago 6, iMlinois 4 

ea “—~ © fi . Please send me ils on how t 

~~, ¥ EI can sell more he New § 

set SS § Buddy it | 

= - Name S| ; 

Transparent Top Package Tatum Buddy Stapler | Compahy + ~ q ee i 
with 2500 Golden Tone Staples 1 Address\ ‘ He ‘ | ae ' 
WILSON JONES COMPANY 1 (Cis Ses ster 1 
| oT OA-4 ] 
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Colorado Stationer Finds Way 
to Sell Scrapbooks and Albums 


@ THERE ARE STILL excellent profits available for 
the smaller stationer in the scrapbook and photo 
album field, provided he “starts where the competi- 
tion leaves off”, according to Robert C. Swanson, head 
of Swanson Stationery Company in Littleton, Colo. 

Mr. Swanson maintains the handsome display shown 
in the accompanying illustration at the rear of his 
store. There, the items can be readily seen by every 
entering customer. As shown, there are around 20 
types all set neatly upright on edge. Many are wrapped 
in clear cellophane to protect them from dust, and 
others are shown in white cartons for extreme neat- 
ness in appearance. 

All are in the “better price bracket”; a fact which 
Mr. Swanson feels vitally important in this phase of 
store operations. Few of the models shown sell for 
less than $3.50, and many are up in the $10 category. 

The reason is that the Colorado stationer makes no 
attempt to sell gift scrapbooks and photo albums on 








On Display ... Here's how scrapbooks and photo albums 
are shown customers at Swanson Staty. Co., Littleton, Colo. 





the same price level as the five-and-ten-cent stores, 
cut price drugstores and department stores that carry 
the same items. Few of these stores sell scrapbooks 
in price ranges above $1, he points out, with the 
result that most are not made for durability. “There- 
fore, we handle the top price lines exclusively”, Mr. 
Swanson went on to say. 

“Promoting them is done almost entirely on the 
basis of fine gifts. Each of those we offer is individu- 
ally styled, with little duplication in the stock, fea- 
tures genuine leather, durable gold trim if it is in- 
cluded, and a dignified, appealing appearance. 

“We space them out, protect them from dust and 
handle in the same way we would fine jewelry. The 
net result is always a good impression on the store 
visitor. If the customer should be in search of a low- 
price scrapbook, we tell him immediately that the 
store stock consists only of fine gift scrapbooks which 
will keep on giving pleasure for many years. Illus- 
trating such features as sized sheets, machined metal 
screws and page holders, reinforced leather, and so 
forth, starts the customer off on a new trend of 
quality appreciation. It is then not difficult to grade 
him up into the better price bracket.” 

A service which has helped to sell many additional 
photo albums and scrapbooks consists of embossing 
the recipient’s name in gold leaf if desired. 
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Figure Fascination 


@ FORTUNATE INDEED is the office appliance and 
supply dealer who keeps all vital figures up to date, 
and still avoids the business disease which might be 
called “figure fascination.” Here’s what can happen 
once he loses sight of the fact that only figures with 
a purpose are worth while. 

With the government requiring more figures con- 
stantly—particularly for taxes—and with modern 
business methods proving the value of certain addi- 
tional figures as a guide for future growth, it is only 
natural for the office appliance and supply dealer 
to continue collecting figures of somewhat less im- 
portance. 

Figures have a fascination of their own as the 
dealer soon learns when he gets deep into the subject. 
But they may be classed as highly essential, or useful, 
or merely interesting. This latter group is the one to 
watch closely. 


May Become Too Important 


Facing the truth about figures, the dealer in this 
field may be surprised to learn that on occasion he 
goes into a proposition more thoroughly than neces- 
sary merely because it seems easier than putting in 
a fresh window display, contacting additional sup- 
pliers to round out his line, streamlining his account- 
ing system or doing any of numerous other jobs which 
lead directly to improved efficiency or increased profit. 

Reasoning that all his figuring teaches him more 
about his business (which is true up to a certain 
point), the office appliance and supply dealer mis- 
judges figure fascination for creative work. Actually 
when he roams too far afield from the essential and 
the useful figures, any connection may be largely in 
the realm of his imagination. 

Have you ever examined a detailed government re- 
port in which figures are broken down, re-assembled, 
and analyzed until you come to the inevitable con- 
clusion, “Who cares?” Well, the government can-do 
that because it is not forced to earn a profit on its 
activities. However, even a slight tendency along 
those lines can do great damage to the business of a 
dealer in office supplies and equipment. And it may 
not be easy to see where the trouble lies because he 
feels he has been working hard all the time he mis- 
directed energy into collecting figures of no vital 
importance. 


Be Constructive 


Take as an example some single product in your 
store. Suppose you decide to figure your volume on 
it for the past five years, estimate expected volume 
for the future, chart the amount of profit on it, com- 
pare it with other lines you handle, and so on. 

For a major product this may be worth your while. 
Even so, you must guard against a growing fascina- 
tion with the figures which can go on almost endlessly. 
When you have learned what you need to know for 
the present and what will be definitely useful for the 
future, better drop the matter and return to some 
more constructive job. 

Figure fascination is bad enough when the office 
appliance and supply dealer develops a personal case 
of it. But watch out when it reaches the salesmen 
or other employees! It is work at first and then sud- 
denly it becomes a game that urges salesmen to delve 
into cross-indexed sales records instead of continuing 
the current sales program. 

Workers figure results from the last circular mailing 
to absurd limits in place of starting work on the next 
one. Tied up in his own red tape, the dealer may for 
months overlook the sapped vitality which could be 
traced back to figure fascination. Yet the cure is 
easy enough: Avoid figures having no real purpose— 
GMD 
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Evangelical Filing System ._ .. 
Office workers sort and check names with 
Conve-Files and Soundex system. 


Religion Is A Serious Matter 


By George M. Wilson, Business Manager, 
Billy Graham Evangelistic Assn., Minneapolis, Minn. 


The following article by Mr. Wilson agrees with the editors’ 
contention that improved office machines and methods go a 
long way toward increasing the efficiency of any organiza- / 
tion, no matter what ifs nature. Any enterprise, even those 
without commercial aspects, are logical prospects. 


We of the Billy Graham Evangelistic Association 
definitely believe that God is overseeing the conduct 
of our affairs. But this does not excuse us from exert- 
ing the greatest human efforts we know how in run- 
ning our organization on a sound, business-like basis. 

From a business standpoint, we have the most nec- 
essary and sought after commodity in the world. Our 
leader and namesake, Dr. William “Billy” Graham, 
has been the best salesman of this product in the 
recent history of the world. He has brought religious 
revival, and the spiritual and moral satisfaction which 
goes with it, to more millions of people than can be 
adequately counted. 

From the first, we who have been close to the or- 
ganization, have felt the hand of God guiding us in 
this phenomenal growth. He has led each step of 
the way. Our present offices represent more space 
than has been available in the building in more than 
15 years. When our organization was formed in Sep- 
tember 1950, we were “lucky” in finding a small space 
just adequate for our needs. As we expanded, other 
vacancies opened up just as we needed them. 


Had a Modest Start 


When we opened our offices in 1950, we “went into 
business” with limited funds and a mailing list of just 
a few hundred names. Two years later, we had a 
mailing list in excess of 200,000 names, made up almost 
exclusively of persons who have written to the “Hour 
of Decision.” 

Our handling of this aspect of our organization 
will serve as a good illustration of our aim to apply 
sound business practices in the conduct of our affairs. 

Our mailing list plays several very important roles 
in the conduct of our organization: 

(1) It is the only comprehensive, alpha- 
betical list of all persons who have written 
to the Billy Graham Evangelistic Associa- 
tion. 

(2) The cards which make up our mailing 
list are prepared from our addressing ma- 
chine plates, which are filed geographically 
according to city and state. They serve as 
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a double check against our address plate 
file, guarding against such mishaps as the 
making of two plates for one person or 
misspellings. 

(3) The three-by-five index cards which 
make up our mailing list contain informa- 
tion on the dates on which contributions 
have been made by persons covered by the 
cards. Amounts of these contributions are 
not recorded on the address cards. 

As a “business” we must maintain accurate records 
of sums received and their sources. Among other 
things, information on contributions from individuals 
may be necessary in their computation of tax returns. 
In this case, the recording of dates of contributions 
on the address cards leads us directly to the receipts, 
thus making it possible for us to prepare donation 
statements in a short time when they are needed. 


All Donations Acknowledged 


Every person sending a donation to the association 
receives a “thank you” letter and receipt by return 
mail, regardless of the amount. A carbon copy of the 
contributor’s receipt serves as a working record for 
the staff in our main office in Minneapolis. Each 
receipt is checked against the mailing list cards to 
see if the donor’s name is already there. If an exist- 
ing card is found in the files, the date of the receipt 
is stamped on it. If no card is found, an addressing 
plate is prepared. 

With constant references to our mailing list in check- 
ing receipts and filing cards for new contributors, it 
was important to be able to find address cards in a 
hurry. 

Back in 1950, our mailing list was kept in just a 
few index card file drawers. As it grew, we added 
more file drawers, until there were so many drawers 
that reference to the cards became a tedious, time- 
consuming and costly process. 

Our answer to this problem took the form of three 
Conve-Filers. With these electrically controlled filing 
units, the girls handling references to our mailing 
lists were able to realize an efficiency increase of 
several hundred per cent. The Conve-Filers’ electric 
foot pedals made it possible for the girls to bring the 
card trays they wanted into position directly in front 
of them. There was no longer any wasted time or 
motion in searching, reaching, or pulling drawers. 

When we had used the Conve-Filers for some time, 
and our personnel had become acquainted with them, 
we felt we were ready to improve our system still 
further by arranging the cards according to the 
Soundex filing system. 

Soundex catalogs all consonant sounds in the alpha- 
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Here is your 
opportunity to 
cash in! 


Every day new enthusiastic 
dealers are accepting the 
REGNA Cash Register — revolu- 
tionary in design, beautiful in ap- 


pearance, easy and fast to sell! 
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The REGNA handles all retail transactions: cash sales—paid 
outs—charge sales—no sales—received on account, and it 


gives a printed, double cash receipt. 


lf you are not a REGNA dealer, you can become one—write 
for illustrated brochure and further information, to 


REGNA CASH REGISTERS, INC. 


175 FIFTH AVE., NEW YORK 10, N. Y. 
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bet in six groups. Every card is classified according 
to the first letter of the name and a three-digit figure 
representing a listing of the consonants in order. 
Filing then becomes numerical! rather than alphabet- 
ical. This system has presented two major advantages 
for us: 
(1) Sight identification of a three-digit fig- 
ure is easier and quicker than alphabetic 
location of average length or longer names. 
The numeric system, therefore, saves con- 
siderable time in finding and filing address 
cards. This is readily understandable, for 
we have no more than 50 file cards behind 
any guide. 
(2) Soundex offers a more thorough check 
against duplication. We found that some 
contributors had two address plates in 
our files because the spelling of their names 
either had been listed differently on sepa- 
rate occasions when contributions were 
made, or had been listed differently on our 
records in the course of interpreting théir 
handwriting. In almost every case the minor 
spelling adjustments did not affect. the 
Soundex listings, and the duplications were 
discovered in short order. 


Added efficiency gained through the Soundex sys- 
tem enables us to keep up an ever-growing mailing 
list with four girls less than required when they were 
arranged alphabetically. 

This is merely one example of the type of adminis- 
trative procedure which has led to a response which 
is several hundred per cent ahead of the national 
average for commercial direct mail appeals. This 
system and similar ones in other departments have 
contributed to a record which has produced an operat- 
ing overhead figure running as low as 234% of the 
income per month. This, we feel, is a record of which 
any business could be proud. 

We are especially proud of it because of the nature 
of our organization. Christianity is a serious matter to 
us, both spiritually and financially. In both cases, we 
feel it incumbent on us to exert our greatest human 
efforts toward the fulfillment of God’s will and way 
in this, America’s “Hour of Decision.” 





Friden Appoints 1953 Directors 


Stockholders of the Friden Calculating Machine 
Company, Inc., at their annual meeting in February 
elected directors who appointed officers to serve the 
company during 1953. The meeting was held in the 
offices of President Walter S. Johnson at the San 
Leandro factory. 

Named to the board were Walter S. Johnson, John 
M. Lund, Charles T. Gruenhagen, Philip R. Samwell, 
J. B. Lewis, Alberta Hawthorne and Stanley M. Friden. 

Appointed to serve as officers at the directors’ meet- 
ing which followed were Mr. Johnson, president; Mr. 
Samwell and Mr. Taylor, both vice-presidents; Mr. 
Gruenhagen, secretary-treasurer; Harry Billings, as- 
sistant secretary; and Victor C. Berds, assistant treas- 
urer. 





Purchase Pixley Safe Company in Toledo 


K. L. Boyer of The Newell B. Newton Company, 
Toledo, recently announced his company’s purchase 
of the Pixley Safe Company, also of Toledo. The 
business will be continued at its present location, 
613 Jackson St., with a complete stock of safes, chests 
and insulated record cabinets. 

Russell Stell, with years of experience in the repair 
and opening of safes, will continue in charge of the 
repair and service department. 

The firm continues under the name Pixley and will 
be known as a division of the Newell B. Newton 
Company. 
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Shaw & Borden Launches an Extensive 
Remodeling Program; Ortel President 


Stockholders and board of trustees of the Shaw & 
Borden Company at the recent annual meeting de- 
cided to start at once on an extensive modernization 
and remodeling program of the firm’s quarters in 
Spokane, Wash. 

Officers elected for the ensuing year were Ralph 
B. Ortel, president and general manager, and Robert 
G. Young, vice-president. The newly-elected board 
of trustees is composed of Thomas M. Pelly, Ralph 
B. Ortel and Robert G. Young. 

Important features of the modernization include 
a new Riverside Ave. store front, efficient store fix- 


Ralph B. Ortel 





tures and a new lighting program. The new lights 
will accompany a redecorating program in the the 
commercial stationery, stationery, engineering, photo- 
graphic and art departments. Newly located are the 
office furniture and printing sales departments. 

Relocated also will be the general business office. 
On the main floor will be featured new art department 
and an enlarged business machines display section. 

Shaw & Borden Company was founded in Spokane 
in the year 1890 by John H. Shaw and Joseph A. 
Borden. Originally a printing concern this pioneer 
organization now serves Spokane and the Inland 
Empire with office supplies, steel and wood office furni- 
ture and equipment, photographic, engineering, art, 
business machine sales and service, commercial and 
social engraving, bookbinding and every phase of com- 
mercial and creative printing. 

Also announced at this annual meeting was the 
appointment of William W. Goss, formerly with the 
Olympic Stationers of Port Angeles, Wash., as store 
operation manager. Mr. Goss has been with Shaw & 
Borden since January 1, 1953, starting as assistant 
manager. 

Mr. Goss graduated from the University of Idaho 
and was manager of the student book store there. He 
also served as purchasing agent of the university, just 
prior to his entering the American Red Cross Field 
Service in World War II. 





Buys S. L. Ewing Company of Dallas 


Robert S. Craig has announced the purchase of the 
50-year-old S. L. Ewing Company, Inc., Dallas, Tex. In 
this connection, he also announced that the company 
has moved to new quarters at 2805 Gaston. The name 
of the firm and personnel remains unchanged except 
for the office of president which is now filled by Mr. 
Craig. 

Clyde A. Hocey is vice-president of the firm and 
E. D. Saemann, Jr., is secretary-treasurer. Several new 
products have been added to the lines of office ma- 
chinery handled by the firm.—EEG 





Phillips Equipment Combines Two Stores 

Phillips Equipment Company, known as “Harris- 
burg’s Largest Typewriter Store,’ has moved to a new 
location at Second and Locust Sts., Harrisburg, Pa. 
Walter Phillips is owner of the business which features 
all types of office needs. Operation of the firm’s 
two downtown stores has now been combined in the 
new location.—GET 
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METAL-LUX LINE 










America’s de luxe metal chair line now gives you 
more to sell with these outstanding new numbers. 
They live up to MILWAUKEE'S reputation for creating 
that “selling look,” and, of course, they embody 4 t 
all of MILWAUKEE'S superior comfort and construction 
features. Your metal chair sales will show a 
definite boost when you stock — 
and disploy these all-new, 


? 


user-appealing numbers... _ 






Visit us at 
Booth 199 NOFA 
Convention- 
Exhibit, 

April 26-29, 


Cleveland 















The complete MILWAUKEE 
METAL-LUX line is a solid 





selling success. If you haven't yet 
shored in METAL-LUX profits, 
get the full details today. 


Write for complete descriptive literature 


MILWAUKEE METAL FURNITURE COMPANY 
120 S. La Salle Street, Chicago 3, Illinois 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 



























































invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, March 1 


@ EXHIBITIONS CAN BE very useful for the manu- 
facturer of office equipment and business systems, al- 
though in Britain, unfortunately, all too few seem 
aware of the value to be gained from exhibiting at 
such gatherings. 

In Manchester, however, recently, at the National 
Hotel and Catering Exhibition, there were a number 
of companies who exhibited their business-aids prod- 
ucts. They were: 

Block and Anderson, Ltd., London, W. 8., displayed 
its Banda color duplicator in hand and electrically- 
operated models. The firm’s portable adding-listing 
machine, no larger than a telephone, has a total capa- 
city of £999,999. 19s. 11d. 

Ellams Duplicator Co., Ltd., London W. 1., showed 
the miniature bantam model duplicator for the print- 
ing of menus, and so forth. 

G. H. Gledhill & Sons, Ltd., Halifax, had an interest- 
ing display of moderately-priced, high-quality cash 
registers and tills. 

Helsby and Company, Ltd., London W. 1., displayed 
the new British-made protectograph check writer. 

National Cash Register Company, Ltd., London N. W. 
1., advised the streamlined Class 100 range of their 
products, “for the smaller cafe and milk bar.” This is a 
manually-operated cash register. 

> * * 

I hear there is talk that, in addition to the Business 
Efficiency Exhibitions which are held from time to 
time, and the showing of the trade at the B.I.F. each 
year, there should be an annual “Trade Fair,” at which 
only products of the trade would be displayed. The 
idea is that this should be a national event, held in 
the same center year after year. 

There is much to be said for the idea. The toy man- 
ufacturers now have their annual Toy Fair, which is 
claimed to be the biggest in the world, and is attended 
by buyers from all over the world. 

This has been built up over the years but chiefly 
because of the emphasis year after year on the national 
aspect, rather than on the idea of “just another exhi- 
bition.” 

It is to be hoped that, if the idea develops, the exhi- 
bitions will be staged by the Business Efficiency Exhi- 
bition organizers, because of the excellent way in 
which they have held exhibitions in the past. 

. + + 


A new machine which has come to Britain is the 
Curta, a universal pocket-size calculating machine. 
The machine is moderate in price (about £35 in Britain) 
and is manufactured by the Contina, Ltd., Vaduz 
Liechtenstein, and weighs only eight ounces. 

The Curta is a complete pocket size calculating ma- 
chine for all four arithmetical operations. It is, how- 
ever, a precision machine in every sense of the word, 
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just as is a chronometer or a miniature camera. The 
machine may be operated by one hand and is easily 
carried in pocket or briefcase. Thus, it will be appre- 
ciated, it fills a long-felt gap in available calculating 
machines and complies with the wishes of a great 
many potential users. 

* * * 

At the newly-opened showrooms of Sumner Jack- 
son, Ltd., Manchester, one is struck by the air of effi- 
ciency which prevails. The window is one of the new 
type in Britain, well set back from the street pavement 
(sidewalk, we suppose, in the U. S. A.) and yet despite 
being well set back, is actually, in so far as the glass 
is concerned, “flush” with the sidewalk. 

The depth of the window, and the lay-out, all com- 
bine, however, to give this impression of being set 
back and the window, too, is merely a continuation of 
the shop. In other words, there is no “backcloth” to 
the window. One can see right into the showroom 
by gazing through the window and any objects there 
may be moved with ease. 

I chatted with Sumner Jackson, whose new show- 
room is a triumph for the success which has attended 
his business. His is a success story indeed. Since a 
first beginning in the sale of typewriters, the company 
has continued to flourish until the former name of 
“Jackson’s Typewriters” has now become obsolete, 
hence the change to Sumner Jackson. 

An interesting tie-up with the U.S. A. is the agency 
which Mr. Jackson has for the Friden Calculator, of 
California. The first machine of its kind to reach 
Britain recently—the new square root calculator—has 
been in big demand by textile mills and other factories, 
but it is, at the present, a story of supply being “ra- 
tioned” or controlled by the amount of dollars which 
the British treasury allows for the import of this ma- 
chine. 

It is noteworthy, nevertheless, that the demand for 
American equipment is still, it would seem, great, and 
if currency restrictions were to be eased there is no 
doubt but that we should see a big stepping up of im- 
ports of American office machinery. 

* * aa 

A new type of personal intercommunication system 
incorporating some particularly interesting innova- 
tions, will be shown for the first time at the Olympia 
(London) section of the British Industries Fair, by 
Hadley Sound Equipments, Ltd., of Smethwick, Staf- 
fordshire. 

Through the master unit linked with six or 12 ex- 
tensions, there is immediate and direct contact be- 
tween, say, a business chief and his key executives. 
An additional useful feature provides for loudspeaking 
reception of telephone calls avoiding inconvenience 
and wasted time when “holding on.” 

Calling from the master set to an extension—or to 
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[rue style comes from thoughtful, 
progressive design and quality con- 
struction. “Y and E” gives you these 
in unusual measure. 

And “Y and E” desks are practi- 
cally “fashion proof.” Finished in 
Neutra-Tone Gray, they'll be hand- 
some in office decors today—tomor- 
row—and in years to come. 

This quality and style extends 


YAWMAN and ERBE MFG. CO. «+ 


quality is steel... gloved in style 


through the most complete line of 
desks available today. The exclusive 
“Y and E” Franchise helps you give 
full satisfaction to your customer 
and meet any office need for desks, 
filing equipment, or filing system 
supplies. 

The widely promoted complete 
“Y and E” line gives you POTENT 
SELLING AMMUNITION. 


Rochester 3, N. Y., U.S.A. 


Filing Systems, Steel Desks, Files, and Filing System Supplies. 


April, 1953 


The Franchise that means quality mer- 
chandise may be open in your territory. 
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PAPER STICKINY 








Cico Outsells all other liquid pastes combined. Spreads 
smoothly, grips instantly, dries quickly . . . STAYS 
STUCK. Top quality rubber spreader built into cap 
for convenient application. All sizes from 2 oz. to 
gallons. 


Rubber This very finest rubber cement has made an equal hit 
in offices, studios, homes and schools all over the 

Cement country. Sized just “right” for desk use, with handy Liquid Paste 
brush spreader. The even spreading quality which only 
pure crepe rubber offers. 








ry 
i Here are just a few’ 
eee ere is a newcomer 


destined to reach the (and Most of them, too, arth 


Carter “Big League” 

within a year or so. To meet the many varying needs of today’s bus lis 
nesses .. . homes. . . schools . . . Carter supplié abl 
more than eight hundred different items for @ sto 

kinds of writing, “sticking,” stamping, marking am S 
eradicating uses. 
eas 
Yet year after year certain Carter items and sid for 


CARTER’S [yor 2 
iS Gm a top all others in all around popularity right acto fo 
FOAM RUBBER 0 2 the country. Here are about a dozen of these estal the 


STAMP PAD 







Ask for our latest Catalog 


Almost as handy and as needed as the eraser on the 
end of a pencil. Just a touch of the glass applicator 
and stains or blots vanish quickly and comp . For 
very stubborn “old” ink markings recommend s 
Two Solution Ink Eradicator. 


Pump Action Year after year, largest selling, most popular pads on Rytoff 
the market. Quieter, they last longer, require re-inking 

Stamp Pads |.<; frequently. Every pad carries unique Carter guaran- =k Eraser 
tee “Good for 100,000 Impressions” . . . and means it. 
All popular sizes and colors. 


Rubber Stamp Ninety-four years of ink-making experience have gone _— Instant Type Loosens dirt on the type more quickly than other 


cleaners, and dries almost at once. No muss or fuss, 
Most for the money, too. Handy oY just wipes 
without spattering. Iwo sizes—4 0oz., 
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Ink Carter's applies easily, smoothly and uniformly, makes Cleaner 
deep, rich impressions. For both Pump-Action and the type clean wi 
Foam Rubber Stamp Pads. and 8 oz. 


w'Best Sellers” of the Carter Line 


arthe Largest Selling Items of their Kind... ANYWHERE!) 
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a series of extensions—is automatic when the appropri- 
ate key is depressed; there is no separate calling key 
to be agitated. Each of the extensions can be called 
without the necessity of being switched on, i.e. for 
staff location calls, but the privacy of each extension 
is preserved. An “engaged” signal informs an exten- 
sion if the master unit is in use. 

The normal type of “speech control” key has been 
replaced by a bar, inset into and forming part of the 
base at the front of the master cabinet, which is in 
polished walnut. 

This new model supersedes the Hadley Intercom- 
municator which was first introduced in 1947, and 
many thousands of which have been installed. 

Also in the display will be the unique Multicom, 
providing complete intercommunication between all 
points either by loudspeaker or ordinary hand tele- 
phone. 

I have received details of the new Addo adding ma- 
chine, available in electrically-operated and hand- 
operated models. 

The Addo originates from Ab Addo, Malmo, Sweden, 
of course, but a factory has now been established in 
Britain for the production of this machine. 

The machines, of course, cover a wide range, and 
some well-known features are: Visibility of listed 
figures, automatically printed ciphers, operating keys 
directly connected to the motor, and the moving 
tabulating carriage takes wide forms for preparation 
of monthly statements, wage sheets, departmental 
analysis, and analysis of overdue accounts. 





News Notes from Australia 


W. BEECHAM, CORRESPONDENT 
BOX E265, G.P.O., PERTH, W.A. 

The Minister for Trade and Customs (Senator O’Sul- 
livan) announces the easing of a number of import 
controls in respect of merchandise bought in sterling 
areas. Import cuts reduced from 40% to 20% (ie. 
amount of basic year’s imports now allowed—80% in- 
stead of the previous 60%) have been made in adding 
and computing machines and attachments, typewriters 
(including covers), and cash registers. 


* * * 


The West Australian Government Statist reports 
that in the three months ended September 30, 1952, 
imports into that state included stationery valued at 
£206,913, of which £25,944 worth came from overseas. 
Imports of writing and typewriting paper were worth 
£13,247, of which £9,530 worth came from overseas. 


* ¥ ” 


Some idea of the severity of the import cuts can be 
gauged from South Australian imports of stationery 
from overseas. In the six months to December 30, 1951, 
the value of these was £323,464, but in the six months 
to December 31, 1952, this was down to £198,528. 


. * » 


J. G. Wilson has been appointed general manager of 
Control Systems (Australasia) Pty., Ltd., after serving 
for some time as the company’s manager in Victoria. 
S. A. Bell has been appointed acting manager for Vic- 
toria. 


. > . 


Application 148,717 has been lodged by William 
Sessions, Ltd., and A. L. Philipson for an Australian 
patent for a dispenser for label strips. Details are: 
“A device for the dispensing of self-adhesive labels 
from their backing strip, said device comprising a box 
or container for the reception of a roll of backing 
tape with the labels thereon, the box having an outlet 
so that the tape can be withdrawn and pulled around 
a peeling edge to result in the separation of the labels 
from the backing as they pass around said edge, where- 
in the strip with the labels thereon is drawn to the 
outlet through a channel which converges from its end 
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remote from said outlet and towards said outlet for a 
part at least of its length, which channel is formed by 
the undersurface of a wall of the box or container and 


a tongue or platform carried by a closure part of the — 


container and sharply around the peeling edge con- 
stituted by the end of said wall and through a second 





er 


~ ene 


channel formed by the top surface of said wall and — 
a second or guiding platform mounted in spaced rela- | 


tion to the said top surface.” 


~ « a 


W. E. Smith, Ltd., Sydney manufacturers of office 
stationery, report a net profit of £35,395 in the financial 
year ended October 31, 1952 (previous year, £36,283) 
after payment of £30,000 taxation. Ordinary dividend 
has been reduced from 10 to 9%. 


A leading Australian trade publication has been 
featuring articles on card sorting systems to such 
detail that considerable interest has been aroused in 
them. Strange how many business executives in this 
part of the world have little or no knowledge of many 
of the modern office devices which can save them time, 
trouble and money, and articles such as this can cer- 
tainly be of great interest to those selling such ap- 
pliances. 


* * * 


E. E. K. Garth has taken over the typewriter and 
office appliance agency at 35 Barrack Street, Perth, 
formerly operated by G. V. Ryan. 


* * * 


Australian manufacturers of office appliances are 
pleased indeed at the latest trend of wages. Federal 
basic wage variations, recently announced, are the 
smallest recorded since September, 1946, being an in- 
crease of 2s. in Hobart (to £11 12s. weekly); of ls. in 
Perth (to £11 9s.); of ls. in Sydney (to £11 18s.) and 
of 1s. in Melbourne (to £11 9s.) and a decrease of ls. 
in Brisbane (to £10 15s.) and of 4s. in Adelaide (to 
£11 5s.). 

” - 7 

A general uplift in Australian trade, with the promise 
of enduring prosperity throughout 1953, is encouraging 
the office appliance industry here. But supplies are 
by no means what they might be, and even the easing 
of import controls will not give the relief really re- 
quired. What is badly wanted, of course, is office ap- 
pliances from the United States, but it would appear 
that it is likely to be some time yet before these will 
be allowed to enter freely into Australia. 





Interesting Souvenirs Arrive From France 


The National Company, 24 rue de |’Arcade, Paris, 
France, has presented several attractive advertising 
specialties to OrricE APPLIANCES. One, a small pocket 
diary, is bound in navy leather and is held firmly 
shut by a gold clasp that slips over the attached gold 
pencil. The book contains room at the back for 
addresses as well as a table of coefficients to simplify 
the finding of percentages, a calendar of Saints’ days 
and a table of holidays showing on what day of the 
week the most important holidays fall from 1952 
through 1957. Another interesting feature is the list- 
ing of departments, (by which France is divided for 
voting purposes), and their respective code numbers 
for automobiles. 

A combination address book and memo pad, also 
issued by Nationale, is bound in simulated maroon 
leather and comes with a magnetised gold pencil. 

A third item, for use on the busy executive's desk, 
is a combination magnetised calendar and memo box. 
A tiny gold frame can be moved across the face of the 
calendar as the week progresses so that the day can 
be seen at a glance. Loose paper for memos is con- 
tained in back of the calendar and extends over the 
top so that a sheet can easily be pulled out. A 
magnetised gold pencil also is attached. 
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Metal Tabbed Pressboard Indexes 


Made of top quality, smooth, hard surfaced, pearl gray pressboard. Metal 
tabs are carefully formed and finished in durable green or black baked 
enamel. Available in sizes for all regular filing requirements—Letter, Cap, 
Invoice, Ledger, Check, Card, etc. Three tab widths. Printed tab inserts— 


Alphabetical 25 A-Z to 3000 A-Z, Days 1-31, Months or States. Special 
sizes and indexing to meet customers’ needs. Blank tab inserts in strip form 


with celluloid windows. Neatly boxed. See our Price List for full information. 
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Single and “Duo-Top” Manila Filing Folders 


Uniformly made from the finest grade of tough Manila tag stock. Available 
in a full range of sizes, tab widths and positions for all filing systems. 
Four serviceable weights—medium, medium-heavy, heavy and extra heavy. 
Upper corners are rounded and bottoms are triple scored for expansion. 
‘“Duo-Top” folders provide extra strength where wear and tear is greatest. 
Boxed in strong, two-piece dustproof cartons. Extra quantity discounts for 


the dealer are shown in our Price List. 


















METAL TABS 





CUT TABS 

















CELLULOID TABS | 





CELL-U-SEAL TABS 





in sizes for all standard card files. See our Price List for com- 
is on pressboard or bristol stock; metal tabs, cut tabs, Cell-U-Seal, 
or celluloid insertable tabs; printed indexing or plain tabs; 
bristol guides; packaging and quantity discounts. 








The Weis Manufacturing Company 


1892 Sf CL -y 7 1953 


Monroe, Michigan 





NEW YORK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: Associated Stationers Supply Co. 
BOSTON 10: Adams, Cushing & Foster, Inc NEW ORLEANS 13: J. A. Hoerner Co. 
Carpenter Paper Company 
OKLAHOMA CITY 1 FORT WORTH 1 HOUSTON 2 
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NO CURL—NO SMUDGE is the carbon Typists 


prefer, because— 
i's sharp e« 44 clean e 44 serviceable 


IT HAS exceptional MANIFOLDING QUALITIES. 


Extension end and cut corners make it cleaner to handle, easier to remove. 
For brilliant, easy-to-read copies, you can’t beat NO CURL—NO 
SMUDGE. It’s the top value in carbons today. 


an sell iif you don't’ HATE AR SST a te | de 


Write today for samples and 28 Peerless Place, Newark 5, New Jers« 


Then embark on real car- 


cr > 
ee hE 


APPLIANCES, 


April, 





reat Name WM CALbONS ” rivvons, carbons, spirit and gelatin duplicating 


naster units, carbon ribbons, carbon rolls for every business need. 
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(Hest BOOK 


Larry Miller, manager of dealer sales for The Gen- 
eral Fireproofing Company, favored OrricE APPLIANCES 
with a visit on February 9. He was winding up a trip 
which had taken him through Texas into Arizona 
where he visited with Grant Howard, last year’s presi- 
dent of NSOEA, at Tucson; Heinze, Bowen & Harring- 
ton, at Phoenix, and on to California where he 
conferred with C. A. Wilger and C. R. Dungan, Los 
Angeles and San Francisco G-F managers, both of 
whom have been in their present connections many 
years. He also called upon G-F dealers from San 
Diego up to Sacramento and Santa Rosa. Leaving 
California, he stopped at Salt Lake City to pay his 
respects to Adrian Pembroke, NSOEA president, and 
called upon Stanton Peck of Allsteel Office Supply 
Company, the company’s dealer for the Salt Lake 
City area. Mr. Miller, succeeding to the mantle of the 
late beloved William Hoge, has personally visited with 
hundreds of G-F distributors. He will be remembered 
by many for participation as speaker at regional gath- 
erings. 





Florence and Lee Hausam, Geraldine Rogers and 
V. E. Keller—all of Hutch-Line, Inc., Hutchinson, Kan. 
—favored OFFICE APPLIANCES with a visit February 11. 
In Chicago for four days, the quartet had a variety 
of interests. First was a visit to the Motor Boat Show, 
after which calls were made on various suppliers in- 
cluding Associated Stationers Supply Company, OFFICE 
APPLIANCES’ across-the-street neighbor. If time per- 
mitted, the stay in Chicago was to be completed with 
visits at the exhibits of a few manufacturers partici- 
pating in the Gift Show, which attracted exhibitors 
and buyers from many sections of the country. Mr. 
Hausam showed pictures of a new store truck recently 
put into service, which is described elsewhere in this 
issue. The Hausam group and the publisher of this 
journal probably will meet next at the annual conven- 
tion of the Eighth District NSOEA in Kansas City. 


Ken Seller of MacLean Advertising Agency, New 
York, afforded Orrice APPLIANCES an interesting visit 
on February 13. His company handles promotional 
activities for the National Office Furniture Association. 
Matters discussed were in the interest of the associa- 
tion. An important date on Mr. Seller’s calendar is 
the NOFA convention in Cleveland, April 26 to 29. 


Harold “Lucky” Brosk, owner of Brosk Office Supply, 
Kenosha, Wis., favored Orrice APPLIANCES with a brief 
visit March 2. With his place of business only 52 miles 
from downtown Chicago, Mr. Brosk finds it convenient 
to make an occasional trip to see some of his Chicago 
suppliers. His next call after the visit in the office of 
this journal was across the street at Associated Sta- 
tioners Supply Company. Mr. Brosk started his busi- 
ness in a small way 29 years ago. Now he has one of 
the most attractive stores in the industry, designed 
by Ray Eichenlaub. He carries stationery, office furni- 
ture, office machines. He has a magnificent display 
window 44 feet wide, another 32 feet, the two separated 
only by the store entrance. His expanded operations 
give him space in three adjoining buildings, including 
ground floor space in two of them. He is a member of 
NSOEA and has attended meetings of the Sixth Dis- 
trict. 
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DATES TO REMEMBER 























April 10-11. District No. 4, NSOEA, Atlanta Biltmore Hotel Atlanta, Ga. 
Allan B. Cammack, Sr., district governor, Cammack Office Supply, 208 W. 
Front St., Burlington, N. C. 


April 16-17. District No. 9, NSOEA, The Plaza Hotel, San Antonio, Tex 
Dave N. Reed, district governor, Cathey Office Furniture & Supplies, Inc. 
308 N. Akard St., Dallas, Tex. 


April 19-22. National Association of ege Stores, Inc., annual conven- 
tion, Statler Hotel, New York, N. Y. Russell Reynolds, executive secretary, 
Box 58, 33 W. College St., Oberlin, OF 


April: 23-24. District No. 8, NSOEA, Muehlebach Hotel, Kansas City, Mo. 
Vaughan T. Williams, district goverr Schooley Ptg. & Staty. Co., 1434 
Walnut St., Kansas City 6, Mo. 


April 26-29. National Office Furniture Association's 7th annual convention 
and exhibit. Hotel Statler and Cleveland Public Auditorium, Cleveland 
Ohio. John R. Gray, executive director, 175 Fifth Ave., New York 10, N. Y. 


May 4-5. District No. 14, NSOEA, Mission Inn, Riverside, Calif. Russell W. 
Davis, district governor, Alhambra Office Supply, Inc., 112 W. Main St., 
Alhambra, Calif. 


May 8-9. District No. 12, NSOEA, Ahwahnee Hotel, Yosemite Valley, Calif. 
Tom McWhorter, district governor, McWhorter-Young, Inc., 240 S. First St., 
San Jose 1|7, Calif. 


May 8-9. Canadian Office Machine Dealers Association, General Brock Hotel, 
Niagara Falls, Ontario. James W. McFayden, convention chairman, Fron- 
tier Typewriter Co., 1936 Main St., Niagara Falls, Ont., Canada. 


May 13-16. Stationers’ Guild of Canada, Inc., annual convention. The 
Prince Edward Hotel, Windsor, Ontario. Fred R. Smart, secretary manager, 
Suite 306, 19 Richmond St., W., Toronto, Ontario. 


May 15-16. District No. 10, NSOEA, Broadmoor Hote lorado Springs, 
Colo. Elmer Pearce, district governor, Rocky Mountain Bank Note Co., 112 
W. Third St., Pueblo, Colo. 

May 17-22. New York Stationery Show,,Hotel New Yorker, New York, N. Y. 
George F. Little Management, 220 Fifth Ave., New York |, N. Y. 


May 21-22. District No. Il, NSOEA, New Washington Hotel, Seattle, Wash. 


Lew Hilton, district governor, Ruggles, Inc., 115 Cherry St., Seattle 14, Wash. 

May 23. Stationers Association of New York, Ir Annua ner dance and 

entertainment srand Ballroom, Hote Astor, Saturday evening, May 23. 

Chairman, Carl C. Judkoff, Cantigny Printing & Stat 10 W. 33ra 

St.. New York. N. Y. Co-chairman, Sam Rabinowitz, Sport Stationery & 
nter | 8 W. 40th St New York. N 


May 25-26. District No. 7, NSOEA, Nicollet Hotel, Minneapolis, Minn, Cliff 
Halverson, district goverror, Midwest-Beach Co., 222 S. Phillips Ave., Sioux 
Falls, S. D. 

May 24-29. National Office Management Association's 34th international 
conference and exhibit, Hotel Statler and Sheraton-Plaza, Boston, Mass. 
W. H. Evans, executive secretary, 132 W helton Ave., Philadelphia 44, Pa. 


June 4-5. District No. 1, NSOEA, Wentworth-by-the-Sea, Portsmouth, N. H. 
Edward Granfield, district governor, Edward Granfield, Inc., 184 Crown St., 
New Haven 10, Conn. 


June 8-9. District No. 5, NSOEA, Deshler-Wallick Hotel, Columbus, Ohio. 

Sidney Butterfield, district governor, Smith & Butterfield 305 Main St., 

Evansville 2, Ind. 

June 9-12. Fourth National Store Modernization, Build & Maintenance 
t Conducted by Store Mod 


Show, Madison Square Garden, New 


te, 20 E. 55th St., New York, N 


June 15-16. District No. 3, NSOEA ale Hall Hote Wernesville, Pa 
Samuel S. Rosendorf, Jr., Southern Stamp & Stationery 00 Broad St. 
Richmond, Va. 

June 17-19. District No. 2, NSOEA, Hotel Marcy, Lake Placid, N. Y. Vernon 
R. Evans, district governor, Vernon R. Evans Co., 28 Bank Place, Utica 2, 
fei Ve 

June 18-20. National Office Machine Dealers Association annual convention 
and exhibit, Ambassador Hotel, Atlant ty, N. J. Harold W. Mann, 
executive secretary, 1267 N. Wilton Pl., Los Angeles 38, Calif. 


September 26-30. National Stationery & C e Equipment Association's 47th 
annual convention. Conrad Hilton Hote ago, lil. Paul Burbank, gen- 
eral manager, 740 Investment Building, Washington 5, D. C 


September 30-October 3. Marking Devices Association annual convention, 
Edgewater Beach Hotel, Chicago. 


October 5-7. Toledo Business Show 6 Hote Tolede f Jack Senn, 
October 19-24. The 1953 National Business Show, Grand Central Palace, 
New York, N. Y. Rudolph Lang, managing director, 33 W. 42nd St., New 
York 18, N. Y. 
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The Lyon Dealer 
is a 26 LETTER MAN! 


from Automotive plants, Business offices, Churches 





















and Department stores to Warehouses, X-ray manu- 
facturers, Yacht clubs, and Zoos... 


Lyon Dealers serve them all! 


e Lyon Steel Equipment Dealers serve every seg- 
ment of business and industry— from A to Z. This 
they can do... and do well . . . because Lyon pro- 
vides them with the world’s most diversified and 
complete line of quality steel equipment. A few 
of the 1500 different standard Lyon products are 
shown below. 

Many products, plus many markets, plus con- 
sistent advertising support in Newsweek, Business 
Week and leading trade publications —all add up to 
volume steel equipment dealer sales every month 
of the year. 

FACTORIES IN... AURORA, ILL, AND YORK, PA. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 428 Monroe Avenve, Avrora, Illinois 


[STEEL EQUIPMENT 






for BUSINESS-INDUSTRY-IN 
STEEL KITCHENS for THE HOME 
























A PARTIAL List OF LYON STANDARD PRODUCTS 


® Shelving Kitchen Cobinet ° ker R 
® Lockers Cabinet Benches Bar ‘ ; F / Kit 
® Stools Storage Cabinets 

® Bin Units Drawing Tobles 
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DINNERS 


CONVENTIONS 




















Travelers’ Show Opens 
Book Dealers’ Session 


Kansas book dealers attending their annual Feb- 
ruary convention at the new Town House hotel, Kan- 
sas City, Kans., came a day early, quite intentionally, 
and took in the Travelers Spring Show staged Feb- 
ruary 15 in the roomy Kansan room. Displayers were 
delighted with the well-lighted exhibit hall, and with 
the plan which permitted the Spring Show to be open 
to all interested dealers in stationery, office supplies, 
and general sundries. Retailers from four states came 
in to look, and did a satisfactory volume of buying, 
exhibitors told this correspondent. 

Organizing the Travelers Show were Chet Smith, 
A. W. Faber-Castell Company, chairman; William 
Cromwell, Eaton Paper Corporation; Harold Jones, 





Kansas Book Dealer Officers .. . Seated: Ruth Turrell, 
President Norval Ruddick, Board Member F. E. Vanek. Standing: 
Member of the Board Calvin Markwell, Secretary-Treasurer Zerne 
Haning, J. W. Flaming and Irene Held Cook, both members of the 
board. 


Midwest Stencil; Ted Scharnhorst, Tee-Jay Sales; 
Larry Goodhand, Oxford Filing Supply Company; Sid 
Fulker, Lee Company. 

Included in the displays were sections arranged by 
the firms listed above, and Southwest News, Towerite, 
White & Wycoff Manufacturing Company, Stein Broth- 
ers Manufacturing Company, A. C. McClurg & Com- 
pany, American Crayon Company, The Carter’s Ink 
Company, A. T. Cross Pencil Company, Dennison Man- 
ufacturing Company, The O’Leary’s, Associated Sta- 
tioners Supply Company, Inc., Print-O-Matic Com- 
pany, Sanford Ink Company, Wilson-Jones Company, 
Blackwell-Wielandy, Rediform Division of Moore Busi- 
ness Forms Inc., American Pencil Company, Vi De- 
honey, Elbe File & Binder Company, American Pad & 
Paper Company, Bermingham and Prosser Company, 
Acco Products, Inc., Harry L. Short & Son, Binney & 
Smith Co., Weber Costello Company, Scripto Inc., Jo- 
seph Dixon Crucible Company; Esterbrook Pen Co., 
Orna Metal Products Company, Art Steel Sales Cor- 
poration. 

Under the leadership of President Norval Ruddick, 
Council Grove, the Book Dealers session was the con- 
ference type, with a series of common problems thrown 
into the agenda, and the Kansas retailers kicking 
these problems around informally, seeking realistic 
solutions for them. 
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Confronting a trading stamp law repealer intro- 
duced in the Kansas legislature, currently in session, 
the Book Dealers took official action, with a recom- 
mendation that the present law banning trading 
stamps, be retained, and not altered either by amend- 
ment or a substitute law. Kansas retailers have been 
delighted with merchandising which does not stress 
the bait, loss leader, or something-for-nothing type 
of wooing customers. Satisfied with both a state Fair 
Trade law and an Unfair Practices Act prohibiting 
below-cost selling, they do not want such hidden dis- 
counts as premiums, cash-register discounts, and the 
other subterfuges which appear to give super-values 
to customers. Individual dealers agreed to contact 
their representatives and senators resisting any 
change in the present set-up on trading stamps. The 
present law was passed in 1937. 


Drop Rebate Practices 


It was reported that the co-operative book stores in 
Kansas state colleges have dropped their practice of 
giving rebates on books, stationers’ items, and other 
merchandise. This practice had been making retailers 
see red, inasmuch as low rentals and other favorable 
factors created inequality between student-operated 
co-ops and the tax-paying, tax-collecting merchants 
who have to compete, in spite of normal overhead, full 
taxation, and no subsidies, with generous semester-end 
rebates, and close-to-cost prices. 

Secretary Zerne Haning, Emporia, reported 137 
paid members, and recommended that in “open towns” 
(where there is a good dealer in the stationery and 
book field) his membership should be sought by others 
in the area. “We believe it is a fine thing for any 
retailer to carry the KBDA label school supplies, and 
to show his membership certificate in this organiza- 
tion which is nearing its fortieth year.” He explained 
that opening the membership to more than one dealer 
in a town is first cleared with the present members 
in that town. 

The State Textbook Commission is seeking substan- 
tial dealers who will take care of the need, when they 
appoint book depositories. The bond called for may be 
KBDA-arranged, or bought from any source. 


Dealers Refute Arguments 


No so-called “free textbook bill” has been introduced 
in the current legislature, but dealers commented that 
if times should tighten up, such a bill would be thrown 
in the hopper. Dealers are telling customers who are 
hoping for free textbooks: “It would cost Kansas two 
million a year, and YOU would help pay it. Wouldn’t 
you rather handle your own money? Under thg present 
plan, you pay only when you have children in school. 
Children who come from states where books are state- 
owned take a new pride in what they call ‘my very own 
books.’ Adoptions hold for five years, and the book 
cost is thus spread out.” 

Multiple adoptions, prevalent in high school texts 
and supplementary material, are now beginning to 
be used in the grades. This poses a severe retail prob- 
lem. The state of Kansas printing plant has been 
buying plates from publishing houses, and printing 
single adopted texts; they will not attempt multiple 
adoptions, with the costly uncertainty of the number 
needed. 

KBDA members have had some success in the gam- 
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Good office furniture is like good factory tools 


GOOD metal business 
furniture is a 
GOOD investment 


- 


= 


ce oe 


OGF Co. 1953 


TS GOOD TOOLS are the most 
effective means for increasing 
productivity has long been recog- 
nized in American factories. Accept- 
ance of this principle has enabled 
our industrial system to become the 
most productive the world has ever 
known. That this same relationship 
exists between tools and productivity 
in offices is often overlooked. 


Yet the increasing cost of operating 
an office today —due to higher sala- 
ries and a greater proportion of office 
workers to production workers — 
makes the use of good office tools 
more profitable than ever before. 


Super-Filer, the mechanized file, 
Goodform aluminum chairs, correct- 
ly adjusted to each user, and Mode- 
Maker desks, fitted for specific jobs, 
just naturally result in more work 
by employees with no more effort. 


GF metal business furniture not only 
increases productivity. It brings 
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many other intangible but worth- 
while results, better employee morale, 
better human relations, increased 
customer and public prestige. 


It costs you at least $30,000 in salary, 
floor space, and overhead for each of 
your office employees over a 10-year 
period. Isn’t it a good investment to 
provide that employee with good 
office tools so as to get the greatest 
possible return on your $30,000? 
For only 1% to 2% of this fixed ex- 
pense per employee you can com- 
pletely re-equip your office with the 
finest metal business furniture and 
proper decorative surroundings. And 
it will pay for itself quickly in 
increased productivity alone. 


Get the facts and decide for yourself 
whether good metal business furni- 
ture would be a good investment for 
you. Call your local GF distributor or 
write The General Fireproofing Com- 
pany, Dept.X-16, Youngstown 1, Ohio. 
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Foremost in Metal Business Furniture 





MODE-MAKER DESKS - GOODFORM ALUMINUM CHAIRS - METAL FILING EQUIPMENT - GF STEEL SHELVING 
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ever all other 
office 
chair cushions 


C-Foam, and C-Foam Moltex are 
the largest volume, fastest selling 
cushions in the world today. 

And for one good reason—they're the best. Office workers 
find that in C-Foam they get the longer lasting comfort 
so important to peak efficiency. They like the wide 
range of style too. For C-Foam and C-Foam Moltex are 
available in many different sizes with a choice of 

color and cover. 


Beautiful Woven Saran in brown or green; Smart 
corduroy in dark wine; brown or green fabric; 

brown, red, grey or green plastic or fibre; some 
with removable covers, some reversible. 


Honeycombed with millions of 
tiny air holes the C-Foam 
literally breathes fresh cooling 
air with every movement to 
provide long lasting, restful 
comfort. Made with pure, molded 
latex foam rubber. 


Sizes 16” x 18” and 14” x 15” 
1” thickness $595 


2” thickness $695 
special 17” x 19” x 2” $795 





OFFICE APPLIANCES, April, 1953 





SPECIAL! 


See our new dark wine corduroy covers! 


ena 


AMERICAN LATEX PRODUCTS CORP 
3341 W. El Segundo Bivd., Hawthorne, Calif. 


| want more information about C-Foam cushions. 
Name 
Firm 


Address 
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Head Table at Annual Dinner Dance of Washington Stationers Association 


ble of how many to order of. any one text, by close 
co-operation with the county or city superintendent, 
whose records from teachers at the year’s end, are at 
least a guide in the great gamble of what books and 
how many, to have on the store shelves, come late 
August of any one year. 

Used school books are a continual headache. In 
some places, school organizations or PTA groups run 
a book exchange or used book sale. The moot question 
of ownership sometimes makes books brought in “hot” 
merchandise. This has been controlled, Secretary 
Haning told the convention, by paying for used books 
with a credit slip; this means lots less book work, and 
brings the students back automatically for their next 
needs. 

Public education is needed, Irene Held Cook, Clay 
Center, pointed out. Parents would be amazed at the 
short profit for handling school books, if they knew. 
J. W. Flaming, Wellington dealer, pleaded for a chance 
to talk before PTA meetings in some other dealers’ 
towns, with the story, not of short profit, but of the 
fact that book dealers are as much in a service field, 
as in a merchandising. Stress the fact that dealers 
have the right books demanded at the schools; that 
they carry approved supplies, arrange the details of 
book lists, hire extra short-time help to speed the 
school book rush. With the private merchant’s direct 
dealing the customer suffers no waste, but gets books 
and supplies when needed. 

This bit of public relations could be resolved into 
a policy statement, and be stapled to the book lists. 
Then too, brief editorials could be carried in the local 
papers, not to d»fend, but to explain to the school book 
buying public that the handling of required and elec- 
tive books actually is a service. 

Two methods are planned to keep the Kansas dealers 
in closer touch: one is a series of local or regional 
meetings, probably on Sundays, called by local leaders 
to be appointed by President Ruddick. The second idea 
for a needed service to the membership is a series of 
quarterly or even bi-monthly bulletins; occasionally 
these could carry a pen company’s interpretation of 
the excise tax; dealers could list their long lines and 
surpluses; the bold dealer who persuaded the govern- 
ment to let him change his inventory-taking to June 
30, could give a “blow-by-blow” account. 


Officers were elected as follows: On the board, Irene 
Cook, Clay Center; F. E. Vanek, Ellsworth; Calvin 
Markwell, Hays; Ruth Turrell, Columbus; J. W. Flam- 
ing, Wellington; for vice-president, Marc Godding, 
ElDorado; secretary-treasurer, Zerne Haning, Em- 
poria; and president, Norval Ruddick, Council Grove. 
Appointed on next year’s convention arrangements 


Pictured left to right are James F. Bryan, E. M. Bryan Co., Wash- 
ington, D.C.; Miss Ann Burke (now Mrs. Bryan); “Steve” Moriarity, 
E. Morrison Paper Co., Washington, D.C.; Mrs. Moriarity; Mrs. 
Mallorey; Walter B. Mallorey, Office Supply Co., Washington, D.C.; 
M. S. Marshall, M. S. Ginn & Co., Washington, D.C.; Mrs. Marshall; 
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were Mr. Flaming, Mr. Markwell, and O. B. States, | 
Dodge City. Kansas City has been agreed as the loca- | 
tion with the dates to be arranged later with the 
travelers. 

Books of travel and biography were selected for 
the special Memorial Book Shelf in the Newton library, 
with the $50 check the KBDA sent to Mary Anderson, 
honoring the late Phil M. Anderson, for many years 
president and dynamo of the association. 





Washington Stationers Dine and Dance 


In the Terrace Room of the Shoreham Hotel in 
Washington, D. C., members and friends with their 
gracious ladies enjoyed a great night on February 12 
at their fourth annual banquet. 

The Penn-Mar-Va Travelers provided the liquid 
refreshments for the conviviality of the fellowship 
hour just preceding the dinner. Here was the place 
where everybody met everybody once again and 
swapped recent experiences to bring each other up 
to date on “what goes.” The only over-indulgence 
perceptible was in “dusting off the old ones.” 

The cuisine was delectable. Served with both dis- 
patch and skill, the feast tickled the palate and put 
the guests in the proper mood for the events of the 
evening. 

President M. S. Marshall, M. S. Ginn & Company, 
Washington, D. C., introduced the notables at the 
head table. Paul E. Burbank, NSOEA, responded to 
the request of the president for “those few chosen 
words.” Once again Mr. Burbank charmed his audience 
with the greetings of the association in words both 
fit and cordial. 

President Marshall on behalf of the association pre- 
sented Miss Ann Burke and James F. Bryan, secretary 
and treasurer, E. M. Bryan Company, Washington, 
D. C., with a beautiful gift as a token of their best 
wishes for their wedding which took place the follow- 
ing Saturday. 

To Walter B. Mallorey, Mallorey Office Supply Com- 
pany, Washington, D. C., the president expressed the 
thanks of the association for his untiring efforts as 
chairman of the entertainment committee. Mr. Mal- 
lorey accepted in behalf of his group and acknowledged 
the co-operation received from Miss Rose Cushman, 
NSOEA; James Bryan, Mrs. Mallorey and Mark Kenna, 
American Pencil Company, representing the Penn- 
Mar-Va Travelers Club. Mr. Mallorey then said a 
night of entertainment and dancing had been pre- 
pared and introduced “Tiny” Meeker as master of 
ceremonies. 

After two interesting acts the evening was given 
over to dancing and just plain visiting. 





Mrs. Burbank; Paul E. Burbank, general manager of NSOEA; 
Samuel S. Rosendorf, Southern Stamp & Staty. Co., governor 
Region 3, NSOEA, Richmond, Va.; Miss Rose Cushman, NSOEA, 
and her escort. 


OFFICE APPLIANCES, April, 1953 








States. 
p loca- 
th the 


ed for 
ibrary, 
lerson, 

years 


tel in 
their 
ary 12 


monn 


liquid 
ywship 
place 
| and 
er up 
igence 


™m My 
\ nN 
”™m, myn 


" 
m 


PS 
= 
= 
— 
= = 
— > 
— — 
— — 
_, — 
rf —S = 
—— = 
— A 
= = 
> = 
= 
= 
= 
= 


1 dis- 
d put 
f the 


tthe = Folks look here for wind direction... 
vee 
both 


| pre- 
‘etary 
igton 
' best 
llow- 














Com- 
d the 
ts as 
Mal- 
-dged 
man, 
enna, 
enn- 
lid a 
pre- 
ar of 


Folks look here 
for dealer selection! 

















Looking in the ‘yellow pages’ of the telephone directory just “comes 
naturally” to 9 out of 10 shoppers. It’s a national habit that’s been 
building up for more than 60 years. 


yiven 


That’s why it makes sound selling sense to advertise the products and 
services you sell in the ‘yellow pages.’ They reach new prospects and 
old customers ...work for you 24 hours a day in stores, homes and 

offices all over town. 


The ‘yellow pages’ will prove a real business builder for you. Let the 
Directory representative show you how to use them effectively. Call 
him at your local telephone company. 
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Puerto Rican Dealers 
Hear Joseph Burger 


The newly organized Associated Distributors of Office 
Equipment of Puerto Rico were addressed at their 
fourth meeting, held on January 27 in San Juan by 
Joseph Burger, president of the Art Steel Company of 
New York, N. Y. 

Mr. Burger, who is on a combined business and 
vacation trip through the West Indies and South 
America, was accompanied by Ed Bergman, his execu- 
tive plant superintendent. In charge of the session 
was the group’s president, Alberto Gonzales Angel. 

The speaker congratulated the dealers on their en- 
terprise in getting together for their own and the 
industry’s advantages. He then made some suggestions 
based on his wide experience in the office furniture 
field that would help them in their business. 

Mr. Burger began his talk by pointing out the re- 
liance civilization has placed since its early history on 
office appliances, even in a primitive form, as tools 
to carry out man’s work. He mentioned the early 
Greeks and Romans who had their own crude types 
of stenographers and court recorders. 

“During the past 75 years, however, the first signs 
of progress in our field began with the widespread 
distribution of office papers, carbons, and so forth, 
based upon such inventions as the typewriter, graphite 
pencil and the shorthand system,” he said. “Our in- 
dustry is now a specialized one since we serve both 
business and the home. As we serve business we make 
it possible for industry to serve the world, and as we 
supply home needs, we make it possible to reach and 
maintain cultural levels which are now (despite the 
threats of war) at the highest levels in man’s history.” 


Must Uphold Traditions 


“We must realize, however, that we are special- 
ists of an important type and should be impressed 
with the dignity of our profession,” he continued, 
“since we have a long and important tradition of 
service, enabling business to function and uphold high 
standards of culture. You dealers must defend that 
tradition so it must never be said we are scattered 
and unorganized. The success of the free world can 
be maintained if we are doing a good job.” 

He congratulated the group on its enterprise in 
joining together to carry on this tradition. Mr. Burger 
emphasized that their first function should be to 
uphold the essentiality of their industry, and inspire 
confidence, friendship and brotherhood. Personal dif- 
ferences should never minimize the value of such an 
organization. 

The group’s program should be directed toward im- 
proving the local levels of operations, the speaker 
counseled. Dealers should work together on common 
problems which affect them and which differ from 
those on the mainland such as recompensation on 
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Attend Puerto Rico Meeting... 
Seated: Secretary Ramon Cantero, R. Cantero 
Co.; President Alberto Gonzales, Gonzales 
Padin & Co.; Vice-president Angel Martin, 
Martin School Supply; Guest Speaker Joseph 
Burger, president of Art Steel Sales Corp. 


Inc.; Fernando Baragano, Albert F. Lee & Son, 
Inc.; Horacio Cordero, Jr., Horacio Cordero & 
Hijos, Inc.; Francisco Gavilan, Jr., F. Gavilan 
& Co., Inc.; Ed Bergman, Art Steel Sales Corp.; 
Ramon Rodrigues Umpierrie, and Angel 
Morales, both of Ramon Rodrigues Umpierrie 


Sales Corp.; Fernando Ochoa, Casa Baldrich, 


Inc.; Domingo Emmanuelli, American Printer 
Co. 


freight breakage, transportation of shipments, inter- 


change of freight, general contract on labor and step- ~ 


ping up their merchandising and promotion efforts. 
He suggested that they have an art committee pre- 
pare an identifying label similar to the delcomania 


of the National Stationery & Office Equipment Associa- ~ 


tion so that it could be posted on store windows or 
used on stationery or trucks. A general program com- 
mittee could get civic leaders to address them on sub- 
jects relating to local business conditions, training 
of help to sell merchandising, servicing, and so on. 


Offers Organization Helps 


He also recommended that a paid secretary be em- 
ployed, but it was pointed out by his listeners that 
many of these duties are being carried out efficiently 
by the Puerto Rican Chamber of Commerce which is 
especially geared for this purpose. 

Mr. Burger also distributed the by-laws of NSOEA 
which could serve as a guide and also gave out several 
official pamphlets prepared by that association. 

He also mentioned that at his Bronx, N. Y., plant, 


Co.; Jose Taboas, local agent for Art Steel = 


Standing: Pablo Melendez, Real Hermanos, | 
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he has employed men and women from Puerto Rico ~ 


for more than 10 years, now has around 400, or 80% 
of his total labor force. Mr. Burger rates them equal 
in productivity and punctuality to other employees, 
although some take slightly longer in learning machine 
operations due to deficient English. 

At the close of his talk he answered several questions 
from the floor on industry topics and led an informal 
open forum discussion.—AK 





Progress Made on NSOEA Convention 


Paul E. Burbank, general manager of NSOEA, re- 
ports progress made in planning for the annual con- 
vention to be held at the Conrad Hilton Hotel, Chicago, 
September 26-September 30. 

It is suggested that those wishing hotel reservations 


sm 


write immediately to the Conrad Hilton, Michigan © 


Blvd., Chicago, telling three things: first, that you 
are a member of NSOEA; second, the kind of room 


desired; and, third, the day you will arrive for the 7 


convention. The hotel committee headed by Robert 
Cleary, Minnesota Mining & Manufacturing Company, 
and John Fellowes, Bankers Box Company, reports that 
in addition to the large number of rooms at the Conrad 
Hilton, there are accommodations available at the 
Palmer House, Congress, Bismarck, LaSalle and Knick- 
erbocker Hotels. 

The exhibits will open at 1 p.m. Saturday, September 
26, and will also be open at 1 p.m. Sunday, September 
27, as well as during certain hours on Monday, Tuesday 
and Wednesday, September 28, 29 and 30. 

Business sessions will start on Monday, September 
28, and continue through Tuesday and Wednesday, 


culminating with the gala banquet on Wednesday 7 


evening. 
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— 3 os “The completeness of the Columbia line is 
another factor important to us as dealers, 
since it enables us to give maximum service to 
our customers. 
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Brand Names that Build Business: 
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WOFI Re-elects Officers 


The Wood Office Furniture Institute held a general 
membership meeting at the Mayflower Hotel, Washing- 
ton, D. C., on February 12, 13 and 14. The general 
membership sessions were preceded by a meeting of 
the Institute’s advertising and promotional committee 
on February 10 and an executive committee meeting 
on February 11. 

All officers and executive committee members were 
re-elected for a second term. These are: president, 
W. T. Powell, Myrtle Desk Company; vice-president, 
Sterling Lord, The Leopold Company; treasurer, 
Raphael Blessinger, Jasper Desk Company. Other ex- 
ecutive committee members re-elected are A. F. Krieg, 


W. T. Powell 





Jasper Seating Company; J. K. Boling, High Point 
Bending & Chair Company; and R. E. Sturm, Jasper 
Office Furniture Company. 

The Institute membership gave final approval to the 
new dealer merchandising program to be known as the 
certified office planning service. This program neces- 
sitated a budget of more than double that of any 
previous year and considerable enthusiasm was dem- 
onstrated for this activity. 

The certified finishes program was revamped to in- 
clude two additional finishes, light walnut and gray 
walnut. Renewed efforts were pledged to secure better 
adherence to institute certified finishes throughout 
the industry. 

In addition to the various committee reports, a num- 
ber of outside speakers were heard. John Gray, execu- 
tive director of NOFA, spoke on dealer problems. Ray 
Ehrlich, Institute government consultant, gave a re- 
port on the Washington situation. Norman Ginsburg, 
Joseph Ginsburg, Inc., Chicago, and Harry Hofherr, 
Kendrick Furniture Company, Chicago, furnished sug- 


gestions for improving office furniture shipping 
service. 
Kenneth Ripnen, Institute layout consultant, spoke 


on the space planning aspects of the C.O.P.S. program. 
Faber Birren, Institute color consultant, presented a 
report on his work in co-ordinating the colors to be 
used in the C.O.P:S. plan. 

A reception and banquet were held on the evening 
of February 13. 





OED of New York Holds 
Upholstered Furniture Night 


More than 100 members and guests attended the 
regular monthly meeting of the Office Equipment 
Dealers of New York on Monday evening, February 2, 
in the Baroque Room of the Brass Rail Restaurant, 
New York, N. Y. President Dan Waldner, D. Waldner 
Company, Mineola, Long Island, N. Y., presided. 

President Waldner expressed his pleasure at seeing 
such a large attendance. In announcing that the 
evening was designated as “Upholstered Furniture 
Night,” he welcomed members of the upholstered fur- 
niture division and thanked them for preparing the 
demonstration to follow. 

Declaring that the National Office Furniture Asso- 
ciation is growing rapidly in membership and prestige, 
he reminded his listeners that the New York OED 
fathered the idea of NOFA. Since the child has out- 
grown the parent, it seems well that they join them 


84 


in name as well as spirit. Pointing out that most of the 
NOFA office equipment chapters have changed their 





28 mata A 


names, he announced that the OED executive com- 


mittee and board of directors have ratified the change 
of name to New York Chapter of the National Office 
Furniture Association. The proposed new name was 


Upholstery Demonstration Top: Ralph Gottlieb ex- 
plains while Nicholas Tamagna demonstrates the technique of 
upholstering. Center: Putting the finishing touches on the seat 
cushion. Bottom: A cut-away view of a partly upholstered club 
chair is explained in detail. 
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then placed before the members and promptly adopted. 

The next order of business was the election of the 
second vice-president. Robert B. Gibby, Desks, Inc., 
New York, N. Y., was nominated and duly elected. 
Jack Schwander, also of Desks, Inc., was made a 
member of the board of directors. 

President Maldner expressed the regrets of the asso- 
ciation to the Itkin Brothers family at the recent loss 
of their mother and read a letter of thanks for the 
floral piece sent by the association. He was followed 
by Moe Turman, Metwood Office Equipment Corpora- 
tion, New York, N. Y., who eloquently expressed re- 
grets at the recent death of R. B. Booth, The Leopold 
Company, who for many years represented his com- 
pany in the New York metropolitan district. 

John R. Gray, NOFA executive director, spoke briefly 
of the coming NOFA convention and exhibition and 
gave an outline of the program prepared. Declaring 
it will really be an excellent show this year, he re- 
vealed that of the 170 booths provided, only three 
and one half were still available. He urged those 
present to make early reservations and cards were 
provided for the convenience of those who had not 
already done so. 

Activities Chairman Seymour L. Nathan, Charles S. 
Nathan Inc., New York, N. Y., introduced Harvey 
Bright, Bright Chair Company, chairman of the Up- 
holstered Furniture Group, who outlined the evening’s 
educational program entitled “Upholstered Furniture 
Manufacturers Night.” The demonstration showed 
dealers and their salesmen the method of construction 
and materials that goes into upholstered chairs. 


Conduct Demonstration 


Ralph Gottlieb and Nicholas Tamagna of the Prince- 
ton Upholstery Company, Inc., conducted the demon- 
stration. A miniature upholstery shop was set up at 
one end of the room with a chair frame mounted on 
wooden work horses for the demonstration. The up- 
holstery work was done in a rapid and efficient manner 
by Mr. Tamagna, who is a master craftsman in his 
own right. 

Ralph Gottlieb, acting as lecturer, explained each 
stage of the operation as it progressed from tacking 
on webbing, tying springs, tacking burlap over springs, 
sewing burlap to springs to prevent shifting, tacking 
finger roll around edges for round firmness, inserting 
hair filling, tufting hair by stitching to burlap, muslin 
covering and finally tacking on leather outer cover. 

In conclusion, the construction of a club chair also 
was shown and explained in some detail. After the 
demonstration, a question and answer period. 

The program was sponsored by the following firms: 

Blanchard Bro. and Lane, F. Bloempot Company, 
Bright Chair Company, Congress Chair Company, 
Gregson Manufacturing Company, W. H. Gunlocke 
Chair Company, Harter Chair Company, Hamilton 
Manufacturing Company, The Lackawanna Leather 
Company, B. L. Marble Chair Company, and Milwaukee 
Chair Company. 

Additional sponsors included Murphy Chair Com- 
pany, Princeton Upholstery Co., Inc., Rialto Furniture 
Corporation, Riteform Chair Company, Frank Scerbo 
& Sons, Shepherd Chair Company, Sturgis Posture 
Chair Company and Taylor Chair Company. 





NOFA Area Conferences Held in East 


Two NOFA area conferences were held during March 
in the East. The first was on March 2, the annual 
eastern Pennsylvania session at the Brunswick Hotel, 
Lancaster, Pa. The other was scheduled for March 20, 
a western Pennsylvania meeting in the William Penn 
Hotel, Pittsburgh, Pa. 

Speakers for each of the meetings were V. L. Cald- 
well, NOFA president; Anne Saum, business consultant, 
John R. Gray, NOFA executive director, and K. Jones, 
sales training executive. 
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N. Y. Office Machine 
Dealers "Talk Shop” 


The regular monthly meeting of the Office Machine © 
Dealers Association of New York, Inc., was held on 
Tuesday evening, February 10, in the Greely Room of 
the Governor Clinton Hotel. President David C. Silvers, 
American Business Machines, Inc., New York, N. Y,, 
presided. 

President Silvers called for committee reports and 
first to respond was chairman of the membership | 
committee, Edward Moore, Longacre Business Machine 
Company, New York, N. Y. He reported progress and 
announced that of the nine new members who had 
joined the association recently three are from Syra- 
cuse, N. Y. He stressed the fact that although they 
might not attend many meetings, they regarded the 
value of the services offered to members of both the 
national and local associations highly enough to want 
to participate. 


Hear Treasurer's Report 


Treasurer Samuel Stein, Quality Office Equipment 
Corporation, New York, N. Y., reported the treasury 
in good shape with a substantial amount on hand. 
I. Meizner, Mercury Business Machine Company, Inc., 
New York, N. Y., reported that revised copies of the 
association’s by-laws had been sent to members and 
offered to supply copies to those who did not receive 
theirs. 

President Silvers then called upon Executive Secre- 
tary David Port, who announced his resignation due 
to lack of time to devote to the work. He declared 
he has enjoyed serving during his term of office and 
thanked all for their helpful co-operation. His suc- 
cessor, Lemuel Bannister, Jr., Bannister Stitt Holloway 
& Krause, Attorneys, New York, N. Y., was then in- 
troduced and placed in nomination for the post and 
duly elected. 

Irving R. Ritchie, Typewriter Distributors, Inc., then 
gave a brief account of the activities of the National 
Office Machine Dealers Association. He stressed the 
fact that because of those activities which include the 
insurance and installment plans and numerous other 
benefits many new members have joined the NOMDA 
and new local associations are springing up through- 
out the country. In conclusion, he remarked that a 
“terrific” program has been prepared for the coming 
NOMDA convention to be held June 18-20 in the Am- 
bassador Hotel, Atlantic City, N. J., and urged all to 
attend. 


Tells of Veterans’ Training 


Further business was dispensed with and the first 
speaker of the evening was introduced by President 
Silvers. He was A. P. Henry, senior teacher, Manhattan 
Trades Center, Board of Education of the City of New 
York, who spoke on the subject of “Trade Training 
for Veterans” in connection with the Veterans and 
Reconversion training programs. Declaring that if 
given the opportunity by their employer, veterans will 
in two or three years time become proficient mechan- 
ics, he went on to tell in some detail of the progress 
made by the school in training veterans and disabled 
veterans. 

With the object in mind to furnish a steady supply 
of trained mechanics each year, the training program © 
for typewriter and office machines was started in 1948. 
Since then, some 250 selected men have been trained, 
of which about 150 have been absorbed by the industry 
and are doing a good job. Many of these men have 
been placed with large manufacturers although there 
are numerous opportunities with dealers. In fact, Mr. 
Henry remarked that efforts were made to encourage 
men to join smaller firms where chances might be 
better for recognition and more rapid advancement. 

At this point, he urged dealers to spread the word 
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Cfandard Aluminum Cheet Holders 


- 


Boorum & Pease Standard Aluminum 
Sheet Holders are specifically designed 
to take the beating that Gas, Electric and Water Company meter 


men give their checking books. That means they’re 
tough enough for any job. They grip sheets like 
a bulldog. No rings needed. 







tIP-LOCK’” — illustrated, hinged cover, spring-type device— 4” capacity. 
\-OPEN’” —hinged cover that stays open if desired — 2” capacity. 


Both are made of heavy-gauge finished 
aluminum with rugged spring mechanism. 
Stock and display these sheet holders. 
Contact your B& P Representative. 





Product 
BROOKLYN L NY 


GENERAL OFFICES: 84 Hudson Ave., Brooklyn 1, N. Y. 
Boston 10: 80 Summer Street « St. Louis 2: 115 So. 8th Street + Chicago 7: 310 W. Polk Street 
SALESROOMS: 349 Broadway, New York 13 « 1519 Merchandise Mart Plaza, Chicago 54 
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around of those advantages, to seek out and recom- 
mend veterans to take the training course and make 
it their career rather than try for jobs in more crowded 
industries. The training course consists of the follow- 
ing for men who are selected: machine and hand tool 
operation, typewriter cleaning and adjusting, dis- 
assembling and reassembling, final inspection and 
testing, mathematics, shop information, servicing and 
business methods. Work is actually done on various 
standard business machines to prepare men for the 
job, and employer relationship and personnel contact 
are included in the course. 

Qualifications for applicants are a high school edu- 
cation or its equivalent, together with mechanical 
inclination to a fairly accurate degree. In conclusion, 
he extended an invitation to dealers to visit the school 
and see the training program in operation. 


Rem-Rand Speaker Heard 


The next speaker was B. Rieser, Remington Rand 
Inc., who told in some detail of the dealer sales training 
program now in operation, with the first session being 
held on Wednesday, February 25, in the Hotel Shel- 
burne, New York, N. Y. 

The present schedule calls for other sessions to be 
held February 26 and 27, March 2 and 3. All sessions 
will begin promptly at 3:30 p.m. and run until 8:30 
P.M. with dinner being served at 6:00 p.m. The first ses- 
sion was to be attended by 49 members of the Long 
Island Office Machine Dealers Association. He ex- 
tended a hearty invitation to dealer members, their 
salesmen and service men to attend whichever session 
was most convenient for them. 

Enrollment forms were then passed out to all present, 
many of which were filled out and returned to Mr. 
Rieser and Phil W. Kurz, so that accommodations 
could be provided. 

Norman Karasick, president of Swift Business Ma- 
chines Corporation, the next speaker, was introduced 
by Milton Aronson, A. & B. Typewriter Company, 
Metropolitan New York City distributors for the Swift 
Adding Machine. In a highly interesting and educa- 
tional technical talk Mr. Karasick demonstrated two 
Swift adding machines, the Model C and the new 
Model E. Both machines were dismantled to demon- 
strate the unit assembly system whereby all parts can 
be easily assembled or can be removed in a matter 
of minutes. 

Tells of Improvements 


Emphasis was made on the new Model E machine 
and its numerous improvements for smooth, rapid 
operation. He called attention to its riveted frame for 
strength, its light weight for portability, few number 
of working parts and simplicity of operation. 

With the use of a large blackboard, so all could see, 
Mr. Karasick sketched each moving part and explained 
its function and operation. He called attention in 
turn to the new spring tension arrangement which 
permits light handle pull, the new governor and its 
advantages and the new single cast steel accumulators 
and other new parts. In conclusion, he announced the 
recent creation of an all-around service and distribu- 
tion agency in New York City for the convenience of 
dealers in the Metropolitan New York City area. 





Form New NOFA Chapter in Michigan 


The Wednesday Club NOFA Chapter of Detroit, form- 
erly known as the Wednesday Club, held its first meet- 
ing on March 4 at the Belicraft Hotel, Detroit. Former 
NOFA President Harry Hoffherr, now representing the 
board of directors, addressed the new chapter. Appli- 
cation for the charter was formally approved by the 
NOFA board of directors. 

Arthur C. Repke, A. C. Repke & Company, Detroit, 
was installed as president, and Vernon Beitel, Miles- 
Fox Company, Detroit, was named secretary. 





Chicago Stationers Elect Officers 


At the monthly meeting of the Stationers Club 
of Chicago, held in the Merchants & Manufacturers 
Club restaurant, on Monday evening, February 16, 
the following officers were elected: 

Phillip H. Sol, Sol Office Supply Company, president; 
Monroe Ioas, Monroe Office Supply Company, vice- 
president; Jerry Berk, Berk Office Supply Company, 
secretary; Sid Allen, Chicago Stationers, Inc., treas- 
urer. 

A special guest was Jess Peck, Springfield Sta- 
tionery Company, Springfield, Ill., governor of NSOEA 





New Officers . . . Heading the Chicago Stationers club are 
(left to right) Monroe Ioas, vice-president; Gerald Berk, secretary; 
Phillip H. Sol, president, and Sid Allen, treasurer. 


District No. 6, who spoke enthusiastically and in- 
formatively about the Sixth District meeting scheduled 
for Springfield on March 25, 26 and 27. Mr. Peck was 
particularly pleased to announce that Paul Harvey, 
news commentator, had been signed up as speaker at 
the annual banquet. 

After a clear exposition of the NSOEA Insurance 
Program by Monroe Ioas, the group discussed the 
pros and cons of participation. Approval was unani- 
mous, although some could not share in the program 
because of other insurance plans currently in effect. 





Stationers Hear Burbank 


Some 60 members and guests attended the regular 
monthly meeting of the Philadelphia Stationers Asso- 
ciation held Thursday evening, February 19, in the 
Matthew Simpson Hall, Robert Morris Hotel, Phila- 
delphia. President Charles A. Newcomet, The C. F. 
Heller Bindery, Reading, Pa., presided. 

President Newcomet introduced the following guests: 
Paul F. Steever, Office Equipment Company, Harris- 
burg, Pa.; Jack Marx, Marx Stationery & Printing Com- 
pany, Philadelphia, Pa.; Joseph W. McCormack and 
Al Paris, both of the Stationers Guild of America; 
R. L. Johnson, The Warshaw Mfg. Co.; John F. Em- 
hardt and James Pierson, both of the Columbia Steel 
Equipment Co.; John L. Gallup, OFFicE APPLIANCES; 
George Chiartas, A. W. Faber-Castell Pencil Co.; and 
Allen E. Stecher Jr., Eureka Specialty Printing Co. 

Others were B. Dieckhaus, Dieckhaus Stationers Inc., 
Philadelphia, Pa.; L. R. Addington, Art Metal Con- 
struction Co.; D. M. Feldman, D. M. Fieldman, Inc., 
Norristown, Pa.; H. M. Shaaber, Business Equipment 
& Supply Co., Reading, Pa.; Arthur E. Shearman, 
Boorum & Pease Co.; Vern Multer, Shanahan & Co., 
Philadelphia, Pa., and J. A. Dickman, Eastern Tablet 
Corporation. 

Treasurer Jack Pinkerton, Hoskins Company of Phil- 
adelphia, announced that the treasury was in good 
shape with a substantial amount on hand. Chair- 
man of the program committee, Charles W. Lukens, 
Yeo & Lukens Co., Philadelphia, announced that the 
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Mrs. M. T. Meals Heads Taylor Chair 


Mrs. Moselle Taylor Meals is the new president of 
The Taylor Chair Company, according to an announce- 
ment made by the firm’s board of directors. She suc- 
ceeds her father, the late Joseph F. Taylor, who served 
as president for 30 years until his death last Novem- 
ber 30. 

Mrs. Meals moves into her new post from the position 
of vice-president in charge of sales and design ac- 
tivities. In earlier experience, she managed the contract 
division, and also served as close personal secretary 
to her father. As president she will continue to direct 


Moselle Taylor Meals 





personal effort toward bringing out new, pace-setting 
designs in chairs to satisfy today’s trends in office fur- 
niture. 

“Right now, we have several distinctly fresh, new 
numbers on our boards ready for pilot production,” 
commented Mrs. Meals. “We'll have them finished 
for premier showing at the NOFA Convention in Cleve- 
land to be held in April.” 

In addition to Mrs. Meals, The Taylor Chair Com- 
pany executive staff is comprised of John A. Hunter, 
vice-president and treasurer; W. Dean Hopkins, secre- 
tary; Robert M. Crippen, sales manager; Milton L. 
Tinsley, superintendent; and H. N. McLellan, cost and 
efficiency manager. 





Monroe Names Kyle Sales Manager 

Thomas R. Kyle has been appointed domestic sales 
manager of the Monroe Calculating Machine Company, 
Inc., it has been announced by W. G. Zaenglein, the 
company president. He will have his headquarters at 
Monroe’s general offices in Orange, N. J. 

Mr. Kyle who has been division sales manager at San 
Antonio, Tex., has been connected with the Monroe 
Company 24 years. He started as manager of the Ne- 


Thomas R. Kyle 





wark, N. J., branch in June, 1928. Six months later he 
was appointed assistant division manager and the 
following year became manager of the southern divi- 
sion with headquarters first in Atlanta and then in 
New Orleans. He later went to San Antonio as western 
division manager. 

As head of the company’s largest sales division he 
trained salesmen and branch managers and built up 
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an organization which led the country in sales pro- 
duction in many company competitions. He won his 
life membership in the High Point Club, Monroe’s hon- 
orary sales group, by making division sales quota for 
10 consecutive years, and he has since made the club 
six times. 





Underwood Appoints Branch Managers 

J. D. Donovan, general sales manager of Underwood 
Corporation, recently announced the appointment of 
four branch managers. 

S. F. Pierce, new manager of the New Haven, Conn., 
branch, joined the company in 1949 as a salesman in 
Hartford. He is a graduate of Deerfield Academy, 
Deerfield, Mass., and Harvard College. From his head- 
quarters at 286 York St., New Haven, Mr. Pierce will 
direct the sales and service activities of the typewriter, 
adding machine, accounting machine and supply divi- 
sion in the New Haven area. 

Andrew J. Moynihan, Jr., manager of the Boston 
branch, began as a salesman in 1941. In 1946 he became 
branch manager at Syracuse, N. Y., and in 1949 was 
moved to the Albany, N. Y., office in the same capacity. 





S. F. Pierce A. J. Moynihan 





Cc. T. Bree R. H. Lamb 


He is a graduate of Niagara University. His heaa- 
quarters are at 211 Congress St., Boston. From there 
he will direct the sales and service activities of Under- 
wood machines in Massachusetts, Maine, New Hamp- 
shire and Vermont. 

Charles T. Bree, Bridgeport, Conn., branch manager, 
is a graduate and member of the board of governors 
of Providence College, Providence, R. I. After joining 
the firm in 1945 he became a branch manager in 1949. 
Mr. Bree’s headquarters are at 903 Broad St., Bridge- 
port. 

Richard H. Lamb, manager of the Providence branch, 
joined Underwood in 1934 as a salesman. He was pro- 
moted to Bridgeport branch manager in 1945. From 
his headquarters at 242-246 Broad St., he will direct 
the sales and service activities of the typewriter, adding 
machine, accounting machine and supply division in 
the Providence area. 
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Top: Exterior of the new 
Hutch-Line truck. Center: Impressively efficient stock display next 
to the driver's seat. Bottom: Interior view of the truck showing 
the compact shelf arrangement. 


Kansas’ Store-on-Wheels ._. 


Hutch-Line Experiments with Mobile Store 


Since 1936 when a salesman first visited small town 
high schools in a trailer outfitted with duplicators 
and supplies, executives of Hutch-Line, Inc., Hutch- 
inson, Kans., have favored the idea of carrying the 
store to the customer. 

Today, a new modern truck covers a radius of 
150 miles. No longer equipped with machines it now 
carries a week’s supply of over 400 items in the sta- 
tionery line. When the truck was loaded for the first 
time only the most popular standard items were put 
in but the amazing capacity of the truck left room 
for many more supplies. Many of the items had never 
been sold by road men before. When something is re- 
quested that is either out of stock or has never been 
carried, the salesman keeps a record to see if the 
item should be emphasized. 

Photographs of complete installations are hung in 
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First Hutch-Line Trailer . . . Beloit (Kans.) High School 
graduating class of 1936 poses in front of the trailer where they 
watched duplicators being demonstrated. 


all the interior’s free space so that customers can 
get a good idea of the service and furniture available 
at Hutch-Line’s store. 

If the truck proves to be successful the firm plans 
to add six more stores-on-wheels and to expand the 
territory. At the present time the road salesman 
still calls on the schools although it is now primarily 
for building good-will. “Red” Woleben, selling from 
the truck, reports that he has increased orders per 
call from 25% to around 90%. The monthly volume 
may go up 40 or 50%. 

The company is proud of its new experiment and 
welcomes inquiries from other dealers. 





Vail Manufacturing Company Acquires 
E. H. Hotchkiss Company, Norfolk, Conn. 


An announcement was made March 1 by the Vail 
Manufacturing Company, 900 E. 95th St., Chicago, Il., 
that “we have acquired the well-known E. H. Hotch- 
kiss Company of Norfolk, Conn., pioneers in the de- 
velopment of stapling machines and covered wire 
staples.” 

Explaining the purchase, the Vail statement said, 
“The attention required by other growing industrial 
activities not associated with the staple industry moti- 
vated the Hotchkiss management in their decision to 
sell. From our standpoint, the service potential rep- 
resented by the Hotchkiss line of first class office and 
industrial machines and staples, supplemented by the 
time honored and world renowned name of Hotchkiss, 
constituted an irresistible opportunity.” 

The Hotchkiss Company will continue to operate as 
a separate unit as a subsidiary of Vail Manufacturing 
Company. All machinery, equipment and stock has 
been removed to Chicago and service hereafter will be 
rendered from Chicago. All correspondence in the 
future will be directed to E. H. Hotchkiss Company, 
900 E. 95th St., Chicago 19, Ill. 

“Transfer has been smoothly effected and there will 
be no delay in the extension of service to the trade 
with respect to any item in the Hotchkiss line,” states 
Vail Manufacturing Company. 





Woodruff Manages International Division 


Craig Woodruff has been named manager of the 
newly-formed Smith-Corona international division, ac- 
cording to an announcement from E. L. Smith, presi- 
dent of L. C. Smith & Corona Typewriters Inc. The 
international division, which replaces the foreign sales 
department, is responsible for the activities of sub- 
sidiaries outside the continental limits of the United 
States, as well as for export sales. 

Mr. Woodruff, formerly associated with W. R. Grace 
& Company, and the Grace Line, in Panama and Peru, 
joined the Smith-Corona organization in 1944, and 
has been engaged in the company’s foreign operations 
since January, 1945. He is a former president of the 
Foreign Trade Club of Syracuse, N. Y. 
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WELCOMES YOU AGAIN! 


« A GREAT NAME IN BUDGET STEEL 


N BUDGET STEEL AT NAME IN BUDGET 























HASKELL «© A J GET STEEL HA 








APR IL NAME IN BUDGET STEEL HASKELL + A GREAT NA 
26°: 29 | . 
ee 


PUBLIC HASKELL AT NAME IN GREET YOU 
AUDITORIUM 


CLEVELAND, BUDGET 9 HASKELL « A GREA * Bud Haskell 
OHIO °Ed Haskell 


SPACE me Alan OE ela dal, 
HASKELL « A GREAT NAME IN BUDGET STEEL HA 


* Henry Deutsch 


126-127 SI — 


Dave Kohansky 


COMPLETE LINE | * Sid Lichtenstein 
: wie * Bill Thomas 
ON DISPLAY pe * Howard Marks 


HASKELL o> T NAME IN BUDGET STEEL HA oe ile 
e STEEL DESKS rank Neville 


* Hugh A. Steger 
e STEEL TABLES * John D. Stewart 


© STEEL ACCESSORIES EAT NAME IN BUDGET STEEL HASKELL « A GREAT 
































i 


HASKELL 


a 
A PITTSBURGH 


— oe ao a. 


SS 7 — . lle J 


303 E. CARSON STREET, PITTSBURGH 19, PENNSYLVANIA 


OFFICE APPLIANCES, April, 1953 93 








SLITS SSO RRA SRC eeepee 


8 a aA Jat ae 














bith Diels 


90x 





At Grand Opening .. . Top: Mem- 
bers of the staff at Marsh Office Supply, 
Inc., Ypsilanti, Mich., pause on the first 
floor before opening the new store to visit- 
ors. Bottom: Small section of the second 
floor furniture display. 


Marsh Takes Larger Quarters 


Not many office supply companies occupy three 
different locations in one year, but that is the story 
behind Marsh Office Supply, Inc., 22 North Wash- 
ington St., Ypsilanti, Mich. 

Starting in 1947 with a staff of three which included 
Thor Marsh, his brother Austin Marsh and Ida Smith, 
the organization occupied a small store in a mediocre 
side street location. Under the guidance and leader- 
ship of Thor Marsh, the firm’s continuous growth 
during the past five years was culminated recently by 
the grand opening of a modern new store in Ypsilanti’s 
finest business thoroughfare; the second location to 
be occupied in a period of four months and the third 
since the inception of the organization. 

Now boasting a staff of 14 people, Marsh Office 
Supply, Inc., offers its many customers of Washtenaw 
and Western Wayne Counties a completely equipped, 
pleasant-to-shop-in, centrally located store. 

The new store, 20 x 100 feet, utilizes a full basement 
and two floors to house its merchandising and service 
facilities as well as office furniture displays and gen- 
eral business offices. Ray J. Eichenlaub of Service 
Steel Products designed the store layout and the fix- 
tures. He supplied instructions for the move. 


Display Is Appealing 


The spacious first floor, newly decorated with cool 
green walls, features neat steel shelves as well as glass 
display cases and island-type floor fixtures to display 
the thousands of popular-demand traffic items. 
Typewriters and adding machines occupy a prominent 
spot in attractive displays. The north wall of the store 
is devoted to convenient height, modern display racks 
for complete selection of greeting cards, novelty gifts 
and gift wrapping supplies. 

One of the most eye-appealing features on the first 
floor is a complete model office set up in front of 
what appears to be a huge picture window overlooking 
a greatly enlarged aerial photograph of the nearby 
Kaiser-Frazer Corporation and Willow Run airport. 

The rear 35 feet of the main floor are occupied by 


_convenient-height steel shelves for office forms, sta- 


tionery, pencils and other accessories. Strip fluorescent 
lighting throughout gives the entire floor a bright- 
as-day appearance regardless of the hour. 

A spacious display room for nationally famous lines 
of wood and steel desks, chairs and filing cabinets is 
located on the second floor. Huge floral pattern drapes, 
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green walls and several individual fluorescent fixtures 
make selection of office furniture a pleasant shopping 
experience in this room. 

A staff of three experienced service men maintains 
complete repair departments on the second floor. 
Typewriters, adding machines, bookkeeping machines, 
watches and fountain pens are serviced or recondi- 
tioned in these departments. 

The firm’s general business offices also are located 
on the second floor. Desks for the salesmen are con- 
veniently located at the head of the stairs with 
adjoining doors to the auditing and purchasing de- 
partments and executive offices. 

Warehousing problems have been solved in the new 
store by utilizing the full basement for storage. A 
freight elevator running from the basement to the 
second floor has simplified the handling of bulky 
equipment. 

2,800 Attend Opening 


Over 2800 persons voiced their approval of the new 
March Office Supply store during the two-day grand 
opening celebration January 30 and 31. Accurate 
count of the visitors during the event was kept by the 
number of Wallace pencils given to each guest by 
Richard Steding of the Wallace Pencil Company, one 
of the many manufacturers’ representatives on hand 
to assist during the opening. Others who donned 
boutonaires and assisted in greeting guests were: 
John Hegarty, Boorum & Pease Company; Ben Beeler, 
Associated Stationers Supply Company, Inc.; Walter 
DeGroft, Sanford Ink Company; John Clark and R. L. 
Thackery, Art Metal Construction Company; Hugh 
Vail, Parker Pen Company; William Modrack, Jack 
Hoskin and Ernie Glassford, Underwood Corporation; 
Jack Galdoni, Columbia Carbon and Ribbon Company; 
and Milton Schuster, Smead Manufacturing Company. 

Grand opening visitors each received flowers and 
souvenirs. To promote the affair, a full-page adver- 
tisement was inserted in the Ypsilanti Daily Press. 
The ad featured pictures of every member of the staff, 
pictures of all departments and an invitation by Mr. 
Marsh to inspect the new facilities. A front-page 
newspaper story gave the details of the firm’s accom- 
plishments and opening plans as well. 





Rochester Firm Changes Address 


Demac Typewriters, Rochester, N. Y., office appliance 
store owned by Harry DeYoung, has moved from 44 
South Ave. to the Seneca Arcade, Clinton Ave., South. 
—RCS 
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Sell this Definite-Length Dispenser and 
12 rolls of “Scotch” Cellophane Tape... 


HERE’S THE REPEAT OFFER you asked for... an- 
other chance to sell a sure-fire deal—and also put 
yourself in line for big tape volume in the future! 
This time you have two “‘extras’’ to help you sell: 
(1) These are new, improved models of the famous 
“Scotch”’ Brand Definite-Length Dispenser. More 
stable, easier to operate. (2) The tape is New For- 


TO CASH IN WITH 
2-FOR-1 OFFER! 





And throw in another Definite-Length 
Dispenser at no cost to you! 


mula “Scotch” Cellophane Tape—sticks 6 times 
tighter than ever before! 

This deal sells itself to every retail outlet, every 
office, every industrial account you have. They all 
like the way these new dispensers prevent tape 
waste, speed up sealing, labeling and packaging 
operations. 


SEE YOUR “Scotch” Cellophane Tape salesman for your stock of these Deal “DS” 
combinations... or write us direct: Dept. OA-43, 3M Company, St. Paul 6, Minn. 







BUILDS YOUR 
TAPE VOLUME! 





‘°  Neufermula! Sticks 6 tines tighter! ” 







GET GOING! OFFER 
EXPIRES MAY 31! 


SCOTCH cellophane Tape 





The term "Scotch" and the plaid design are registered trademarks for the more than 200 preasure-sensitive adhesive tapes made in USA. by 
Minnesota Mining & Mfg. Co., St. Paul 6, Minn.—also makers of “Scotch” Sound Recording —_ “Underseal” Rubberized Coating, “Scotch- 
ae! Reflective Sheeting, “Safety-Walk” Non-slip Surfacing, "3M" Abrasives, "3M" Adhesives. General Export: 122 E. 42nd St., New York 17, 
N. Y. In Canada: London, Ont., Can. 
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Guild Galleries at Morgan's . . . Top and bottom: two of 
the many new model offices opened at the Harry L. Morgan 
Company, Columbus, Ohio. Center: One of two floors devoted to 
the display of many pieces of office furniture for every need. 


Open Furniture Department on Anniversary 


The Harry L. Morgan Company, Columbus, Ohio, 
recently celebrated its 37th anniversary by opening 
a new furniture department. An open house was held 
on February 4 and 5 to introduce the new Executive 
Furniture Guild galleries on the second floor of the 
firm’s main display room. 

In decorating the model offices, James T. Morgan, 
president and son of the founder Harry L. Morgan, 
worked closely with the Executive Furniture Guild 
Association of Grand Rapids, Mich. George Reinoehl, 
design co-ordinator for the association, was on hand 
to give free consultation to the firm’s visitors. Mr. 
Reinoehl is recognized as one of the nation’s out- 
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standing authorities on office design and furniture. 
Among the manufacturers whose lines are carried 
by Morgan are: Stow & Davis Furniture Company, 
Yawman and Erbe Manufacturing Company, Jasper 
Office Furniture Company, Central Desk Company, 
Nieman, Inc., DoMore Chair Company, Jasper Chair 
Company and All Steel Equipment Company. 





Clary Names Branch Managers 


Appointment of new branch managers for the Clary 
Multiplier Corporation at Philadelphia, Newark, N. J., 
and Columbus, Ohio, has been announced by Hugh 
L. Clary, president of the adding machine and cash 
register company. The assignments are as follows: 

William Lamb becomes Philadelphia branch man- 
ager, transferring from Newark where he headed the 
branch for three years. 

James B. Collins takes over the Newark post vacated 
by Mr. Lamb. For the past two years he has been 
national accounts supervisor and assistant to Frank 
Randall, Clary eastern regional manager at Linden, 
N. J. Previously he was dealer district manager and 
branch retail salesman. 

George Reight is the new Columbus branch manager. 
He has been field training specialist on the East Coast 
and previously was government sales and national 
accounts representative for Clary. 

Moving into the vacancy left by Mr. Reight’s pro- 
motion is William Wooton, who becomes training spe- 
cialist on the East Coast. 





Steel Furniture Changes Trade Name 


After 27 years, the Steel Furniture Manufacturing 
Company of Baldwin Park, Calif., will switch to a new 
trade name for the complete line of filing cabinets. 
Donald Epstein, company sales manager, announced 








PERRET AER st 


see 


that the name “Fortress” would hereafter identify the | 


company’s product. A new trade-mark is being designed 
which will bear the “Fortress” label. 

At the same time, it was also announced that an 
advertising and merchandising program would soon be 
launched through trade and business channels to 
create sales acceptance of the complete line. Theme for 
the new sales campaign will be “File It In A Fortress.” 

Mr. Epstein stated that the Steel Furniture Manu- 
facturing Company will soon introduce a complete line 
of office desks and equipment to supplement their filing 
cabinets. The new items also will carry the “Fortress” 
label. 





Hallman’‘s Office Supply Opens in Texas 


REPORTED BY ART CARROW 


The Hallman’s Office Supply was recently opened | 


at 207 E. Hendersen St., in Cleburne, Tex., by W. P. 


Hallman, who was connected for six years with Na- 


tional Cash Register Company. 

Realizing the need of a progressive office supply 
furniture and equipment store in the fast-growing 
community around Cleburne, Mr. Hallman decided to 
open the new store. He is very happy with the results. 

The store proper measures 30 feet by 60 feet and 
has a large storeroom in the rear. Shelving covers both 
sides from front to rear. Furniture and office ma- 
chines are displayed through the center of the store. 

Hallman’s Office Supply is air-conditioned. Well- 
placed fluorescent lighting aids in the showing of 
merchandise. 





Wallis Takes Over New Duties 


William Wallis, display advertising manager for the 
San Antonio store of Maverick-Clarke, has been as- 
signed to new duties, including display advertising, 
customer aids and novelty promotions for the entire 
Maverick-Clarke group of retail outlets —JHR 
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N! IW YOU can offer your customers mime new 

Stee/ Age removable tray files. This great, 
work-saving, money-saving portability feature, 
pioneered by Stee/ Age in the popular 20-tray 
tabulating card file, is now available in the nine 
new tabulating card, index card and check files 
listed above. The drawers glide open on ball 


bearing suspensions andthe trays lift out easily. 





3 Ta Care Fae 
*® 2-Tray 
* 10-Tray 


¥% 10-Tray (Toe Space) 
(And the 20-Tray, of course!) 


3 Card Index Files! 






*® 20-Tray 5x3 
*® 16-Tray 6x4 
*® 14-Tray 8x5 





3 Check Files! 


*® 16-Tray 
* 10-Tray 
*® 10-Tray (Toe Space) 


Send today for more information and literature on 
this fast-selling new family of quality-built Stee/ 
Age Removable Tray Files. 


* * * 


Don't forget to call on us at Booths 168 and 169, 
NOFA Convention, Municipal Auditorium, Cleveland, 
Ohio, April 26-29. 





CORRY-JAMESTOWN 
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New Home for Dayton Store .. . Top: Displays at the 
left side of Roth Office Equipment Co. are devoted to A. B. Dick 
products. Anna Dillhoff, office secretary, is shown operating a 
spirit duplicator. Bottom: On the staff at Roth are: Elwood Miller 
and David Clark, servicemen; Anna Dillhoff, Charles E. Knaul, 
manager; Melvin Bell and Daniel Lephart, both salesmen. 


Entrance to Roth’s New Store 
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Roth Opens New Store in Dayton 


Enlarged facilities for serving customers of A. B. 
Dick products have been achieved by the Roth Office 
Equipment Company, Dayton, Ohio, with the opening 
of a separate store for sales and service of these 
products at 140 East Third St., according to Chas. W. 
Roth. 

Occupying two floors, the new store has an area in 
excess of 3,000 square feet, the first floor being devoted 
to displays, office and supply room, and the second to 
a service department, paper stockroom, customer in- 
struction room and used equipment. 

The grand opening was held January 12 through 14, 
and featured special demonstrations of the new model 
220 spirit duplicator. Over 5,000 invitations were sent 
out to prospects and customers. Roth’s serve four 
counties for A. B. Dick products. 

Staff of the store includes Charles E. Knaul, man- 
ager, who has been with Roth’s since 1940; Melvin Bell 
and Daniel Lephart, salesmen; Elwood “Woody” Miller 
and David Clark, servicemen, and Anna Dillhoff, 
secretary. 





Lubbock Printing Company Expands 
REPORTED BY ART CARROW 


One of the oldest firms in Lubbock, Tex., the Lubbock 
Printing Company, continuously operated under one 
owner for 34 years, has acquired the remainder of 
the building for enlargement of the office supply, 
furniture and equipment departments at 1214 Ave. K. 

This firm has paralleled the city of Lubbock’s 
growth. Marvin B. Hilburn, Sr., built the present 





Store Enlarged ... Marvin B. Hilburn, Jr. is a partner with 
his father in the Lubbock Ptg. Co., the store front of which is pic- 
tured at the right. 


home of the business in 1926 and now has a partner 
in Marvin B. Hilburn, Jr., who joined his father in 
the operations of the concern on July 1, 1947. 

When the elder Hilburn “set up shop” in a wood 
building in the middle of Ave. J in 1919, Lubbock 
was a small town of 3,000 persons. In 1921, business 
was so good that he needed to expand and moved 
into a building in the 1100 block on Broadway. 

In 1926, he erected the present building which has 
a ground floor space of 50 x 100 feet. There, he leased 
one-half of the space until it was needed for the 
firm’s operations. A balcony 25 x 60 feet in size is 
used for stock and another balcony for furniture 
display. 

All shelving and fixtures are of Kerina wood with 
a natural finish and nine contrasting colors used 
throughout the store. A new plate glass front has 
been added. 

Employing 30 persons the firm is exclusive dealer 
for Art Metal, A. B. Dick, Underwood, Pierce Wire 
Recorder, Milwaukee Chair, Postindex and F. S. Web- 
ster products. 

Mr. Hilburn, Sr., is a charter member of both the 
American Legion Post and the Rotary Club. Marvin, 
Jr., attended Lubbock public schools, Kemper Military 
school in Booneville, Mo., and Texas University, where 
he graduated in journalism. He spent four years in 
the anti-aircraft artillery and retains a commission 
as captain. 
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FOR FASTER TURNOVER OF 
OFFICE FURNITURE 


—More Store Traffic—Increased Sale 
of ALL Office Equipment 


FEATURE 
UY sis 
is CHAIRS! 


MODEL 20-LA 
SIDE CHAIR 












— 





FULL PROFIT MARK-UP 


All Cosco chairs are designed 


by Seating Engineers .. . to 
reduce fatigue — increase 
efficiency. 


ter value than any 

1ir makes the Cosco 
confidence-build- 

nning sales leader 
for volume sales with full profit 


mark-up. As! y Cosco dealer! See COSCO at the 
Perse pntcondes Fo ag | NOFA CONVENTION EXHIBIT 









r competitive advantage... 
. ‘ Cleveland Public Auditorium 


‘t new customers... to win 
. APRIL 26-29 » SPACE 174-175-176 


| repeat sales. 











Thus... ling store traffic that 
reas f ALL office equip- I - 
7. 

, . ’ ALL-STEEL CONSTRUCTION—foom-rubber cushioned, saddie-shaped seat, 
are fully stocked to cash in on Cosco Ss tubulor steel legs—extended to prevent bock morring wall. Du Pont 
ertising and merchandising campaign. “Fabrilite” upholstery. Bonderized, boked-on enamel finishes in 4 colors. 

*$28.50 in Florida, Texas and 11 Western States (Zone 2) 





a a 





BETTER SEATING means BETTER WORK 













Model 15-F i Model 18-T and "i Model 19-F 
Secretarial Chair 18-S $14.45 
$29.95 ft General Office | ($15.00 in Zone 2) 
4 ($31.00 in Zone 2) Chairs s 
$42.50 
LU S44 @histe- ($44.00 in Zone 2) 
~) 
Oi tebb a; 

™= 


HAMILTON MANUFACTURING CORPORATION 


Columbus, Indiana 


NATIONALLY ADVERTISED 


Model 15-S e ; 
Secretarial i sanibedii Te y ne » 
$32.50 . : ~*~ 
($33.50 in Zone 2) Executive Q ($23.00 in Zone 2) 
$47.50 i. 
($49.50 in Zone 2) we 
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New Division of Remington Rand 
Headed by John E. Parker 


Engineering Research Associates of St. Paul, Minn., 
and Arlington, Va., one of the country’s largest makers 
of electronic computer equipment, which was acquired 
last year as a subsidiary of Remington Rand Inc., is 
now a division of that company. A special sales de- 
partment has been set up by Remington Rand Inc. to 
handle the increasing volume of sales of electronic 
computer equipment. 

The new department is headed by John E. Parker, 
former president of Engineering Research Associates. 
Mr. Parker has been appointed a vice-president of 
Remington Rand with headquarters in New York City. 

“The formation of this new department indicates 
the expanding development of electronic computers 
as a basic tool of business,” said A. R. Rumbles, execu- 
tive vice-president of the company. “Remington Rand’s 
coverage in the electronic field now extends over every 
type and range of equipment for digital electronic com- 
puting and data handling.” 

Mr. Parker organized Engineering Research Asso- 
ciates in 1946, bringing together some of the country’s 
foremost engineers and technicians in the field of elec- 
tronic data handling and high speed communications. 
Much of the work done by Mr. Parker’s organization 
has been for the United States Government and is of 
a highly confidential nature. 

Mr. Parker is a graduate of the United States Naval 
Academy and resides in Washington, D. C. Pior to the 
war he was engaged in the investment banking busi- 
ness for 16 years and is still a general partner of 
Auchincloss, Parker and Redpath of New York and 
Washington, D. C. 

Before organizing Engineering Research Associates 
he was president and chairman of the board of North- 
western Aeronautical Corporation of St. Paul. 

In addition to commercial sales of all electronic com- 
puting equipment, Mr. Parker will supervise sales en- 
gineering and applications research, of which Dr. 
H. F. Mitchell of the Eckert-Mauchly division will be 
director. 

Luther A. Haar, the Eckert-Mauchly division of Rem- 
ington Rand and James G. Miles, Engineering Research 
Associates, have been named as assistant sales man- 
agers of the new electronics department. 

Dr. Howard T. Engstrom, formerly of Yale University 
and William C. Norris, both former vice-presidents of 
Engineering Research Associates, will continue to di- 
rect operations of ERA at Washington and St. Paul, re- 
spectively, as assistant vice-presidents of Remington 
Rand. 

The Engineering Research Associates Division will 
continue its program of development and research in 
electronics which made the organization one of the 
biggest producers of large-scale digital computers in 
the country and a pioneer in the most important post- 
war development in the business machines industry. 





Penn Metal Appoints John H. Griffith 


Appointment of John H. Griffith as an eastern re- 
gional sales representative has been announced by F. E. 
Sagendorph III, vice-president, Penn Metal Corpora- 
tion of Pennsylvania, Philadelphia 48. 

Mr. Griffith will establish new dealerships for the 
complete line of Penco steel lockers, cabinets and 
shelving in southern New Jersey, eastern Pennsylvania, 
Delaware, Maryland and Virginia. 

A veteran of 27 years in steel equipment sales, he 
was once a regional and branch manager for Art Metal 
Construction Company, and recently executive vice- 
president of Arnot & Co., Baltimore and Arnot-James- 
town Corp., Jamestown, N. Y. Mr. Griffith’s office is 
located at 10 W. Susquehanna Ave., Balt. 4, Md. Among 
his many interests, he is also president of Continental 
Products Company, Towson, Md., and operates a dairy 
farm in Hyde, Md. 





Wilson’s Issues 50th Anniversary Booklet 


Wilson’s Book & Stationery Store, Paducah, Ky, | 
recently celebrated its 50th anniversary. To com- 
memorate the occasion, the firm issued an attractive 
book which described and pictured the store over the’ 
years. 

Planned as a small booklet of not more than 29 


pages it ended up being almost double that size. The? 
book opens with a picture of the founder, Don Elgin™ 
Wilson, Sr., who died in 1942. This is followed by/ 
“The Wilson Story ...50 Years in Paducah,” an in-7 


formative and interesting history of the firm. Of 
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Gold Lettering Announces 50th Anniversary 


unusual interest are pictures taken during the big 
flood of 1937. 

In addition to pictures of the store’s employees, the 
book contains a list of the manufacturers whose lines 
are carried by Wilson’s and several pages of ads. 

In celebration of the 50th year, the store renovated 
the second floor display rooms for exhibiting furniture 
by The General Fireproofing Company as well as 
system equipment by Diebold, Inc. The store also 
added over 1,000 square feet of floor area by taking 
over a building at 109 S. Third St., to be used for the 
receiving of freight and for storage. 

The anniversary book was given to all visitors to 
the new ‘second floor display rooms during a two-day 
opening. Another feature of the celebration was a 
two-day Baby Business Show held in November at 
which time the firm was visited by representatives from 
The General Fireproofing Company, Diebold, Inc., 
Acme Visible Records, Inc., National Blank Book Com- 
pany and Columbia Ribbon & Carbon Company. 





Marchant Opens New Niagara Office, 
Appoints Two Agency Managers 


Edgar B. Jessup, president, Marchant Calculators, 
Inc., announces the appointment of two new agency 
managers and the opening of a relocated and expanded 
office. 

The new office, at 1621 Pine Ave., Niagara Falls, was 
opened “to meet the growing demands of business and 
industry in the progressive Niagara Falls area,” accord- 
ing to Mr. Jessup. 

Kenneth L. Miner has been named to head the 
Macon, Ga., district office with Kelly E. Crabb con- 
tinuing as service manager. Offices are located at 237 
Broadway, Macon. 

F. Burnette Kelley has been appointed manager of 
the New Haven District office at 133 Orange Ave., and 
Robert H. Rivoir will continue to assist as service 
manager. 
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Burroughs Releases Machines to Dealers 

Burroughs Adding Machine Company has expanded 
its line of products available for sale through retail 
dealers to include the company’s popular two-total, 
itemizing cash registering machine Model 10 08 265 
and wide carriages for 11 models of adding machines, 
Willis E. Morgan, general sales manager, has an- 
nounced. 

In addition, Mr. Morgan said, a split-keyboard 
itemizing cash registering machine, Model 10 10 252, 
and wide cash drawers or optional arrangements of 
drawer tills for cash-registering machines, will also 
be immediately available through the Burroughs retail 
dealer organization. 

Robert J. Sanders, manager of the dealer sales de- 
partment, said release of these products to the field 
was prompted by dealer demand. “They will supple- 
ment the 15 models of adding and cash registering 
machines released for sale through dealers when we 
started our program last July,” according to Mr. 
Sanders. 





Ditto Names Sales Education Director 


Homer B. Smith has been appointed sales education 
director of Ditto, Inc. In this newly created position, 
he will be responsible for the preparation of sales 
educational material for the firm’s sales force, for 
Ditto dealers throughout the country and for the vast 
school field. 

Mr. Smith comes to Ditto with a seasoned back- 
ground in office management, school, and office equip- 
ment dealer problems. He spent several years teaching 


Homer B. Smith 





office practice and journalistic subjects in numerous 
schools throughout the state of Indiana, and served 
as an instructor in business education at Indiana Uni- 
versity previous to his entry into the industrial field. 

Before joining the organization, Mr. Smith held a 
similar title with the National Stationery & Office 
Equipment Association in Washington, D. C., where 
he developed their present sales training courses for 
office supply and equipment dealers throughout the 
country. 

The addition of Mr. Smith to the Ditto home office 
staff is another step in the company’s nation-wide 
expansion program in which they report they have 
already strengthened their distribution organization, 
and greatly expanded their customer service facilities. 





Catalog Proves a Sales Stimulator 

Hoelscher’s, Inc., office supplies and equipment 
dealers of Buffalo, N.Y., recentIy compiled an out- 
standing new catalog. A four-page index, solidly 
printed in small type, was required to classify the 
375 pages. Each item in the book is comprehensively 
described, even to the naming of the manufacturer, 
and the products are profusely illustrated. In addition 
to the bound book, Hoelscher’s also issued 1,000 copies 
in a seven-ring MacMillan loose leaf cover. 

A highly favorable response has greeted the new 
catalog. In addition to proving a tremendous sales 
stimulator the book goes a long way toward building 
good-will among established customers and potential 
buyers. 
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Sheaffer Pen Names New President 

Walter A. Sheaffer II, recently elected president of 
the W. A. Sheaffer Pen Company, succeeds his father, 
Craig Sheaffer, newly appointed Assistant Secretary 
of Commerce, in charge of domestic affairs. The elder: 
Sheaffer had been president since 1938. He resigned 
as president and a director of the company on accept- 
ing the government post. 

The company’s new president is 30. He has been with 
the firm since 1945. In 1948 he was made treasurer 











. Walter Aj 
Sheaffer II, newly-elected president of the W. A. Sheaffer Pen 
Company, is shown with his father, Craig Sheaffer, whom he has 
succeeded. Father and son are examining the firm’s new Snorkel 
fountain pen 


Incoming and Outgoing Presidents . . 


and in 1951 he became assistant to the president. 
After attending Colgate University in 1941-42 he en- 
tered the Army, serving as a first lieutenant. He was 
wounded in action in France and was awarded the 
Purple Heart. 

Young Sheaffer is the grandson of Walter A. Sheaffer 
who founded the writing equipment manufacturing 
company at Fort Madison, Ia., in 1913. He married 
Miss Anne Greene of Bowling Green, Va., in 1945 and 
is the father of three children, Virginia Garland, 
Leslie Anne and Craig Royer Sheaffer II. 

The resignation of Craig Sheaffer interrupts a career 
in the writing equipment industry that began even 
before the founding of the Sheaffer Pen Company. His 
first job, while still in his teens, was slitting filling 
levers for the first Sheaffer pens in the back room of 
his father’s Fort Madison jewelry shop. 

The original lever-filling pens replaced the old eye- 
dropper-filled pens and pens that housed the filling 
mechanism in a bump on the barrel. 

As the pen company expanded, Craig Sheaffer be- 
came intimately acquainted with every phase of the} 
business, working in each operating and administrative 
department. He was made treasurer in 1920, vice- 
president in 1935 and president, succeeding his father,’ 
in 1938. 

Under his guidance, the company has grown stead- 
ily from a gross sales volume of $5,134,000 in 1938 to 
last year’s record $24,110,000. 

The pen company directors elected M. T. Erdtsieck 
treasurer to succeed the new president. He had been 
vice-president and comptroller and is now vice-presi- 
dent and treasurer. Mr. Erdtsieck, a native of Rot-j 
terdam, Holland, started as a payroll clerk at the | 
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Sheaffer plant in Fort Madison in 1929, became cost 
accountant in 1935, office manager of the war division 
in 1943, production manager in 1945, comptroller in 
1949 and vice-president in 1951. 

John D. Sheaffer, also a son of Craig Sheaffer, was 
elected to the board of directors and named to the 
executive committee to succeed Walter A. Sheaffer IT. 
He entered the University of Colorado in 1946 after 
leaving military service and was graduated in 1950. 
During 1946-50 he worked summers at the Sheaffer 
plant. 

The company, which was founded by Walter A. 
Sheaffer five years after he invented one of the first 
practical self-filling fountain pens, has its headquar- 
quarters and main plants at Fort Madison. The Fine- 
line Division plant is at neighboring Mount Pleasant. 
Manufacturing subsidiaries are located in Malton, 
Ontario, Canada and Melbourne, Australia. The com- 
pany has a sales subsidiary in London, England. 





Business Equipment Company Moves 

William H. Wilson of the Business Equipment Com- 
pany, Niles, Mich., has announced the firm’s removal 
to larger quarters at 422 E. Main St., in the Ready 
Theatre building. 

Because of the larger quarters the firm will now 
handle a complete line of office supplies in addition 
to the present lines of office equipment and machines. 

Mr. Wilson states that “for a newcomer in the 
office equipment field, location as well as service is 
extremely important.” 





J. R. Geller Expands Line 

J. R. Geller of 1133 Broadway, New York 10, N. Y 
has now taken over a new line of steel office equipment 
consisting of multiple drawer cabinets, desk and floor 
models in various sizes, bookcases, telephone cabinets 
and so forth. These products are manufactured by 
the Ess-Bee Metal Products Company. Catalog sheets 
on the complete line are available from Geller on re- 
quest. 





Wade W. Scott Pioneers in Louisiana 
with The Terrebonne Press 
REPORTED BY ART CARROW 


The Terrebonne Press, owned and operated by Wade 
W. Scott, has just completed remodeling the office 
supply, furniture and equipment store at 316 Church 
St. in Houma, La. The printing department has been 
moved to a new location at 1204 Lafayette St. 

The change is the result of the increase in the firm’s 
operations which has outgrown its quarters exactly 
nine times since Mr. Scott took over in May 1, 1943. 
Even in the face of a jinx that had carried on for 
several years, the firm moved into an old frame, leaky 
building at 511 Belanger St. Four previous businesses 
had failed or gone out of business in this location. 

Wade bought the business in August, 1942, but 
remained with Western Newspaper Union as sales 
and promotion manager of its 40 odd branch opera- 
tions with headquarters in Chicago until May of 1943. 

He originally intended to operate only a printing 
and office supply business, but a newspaper (in name 
only) went with the business. 

So he decided to continue publishing the paper as 
there were so many opportunities for improving local 
conditions in the city and a voice was needed. So 
with the continued help of Mrs. Scott, the paper grew 
in popularity so much so that it was a national prize 
winner (the only weekly in Louisiana so honored in 
1952). 

After enlarging the building five times, it was nec- 
essary to look for larger quarters. In March of 1949, 
the firm moved to 316 Church St., another location 
where four different businesses had not been able to 
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Terrebonne Press Grows in Houma, La... . 

The printing plant was moved to this building in 1952. 

Stationery and gift department. 

A section of the office furniture department. 

Wade W. Scott appears in his office with Mrs. Scott and their 
daughter, Merle, who was costumed as the Swingline Speed 
Products bunny. 


-oOnr~ 


make the grade. But The Terrebonne Press continued 
to grow and grow. 

In 1950, an addition was made to the new location 
which now houses the office supply, office furniture 
and general offices and which is air-conditioned 
throughout. 

The newspaper equipment and job printing ma- 
chinery is located at 1204 Lafayette. A small ware- 
house is also used. There are 18 employees in the 
operation of the business. 
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“Counter Height’ Files 

















These heavy gauge steel files do triple duty. They save val- 


vable floor space and greatly improve the appearance of your 
office. Prompt customer service by eliminating unnecessary 
steps to and from files. Drawers glide on ball bearings. 40” 
high, 1434" wide, 2658’ deep. Olive green or Cole gray. 
4695 
No. 1203 
With plunger-type lock that automatically locks 
all drawers, No. 120318 $55.95 





Two letter file drawers and two double 
index drawers for 3x5 or 4x6 cards 
(6400 capacity). Card drawers can also 


ae, be used for cancelled checks. 40” high, 
La 1434" wide, 2658"' deep. Green or Gray. 

= No. 1222 $5395 
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Prices slightly higher in Texas, Colorado and West of the Rockies 


oe) i STEEL EQUIPMENT COMPANY 


285 Madison Avenue, New York 17, New York 


RANCE 


a CONTINUOUS STEEL TOP 
LINOLEUM COVERED 


For No. Width Price 
2 Cabinets 2T 30” $42.50 
3Cabinets 37 44%" §4.50 
4Cabinets 4T 60” 66.50 
5 Cabinets 5T 74%" 79.00 
Green or Gray 
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“COMBO” UNIT Letter Size 


No. 700 consists of two letter size 
files on sanitary base. 1434" wide, 


30%" high, 16" deep. $30.25 


“COMBO” UNIT tego! size 


No. 701 consists of two legal size 
files on sanitary base. 18°4"’ wide, 
30%" high, 16" deep. $34.65 


All cabinets availiable 
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COLE'S MW/ Ing 


The cabinets illustrated on this and the opposite pages represent 
only a few of the combinations made to meet your own particular 
needs. They can be interlocked with standard 3x5, 4x6 or 5x8 
card cabinets. Cole’s ‘‘Interlock’’ units are small enough to fit into 
any closet or corner, yet large enough to house any filing system. 


ONE DRAWER CABINET 


A smooth gliding, roller bearing drawer file for personal use in 
home or office. Made of heavy gauge steel. Equipped with spring 
compressor for record protection. Can be interlocked with other 
units of Cole’s “Interlock’’ system. Build them higher as your 
business grows. Olive green or Cole gray. 


NO. WIDE HIGH DEEP PRICE 
11] Letter Size 14%" 12%" 16” $12.50 
222 Legal Size 18%" 12%" 16” 14.50 


PRIVATE SAFETY CABINET 


A heavy gauge steel safety cabinet protected by lock and key 
for housing private papers and other office records. Olive green 
or Cole gray finish. 


NO. WIDE HIGH DEEP PRICE 
12] 14%" 12" 16” $12.50 
151 18%" 1242" 16” 14.50 





CARD and LETTER FILE 


No. 702 has two letter files plus 
two 4 x 6 card drawers (3200 cap.) 
on sanitary base. 1454” wide, x 


36%" high, x 16” deep. $37.45 
CARD and LEGAL FILE 


No. 703 has two legal files plu 
two 5 x 8 card drawers (3200 cap 
on sanitary base. 1854" wide, x 


high, x 16” deep. $44.25 


y finish 
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285 Madison Avenue, 


LETTER FILE & SAFE UNIT 


No. 704 has a letter file plus a 
private safety cabinet with lock 
and key. 14°94" wide, x 3012” high, 


x 16” deep $30.25 
LEGAL FILE & SAFE UNIT 


No. 705 has a legal file plus an 
extra large private safety cabinet 
» lock and key. 1834" wide, x 


high, x 16” deep. $34.65 
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“COMBO” UNIT No. 706 


Has a letter file, a private safety 
cabinet with lock and key plus two 
4 x 6 card drawers (3200 cap.). 
1434" wide, x 3634" high, x 16” 


deep. $37.45 
“COMBO” UNIT No. 707 


Has a legal file, an extra large 
private safety cabinet with lock 
and key plus two 5 x 8 card draw- 
ers (3200 cap.). 1894" wide, x 3742" 

gh, x 16” deep $44.25 


¢ - 
) rowet 
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New York 17, N. Y. 
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50 “LEGAL BLANK” CABINETS A s 
Used for ele engravings, legal forms, letterheads and Cole‘s popular interlocking units will save you 
other office f Heavy steel, full length drawers equipped time and valuable space. Designed so that you 
ey with rear | 1 for protection of contents. Nickled drawer ? fil ie 
on pulls and card holders. Rubber feet prevent marring of furni- can build your own filing system oe 
| ture. Can be interlocked with other units illustrated. ticular needs. These are all 16° deep, 14% wide 
ABINET SIZE INSIDE DRAWER 
NO High Deep Wide High Deep PRICE (letter size). 
0 C166 16” 13%" 2” 15%” $12.50 
0 C266 16” 7G" 2” toe 19.95 
CABINET for 4x6 CARDS 
No.C3462 $7.20 
CABINET for 6x4 CARDS 
No.C3364 $20.00 
CABINET for 9x 6 FORMS 
No. C3962 $19.20 
‘LEGAL BLANK’ Cabinet 
also used for stationery 
and office forms 
No. C166 $12.50 
LETTER SIZE FILE 
No.111 $12.50 
COMBO” UNIT No. 708 “COMBO” UNIT No. 710 
A letter size file five “legai Used for X-Ray films, photographs, 
; lrawe jimensions electros, legal blanks or other 
atety wide deep) printed forms. Has a large size 
two ° e. 1434" wide, x private safety cabinet protected by 
= higt eep. $31.50 lock and key. Five double size Ore ee 
> a a“ ” legal blank” drawers (inside No. 121 
r.45 COMBO UNIT 709 drower dimensions 17'4” wide, x 
A legal size file ; e double 2” high, x 15%” deep) plus three 
orae egal blank nside di- drawers for 3 x 5 cards (8400 cap.) 
fo mensions 17 x 2” high, x on a sanitary base. 18°4" wide, x SANITARY BASE 
de nitary base 3512" h,x 16" d 5 
3745 ” high, x 16" ™ > few No.1118 $6.25 
1.25 ep $42.95 
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Prices slightly higher in Texas, Colorado and West of the Rockies. 


CUTS OR PHOTOGRAPHS OF ALL COLE PRODUCTS AVAILABLE ON REQUEST. 
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wrong way right way transfer to pronto 


Records thrown on shelves are Records in Prontos can be located Save money, transfer into low cost Prontos 
hard to find, collect dust and in a jiffy...stay neat and orderly and use your expensive cabinets over again. 
take up 50% more room. Doubles your filing space. 









SANITARY BASES 
for all size files $360 







-.- for less active files 


There is a size made for every office record. These Pronto files 
are sturdily built of 275-lb. test fibre board, reinforced with 
steel on the shell and the four corners of the drawers as well. 
They cost no more than ordinary files! Can be interlocked into 
solid units and stacked to the ceiling. Beautiful in appearance, 
finished in olive green to match your regular office files. Will 


last a lifetime. 






FOLLOW 
BLOCKS 
9O0¢ ADDITIONAL 

Made for any size file 








LETTER SIZE 9355 


“a e 9 0 ri tT 3 , 
CHECK size 924° 
- Prices slightly higher exo é 


Ceolerado and West of ee Rock s T °o R A G E Lg | L E s 

















PRONTO FILE CORPORATION 285 Madison Ave., N. Y. 17, N. Y. 
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just ahead lies the answer 
to office efficiency... 


Take§the steps now that lead to any. of the 
modern QUEEN plants in Chicago, Atlanta 


or Garden City where the nation’s most wanted 
and finest duplicating supplies are. manufactured 
with care and understanding for the needs 


of today’s business firm. 


The most cordial of invitations is extended to 


you to visit any QUEEN plant. By doing so, 


you're headed in the right direction for 
streamlined office operation and, of course, 
streamlined profits. 


Queen 


RIBBON & CARBON CO., Inc. 


1055 Stewart Ave., Garden City, N. Y. 





Manufacturers of: 


e INKED RIBBONS @ CARBONIZED ROLLS @ MASTER UNITS (PLAIN & PRINTED) 
@ CARBON PAPERS @ SPIRIT & GELATIN CARBONS 


FACTORIES: GARDEN CITY, N. Y. * CHICAGO, ILL. « ATLANTA, GA. 
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Underwood Makes Several Appointments 

J.D. Donovan, general sales manager, has announced 
several appointments of managers of Underwood Cor- 
poration offices. 

Appointed manager of the New Orleans region is 
F. M. Abernathy who joined Underwood in 1945 as 
a salesman at the New Orleans office and in 1948 was 
promoted to divisional manager. From the head- 
quarters at 750 St. Charles St. in New Orleans he will 
direct the sales and service activities of the typewriter, 
adding machine, accounting machine and supply divi- 
sion in Louisiana, Mississippi and five counties in 
Alabama. 

Norman D. MacLeod has been appointed assistant 
district manager of the national district with head- 
quarters in Washington, D. C. Formerly in charge of 
the company’s Boston office, he joined Underwood as 
a salesman in Boston in 1922 and was later made 
manager of the Worcester, Mass., office. Promotions 
followed and in 1942 he was transferred to Washing- 





’ 


N. D. MacLeod c. V. Backus 


F. Abernathy 


ton. He later served in the Army and was discharged 
as a major. 

A third appointment was that of C. V. Backus as 
manager of the Albany region. He joined Underwood 
in 1936 as a wholesale portable typewriter represen- 
tative in New England and has been steadily promoted 
since. He will have his headquarters at 335 Central 
Ave., Albany, N. Y., serving all of New York State out- 
Side of the greater New York area. 





Joseph Dixon Names District Manager 


The Joseph Dixon Crucible Company of Jersey City, 
N. J., has announced the appointment of Scott Purvis 
to the position of district manager of the Detroit- 
Cleveland district in charge of Dixon’s pencil products 
salesmen. 

Mr. Purvis began his career in the stationery business 
with the century-old printing establishment of Walter 


Scott Purvis 


S. Purvis, Utica, N. Y. He joined Dixon as a salesman 
covering New York State in 1945, and since 1948 has 
been a salesman for Dixon in the state of Michigan. 

Mr. Purvis is an honorary member and past president 
of the Empire State Travelers Club and is now chair- 
man of the Detroit Chapter of The Fifth District 


Travelers Club. 
Mr. Purvis makes his home in Birmingham, Mich. 





Beautiful Calendar Received from Holland 

OrFIcE APPLIANCES acknowledges the receipt of a 
beautiful and useful calendar from Holandse Maats- 
schappij voor Transitohandel N. V., Den Haag, Bezui- 
denhout 18, Holland. This calendar is replete with 
Holland scenes and has a novel arrangement for the 
days of the week. 
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Y and E Names District Managers 


Changes in the sales organization of Yawman a 
Erbe Manufacturing Company have been announ 
recently by H. P. Rockwell, vice-president. 

Donald C. Swan has succeeded Benjamin F. McGinty 
as district manager of six southern states—Georgig, 
Florida, Alabama, Mississippi, Louisiana and Tennes) 
see. Mr. Swan’s former position as district manager 
the states of Michigan, Ohio and West Virginia ha 





D. C. Swan 


R. M. Lamson 


been filled by Robert M. Lamson, who will add Ken 
tucky to his territory. 

Mr. Swan has represented Yawman and Erbe for th 
past seven years and has wide knowledge and ex 
perience in the office equipment field. Before this hy 
was a salesman for one of its exclusive agencies § 
Illinois. In this capacity he gained a comprehensiy 
knowledge of the filing equipment and stationery bust 
ness. He was in the military service for four years @ 
a first lieutenant. 

Mr. Lamson was for many years a representative fe 
a well-known jobber in the territory and is now cover 
ing for Y and E. Prior to this, he was associated wit 
two Ohio dealers, with whom he acquired an extensiy 
background in the stationery and office furniture bus 
ness. He is a veteran of World War II. Mr. Lams@ 
has recently been appointed correspondent for th 
Fifth District Travelers’ Club. 





SoundScriber Appoints Smyth and Mullaney 

R. W. Davidson, vice-president of The SoundScribe 
Corporation, has announced the appointment of Wi 
liam L. Smyth and James J. Mullaney as distributor 
for the Milwaukee, Wis., area. Both Mr. Smyth an 
Mr. Mullaney are veteran office equipment men, wil 
several years experience in the dictating equipmel 
business. 

Mr. Smyth was associated with Moore Busines 
Forms from 1941 to 1947, and was general sales mat 
ager for a dictating equipment distributing firm in th 
south with headquarters in Atlanta. He is a native 0 
New Jersey, and was educated at the University ¢ 
Virginia. Mr. Smyth is active in the Sales Manager 
Association, and in Masonic work. 

Mr. Mullaney has been associated with the Bonna 
Vauter Company of Cleveland, and the Underwood 
Corporation. He served with Mr. Smyth in the dictal 
ing machine business, operating the Dallas office. | 





W.L. Smyth J. J. Mullaney 

graduate of Wittenberg College in 1948, Mr. Mullané 
served four years with the U. S. Coast Guard durif 
World War II in the South Pacific. He is an actif 
member of the National Association of Cost Accoum 
ants. 
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Greater Filing Capacity helps sel 
Invincible Metal Filing cabinets 


i. 








Invincible file drawers are fitted with a new type com- 
ssor. Pulls up tight, locks securely, holds firmly. Provides 
um filing space in drawer. Drawer rolls in and out 

ssly on roller bearing suspension, 


HER! S a quick, easy way to prove why Invincible Metal Fil- 


ing cabinets are better. Show the feature that easily packs 
more folder | papers into the drawer .. . provides maximum 
use of filing space . cuts “cost per filing inch.” More, durable 


Invincible cabinets are reinforced with case channels to provide 


maximum strength and rigidity. They last longer! 
Here’s the line packed with selling power. Stock and display 


these filing nets. It means more sales for you! Write for details. 
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Sell the complete line; desk high, counter high, standard 
four-drawer or five-drawer cabinets. Letter or legal size 
drawer types — with or without lock. Exclusive concealed 
safe unit also available. 





OFFICE EQUIPMENT FOR BETTER BUSINESS LIVING 
Invincible Metal Furniture Co. © Manitowoc, Wisconsin 





Ceremony Highlights Opening of Laboratory 

Presentation of a Spencer stereoscopic binocular 
microscope which will produce undistorted images of 
various magnifications was one of the features at the 
opening of a modern new laboratory suite at the main 
factory of The Carter’s Ink Company. 

The presentation was made by Charles A. Schmitt, 
who retired in 1945 after 53 years’ service as a Carter 
chemist. In presenting the microscope, Mr. Schmitt 
expressed the hope “that this modern piece of equip- 
ment might serve, first, as a reminder of the great 
technical advancement of the past half century and, 
second, as a token of hope that the young men now 
in the Carter laboratories may each have as long and 





Presentation Ceremony at Carter's .. . Technical Di- 
rector A. G. Weinz, President S. D. Wonders and Research 
Director D. W. Seager receiving a stereoscopic binocular from 
C. A. Schmitt. On Mr. Schmitt's right is N. C. Hubley, Jr., vice- 
president and general manager. 


happy an association with Carter as I have enjoyed.” 

The new laboratory grouping centralizes all phases 
of development work and quality control. It includes 
the most modern laboratory equipment 





Jones Joins Leopold Staff 

The Leopold Company recently announced the ap- 
pointment of S. K. Jones to the sales staff. Mr. 
Jones will take charge of the southeastern territory. 

In addition to traveling for over a year he enjoys 
a wide background of the retail office furniture ex- 
perience. For many years a Leopold dealer, he also 
spent 25 years of business in his home town of Jackson, 
Miss., and 14 years as a partner in his own firm. 


S. K. Jones 





Mr. Jones attended public school in Jackson and 
later completed his education at the University of 
Mississippi at Oxford. 

He is a member of the National Sales Executive Club, 
associate secretary of the Texas Travelers Club, a 
member of the Southern Travelers Club, and a field 
member of the NSOEA. 





Royal Promotes J. O. Hokenson 

J. O. Hokenson, salesman in Kansas City, Mo., for 
the Royal Typewriter Company, Inc., has been named 
manager of the company’s Tulsa, Okla., branch at 
14-16 E. Second st.—EEG 
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COSCO Appoints Dick Hoerle As Salesman 


Hamilton Manufacturing Corporation recently an-7 


nounced the appointment of Dick Hoerle as their new 
Cosco office chair salesman in Indiana, Ohio, and 
Kentucky. Mr. Hoerle will devote his full time to 
assisting Cosco dealers and consumers in these states, 

Before going into the office field, he was a chemist 


Dick Hoerle 





for Crucible Steel Company of America in Pittsburgh. 
He studied both chemistry and engineering through 
the Penn State extension division. During the war 
Mr. Hoerle served as a cryptographer in the Air Force. 

He has ample experience on the retail side of the 
office equipment business. For the past five years he 
has been a salesman for several retail office furniture 
dealers in the Pittsburgh area. In addition, after 


coming to Hamilton, he completed the regular sales 7 
training program, including production line experi- 7 


ence. Mr. Hoerle is a field member of NOFA and 
NSOEA. Now 29 years old, he is married and has two 
daughters. 





Buxton & Skinner Promotes Hughes 


John J. Hughes, formerly assistant manager of the 
stationery department of Buxton & Skinner, St. Louis, 
Mo., succeeded William Schmiederer on March 1 as 
manager of the department. 

Mr. Hughes, who became associated with Buxton 
& Skinner in 1918, brings to the management of the 
stationery department a wide background in all 
phases of the retail operation. Early in his career 


John J. Hughes 





he worked in the stock department and later had 
extensive experience in both floor and outside sales. 
He has been assistant manager of the department 
since 1942. 

The day of Mr. Schmiederer’s retirement marked 
his 49th year with Buxton & Skinner. He began his 
long and successful career in the retail stationery 
field in 1889 as an errand boy for the old Sieber Sta- 
tionery Company of St. Louis, which is no longer in 
business. (Story appeared on page 118 of the March 
issue.) 





Opens New Warehouse in San Antonio 


The AAA Office Equipment Outlet has been opened 
by the J. Andrew Smith Company at 410 Tenth St., 
San Antonio, Tex. The Outlet serves as a warehouse 
office furniture store operated along lines similar to 
those of regular furniture store warehouse outlets. 

Advertised as “one block from the tracks and 10 
blocks from high prices,” the new warehouse will 
handle trade-in and modestly priced office furniture 
and equipment on a cash basis. J. R. Crockett, for- 
merly associated with the National Printing & Sta- 
tionery Company, is manager.—_JHR 
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Office of Sanitary Milk Producer's Association, St. Louis, Mo. 


the 
uis. —o~ 


as 





Steel Office Furniture 


n this day of rapidly rising office costs, every business man is 
vitally interested in receiving the most value for his money. When 
a customer invests in SK YLINER Steel Office Furniture, he is mak- 





ing a wise investment that pays big dividends in company pres- 
tige, improved employee morale, and greater office productivity. 
nac 
les More important, Skyliner’s rugged, heavy-gauge steel construc- 
_ tion means longer desk life . resulting in lower cost per year 
ked of use. In fact, SKYLINER Steel Desks will more than pay for 
his ther es many times over 
ery : 
‘ta- More and more value-minded businessmen are turning to SKY- 
in LINER and more and more profit-minded dealers are featuring 
rch SK YLINER Steel Office Furniture. Are you one of them? You owe 
it to yourself to investigate the profit-possibilities of the SKY- 
LINER Line. Write for literature and prices today. 
ned ' 
St., Cy; ‘ft pe Lh, ob 
use AAA | 1 ® 
7 ak the OLeueland Show 
10 
will 
ure ORNA-METAL PRODUCTS COMPANY 
or- 
ta- 2412 South 7th Street ee St. Lowis 4, Missouri 





953 OFFICE APPLIANCES, April, 1953 113 








systen ost and ; recording devices to proted 


OMAC Holds Chicago Show RE eo yi cela 


Clary Multipiter Corp., Chicago I0 iding machine: siculators and 
A business show conducted by the Office Manage- ee 
ment Association of Chicago and Northwestern Uni- rams eta erate “= Chicago 5—Flexowriter, tape actuated writ 
. @ rici . ¢ purereeve ustowriter e actuated mposing machine 
versity attracted thousands of visitors to the Conrad Conway, E., Inc., Chicago J—Factory authorized electric fan and ab 
Hilton Hotel, March 2, 3, 4 and 5. This was in con- nditioning service, maintenar i air stion engineering 
junction with the eleventh annual seminar. Copy-Plus Sales and Service, Chicago 5 Precis nachining fingertip 
Office managers and purchasing agents thronged + Bang E-er gg eles oad 
: , Pe inom Coxhead, Ralph chead » machin ad 
the hotel exhibit space to view the latest in office the pow oe ae 4 prem Segre gt A eat Row egg no nasil , 
machines, systems and equipment on display. A num- Cummins Business Machines, Chicago—Perforators | mesiing, del a 
ber of Chicago office furniture firms had booths at the ; i signers and endorse 
show and reported visitors’ traffic as being heavy Davison Corp. Ciienge | a ns Mae 
» avhihited re ian ng machine sutomatic paper feed: 
Most of the new produc ts é xhibite d re flected the basi Dictaphone Corp., Chicago !—Dis; Pree’ lictating machiall 
interest of business in streamlined efficiency. snd othe rding and reprod equipment bearing Dictephou 
Presiding at the seminar was the president of OMAC, Di Dict a re 
. . . n j i 
Herbert W. Vetter, manager of office service and equip- Se Se ee Coe, Cie ee 
ment for Commonwealth Edison Company, Chicago Diebold, Inc., Chicago 5—Office syst end cals 
Speakers and their subjects included: Ditto, Inc., a 12—Ditt yelat plicating machines 
Eskil I. Bjork, president, The Peoples Gas Light & ting business 
Coke Co., Chicago—“Business Is People ” Do ‘More Chair r+ Inc., Elkhart ind.—Execut ‘ | and tect 
. variety ‘om jels 
F. L. Haskell, chief accountant off Wallace Barnes pe r Chicage 10—Lic OY ail — 
Co. Division, Associated Spring Corp., Bristol, Conn Edison, Thos. A., Inc., Ediphone Division, Chicago 6—The Televoice sys 
“The Office Manager’s Responsibility in Expense Con- re remot ntr jictation, Dis Voicewrit ind the new VP 
trol.” en aera 
4 , " Egry Register Co., The, Dayton 2, Ohio—Busine ' 
Frank M. Knox, = nt, Frank M. Knox Co., Inc Elliot Addressing Machine Co.. Cambridge, Mass.—The Elliott “Type 
Cleveland, Ohio—‘Management Seeks Cost Control in write f automatic nan t 
the Office.” Fait c Tarrant m Co., Chicago 54. slating , P 
John R. Crowley, Arthur Young & Co., Chicago Pio: apa ota bor ppg, io « nll tel pe diel “hesgpivey 
~ . o ys, and so fe o by phote effect and dial 
“How Much Time Do We Waste? printir "7 
Samuel L. Workman, president, Workman Service, Friden evcersmage Machine Agency, Chicago S—F e of Friden ca 
Inc., Chicago—“Keeping New Employees Happy.” ae turing the new ACC model and the new square root 
Robert L. Peterson, assistant to the director, Business General Fireproofing Co., The, Chicago |!—Metal business furniture 
Management Service, University of Illinois—‘Incen- ; steel desks, tat Jipment, supplies and stee 
tives—-Do They Work?” 
J. Douglas Elliott, Supervisor, customers’ billing Ginsber PG, S08, Mie, Chicago 6—Offfice furniture nt nd planners 
“74 Tlic ‘ P ‘ a tment snd eff ; 
department, The Detroit Edison Company, Detroit Seen dademedh ‘Corp., Chicago 1! Selle tock 1 end deel 
Mich.—“How Important Is the Supervisor? Hadley, Charles R., Co., Chicago 4—Speed-writ intina system 
Dr. Franklyn S. Haiman, School of Speech, North- er write e method: : 
western University—“Are We Talking to Ourselves?” Haloid Ge The Rochester 3, N. V.—Kerox products (dry photograph 
K. B. Willett, _vice-president, Hardware Mutuals, Harris Seybold Co., Cleveland 5, Ohio—Macey 
Stevens Point, Wis—‘“Pep Spelled Backwards is Pas- Hush-A-Phone Corp., New York 16, N. Y.—Hush-A-P! 
siveness Excludes Progress.” IHinois Duplicator Corp., Chicago tner dut 
Clarence Manion, attorney, Doran & Manion, South ~~ 3 ; ; 
“ : - International Business Machines Corp., Chicago 5—! t snd electric 
Bend, Ind.—“Blueprint for Freedom senthed card eateaniing saschin tle tuneertt echic tenn. an 
Brief descriptions of the 100 exhibits follow: tems wit tror f regulat tt ere snd time stemell 
Jones Commercial High School, Ciicage 5 hicago put high schoo 
Acme Visible Records, Inc., Chicago 3—V y ‘ f } ; ining of skilled lity ‘ ffice workers. 
sonnel, payroll, production, ¢ t sles, machine post Lee F Kellie Assoclotes, En, Chicago I—Distribut for E-Z sort sys 
forms and many other re ' te nt ar sina aid aettineanl 
Addressograph-Multigraph Corp., Chicago !! fied business th be Febure Business Systems, Chicago 44 Metal off juipment, sorting 
Allen-Wales Adding Machine Agency, Chicago 6—National adding rd inting and n printing 
chines (formerly Allen-Wale f ed | t Nat s| Cash Reg "Marchant Geena Inc., Chicago—f r f Figuremaster and 
ister Company. Adding eu ht ‘ .) batar ; lunle feactione feet Figu , ’ stor fully sut s+ err ; »+ both n & 
and inches, and desk mode! | kkeeping ma umn and Jmn sizes 
All-Steel Equipment, inc., Aurora, I!i,—St y 1 table f ’ ware Duplicator Sales Co., Inc., Chicago 6—Marr dus ator machines 
cabinets, blueprint plan file ' snd t sbinet thir 
lockers. Marshall Field A Ce. Contract and Offic e Furniture Division, Chicago & 
American Automatic Typewriter Co., Chicago 22 Typist, f yut aper carpets yi8Ss and ‘ rie 
matic copy typing: and + T , , nechanism { Marshall Jackson Co., Chicago 3—Stat r busine furniture. Greater 
automatically operating a ' ' writ jing tt Ae a, . S ws , stee! and w J office furn 
electrics. ture, Harter sikes we - : r n and | er wood desks 
American Perforator Co., Chicago 6—H ' — waster Addresser “Co. Minneapolis 16, Minn.—Spirit type addressing and 
of all types. Also check er 1 check jning é ; — , 
American Photocopy Equipment Co., Chicago I4—A Auto-stat ¢ McBee o., The, Chicago !!—Keysort + ONnaly F ana leager 
make dry photo-copies of 3 written, print typed, draw poner pov; GAG Grner mac! , and t + mplify 
photographed. oer & a ee oe ee 
Art Metal Construction Co. & Postindex Visible Division, Chicago 6 McCaskey Register Co., The, Chicago 6—Visit ; } equipment w 
Metal business equipment a ble record ' juct t scheduling of ma snd products, machine load 
Bankers Box Co., Chicago—F torag ts for 1 sfeguard pcre ees! Seen a oe records, factory 
of inactive or transferred | i nd off ’ 
The Bircher Co., Inc., Chicago 5 H j elope 5 wrenees, J Curry, Corp., Boston, Mass.—Automat pets 
machines, check signers and Monroe Calculating Machine Co., Inc., Chicago 5 mplete 
E. W. Boehm Co., Chicago !—A t f A. B. Dick emi-aut t ind fully automat tal aiculat wide variety a 
duplicating products, A. B. Dick T snica st npiitied Dookkesping and « ring oo Monroe hand 
Bruning, Charles, Co., Inc., Chicago 4i—T “ ; pyflex 1I4 3 mG « ' saing = macnine 
speed office systems and , Mosier Safe Co., The, Chicago i—t! i burgla esistive safes 
Bunn Package Tying Machines Chicago 20 Revotile red record nvainer ests, vault doors and bank 
Burroughs Adding Machine Co., Chicago 6—A ty of B ; jurpment ; 
bookkeeping and accounting ' Q 6 mapa Multistamp Chicago Co., Chicago 6—Rex-Rotary Juplicator 
calculators, cash regist f f ; Polychror duf ating supplies, Multistamp ste f stor Copy 
Business Efficiency Aids, Skokie, | M visible { " Py 3 Muorescent 
Spin-Dex rotary files Murak, Inc. “wel moaivte & Amplifier Co., Inc., Chicago 7—Mus 
Chart-Pak, Inc., Stamford, Conn yh m , 
organization, statistical and ‘ , , | office levout National Cash Register Co, Chicago “ ting es and cash 
Chicago Dictating Machine Co., Chicago 6—M } : : 
tributors of dictating mact National Calculating Service, Inc., Chicago 4—Calculating, typing, tabu 
Cincinnati Time Recorder Co. of Chicago, Chicago 1|!—Self-regulat (Turn to page 133, please 
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DEALERS HAVING THE SHAW-WALKER FRANCHISE 
Satins can supply fire protection for business records of 
b Skyscraper” every size. Today, there are twenty-six Shaw-Walker 
Fire-File items which provide 24-hour protection for 
records, in convenient, compact, point-of-use models. 


Fire-Files are sold only to and by exclusive Shaw- 
Walker dealers.... Fire-Files represent only a few 
of the many time-savers and space-savers available 
from no one other than the Dealer having the enor- 


SHAW-WALKER mous Shaw-Walker franchise. 


The Shaw-Walker 4,000-item franchise is the 
Home Office... Muskegon, Mich.  trade’s most valuable asset. /t’s worth asking for. 





LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
lease 
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Waldron Retires From Sheaffer Pen 


Harry E. Waldron, veteran sales executive of the 
W. A. Sheaffer Pen Company, retired as vice-president 
and general sales director of the pen company on 
March 1. 

He had been with the Fort Madison, Ia. firm for 
39 years, joining in 1914, a year after it was founded. 
He was elected a vice-president in 1921 and was made 
general sales director in 1944. In 1947 he was elected a 
director, a post he retains. 

In nearly four decades of selling writing equipment, 
Mr. Waldron has gained a host of friends among re- 
tailers from coast to coast. He is considered one of the 
best known personalities in the fountain pen business. 
When he first “hit the road” for Sheaffer’s the com- 
pany had only five salesmen. He spent his first year 
traveling the country, selling stock to a selected list 
of dealers in every state. He then represented the pen 
company as a salesman in metropolitan cities for three 
years before being made its first general sales manager. 


Harry E. Waldron 





Mr. Waldron combined a straight-forward Texas 
manner with aggresive sales techniques to acquire 
sales just as he acquired friends among writing equip- 
ment dealers. As he rose in the Sheaffer executive 
ranks, he remained basically a salesman and even in 
the last few years spent much time on the road with 
his salesmen. 

His sales career began at the early age of 11, when 
his father was seriously ill. He supported himself by 
selling newspapers, shining shoes and selling pecans 
gathered on the Brazos river, near his home in Mineral 
Wells, Tex. 

After working his way through Mineral Wells College 
he opened a grocery store which he called “The One 
Cent Grocery” because all its merchandise was sold 
at odd-cent prices. When his Mineral Wells business 
expanded, he set up a branch in Salesville, Tex. In 1910 
he disposed of his wholesale and retail grocery business 
and acquired control of the Brown C.O.D. Grocery 
Company of Oklahoma City, ultimately expanding it 
into one of the first grocery chains in Oklahoma. 

While in the grocery business he became greatly in- 
terested in the Sperry & Hutchinson Company’s Green 
Trading Stamps and used them so effectively as an 
advertising medium, he was offered the post of sales 
manager of Sperry & Hutchinson. While with that 
company he married Clementine Sheaffer, daughter of 
Walter A. Sheaffer who had just founded the Sheaffer 
Pen Company in Fort Madison. Under Mr. Sheaffer’s 
persuasion, he joined the pen company January 1, 1914 
and has remained with it ever since. 





Office Equipment Company Formed 

Charles S. Marmon, formerly associated with Mar- 
mon-Lehr, Inc., has announced the formation of the 
Marmon Company, Ltd., 216 Lyon St., Paterson, N. J. 
The company handles office equipment and stationery 
supplies. 





Incorporate New York City Firm 

Pentron Industries, Inc., office machines, has been 
granted a charter of incorporation in New York City, 
listing capital stock of 200 shares no par value. Di- 
rectors are Emily Storff, Howard Solomon and William 
Bernstein, all of 41 Broad St., New York, N. Y.—EEG 
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Serves 32 Years as Representative 


Jack Schafer, a manufacturers’ representative since 
1921, has developed a personal philosophy during 
the years he has been on the road. Of primary im- 
portance, according to Mr. Schafer, is calling on all 
Stationers within the territory, regardless of size. 
He finds that many men are not giving their lines 
the best representation simply because they con- 
centrate on only the “high spots” while overlooking 
smaller stores that are well worthy of attention. 

Mr. Schafer covers Ohio, West Virginia, Kentucky, 


Jack Schafer 





Indiana and Michigan for McLennon Pen Company, 
E. T. Keeler Company, Bert M. Morris Company, 
Spencer Rubber Products Company, Metal Products 
Engineering, Inc., and Hamilton Specialties, Inc. 

His first job was as an errand boy for the William 
Mann Company, Philadelphia, Pa., in 1914. From 
there he went to a piano factory, an auto body fac- 
tory and a wire rope company. In 1918 he enlisted 
in the army. From 1922 until 1943 Mr. Schafer was 
connected with The Wahl Company, now known as 
Eversharp, Inc. 

According to Mr. Schafer, the way to happiness as 
well as financial success is to be one’s own boss, 
work on a commission and produce good results for 
the firm one represents. 





Ebert Named York Safe & Lock Sales Manager 
Burton A. Ebert has been named sales manager of 

the York Safe & Lock Company, replacing Walter H. 

Dautel who has been named central regional manager 


B. A. Ebert 





of Diebold, Inc. Mr. Ebert, 1950 graduate of the School 
of Foreign Service of Georgetown University, has 
served with York as assistant sales manager since 
January, 1952. From 1943 to 1945, he was a member 
of the 517th parachute combat team serving in Europe. 





Maco Expands Facilities 


The J. L. May Company, Inc., has acquired an entire 
additional floor at its present location, 111 W. 19th St., 
New York 11, N. Y.; to meet the increased demand 
for Maco tags, labels, pin tickets, file folder labels, 
embossed seals and printed and die cut specialties. 
The firm is also adding new equipment. This year 
marks their 37th year of progress. 





Rem-Rand Plans New Office in Youngstown 


Remington Rand Inc. has signed a lease to occupy | 


a new office building at 3324 Market St., Youngstown, 
Ohio, to cost in excess of $45,000. The building is being 
built for the firm by M. DeBartolo Construction Com- 
pany, which owns the property—AK 
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ing Ticonderoga gives your 
customers day-by-day savings! 


Right now your customers are reading in the great national weeklies—Saturday 
Evening Post and Collier’s—the Ticonderoga advertisements which tell how 
*% Graphite from the Indies % Diamonds from South Africa 

* White clay from Bavaria % Prehistoric cedar from California 


4 








all play a part in making Ticonderoga the unsurpassed instrument of 


me. smooth, easy writing—and the most economical pencil of all. 


cts ‘sg Yes, the most economical pencil in the long run is always the best-made. 


e 


am *, Your customers will appreciate Ticonderoga’s easy-to-understand 
ne: selling points—and above all, its economy. 
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JOSEPH DIXON CRUCIBLE COMPANY, Pencil Products, 98-j4, Jersey City 3, New Jersey 
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STEEL ~~ 
COSTUMERS 


LESS USUAL 
412° orscbunts 
LIST PRICE 
POST — Heavy 
Newest Gauge Steel 
Addition to 1% in. Square 
Doro Line of Tubing 
WOOD DESKS, 
TABLES, 
PHONE, BASE—14 In. 
& UTILITY Diameter Steel 
CABINETS & Formed Fully 
woop Round. 3/16 
COSTUMERS in. Thick 
o € 
Extremely 4 Hooks of 
Low Priced ¥ in. Nickel- 
é Plated Steel 
Exceptional 4 
Quality and Knocked-Down 
Appearance Construction 
e + 
Easy to individually 
Assemble Packed (Pole 
‘ and Base 
Separated) 
Excellent Shipping 
for Mailing Weight 18 Ibs. 
Knocked Down 
to Comply 
with Finishes— 
Post Office Gray, Green 
Regulations or Brown 
. a 





Note—This item will be shown in 
our next CATALOG, available Feb. Ist. 
Be sure to Write for It! 





MANUFACTURING CO. 
220 INSTITUTE PLACE 
CHICAGO 10, ILL. 
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Fitzmorris Named “Manager of the Year” 


R. J. FitzMorris, manager of the Detroit Branch 
of Diebold, Inc., has been named “Manager of the 
Year” by the 94-year-old firm. 

Mr. FitzMorris, the recipient of a $1,000 award, 
heads one of Diebold’s largest branches. His award } 
was based on an outstanding performance during 1952 
in all phases of branch management. His branch 
achieved 102% of its 1952 sales quota. This was 8% | 





12 eA 2S 


R, J. FitzMorris 





above his standing in 1951 although his quota had been 
increased 10%. : 

Nine other branch managers have also been hon- 
ored by Diebold. Second award of $500 went to Ken- 
ner M. Throop of the Nashville branch. E. L. Van 
Deusen of the Kansas City branch received the third} 
award of $250 and D. H. Lazarus of Cleveland won the? 
fourth award of $250. 

Honorable mention went to H. L. Broadwater of 
the Miami Branch, Ralph Lehman of Indianapolis, 
J. H. Thompson of Dallas and Ralph White and R. C, 
Chatterton of Diebold’s branch in Washington, D. C. 

Clifford J. Foley of the 4tlanta branch was named? 
“Freshman Manager of the Year,” an award going to} 
the manager who ranks first among Diebold’s first-7} 
year managers. : 








Christie Elected to Board of Directors 


C. M. Christie, president of American Latex Products 
Corporation, was elected to the board of directors of 
Dayton Rubber Company, President A. L. Freedlander 
announced this week. 

Mr. Christie organized his present firm under the 
laws of California in 1945. Dayton Rubber acquired 
American Latex as a wholly owned subsidiary in 





i eR 


Cc. M. Christie 





August 1952. Prior to his formation of American 
Latex, Mr. Christie had a number of years’ experience 
in the rubber field and is recognized as one of the 
pioneers in foam rubber development. 

American Latex supplies the west with foam rubber 
cushioning for furniture manufacturers. In addition, 
the firm has pioneered in the research and manu- 
facture of industrial adhesives and in special rubber 
by-products for the aircraft industry. American Latex 
office seat cushions with the C-Foam trade-mark are 
sold throughout the nation. 





Saxon Paper Appoints Vice-President 


Irving Noble, sales representative of Saxon Paper 
Corporation, recently was promoted to the position of} 
vice-president. Mr. Noble started as a clerk in the} 
sample department when he joined the firm in 1935.) 
A few years later he was named sales representative | 
for New York City and Long Island. 
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Here are metal office chairs with 


unbelievable resistance to wear— 
thanks to STURLON, 


an extraordinary newfinish 


You will be hearing a lot about this extraordi- 
nary new finish. As far as office chairs are 
concerned (Sturgis is the only maker of office 
chairs with the rights to use STURLON), it 
means that you may now buy steel chairs 
with unbelievable resistance to wear nor- 
mally resulting from scuffing and repeated 
bangings of chair against chair. 













STURLON is sprayed on and infra-red baked to a thickness 
about four times that of other finishes. Independent 

laboratory tests show STURLON has a resistance to abra- 
sion 10 to 20 times greater than that of other finishes. 
This means that the STURLON finish will 
endure and continue to protect 
the metal indefinitely. 

















(Fira ca see a/ 
the quality that’s 
engineered into 
\ olurgis chairs 









And that isn’t all— 


STURLON is wonderfully warm 
and pleasant to your touch. 
STURLON is non-conductive— 
makes steel chairs static-proof. 
STURLON is non-corrosive — 
is unaffected by moisture, salt air, 
humidity or temperature changes. 
















e Sturgis STURLON- finished chairs, 
both executive and stenographic, are 


now being shown by your Sturgis P © stu R E 


a) dealer in three popular colors: 
metallic gray, green and walnut. ¢ H Al RS 





This advertisement is appearing in BUSI- 

NESS WEEK, MANAGEMENT METHODS, | rue sturGis POSTURE CHAIR COMPANY + STURGIS, MICHIGAN 
THE OFFICE and OFFICE MANAGEMENT For complete information and the name of your nearest dealer, 

AND EQUIPMENT Write to The Sturgis Posture Chair Company, General Sales Office, 154 East Erie Street, Chicago 11, Mlinois 
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Satistaction 
Guaranteed 


That is what the puss Trademark means 


to every dealer and every user ...« « 








Every merchant knows the merchandise he sells must give 
complete satisfaction to the buyer, for the buyer may forget 
the price, but satisfaction—never. GUSSCO dealers are al- 
ways certain that GUSSCO “filing and finding” supplies and 
equipment will give their customers 100% satisfaction right 
down the line. This breeds the confidence which every dealer 
strives to build among his customers. 


The GUSSCO complete line of filing supplies is made right 
and priced right. Never will you encounter factory competi- 
tion for we sell through dealers only. And when you have 
a “special,” try our fast, efficient service. 


To be sure every sale guarantees satisfaction, sell GUSSCO. 


ous manual labor to a minimum. 
Always in an upright position, 











Giuide.O.folr 


THE HANGING FOLDER WITH 
ADJUSTABLE METAL TAB 
Everywhere records are kept, 
Guide-O-Folders increase the 
speed, accuracy and facility of 
“Filing and Finding.” Because 
they hang they reduce the tedi- 


Guide-O-Folders glide along on 
the metal frames with finger tip 
ease. Because the metal tabs are 
adjustable to every standard 
filing position, Guide-O-Folders 
fit right into every filing system. 
They can be used to save time 
and money in every office you 
contact. Use our handy demon- 
stration kit to help you sell. 





Trademark 


Transfile 


STEEL FRONT FIBRE BOARD TRANSFER FILES 


Here’s the low cost, economical way for your customers to keep 
their semi-active and inactive records safe, clean, orderly and 
available for instant reference. TRANSFILE Transfer Files are 
made of fibre board and so reinforced by steel that all the weight 
of the drawer and contents is supported on steel. Even when 
stacked high and wide, the lowest drawer works as freely as the 
top drawer. The steel front styles look like regular steel files 
and can be placed right in line with them. Also available in the 
economy all fibre style. 















3 STYLES 
13 SIZES 


GUIDE SYSTEM & SUPPLY CO. 


NEW YORK 13, N. Y. 
GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 





335 CANAL STREET 
WEST COAST REPS. — 
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Nelson to Manage Stationers Corp. 


Carl Nelson is the new head of the Stationers Cor- 
yoration, San Diego, following the recent resignation 
Bruce Watt. Mr. Nelson was formerly assistant 
nanagel! 

Mr. Watt rushed to San Diego in 1932 to fill a tem- 
norary vacancy in the position of store manager. “As 
far as I knov he said on the eve of his retirement, 
my stat a temporary appointee was never 
“Lookin k over the past two decades Watt can 
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Carl Nelson 
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race the growth of the stationery business which has 9 g F > = 58.8 ie ple 
skyrockets long with other business factors in San aafkreass 8 $8 mas 
Diego’s bi economy. o ® a 8° » = =" 2 < “ SER a" 
The firn es for January, 1953, he said, were just RaaRwO a= RB dame’ so™ 
about $100 e than for the entire year of 1932. Ao 53 b 3 a: ae 
Meanwhile e store has grown from 14 employees 43 = 3 a &- 68 a3 So3 o 
n 1932 to 45 full-time workers in 1953, and four years 2Qo8 zo 6 ? 3 Resp ER > ~ 
,go the company moved into its present spacious quar- oot tm Reese see 
ers at 1055 Sixth Ave a ee 5 FS ee 
Along with the store’s growth Mr. Watt is equally espe 2>F 8" 2.58 5 
proud of the fact that of the eriginal 14 employees oe ese A gbe = : . 2 3 
in 1932 five e still on the payroll today. Among 3 ces ~* 2885 =se28 
these is the store’s new manager, Mr. Nelson, who 
was a you er working as assistant shipping clerk 


when Mr. Watt took over as manager 20 years ago 
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Name Superintendents for Hartford Plant -f om 57 bes 
Carl McKelvy, factory manager, Royal Typewriter a Pe a = = £28 
mpany, I 1s announced that L. C. Bowen, chief ‘6 — a. TE 
ndustrial eer at Royal’s plant in Hartford, = > Fa 3 BEOF 
Conn., ha en named general superintendent, thus Py > — | 2. 758 © 
filling the y created by the resignation of H. W. y = te | ° & = ee 
Fitch 7 .  sameeel ° BPO: 
Mr. Bov came associated with Royal Type- 9 o> - = 23 *¢ 
ce = a es Co 
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L. C. Bowen 











riter Com Ltd., in Montreal, in 1935 as a type- 
vriter appre e. Subsequently he held the positions 
f mecha! foreman and designing engineer. After 
rm of service with the RCAF, he returned as de- 
igning engineer, and was then promoted, first to 
factory superintendent, then to factory manager. 
Elevated the post of managing director of the 
Canadian ny in 1951, Mr. Bowen was appointed 
LES hief ir engineer of the Hartford plant in 
152 
ES 
Smtih Returns from Service 
James H h has resumed his duties as general 
nanage! f the J. Andrew Smith Company, 504 N. 
Main St., S Antonio, Tex., following his return from 
i tour of th the Far Eastern Air Force, where 
he served a tain. He is the son of J. Andrew Smith, 
founder az esident of the company.—_JHR 
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_ Name Four Home-O-Nize Representatives 


Announcement of four new manufacturers’ repre 
sentatives is made by The Home-O-Nize Company 
manufacturers of filing and storage equipment ang 
a new line of steel book cases. According to W. ¥ 
| Hammon, sales manager, the newly-appointed repre. 
sentatives are: 

V. W. Lee, Bakersfield, Calif—Pacific Coast ang 
Rocky Mountain states area, including Californig 











al 


Vv. W. Lee M., F.. Sonderman 





on Bassick 
“Diamond-Arrow” Casters 


pes 








Clarence Pohrer O. L. Seaver 


Oregon, Washington, Idaho, Montana, Wyoming, Ne+ 
vada, Utah, Colorado, Arizona and New Mexico. 
M. F. Sonderman, Jasper, Ind.—Texas, Louisiana) 
Arkansas, western Kentucky and western Tennesseé 

Clarence B. Pohrer, Atlanta, Ga.— Southeasterm | 
states area, including Mississippi, Alabama, Georgia 
Florida, North Carolina, South Carolina, eastern Kem 
tucky and eastern Tennessee. 

O. L. Seaver, Amherst, Mass.—New England states of 
Maine, Vermont, New Hampshire, Massachusetts, Con 
necticut, Rhode Island, and the Hudson valley secto 
of New York. 


ee 


Rubber-Cushion Glides 





on Bassick 





f 


Johnson to Represent Leopold . 


The Leopold Company announces the appointment) 
of James H. Johnson to its sales organization. He 
will join forces with Robert A. DeCou and his som 
| David C. DeCou, in the representation of the Leopold 
line throughout the Western and Pacific territory. 

Mr. Johnson brings to his position a fund of valuable 








on Bassick 
Nomar Cups and Shoes 


And sells faster with Bassick 
casters, glides, cups and shoes 


@ Customers look to Bassick products for protection of : mS ie oll 

: usiness experience. He served for many years as bot) 
office floors, rugs and furniture. Make them your Samtomers | coomnel director ond buyer in the home furnishingf 
by handling the world’s largest and best known line. THE | field. He is well known by the household furniture! 


i rt 2, Conn. Jn Canada, Belle- | dealers in the Pacific Northwest where he travelled) 
Bassick COMPANY, pepo | extensively. Mr. Johnson plans to work out of hii 


ville, Ont. 29.3.36 | home at the address, Box 204, Aurora, Ore. 


i a 
4 Bassick Ei 


James H. Johnson 








i 
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Grand Rapids Manufacturer Moves 


Helms Products, Inc., recently announced its rej 
moval to larger quarters at 3757 Plainfield St., NE 
Grand Rapids, Mich. The factory formerly was locateé 
at 100 Lexington St., S.W. 


A DIVISION OF 









MAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE 
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ttractive Home-O-Nize Bookcases 


have quality appeal at moderate cost! 


GrowinG SALES VOLUME 
is reported by dealers—to busi- 
nesses, institutions, and homes. 
These attractive, practical, 
sturdy bookcases are not limited 
to a specialized market. Be- 
cause they're good looking—be- 
cause they fill a need—because 
they‘re moderately priced—they 
find a wide, ready market 
among professional offices—pri- 
vate and general business of- 
fices — schools — libraries 


Cte Whine 


banks — institutions and homes. 
Certainly a real sales opportunity 
for you. 

Efficient groupings can be 
made of these single units as 
they are of modular construc- 
tion, designed to fit in series. 
Now ready in two sizes: 30 inch 
and 48 inch heights — with or 
without sliding 4” thick glass 
doors. See below for details on 
the 48 series. Write for details 
on the 30 series. 
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Model 48B Bookcase. 48H x 34%2W x 1134D. Three adjustable shelves on 2” centers. Spark- 
ling, rolled-finish, thick sliding glass doors. Handsome baked enamel finish in grey or green 


over rust-resistant bonderize coat. 


Good craftsmanship apparent in design, construction, 





and appearance. List price $59.50. Model 48A—(open front) list price $39.50. 


ith Distinction 
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Priced for 


Competition 


Office 


Supplies by Home-O-Niz: 
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JOHNSON 4 


MI) 422-Aulerose” 


CHAIR 


Here's a sensational new side 
chair that's really a 


SALES HIT! 


Hundreds of Uses! ) 
Prospects everywhere 
A Profitable Big Volume Seller 


At a NEW LOW PRICE! 


The new JOHNSON ALL-PURPOSE CHAIR is sweeping 


the market! 








And no wonder! It’s an amazing new design that'll catch 
the eye of any customer. It’s a beautiful strearnlined design 
that’s just loaded with all kinds of extra high quality features 





that you'd expect to find only in the most expensive chairs. 


See it at NOFA Convention! Feaures like .. . double spiral dowels in all the legs . . . hand 


Yeu can ccc the now Jebason “All-Purpose” fitted corner blocks glued and screwed for extra strength .. . 











Chair and a complete showing of other new rubber cushioned metal glides . . . curved spindles for extra 

ee ee comfort . . . steam-bent back posts ... extra large, deep-scooped 

Booth 161-162 seats . . . and a luxurious hard-wearing hand rubbed finish 

NOFA CONVENTION . make this new chair a value that’s hard to pass up. 

April 26-29 The Johnson “All-Purpose” Chair is available in well-seasoned 

Ctocdtend Debits Audibatlatn quartered oak or genuine walnut . . . at an amazing new low 
price! It's a combination that spells easy selling .. . lots of | 

prospects ...and good profits on every sale. 


ORDER NOW! IMMEDIATE DELIVERY! 
JOHNSON CHAIR COMPANY 


4401 West North Avenue Chicago 39, Illinois 
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Baker Now Associated with M. V. Follin 


Marion V. Follin, of Riverside, Ill., has announced 
that Kenneth R. Baker is now associated with him as 
direct factory representative. For the purpose of 
closer coverage and better service to the dealers both 
representatives will work the 10-state area traveled 


Kenneth Baker 





by Mr. Follin for the past 25 years, representing the 
Jasper Office Furniture Company, the B. L. Marble 
Chair Company, Niemann, Inc., and Nucraft Furniture 
Company 

Mr. Baker is not new to the industry, having served 
the past two years as a sales executive for one of the 
office chair manufacturers. 





Diebold Appoints William A. Johnson 

Diebold, Inc., of Canton 2, Ohic, national manu- 
facturer of office systems and protection equipment, 
recently announced the appointment of William A. 
Johnson as a dealer supervisor in Eastern Pennsyl- 
vania. 

A graduate of Dickson College, Carlisle, Pa., and the 
University of Pennsylvania, W. A. Johnson joined 


William A. Johnson 





Diebold as a systems salesman at the Philadelphia 
Branch in 1945. Prior to coming to Diebold he served 
with N.C.R. as an accounting machine salesman. 

In his new position, W. A. Johnson will work in 
close operation with Diebold dealers in the 27 coun- 
tries of Eastern Pennsylvania and Hagerstown, Md. 
His sales experience and knowledge of both systems 
and protection equipment makes him ideally suited for 
his new po 





H. L. Davis, Jr. Joins Gunlocke 

Latest addition to the expanding sales force of the 
W. H. Gunlocke Chair Company is H. L. (Doc) Davis, 
Jr., of Cleveland, Ohio. After a period of training, 
Mr. Davis will be associated with R. F. Douglass in the 
firm’s midwest territory. 

Mr. Davis is well acquainted with dealers in Ohio 


H. L. Davis, Jr. 





and Michigan, having contacted them on stationery 
items for the past 14 years. His ability and experience 
make him a valuable addition to the Gunlocke sales 
Organizatiol1 
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BI92E Electric Printing Calculator 


barrett 


TEN-KEY PRINTING CALCULATORS 





ADDING AND LISTING 
DIRECT SUBTRACTION 
MULTIPLICATION 
DIRECT DIVISION 


The two models shown here, the Barrett Electric Big2E. and 

the Barrett Hand Model Big2, are designed to save machine 

hours continuously—/or years to come. Both have many 

exclusive features, precisioned by Monotype. 

Dials visible at all times and all calculations are shown on 
printed proof, Special Multiply Key, as easy 
and simple as adding. Transparent paper 


cutter for complete visibility, Items and totals 


BARRETT ADDING MACHINE DIVISION 
—— __ Lanston Monotype Machine Company 


Twenty-fourth at Locust St., Philadelphia 3, Pa. 


| UP 0 9,999,999-99. 


B192 Hand-Operated Printing Calculator 
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N.O.F.A. Thanks the following 


Exhibitors for their Splendid Cooperation 
during the 4 most important days of the 
Office Furniture industry by making possible 


THE BIGGEST N.0O.F.A. SHOW 


7TH ANNUAL 
CONVENTION AND EXHIBITION 
APRIL 26-27-28-29 CLEVELAND PUBLIC AUDITORIUM 


NOFA 1953 CONVENTION EXHIBITORS 



















EXHIBITORS BOOTH NO. EXHIBITORS BOOTH NO. 
All-Stee! Equipment inc...... 226, 227 Kenwood Corporatio -241, 212 
Aima Desk PP co cccccecceces 145 Keystone Steel Bevigunens Co. . ~++ 186 
Aluminum Seating SCOrBec cccsesss i132 Lackawanna Leather Co......+.«« 264 
town Co. 165 166 LaSalle Products Co . . . 167 
Artistic P— Pad & Novelty Co. 2 Lehigh Desk Company © ‘ ee 
jes Corp... we 203, 204 Lenwood Cabinet Wor 179 
Atias Streit Files — eevee The Leopold Company, “with Hunt- 
Company.......«.+-. . 187 ington Chair Co 
Fu urniture Co.. .256, 257 . 246, 2a7, 248, 251, 252, 253 
{ ™., : 133 Loebiein of Kent 11s 
rient "chair Company ee . .219, 220 The 8B. L. Marble Chair Co “472, 173 
Blanchard Bro. and Lane 107 Maso Stee! Products 105, 106 
jel Mfg. Co....... 123 The Mayfair Company 
8 ne-Morse Company ......-> + 208 (side toward 217) 216-A 
jole” Stee! Sauipment Be. Meilink Stee! Safe Co. ; ae 
eevere +++s--493, 194, 229, 230 The Milwaukee Chair Co. 198 
Sautpment Co. . 267, 7. Milwaukee Metal Furniture Co. is9 
. Monarch Furniture Co., Inc 222 
Corp.. . 168, ies The Mosier Safe Company 177,178 
“Co., Inc... 209, 210 Murphy-Miller, Inc. . 184 
Om@..... 217 Myrtie Desk Company 146 
Co... 135, 136 Neiman Stee! Equipment Co., Inc 160 
120 N.O.F.A. tnsurance Program 134 
co. ‘(ark viv) 4 Nucraft Furniture Co. . 122 
ereecce Ohio Chair Company . 207 
. 324 Orna Metal Products Co. 163 
223 Parker Stee! Products, Inc. 183 
Inc 1s7 Peerless Stee! Equipment Co igi, 192 
. 263 Perfect Rubber Seat Cushion Co 158 
“Cor Plasti-Kote, Inc. 224 
eeeesecercess coward 215) “ 2 Polar Manufacturing Co.. ° -. 218 
Great Lakes Furniture Co Princeton Uphoistery Co. 116, 117 
Li Co. (with Hanes Chair Radel Leather Mfg. Co. 164 
& Furniture Co.)..... 188, 189, 190 Rest-A-While Couch Co 205 
Gunlocke, Chair Co. 155, 156 J. &. Rishel Furniture Co 241 
Hamilton Desk Compan ae 144 Riteform Chair Co 265, 266 
Hamilton Manufacturing Corp. Rockwel!-Barnes Co 153, 154 
ee CCS EC eseeseeceses 174, 175, 176 Royal Metal Mfg. Co 
Manes Chair ot Cegeere Co. (with : : 148, 149, 150, 151 
Gregson Co.)....188, 189, 190 Sainberg and Co., Inc 112 
eeeces .. .- 249, 250 St Marks Metal Products 128, 129 
Maskell! ~~ rin Co 126, 127 Security Stee! Equipment Corp. .124, 125 
Herring-Mall-Marvin pate Co.. .237, 238 Shelbyvitte Desk Co. 110, 111 
+4 int Bendi Chair Co. 147 G. Wheeler Co., Inc 261, 262 
tside Metal Products, Inc. Srmith Metal Arts Co. 170, 171 
Cee eeeesseseeseees 195, 196, 197 Smo-King Products, inc.. 18s 
Huntington Chair Corp. (with The Spence Furniture Co.. 201 
Leopold Stacor Equipment Co. 236 
eceege » 248, 251, 353. 253 Standard Furniture Company i121 
' , 441 The Sturgis Posture Chair Co..103, 104 
Company (with Supreme Stee! Products, Inc 239, 240 
GO.) . . 00> -142, 143 The Taylor Chair Co..... 101, 102 
(with Tiffany Stand Co., Inc. 231, 232 
awe es 142, 143 The Upholstery Leather Group. .213, 214 
urniture Co. .233, 234 The Victor Safe & Equipment Co. 
Cecpeces SSG  _ sesessesesseces 113, 114 
— (with Jasper Vogel- Peterson Company .... 108, 109 
i Company) ...... 130, 131 Weber Bros. Metal Works..... . 243 
Jasper OMice urniture Co.. 245 Wells Chair Corporation ..- 138, 139 


Jas Seating Co. (with Jasper The Westcort Company. 182 


AP. ptgecsecceocs 130, 131 Wood Office Furniture institute.254, 255 

Joeli Safe Co. Division of Regna ene York Safe and Lock Company. .259, 260 
rs, Mb ee¢eeess Young Chair Company...ceccecss 235 

Johnson Chair Co......... 61, 162 Atias Stencil Files Corp.......... 137 
stron, Inc. (Deco Sales Div.) 24 Borroughs Manufacturing Co...... 123 
Kenmar Manufacturing Co... . .180, 181 OB. Gi, BIOS Goi cccccesececseces i133 


IT’S THE SHOW OF SHOWS 


“Don't miss it.” Join the crowd coming from coast to coast, to see the 
largest variety of office furniture, equipment and accessories ever shown 
under one roof in less time than is possible any other way. Hear out- 
standing speakers on timely and pertinent topics. Participate in excel- 
lent entertainment programs including special features for the ladies. 


Registration Blanks and Complete Information can be 





Secured from John R. Gray, Executive Director. 


NATIONAL OFFICE FURNITURE AssociATION 


175 FIFTH AVENUE NEW YORK 10, N. Y. 
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Resigns Post with Luggage & Leather Goods 
Maurice A. Levitan announces his resignation ag 
executive vice-president of the Luggage and Leather 
Goods Manufacturers of America, Inc., thus ending 
a period of 26 years as the directing head of the 
national organization, and of the local group, the 


M. A. Levitan 





Luggage and Leather Goods Manufacturers of New 
York, Inc. His resignation became effective March 1. 

In a special statement, it was further announced 
that Mr. Levitan will assume the office of president 
of Boyle Leather Goods Company, Inc., of 36 E. 3lst 
St., New York, N. Y. Nationally advertised and branded 
‘Boyle’ merchandise has been manufactured and dis- 
tributed by that firm since 1851. 





Visirecord Appoints Cavallo 


Constant Cavallo has been appointed the exclusive 
distributor for Visirecord, Inc., in the Detroit, Mich., 
area. He will assume also the responsibilities of busi- 
ness systems adviser and analyst for Visirecord in 
Detroit. 

Mr. Cavallo has had 22 years of active sales par- 


Constant Cavallo 





ticipation, highlighted by 10 years with the Standard } 
Register Company as special account representative 
and sales trainer, developing the National Defense 
group activities, Washington, D. C., from 1942 to 1948. 
He was also special account representative and sales 
trainer for the Ford Motor Company and the Chrysler 
Corporation in Detroit. 





Appoint Citronbaum Leather Goods Official 


The Luggage and Leather Goods Manufacturers of 
America, Inc., national trade organization for the in- 
dustry, recently announced through its board of direc- 


Jacob Citronbaum 





. 


tors the appointment of Jacob Citronbaum as execu- | 
tive vice-president. ; 

Mr. Citronbaum, an attorney, has been associated 
with the organization since 1945 as its secretary. In 
his new capacity, he will direct the joint activities 
of nearly 300 manufacturer and supply members who 
comprise the association. 
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The safe that aged all other 
sales 50 years... vxemight! 


M 


M 


*~ Mosler Safe 


OFFICE 


Z WEE cpueclin 


potulld... 





MR. ART HOERA of Hoera-Rosenthall Co., Inc., 
outstanding Fort Worth, Texas, dealer 


‘gan happening the first day of Mosler’s 
iry promotion—the day the full color 


nent spread ran in 7he Saturday Evening 


in locally, of course. We were ready with 
ce of promotional ammunition Mosler 
le. And we used it. We had our special 
dow display to attract pedestrians. We 
aper mats. We had direct mail ma- 
Ve had displays inside the store, along 
new ‘400,”’ “200” and ‘*100” Series 
Record Safes. Truthfully, I’ve never seen 
like it in office equipment promotion. 
busy tracing down all our new leads 
ig sales. I'll buy ¢Ais kind of back-up 
nufacturer any day in the week!” 


iF IT'S MOSLER .. . IT’S SAFE 


{safes and bank vaults...Mosler built the U.S. Gold St 
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See why it’s good business 
to do business with Mosler? 


1. MOSLER MEANS PROFITS! It’s the world’s largest- 

selling line. That kind of leadership helps a dealer 

write up sales easier. And easier sales mean more sales 
. and profits. 


2. onty mosier has a powerful program of con- 
sistent, well-aimed advertising both local and 
national. That means a lot to a dealer. It means 
more customers with lowered sales resistance . . . 
already convinced. 

3. MOSLER HELPS TRAIN your salesmen in every phase 
of the selling job. Regular training schools are held 
at the factory and in the field. Just part of Mosler’s 
effort to aid dealers in every possible way. 


4, MOSLER BACKS YOU UP with proved promotions... 
compiete with mailing literature, ad mats, window 
displays—everything you need to sell effectively. And 
Mosler men are always ready to help you with your 
sales problems. 


Want more facts? Write or wire The Mosler Safe Com- 


pany, Dep’t OA-4, Hamilton, Ohio. Do it now, while 
you re thinking of it! 
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at Fort Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima 











































































THE ALMA 1100 ECONOMIZER #2 





Built to get and hold the business 
that means most fo you! 








= ete | You make voLuME sales when you sell the aLMa 1100 Econo- 
=? 
Po |i mizer Series — the integrated line with a desk to suit every 
—I : | 
IN 8 ofhce need at budget-soothing prices. ) 
The New Alma 1100 Econo- | 





mizer Series features among 


cther Wnprovements, recessed Sell the line that combines new styling beauty with lifetime} 
full length center legs and ; ; 5 nx ; , - 
selid metal drawer. pull: service... the line that is job-engineered for the general office 


... the Wise Economy Line. 


Don’t limit your profits. Make this a big volume year by stock- 


ing the Economizer. Ask for literature and price list now. 


BETTER DESKS ARE MADE OF WOOD 












ALMA DESK COMPANY A | Mm < 


HIGH POINT, NORTH CAROLINA 










E.H. Tiffany Elected to Monroe Board 
E. H. Tiffany, Jr., has been elected to the board of di- & A 


rectors of the Monroe Calculating Machine Company. 


This was announced by A. B. Connable, Jr., chairman that i: 










Earl H. Tiffany, Jr. 





of the board, following the February meeting at the | 
company’s Morris Plains, N. J., plant. 
The new director has been associated with Monroe | 
for the past six years as public relations and advertis- 
ing counsel. He is vice-president of L .H. Hartman & 
Company, New York advertising agency. 

















Typewriter Promotion Builds Business 


The Business Machines Company, Scranton, Pa., 
gave sharp impetus to its typewriter business and 
created widespread consumer interest with a unique 
“Old Typewriter Round Up” promotion in which the 
store offered $500 worth of prizes. 









































Residents of the Scranton area were invited to 
enter their old typewriters in the contest. The owner | 
of the oldest machine entered received a new portable | 
typewriter as first prize. , ' 
The next four oldest typewriters received $25 gift 
certificates; the next ten, $15 gift certificates; and the | 
next 15, $10 gift certificates. Gift certificates were | 
applicable on new typewriters purchcased from Busi- | 
ness Machines Company. 
As a special service offer during the Round Up, | 
the firm replaced a ribbon, cleaned, oiled and adjusted . 
any typewriter for a special price of $3.50. Any prize | For your customer who wants maximum 
winning entry in the contest which had taken advan- | . ; 
tage of the special service offer received double the | protection against fire and burglary, plus 
amount of the gift certificate specified. 


. . . . . ' 
Business Machines Company launched its promotion maximum convenience, this safe is it! 


with newspaper advertising and store display. The ad 















carried a contest entry blank which stated the name It carries the Underwriters’ Laboratories 
yf typewriter, serial number, owner’s name, address, ‘ wie 
city and phone, and indicated if he wished to take 4-hour label. The big built-in money chest 
ono- advantage of the special service offer. «ER» : 
The promotion had the effect of making many has a Class “E” Mercantile Safe Burglary 
— residents typewriter-conscious. They dug out their old | . . 
very machines, brought them to the store for service work rating. Double doors are an important con- 
and to enter them in the content. The campaign venience feature, and almost any conceivable 
ypened up an excellent prospect list for the sale of 
new typewriters GET arrangement of interior units is available. 
time Commercial Controls Promotes Dohl , 
. Remember, to tell your customer—there’s 
ythce Robert A. Dohl recently was named manager of a “4 . 
Commercial Controls mailroom equipment division. 100% more protection in an“A safe than in 
Announcement was made by L. Scott Cass, vice-presi- a “B” safe, yet the cost is only 20%.more! 
ient and general sales manager. The establishment 
of a separate mailroom equipment division reflects 
k the increased sales — of 1952 and Lange a= SEE the complete line of H.H.M. os wae 7 
OC K- the expanded sales and promotion programs slated > 
r 1953 Safes at the N.O.F.A. Conven- | usu 
The new division is one of five Commercial Controls’ . Ait om 
sales categories: Flexowriter, Justowriter, Ticketo- tion. Space numbers—237, 238 a 
graph, Mather Coupon Ticket and mailroom equipment. 
Mr. Dohl has been general service manager of the 
firm since 1940. He came to Commercial Controls after 7 - 
being connected with the former National Postal Herring-Hall-Marvin Safe ‘i 
Meter Company. Mr. Dohl has run the gamut from co RATT TAR nat 
assembler to manager. Since 1946, he has traveled aoa aNn kee ee on 
extensively among the company’s 80-odd outlets as a 
Specialist in mail handling requirements. 
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MAKE MONEY 


selling low-priced comfort 





for the executive 


MODEL NO. &3 


for his guest 


MODEL NO. 5! 


You'll keep your customers happy for years— 
and make more money too—when you sell 
Gregson office chairs. Gregson chairs are built 
for comfort to sell at a price anyone can afford. 


Display Gregson chairs and your customers can 
see the difference in materials, construction 
and styling. They can easily see there’s no 
better office chair value at any price. 


Shown above are the Gregson Arm 
Swivel Chair (No. 53) and Companion 
Arm Chair (No. 51). Available in 
solid oak in light, softone or lime fin- 
ishes; and walnut or mahogany finish 
on pecan. Upholstered in Tolex Plastic 
Leathercloth, top grain leather or 
buff leather. 


DEALER INQUIRIES INVITED 























GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
Chairs In Spaces 188-190, at the Cleveland 


See Gregson 
Public Auditorium — April 26-29th, during The National 
Office Furniture Association Convention 
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Borroughs Appoints Gourley 


J. E. Davis, sales manager of the Borroughs Manu- 
facturing Company of Kalamazoo, Mich., announces 
the appointment of Glen Gourley as assistant sales 
manager and advertising manager. 

Mr. Gourley has a background of 15 years experience 
in the industry, including home and branch office 


Glenn Gourley 





sales work with two leading manufacturers of metal 
office equipment. He has also served as manufacturers’ 
representative in the Midwest. 

He comes from Omaha, Nebr., where he was asso- 
ciated with a retail company specializing in business 
systems and special built-to-order equipment. 

The Borroughs Manufacturing Company is a sub- 
sidiary of the American Metal Products Company of 
Detroit, Mich. 





Royal Typewriter Promotes Ackland 


Fortune Peter Ryan, president, has announced that 
Gordon G. Ackland, formerly advertising manager, 


Gordon G. Ackland 





has been named director of advertising and public 
relations for the company. He joined the Royal organ- | 
ization in 1945. 








Beituies Opportunities ws 


Wants to Introduce Line in Albuquerque—A. L. Jame 2903 Manzano 
t N.E Albuquerque, N. M., would ke to represent a manufacturer. 
Mr. James formerly was manager of the F idelphia office of Commercial 

s Corporation, as well as assistant manager f mail and bank 
t in the firm's New York City office. He has been located in 
Albuquerque since leaving the service 945 

Desire Trade Literature—A new Oregon firm, Abbott & Lind, business 
nachines and sipment, opened for busir on March |I5 in downtown 
Portland. The mpany is anxious to receive catalogs and sources of 
upply in the machines and equipment fields. Material st i be addressed 

Arthur Lind, manager, 9940 S.W. 60th Ave t 

Catalogs and Price Information Requested ffice Enterpriser, Inc., in J 

w locat st 6326 Michigan, Detroit, Mich s extending its service to # 

ie tur P * of ce equipment | DL ‘ Heretonfinre the ac- 
were bined to off e ma Ma utact sre nvited to 
3 erature, 

Desires Trade Literature—William L. W is, 305-8 t Apartments 
Charleston, S. C., is planning to open a business shortly under the name 
f Palmetto Printing & Office Supply Company The new firm w be 

sted in North Charleston. Mr. W / s anxious to receive trade 

Seeks Trade Literature and Price Information—Louis Borinsky, The Balfi- 

e Bookkeeping & Adding Machine Company, 3716 Nortonia Rd. 
Baltimore 16, Md., desires to receive trade literature and price information 


pment manufacturers 
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No. 511 LETTER SIZE 


| | 


EASILY ASSEMBLED, QUICKLY STACKED 
STAX ON STEEL units are shipped 
knocked down, six to a space saving 
carton. Each makes a complete sturdy, 
durable file drawer unit. Shells and 
drawers are assembled in three easy 
steps, ready to stack as illustrated. 
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INTERLOCK STURDY UNITS 
Bolts are provided for interlocking 
all units through keyhole slots in 
metal side-plates both front and rear, 
making complete steel framework for 
battery installations stacked as high 
and wide as desired. 








HAND-HOLE FOR EASY “TOTING™ 
In addition to the recessed easy-to- 
grasp metal handle, there is a hand- 
hole in the back of the drawer. . . 
making it easy to carry even when 


fully loaded. 


April, 1953 





The Only Fibre Board 
TRANSFER FILE 


That ‘Builds Its Own Steel 
Framework As You Stack It 







TRANSFER RECORDS THIS IMPROVED WAY 


Stack them to the ceiling, load them to capacity — 
each drawer will work perfectly. No sticking, no bulg- 
ing. Space-saving STAX ON STEEL units are the 
only fibre board drawer files engineered so the steel 
framework carries the entire weight load at four 
equal points, in rear as well as front. Factory applied 
steel side-plates and horizontal steel stackers fit 
together with precision and skyscraper strength. Rust- 
proof metal card-holder drawer pulls are securely 
fastened to Masonite panel drawer fronts. These 
panels (used in both front and back of drawers) are 
covered with high grade corrugated fibre board, which 
is used throughout. Beautiful Banker's gray fade- 
proof finish, complemented by lustre-steel parts, 
produces a neat front office appearance. 


WRITE FOR CATALOG, giving prices and complete 
dealer story. Newspaper mats and 
promotional literature free. 








BY THE MAKERS OF LIBERTY STORAGE BOXES 


BANKERS BOX COMPANY 


‘ SOUT DEARBORN 
CHICAG " ~ 
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CIS 


BARNES 


SPOTSEALD 


Adding Machine Rolls 


NON-SKID 


Easel Notebooks 


SCRATCH PADS 


All Available In 
“Eye-Tint” or “White” 


Eye-Tint* and White 
paper products by Rock- 
well-Barnes, are designed 
to make paper-work 
“easier on the eyes’’ and 
provide maximum work- 
ing comfort. Eye-Tint 
papers offer a delicately 
green-tinted surface that 
reduces glare and eye 
fatigue. The White pro- 
vides a high-contrast, 
bright white paper with a 
surface extremely low in 
glare reflection. 








SPOTSEALD Adding Machine Rolls. The “spot’’ seal, a patented feature, 
eliminates loss of time and paper waste when starting a fresh roll. And every 
roll is marked with a red warning signal near core end. Hard wound, without 
breaks or patches, SPOTSEALD rolls are individually sanded, vacuumed 
and brushed —reducing lint to a minimum. Available in Eye-Tint or White. 














SCRATCH PADS 


Eye-Tint and White Scratch Pads are uniform in quality, 
made with well-finished sulphite grade paper. Each pad 
contains 100 sheets with board back. Wrapped packages 
of 12 pads each are packed in cartons of approximately 
50 lbs. each. Complete range of standard pad sizes available. 





NON-SKID Easel Notebooks 


First choice — everywhere!!! Eye-Tint paper ruled in green. White paper ruled in red. 


NON-SKID edges on each cover keep notebook upright at any angle, prevent creep- 
ing or collapse. Patented special wire binding allows pages to turn easily without 
tearing—permits book to open flat. 

High-quality sulphite Eye-Tint or White paper well finished for pen and ink or 
pencil notes. Each book contains 72 leaves. Also available in white paper with red rules. 





ght, Rock well-Barnes ¢ 








Chica 
go] 
Write for samples or catalog of COMPLETE line of Office Papers and Paper Specialties. Fuk 
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OMA Holds Chicago Show 


Continued from page 114) 


office help on a temporary basis. 


Office Equipment Co. of Chicago, Chicago 6—Executive and general | 
os ’ ut | 


w 1; planned office lay 
Olivetti Corr New York 36, N. Y.—Fully automatic Olivetti printing 


Photostat Corr Rochester 4, N. Y.—Photostat instant copier. 
Pitney-Bowes Chicago !—Mailing machine postal scales, mail 
f maiiroom equipment anc counting and mark 
Chicago i4—Amplified 
sccress system 


Chicago—Maps and atlases for all business purposes 


nications, Inc., inter-cor 


jial telephone, put 


Private Tele 


Rand McNally & C 


Record Contr Chicago 4—Records service organization. 

Recordak C Chicago 2—Two new ts displayed. Line of mi 
Remington Rand n Chicago !i—Noisele tanderd and portable 
a p writer supplie Line-A-Time, plastic offset dup 
ncils and dug ating inks, accounting 
and hand-operated adding machines 
ter 3 unting-punched card machines, pay 
hines, fire protective equipment, photographic 
filing equipment, systems loose ieaf equip 
Rex-O-Graph Milwaukee 14, Wis.—f { duplicating machines and 


Robotyper Hendersonville, N. C.—Robotyper, Addo-typer, D 


Roldex Div 


Watson Mfg. Co Inc., Jamestown, N. Y.—R 
Royal Typewrite Inc., Chicago 6 nplete line of standard 
i t oS we ss Roytype products and fenta 
Science Research Associates, Chicago 10 t testing 
Scribe Corr hicago 18—Permoflux Scrit tape dictation systen 
E Avenel, N. J.—Stee ffice furnit 


Security Ste« pment Corp 


Shaw-Walke 


Chicago—Time-engine ra equipment a 
Simplex Time Re der Co., Chicago !0—Att jance recorders 
Spak & Natov Chicago ‘ Di ti ‘ y of = aie ture and ar 
Speedograph Chicago—Manua : t tems 


ng Machines Corp., Chicago 6—Standard fluid ¢ 
ystems and é juplicating 
Chicago 6—Repeat-O-Pak and Roll-O-Pak carbon 


papers and inked ribt 


Standard Dur 


nNisce 


Standard Manif 


3¢ c »] ne ‘ 
Statistical Tabulating Co., Chicago—Punched card tabulating service with 

ping and marketing ar 
Stenographic Machines, Inc., Chicago 4—St raph shorthar ach 
Stivers Off e, Chicago 3—Office | t temporary needs 
Superior Safe Service, Inc., Chicago—Saf ests, file steel de 
Tallman, Robbins & Co., Chicago 1!0—l filing 
Thermo-Fax ting Products Division, Minnesota Mining & Manu- 

facturing Co ‘ Pa 6 Minn ‘ mnrilete dry _ 
Tiffany Stand St. Louis 5, Mo.—Portable steel office : 
} and ; sf } t kkeeping machines 

Todd Co., The hicago 10—Payr and ting payable systems, check 
Transo En Chicago—Envelopes for every purpose 


Chicago 10 


Samas Punched Card Division, Chicago !!—Punched 


nderwood hicago 3—Standard t typewriters, S 
iste Elliott Fisher and Underwood a 
Victor Adding Machine Co., Chicago I! t factory brar 
Wassell Organization, Inc., Westport, Conn.—Produc-Tr visua 
sbinets and rotary file 
Weber Addressing Machine Co., Mt. Prospect, IIl.—Addressing machine 
i 1 marking dev 
Wheeldex Chicago Co., Chicago 4—Wheeldex wheel file 
Workman Se e, In Chicago 2—Busir se siculating, typing 








N. Y. Firm Adds Rental & Repair Service 


The Cay Company, Endicott, N. Y., stationery and 
office appliance firm, has added a department to 
handle sale ental and repair of all types of office 
Machines. Richard Benedict, originally trained as a 
Smith-Corona serviceman, has been named to head 
the new department. Herman Yurman has owned and 
Managed the store since January, 1951, when he 
acquired tl terests of his former partners.—RCS 
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AOK- 
NO HOLES! 


Something NEW 
ina 


BINDER FOLDER 











¢ Your customers will be quick to recognize 
the advantages of the new revolutionary 
“Punchless” Binder. It’s more flexible—saves 
time (actually 80% by test). No holes to 
punch. Papers are bound or released by merely 
pushing two slides. Zip! it's open—dZip! it’s 
closed. Saves money, too—unpunched papers 


are much less expensive. 


The cover, thin enough to be used as a file 
folder, is made of genuine pressboard in a 
choice of red, black or grey. “Punchless” clip 
at top or side. Feature the “Punchless” Binder 


for quick sales and steady repeats. 


CUSHMAN & DENISON MFG. CO. 
DEPT. H-14 
153 West 23rd Street, New York 11, N. Y. 
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FLUORESCENT 
DESK LAMP 


WITH ELECTRIC CLOCK 








4 Ss 
“ter, we 


Shade swings in 180° arc available — $17.95, $22.95. 
Exclusive ILC feature. Un- Lustrous Brown or Modern Grey. 
derwriters’ approved. Less tube Top Dealer Discounts. 


$ 9 Without Clock, $13.95 Retail. 
Models for 2 Tubes Also 











THE ILC DIRECTOR is America’s first decorator-styled 
desk lamp... priced right for both home and office. It 
brings handsome returns in both the replacement and 
gift markets. May we suggest an order that will prove 


this to your own satisfaction? | 


SPECIFICATIONS: Operates on 110/120 volt, 60 cycle, 

A.C. current; uses standard 15-watt fluorescent tube. 
Telechron electric clock movements. Bonderized baked | 
enamel finishes, with pedestal plate and pen tray in bright | 
gold finish. Base is felt covered. Instant starting switch, 
6 ft. rubber cord. Height 10 inches; width 20 inches. 
Weight, 9 pounds, packed in individual cartons. 


THE 4900 
Standard model is a 
high quality desk lamp, 
Underwriters’ 
approved. Finished in 
grey or brown. Uses 
S-watt fluorescent $O95 
2 tube. Weight 8 Ibs., 4 
/ : ndividually packed 
Mode! 4902 for 
. 2 tubes $14.95 
Want 
4 AAS ORDER DIRECT 


FROM THE FACTORY 





INDUSTRIAL LAMP CORP., ELKHART 2, INDIANA | 


134 


Meetings—Conventions—Dinners 
(Continued from page 88) 


guest speaker at the March meeting will be Howard) 
S. Sanders, Stationers & Publishers Board of Trade} 
and urged a good dealer attendance to hear something} 
of benefit to them in their business. : 

Irving A. Roth, Roth Brothers of Philadelphia, ins 
formed members that a treat was in store for them 
at the April meeting when a panel participation pre 
gram will be presented followed by a question and 
answer period. ¢ 


Reports Progress 


L. B. Herr, L. B. Herr & Son, Lancaster, Pa., chairman) 
of the trade customs committee, reported progress) 
Secretary Ernest Abe, Wm. F. Murphy’s Sons Co. off 
Philadelphia, proposed the application for membership; 
of M. J. Weinstein, Martin W. Moldow Associates) 
which was duly voted on and so ordered. Irving Aj 
Roth proposed that an extra room be hired so that) 
out-of-town dealers could meet in the afternoon pre- 
ceding the regular meeting in March. After discussion, 
the proposal was put to a vote and passed. 

The next order of business was the presentation of 
two beautiful hand-engraved scrolls containing reso- 
lutions of the association in recognition of the long 
period of time both Tom Stagg, Hoskins Company, 
and George Wustner, William F. Murphy’s Sons Com- 
pany, departed members, had served the association 
as officers and in various other capacities through the 
years. Jack Pinkerton, Hoskins Company, accepted 
the Tom Stagg scroll and Ralph Prickitt, William F., 
Murphy’s Sons Company, accepted the George Wustner 
scroll. Both scrolls will be suitably framed. 


Convention Shapes Up 


Paul F. Steever, Office Equipment Company, Harris- 
burg, Pa., announced that plans are now taking shape 
for the NSOEA Third Regional District Convention to 
be held June 15-16 in Galen Hall Hotel, Wernesville, 
Pa. He urged all to plan to attend whether they are 
members or not and profit by the excellent program 
in store for them. 

The guest speaker of the evening was Paul E. Bur- 
bank, NSOEA, who spoke on the cost of doing business 
on Main Street, U.S.A., and NSOEA services to the 
industry. Having talked to groups all over the country, 
Mr. Burbank gave his listeners brief highlights of 
some of those meetings. He went on to say that a 
seller’s market has prevailed for a good number of 
years during which time industry has built up a fabu- 
lous economy. Changes may come, he warned, and 
action is necessary if we are to perpetuate our system 
Changes in Washington, D. C. will have consequences 
throughout the world and he expressed hope for a good 
job. 








Tells of NSOEA Work | 
Stressing the importance of what the National Sta- . 


tionery and Office Equipment Association can do for 
the industry, he went on to tell of some of the more 


important things the association is working on. In-] 


cluded were increased parcel post rates and size of 
parcels, the sale of office equipment by government 


agencies to private industry, labor, wage and hour} 


laws, classification of wholesale and retail firms, sales 
training and group insurance 

He went on to tell of research by NSOEA and their 
findings which showed that percentagwise the office 
supplies business has increased more than any other 
business, has the highest cost of operation and the 
lowest turnover. 

Another important point covered by Mr. Burbank 
was the lack of new people entering the industry and 
in this connection the NSOEA is making a study of 
all phases of the industry to learn where the potential 
may be. One solution could be more office efficiency 
with increased dealer sales volume of products toward 
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mas Furniture Sectional No. 1200, covered with Kalistron*. 


OOK! NEW BEAUTY 


THOMAS FURNITURE plus 
new fabric-backed KALISTRON 


with 3-way -stretch 


Here's a stunning new sales-making combination—beautifully designed 
Thomas Furniture covered with famous Kalistron, now fabric-backed, 
with special 3-way-stretch feature for greater comfort and beauty. 
Reinforced against tear, this handsome furniture won't show wear, even at 
irms, corners, curves .. . because color is applied to underside of Kalistron 
where no surface abrasion can touch it! This outstanding furniture is 


ready to make sales for you now. 


FURNITURE COMPANY HIGH POINT, NORTH CAROLINA 
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f as tf PLUS EXCISE TAX 
accurate 


Mechanical Features... 


Front Paper Stop assures accurate registration. 
Automatic Roller Release eliminates smudged sheets. 
Automatic Counter counts only printed sheets. 

Open Drum—selt-contained, internal brush inking 
Automatic Feed — positive action. 

Selective inking by means of our ink dispenser. 


Paper Pusher is automatically lifted and carried back 
to feeding position. Eliminates lint on the stencil. 








LTECHNYGRAPH CO. 


TECHNY, ILLINOIS 








that end. Another solution would be to reach youth 
in business schools and universities to inform them of 
the industry’s advantages. 

In conclusion, he pointed out that NSOEA is deeply 
concerned with all existing problems and will do alj 
in its power for the welfare of the industry 





Boston Stationers Hold Valentine Party 


The 65th annual banquet and Valentine party of 
the Boston Stationers Association was held on Satur- 
day evening, February 14, in the Georgian room of 
the Statler Hotel, Boston. New England Travelers 
Club members were hosts at a cocktail party pre 
ceding the dinner. 

Active in keeping the party moving were Mi 
Ohanion, Wilson Jones Company, who was master @ 


~ 


, 


* 
{ 


SS 


Promoters of Valentine Party .. . Seated: Secreta 
Treasurer Harley Lewis, Ward's, Boston; Vice-President Ches' 
Gooding, L. E. Muran Co., Boston. Standing: Ben Willande 
Thomas Groom & Co., Boston, who was on the prize committee} 
MC Mike Ohanian, Wilson Jones Co.; N. E. Traveler Russell Pac 
quette, Eagle Pencil Co.; and John Dwyer, mfrs. rep., who was 
charge of music and entertainment. 


ceremonies, and Vice-president Chester B. Gooding 
L. E. Muran Company, Boston, Mass., who delivered 
the president’s welcome in the absence of Bob Slate 
who was ill. 

Edward Granfield, Edward Granfield, Inc., New 
Haven, Conn., governor of NSOEA District No. 
spoke of the convention at Portsmouth scheduled for 
June 4 and 5 and urged all dealers to make theif 
reservations early. 

Music and entertainment was furnished by Tom 
Foran and his orchestra. A gift was presented to each 
of the ladies present. 





55 Attend 12:30 Club Session 


Some 55 members and guests attended the regula 
monthly meeting of the Stationers 12:30 Club of Ney 
York, held on Monday evening, February 16, at Rosoff’s 
Restaurant, New York, N. Y. President Ralph Barnett 
Blaisdell Pencil Company, presided. 

President Barnett read a letter from Gerard D 
White, Acco Products Inc., thanking the club for gift 
of a handsome clock which was presented to him as 
a token of appreciation for his former services. 

Committee reports were then called for and first 
respond was Edward Leventhal, Biddle Purchasing 
Company, who announced that Al Johnson was recu- 
perating from his illness and Harry Fensterheim, S. E 
& M. Vernon, Inc., who recently suffered a brokell 
arm, is mending rapidly. The outing committee repo 
was given by Chairman David T. Pomerantz, A. IE 
Goldberg, who reported progress and announced that 
the committee will propose a selection of places and 
dates for approval at the next meeting. The treasurer’ 
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R.C.Allen 


CASH REGISTERS 


2 oe designed to protect 









MODEL 201 
Popular because if can be used for adding and 
tiplying as well as for protecting cash extre 


>= every business transaction ins 
\ 


MODEL 201A Upright Service Station Mode 
Brand New .. . has all the famous R. C. Allen pro 
fective features. Especially designed for operators 
who prefer the upright type cash register 


Bea 
o r 
4 i , | 
IA 
ti 
y ’ 






Be ready to get your share of Service Station and 


_——, Spring is HERE! 
ee 


Garage cash register business ... most popular mod- 
els are illustrated. PLACE YOUR ORDER NOW! 


onal ‘ R.C. Allen 


Protects both stock and money. Designates merchan 4 M h t 
usiness Machines, inc. 


dise or kind of service and attendant. Accumulate 

locked in totals of gallons of gas sold as wel! as 

money values. Handles cosh and charge soles, re ; 

ceived G8 MEEEEIEEE poid ovt tronsoctions 680 Front Avenue, N.W. Grand Rapids, Michigan 








Dependability is the basis of confi- 
dence. It is on this dependability 
that R. C. Allen Typewriter Dealers 
rely when selling the new R. C. 
Allen “Standard”. THEY KNOW 
that dollar for dollar, feature for 
feature the new R. C. Allen is the 
greatest typewriter value on the mar 
ket. And once they have tried it, 
THEIR CUSTOMERS KNOW IT 
TOO! Treat YOURSELF to a gen 
erous portion of this confidence by 
inquiring how YOU can become an 
R. C. Allen Typewriter Dealer. IT 
WILL PAY YOU TO KNOW! 


Look at these PLUS features of 
the new R. C. Allen typewriter. 


5 x 


0 65 10 7 
bi 1 0 


Instant Sight-Set Margin 

The exclusive WONDER WIN 
DOW lets you KNOW instantly 
that your margin is correctly set 





Now is te time 
Now is the time 


Now isthe time 
Now is the time 











Less Time — More Lines 
The R. C. Allen “Speed Lever 
lets you set new line in a frac 
tion of the time needed by other 
standard machines. 


Retyping Is Unnecessary 
‘Error correction control" per- 
mits deletion of characters typed 
by mistake or insertion of 
omitted characters. 





— 





Beautiful design 


individual ‘“‘Key-Action’ 


. OTHER R. C. ALLEN FEATURES 


Long life construction 
Automatic and manual ribbon reverse 
Ribbon feeds only when typing 


® Tensionized card holder 


tuning 





Cleaning Problems Ended! 

There's no dirt, no mess in 
changing ribbons and cleaning 
type on the R. C. Allen... 
ribbons, type are fully exposed. 


Real Control Typing! 

The personalized key control 
lever lets you enjoy typing free- 
dom. You'll find the R. C. Allen 
touch-tailored for you. 


MODEL 6 


(Six carric 
widths availa 


Perfect Type Alignment 
Your typing looks like fine print. 
ing on an R. C. Allen. Type is 
avtomatically aligned by the 
newly-designed segment ring. 


Less Effort — Less Fatigue 
There's no “reaching” for the 
properly positioned R. C. Alles 
carriage. Paper handles easief, 
there's less eye-strain. 





R.C.Allen Business Machines, Inc 


680 Front Avenue, N.W., Grand Rapids, Michigan 
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report was given by Dwight N. Briggs, Sun Rubber 
Company, who informed members that the treasury 
is in good shape with a substantial amount on hand. 
In the absence of Louis F. Caracci, the Nor-Wood Com- 
pany, Inc., New York, N. Y¥., Mr. Briggs also reported 
on the Ready Relief Fund which now boasts of $3,792.50 
on hand. Since its inception in 1950, it has paid out 
$700.00 for emergency relief. 


It was then announced that the following had joined 
the club and they were made welcome: J. J. Santry, 
Boorum & Pease Company; Norman Cohen, Perry 
Printing & Stationery Company, New York, N. Y.; Max 


L. Ditchek, Bayles & Ditchek Stationery Company, 
New York, N. Y.; Bernard Geiger, Martin M. Moldow 
Associate Samuel M. Levine, Acco Products, Inc.; 
David Lifton, Lifton Keppler Associates; Carl C. Jud- 
koff, Cantigny Printing & Stationery Corp., New York, 
N. Y., and Joseph Cohen, Alpha Office Supply Co., Inc., 
New York, N. Y 


President Barnett took occasion to thank Murray H. 
Weinkrantz, Universal Pad & Tablet Corporation, and 
Max Lipschs Henry Kleinberg Company, co-editors 
of “Stationery Whitems,” the Club’s bulletin, for doing 
a fine job. In this connection he urged members to 
co-operate th them by gathering news in the trade. 

The balance of the meeting was devoted to discus- 
sion of group insurance, the Associated Hospital Serv- 
ice plan and other topics of interest and importance 
to the er: 





Barry Company Awarded Service Plaque 


At a recent national sales conference held in Elmira, 
N. Y., and attended by all branch supervisors of sales 
and sales representatives of the Victor Safe & Equip- 
ment Con y, Inc., and the Remington Rand dealer 
sales division, the Charles R. Barry Company of San 





Receiving Plaque ... A. Carlson and L. C. Adams accept 


25 years’ service plaque from Allan Murray and H. A. Hicks. 
Francisco ¥ presented with a plaque in recognition 
)f 25 years of association with the Victor Safe & Equip- 
ment Company as its West Coast representative. 

The plaque was presented by Allan Murray, vice- 
president of Victor and H. A. Hicks, vice-president and 
general sal anager of the Remington Rand dealer 
sales divisi L. C. Adams and A. Carlson accepted 
t on behalf the Charles R. Barry Company. 





Elect Pape President of Conn. Valley Stationers 


William G. Pape, Adkins Printing Company, New 
Britain, C was elected president of the Connect- 
icut Valle Stationers Association at their annual 
meeting, he n February 25, at the Hotel Bond in 
Hartford 

A heart il following the usual fellowship hour, 
put the 51 nbers and manufacturers’ representa- 
tives in a w state of mind as President Charles 
W. Henni jr.. Mattatuck Stationery & Furniture 
Company, Waterbury, banged on the gavel. 


voiced the sentiments of the group 
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DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI. 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


Wrute today! 
for Our 
NEW 


Handsomely 
Illustrated 


CATALOG No. 96 
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RASTEWART 


EGO MANDAN Ae 


80 DUANE ST.NEW YORK 7,N.Y 












when he mourned the passing of Past-President Nilg 
E. Anderson, Anderson’s, Bridgeport, who passed away 
on February 14. Condolences were also expressed tg 
Gustave Fischer, Gustave Fischer Company, Hartford 
and to Donald D. Macdonald, Bradley & Scoville Com- 
pany, New Haven, in their recent losses. 

The secretary and treasurer both read their reports, 
Hearing Treasurer Gilbert F. Mulford, Kilborn Brothers, 
New Haven, give the treasurer’s report, is an unique 
experience, to say the least. 

Edward Granfield, Edward Granfield Company, New 
Haven, presented this slate of nominees of 1953: 

President—William G. Pape 

Vice-President—Burton H. Knust, Burt & Dell, Hart- 
ford. 

Vice-President—Joseph F. Fitzgerald, Mead Station- 
ery Co., Greenwich. 

Vice-President—John Goeckler, Sheppach & Goeck- 
ler, New Haven. 

Vice-President—John B. Dwyer, manufacturers’ 
agent. 

Secretary—Richard Kilpatrick, Hartford Office Sup- 
ply Co., Inc., Hartford. 

Treasurer—Gilbert F. Mulford. 

Directors—Charles W. Hennion, Ray Sheppach, Shep- 
pach & Goeckler, New Haven; and Joseph E. Feely, 
Springfield Office Supply Co., Springfield, Mass.; Wil- 
liam S. Blech, Gustave Fischer Company, Hartford; 
Sid H. Challenger, Frank H. Fargo Co., Bridgeport; 
Garry E. Dell, Burt & Dell, Hartford; S. Ford Chidsey, 
Bradley & Scoville, Inc., New Haven; Francis Clark, 
Davis & Nye, Inc., Waterbury; and Julian C. Shoor, 
Plimpton’s, Hartford. 

All were elected unanimously. 

The speaking of the evening was done by Charles V. 
Ramsey, Smead Manufacturing Company; Mel Bles- 
sem, W. A. Sheaffer Pen Company, and Bill Van Ness, 
Eberhard Faber Pencil Company. Their subject was 
“Put This Man to Work.” Each discussed a different 
phase of the working relationship between the manu- 
facturer’s salesmen and the dealer. Between them 
they explained how the traveler is assisting dealers in 
the sale of merchandise. They urged the dealers to 
take full advantage of the specialized knowledge and 
assistance of the salesmen, suggesting that the sales- 
men be considered partners in their organizations. 

President-elect Pape expressed his appreciation for 
the honor in full realization of the precedents he had 
to uphold. 











Stationers Guild of Canada Awaits 
20th Annual Meeting in Ontario 


EXCLUSIVE When the Stationers’ Guild of Canada, Inc. con-} 
2 A p z & 7 venes in Windsor, Ontario, May 13-16 it will be the} 
CARBON GRIPPER 20th annual meeting and convention of this organ- 7 


ization. Headquarters are to be at the Prince Edward 














TYPEWRITER, BILLING, FAN- 
included FREE FOLD, PENCIL, CARBON JACK- Hotel. j 
m= with each ETS, REGISTER ROLLS. A preliminary announcement of the program lists 
Seoxof INKED RIBBONS: Typewriter, these features: 
Bn We Tabulating, Addressograph, WEDNESDAY EVENING, MAY 13 
Aye : Time-Stamp, Bookkeeping Ma- The Windsor stationers will be hosts to all con- 
os sal chine, Adding Machine. vention delegates at a reception at the Prince Edward 
‘Keen HECTOGRAPH SUPPLIES: Car- Hotel. 
Rite’ (Not bons, Master Units, Ribbons, THURSDAY, MAY 14 ; 
for sale). Duplicating Supplies. Breakfast for all convention delegates will be fol- } 
lowed by a general business session. 
We Invite Your Inquiries Luncheon at noon will be addressed by W. B. Gregory 
of W. B. Gregory & Son, Inc., Detroit, Mich : 
In the afternoon all convention delegates will travel | 
oO MANUFACTURING CORP. by bus to visit Jack Miner’s Bird Sanctuary at Kings- | 
Factory: Coraopolis, Pa. ville, Ont : 
40 E. 40th St. 401 Wood St. 564 W. Monroe St. FRIDAY, MAY 15 
New York 16,N.¥. © Pittsburgh 22, Pa. © Chicago 6, Ill. Divisional meetings are scheduled for the morning. 
A luncheon is on the program at noon and in the 


. "7 ; pox afternoon Howard Gunlocke of W. H. Gunlocke Chair 
( (?) bs ( by ." Company will be the guest speaker. This address \ 
ono- Ua dy ua fica will be followed by a panel session at which time 
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“| What’s behind the curtain? Turn the page and see! 
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BORROUGHS 
Mutts steonin 


SURE-FIRE HIT 









She RED CAP. 














Gentlemen, here is another new Borroughs qual- 
ity product that we know will meet with your 
instant approval . . . the Borroughs Wrap Rack 
.. . beautiful as well as a year-round utility. Its 
streamlined, graceful design will complement any 
place it is used . . . and IT CAN BE USED wherever 
J wraps are hung. We believe this new product is 

of such interest to you that we have taken three 
pages to impress you with its importance to your 


Wl 











business as a customer-getter and profit-booster. 
re RT Read every word on the opposite page, too... 
ey TT then write to Joe Davis for more facts. 











— 


PRODUCTS 


Qu 





BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


' 


3002 NORTH BURDICK amp KALAMAZOO, MICHIGAN 
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> |... and gentlemen, isn’t this Red Cap 
Vion RACK a beauty? 

















Look at this rigid steel con- 
struction . . . it’s spot welded 
for added strength. You'll like 
the modern, non-dust-collect- 
ing hat shelves . . . hats rest 
on round rods, and not on 
dusty shelves. 













Take a glance at the 
Wrap Rack’s clean 
hanging space for coats 

there are no ob- 
structions...coats hang 
straight . no fuss, no 
muss. Yes, this is a 
mighty important fea- 
ture. 


Did you ask, “Is it unit-packed 
like all Borroughs products?” 
Yes, sir, it is! Every Wrap Rack 
unit is packed in a “Ship-o- 
Unit’ carton . . . everything is 
in one package. And when it 
comes to assembly, this Wrap 
Rack goes together in a jiffy. 






Even the base for overshoes 
is not only sturdy, but is beau- 
tifully streamlined. The Wrap 
Rack is available in 3 sizes, to 
hold 6, 12 or 24 coats and 
hats. You have your choice of 
gray or green baked enamel. 





reat WS BORROUGHS, you know it will sell Copyright 1953, Borroughs Manufacturing Ce. 
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THE FINEST MARKERS. MADE TODAY! 


FULTON 











82 Fulton Street 











DEVICES 


Your customers will like the 
quality ... You will like the profit 
from repeat business. 


ss 
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DRIKWIK STAMP PAD AND INKS... 
Cellophane wrapping insures fresh- 
ness of Pad . . . your guarantee of a 
new stamp pad. 

SIZES . . . No. O, 1, and 2 are the 
most popular sizes in new drawn 
boxes. Extended lip on the cover for 
fingertip control in opening. 





NU-TYPE FOAM RUBBER STAMP PAD... 
made from finest grade of porous 
foam . . . light touch and stamp is 
inked. Encased in smart, modern steel 
drawn box. 

SIZES .. . No. O, 1, and 2 all cello- 
phane wrapped. 


OTHER DELUXE ITEMS... 
SERVICE and FULTON Daters and Num- 









berers . . . DeLuxe and Special Business 
Outfits... 
Order Now! Write for 
Prompt our new 
Shipments! catalog #52 


FULTON YY 
EQUIPMENT )/ 
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MARKING 
COMPANY 


Elizabeth 1, N. J. 


“Aspects of Distribution” will be discussed by a manu- 
facturer, a wholesaler and a retailer. 

The annual banquet is to be held in the evening 
at Elmwood Casino. There will be entertainment and 
dancing. 

SATURDAY, MAY 16 

A special business session will be followed by a noon 
luncheon. 

Extra activities are planned for the ladies. 





Dealer Sales Division of Remington Rand 
Completes National Sales Conference 


The successful completion of a national sales con- 
ference, held in Elmira, N. Y., by the dealer sales divi- 
sion, Remington Rand Inc., was recently announced by 
H. A. Hicks, vice-president. The meeting was attended 
by all branch supervisors and account representatives 
from dealer sales offices throughout the country. 

The conference was devoted to the announcement of 
new products and to plan for the further development 
of the sales techniques applicable to the product lines 
marketed by the dealer sales division of Remington 





Visit Elmira Plant... Branch supervisors and account 
representatives of Remington Rand Inc. at the Elmira plant for 
the national sales conference. 


Rand. Included in the week-long conference were 
discussions of Remington Quiet-riter portable type- 
writers, Remington Office-riter typewriter, TOPflight 
adding machines and cash registers, Line-A-Time copy- 
holders and Victor systems and fire protective products. 

The introduction of the new Remington Office-riter 
was the highlight of the meeting. A revolutionary ad- 
vance in typewriter design and engineering, the Rem- 
ington Office-riter was presented as the first office 
typewriter in compact size with an 1ll-inch carriage 
and a full 10-3/10-inch writing line. J. M. Hackney, 
sales manager, also introduced a new line of Reming- 
ton portable typewriters including the latest model 
of the Remington Quiet-riter. 


An important part of the conference was a full-day THE 


tour of the Remington Rand plant in Elmira where 
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SMEAD’S 


TELLI-VISION 


Reg. U.S. Pot. Off. 





ACCURATE FILES ARE THE HEART 
OF ANY BUSINESS 


Save “ime! 


by using Smead's Tell-I-Vision filing system, you 
can reduce filing time. The alphabetical-color 
signal system for finding — and the numerical- 
color signal system for replacing — make filing 


easy, fast, and accurate. 
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SMEAD’S TELL-1-VISION SYSTEM 








READS LIKE A 800K 
LEFT T0 RIGHT - 
GROWS AS NEEDED 








By using Smead's Tell-!-Vision filing system, you can = 
reduce filing time. The alphabetical-color signal 


system for finding — and the numerical-color signal with 


system for replacing — make filing easy, fast, and ZY / / (2, i“ a f, 


accurate. 
LET US DISCUSS YOUR FILING PROBLEMS WITH YOU 


THE Smead MANvFAcTurine CO.,INC.-HASTINGS, MINNESOTA 



































the NEW sensational 


\'f (og h@) << 


DESK STAPLER 

















Uses 
Standard Staples 





Now Ready to Deliver! 


AMAZING IN PERFORMANCE 
GRACEFUL IN DESIGN 
EASY, COMFORTABLE. 


SPEEDY, EFFICIENT, A STARTLING 
DURABLE VALUE AT 
NON-CLOGGING aa 
$500 
Fully Guaranteed 


e TAP IT— 
e PRESS IT— 
e STRIKE IT— 


By any Method 
IT STAPLES + PINS-«TACKS 


TO A NEW HIGH LEVEL OF SATISFACTION 





The VICTOR embraces novel, revolutionary, thoroughly desirable 
time-saving features that take the task out of tacking and provide a 
new, exhilarating experience in stapling. Reap the crop of profit await- 
ing dealers who wisely decide to stock the VICTOR NOW. 


DESCRIPTIVE LITERATURE ON REQUEST 


WAIL MANUFACTURING re-tenotaii 
. 900 EAST 95TH STREET CHICAGO 19, ILLINOIS 
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2ST CHOICE OF LARGE AND SMALL USE! 
AFTER RIGID COMPARISON TESTS’ _ 
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*Rest-All Chairs have won selection over other lead- | 
ing makes, under the most gruelling possible tests ) 
for low maintenance factors, comfort and appearance. 


Specific details on request. 


Test and compare Rest-All Chairs before you buy. 
Ask for descriptive literature and complete details. 
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the group in ed the manufacture and assembly of 
Remington typewriters and adding machines. This 
suided tour lesigned to provide a closer liaison 
between sales representatives and the various manu- 
facturing departments 
‘The entir: les conference was marked with a 
spirit of enthusiastic optimism on the part of all those 
fin attendanc: Mr. Hicks reports. “And not without 
with this new line of machines we can look 
forward to o1 f the brightest eras of product accept- 
i ance and sales opportunity in the long and distinctive 
the Remington typewriter,” he concluded. 
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| Seares Talks To Top Management 


‘The capacity of management to increase efficiency 
i} and reduce management costs is unlimited if modern 
fact-finding methods and procedures are properly 
utilized,’ Al N. Seares, vice-president of Remington 
«at Rand Inc., said 1 speech before the Office Executives 





*! Association of New York at the Hotel Statler, on 
February 18 
Addressing Top Management Night” meeting of 
the associat following the monthly dinner, Mr. 


Seares Said 
The office yurces of America are unlimited, pro- 
viding management properly utilizes and co-ordinates 
wwailable personnel with modern fact-finding equip- 
produced and about to be produced 
manufact of office equipment.” 
He added that the utilization of this equipment 
hallenge to management” and outlined 
for effective use of new manage- 


nent now De 


resents a 


10-point pl 


s<) ment tools. T points were: 
tT 1. Segregat ff planning from operation. “No 
lant or offic an obtain such objectives without 
having a full time group to put such a program into 
effect and carr} out on a permanent basis.” 
2. Work measurement. “The measurement of cler- 
al output i ne of the most effective tools for in- 
reasing cleri efficiency and at the same time 
educing clerical costs.” 
3. Motion and time study. “The combination of 
lotion and conjunction with work measure- 
vent offers office management the opportunity to put 


its human nechanical resources to greater use.” 

4. Incentir Incentive plans predicated upon 
Tr extra pay in addition to the base salary for extra 
rT i accomplishm: ver what might reasonably be ex- 
lapted for many types of office opera- 
before any such plan can be inaugu- 
tial that all work so performed be 
inalyzed an ts of measurement determined.” 
9. Office “The time has come to have office 
yout placed the same scientific basis of that of 
he | t no fundamental difference be- 
tween a wo tation in the plant and one in the 


“No procedure should be mech- 
been subjected to detailed investi- 


ion an analysis. The average office 
r machine is vely inexpensive compared with the 
1 ry paid rker.” 
Form « Here is one of the greatest sources 
f cost cont Three ends are sought: centralized 
ntrol of all forms; standard design, reproduction, 
tilization ising: and elimination of obsolete, 
ad- llicate ar ecessary forms.” 
asts Re tion. “Management can save vast 
sin tl establishing an active, aggressive 
ice. gran the birth, specify the life, and in- 
e the de of each record as soon as it has 
itlived its usef ess.” 
). Manual instructions. “Without written in- 
ly. tructions, it easy for a procedure to become im- 
red, for cle efficiency to be reduced, and office 
is. Sts to be i ed.” 
Skill de" pment and in-service training. “Cler- 
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Send for Samples of These Low Priced 
High Quality Kraft Folders Today 
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FOREST PARK, ILLINOIS 
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Here Are Four of the Fastest Growing Items 


NOW CARTER OFFERS YOU FACTS BASED ON A RECE 





The faster, sharper strokes of the electric typewriter put the toughn 

and wear of carbon paper to a new test . . . in fact require specialh 
made carbons. Carter offers these “right across the board” so that you 
customers can enjoy their favorite Carter brand with electric typewriter 
as well as with standard typewriters. 
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With spirit vapor duplicators rapidly becoming the “number o 
method of office duplicating . . . and consuming annually some $I 
to $300 of supplies per machine . . . progressive stationers are givi 
major attention to this growing department of their business. The Cam 
line of duplicating supplies is complete, and of course, tops in quality 


Duplicator Supplies 


With nearly a million electric typewriters already in 
use, and with spirit vapor machines rapidly displac- 
ing other types of duplicating equipment, stationers 
are faced with new problems in servicing their cus- 
tomers’ needs. More than ever must supplies be 
fitted to their intended use . . . more than ever 
must the stationer be a “specialist” in modern office 
procedures. 


Carter’s thorough study of these new types of 
equipment has developed a simple, yet unusually 
practical and complete line of supplies for electric 


typewriters and spirit vapor duplicators . . . and, 
in addition, has brought out significant facts about 
the truly amazing profit potential in the market 
for these supplies, facts which Carter will gladly 
share with its stationer “partners” in distribution. 


: 


4 





v8 


e Entire Field of Office Supplies Marketing 


NATION-WIDE ANALYSIS COVERING SOME 1500 STORES 


ghnegl Ribbons, too, must be able to “take” the heavier pounding and higher 


vecially UE | ejo99 . typing speeds of these new machines. It’s not unusual to find ribbon 
at youl | R bb sales to offices equipped with electric typewriters from 50% to 60% 
writer ec r [ C ! ons higher than before. Carter’s electric ribbons, of course, have been “out 


in front” from the very start. 


Carter’s Nylon ribbons have set the pace ever since the first use of this 


° new fabric for typewriter ribbons. nally pioneered as a “special” 
N lon Ribbon S$ ribbon, Carter's Nylons are now available right through the Carter 
y line. Many offices, however, standardize on the famous Carter “Super 


Nylon” . . . the leader in any league. 


We invite you to send for the new Carter Carbon and Ribbon Catalog 


Tue Carter’s Ink ComPpANY 


CAMBRIDGE 42, BOSTON, MASSACHUSETTS 















































No. 4850 An executive’s SWIVEL ARM No. 4852 An efficient SWIVEL CHAIR... 
CHAIR » »« Classic but comfortabie. sleek but sturdy 


i A i han 


MODERN .- Traditional 


SELL the chairs... : mys a 
your customers WANT 


——— 





These fine chairs do the hard selling for you. The 
sleek, modern 4800 or the traditional 6700 Bank of 
England Chairs by Boling are comfort-curved for 
natural, balanced posture . . . service-built for years 
of lasting comfort . . . hefty, yet attractively styled 
to blend with any office decor. Ask today for your 
copy of our Catalog 50 with Supplement 50-A. They Sia cand 
show all of the chairs your customers want. No, 4853 A substantial SIDE CHAIR . . . 


to look well. 





SILER CITY, N. C. 


No. 6710 Bank of England No. 6711 Bank of England No. 6712 Gank of England No. 6713 Bank of Engiand 
Swivel Arm Chair. Arm Chair. Swivel Chair. Side Chair. 
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ical efficiency can be greatly augmented if the indi- 
yidual employee can be so trained as to increase his 
own productivity.” 

Mr. Seares said the application of these 10 prin- 
ciples can be accomplished by “divorcing pianning of 
office work from its execution” and providing trained 
personnel and tools necessary to carry out the plan- 
ning. 

“Such up-to-date instrumentation,” he said, “pro- 
yides a radar screen to management to project realistic 
thinking and sound planning. It is a challenge to all 
of us to bring to the office the same degree of efficiency 
that is obtained by so many of our manufacturing 
associates.”’ 





Richmond Stationers Association Holds 
Annual Dinner and Sales Rally 


President Dick Wight of the Richmond Stationery 
Company welcomed more than 150 stationers, their 
salesmen and travelers at a beautifully-planned din- 
ner and sales rally of the Richmond Stationers Asso- 
ciation—second oldest local in the country. The 
Commonwealth Club was the scene of this very friendly 
affair, sponsored by a group noted for its gracious 
hospitality. 

President Wight announced that though the Rich- 
mond Association now includes members from Nor- 
folk and Newport News, Lynchburg and other cities, 
it is the desire to expand the organization into a state 
association and all Virginia stationers are invited to 
join. 

Bill Gove, well known sales promotion manager for 
Minnesota Mining and Manufacturing Company, gave 
one of his enthusiastic, inspiring messages, leaving the 
following points for all present to meditate upon in 
their selling 

1. He ought to have it. 

2. I (the salesman) make the difference (all other 
things being equal) 

3. Learn to be a good listener. 

Paul Burbank, general manager of NSOEA, discussed 
the year 1953 when there is talk of an economy of 350 
billion dollars, and, for comparison, recalled that dur- 
ing ‘53 we should reach one biliion minutes since the 
birth of Christ 

He urged that those in this industry must keep on 
their toes in order to maintain and better the position 
which the stationery and office equipment retailer 
holds today. An interesting point made by Mr. Bur- 
bank was that the estimated cost of sharpening one 
lead pencil during its life is $1.46. His recommenda- 
tion for saving the time consumed for this process was 
to sell a portable pencil sharpener as equipment for 
each desk in the office. 

The man in charge of this annual affair, J. D. Mar- 
tin, secretary of the association, and Mrs. Kay Platt 
who handles the details, were thanked sincerely for 
their efforts 

Governor of the Third Region, Sam Rosendorf, Jr., 
of Southern Stamp and Stationery Company; Richard 
Graff of Esterbrook, representing Penn-Mar-Va as its 
vice-president; Pelham Valentine of the Virginia Sta- 
tionery Company, vice-president of the Richmond 
Association, and Rose Cushman of NSOEA were guests 
at the head table in addition to the two speakers. 





Chicago OFA Hears President Caldwell 
The Chicago Chapter of the National Office Furni- 


} ture Association in its March 2 meeting at the Charles 
| Harrison Restaurant had as guest speaker the presi- 


dent of NOFA, Larry Caldwell, John Wanamaker Com- 
Pany, Philadelphia 
“We are approaching a leveling-off, highly-competi- 


| tive period in selling,” warned the NOFA leader. He 


told of the need for education on products and in 
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BIG 


Opportunity for You! 


There are unlimited sales and profit opportuni- 


ties awaiting you if you are not selling Indiana 
Chairs. 
of fine wood office chairs have established Indiana 
Chairs as the “best buy” 
like to. show you how you can capitalize on this 


National advertising and a complete line 


in office furniture. We'd 


well developed demand. Write us today. 


ees Cinders 


JASPER INDIANA 


MEMBER OF WOOD OFFICE FURNITURE INSTITUTE 
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selling, an association program, and discussed the 
role of the factory and the dealer. “You can’t expect 
loyalty from a factory unless you give it,” said Mr 
Caldwell. Other typical statements were: 

“We don’t lose orders when we keep prices up... 
but we do lose when we cut prices... . 

“Factories lose at the local level when they don’t 
publicize at that level .. . big concerns know adver- 
tising at the consumer level is what counts... .” 

It was disclosed at this meeting that Chicago is in 
line for the 1954 convention, pending action at the 
forthcoming convention in Cleveland. 

A further report on the Chicago movement to lower 
furniture freight rates was made by Norman Ginsburg 
and Harry Hofherr. They told of their trip to Wash- 
ington, D. C., to discuss the problem with the Wood 
Office Furniture Institute. 

President Henry Otto appointed the following com- 
mittee for nomination of new officers: Hy Natovich, 
chairman; George DeBeer, Charles Goodman, William 
Reilly, James Lynch and Harry Hofherr, alternate. 





San Antonio Ready for Top Attendance 
ART CARROW, CORRESPONDENT 

With all of the attractive diversions for the pleasure 
of the visitors in attendance at the annual meeting 
of the 9th District of NSOEA, a large increase in reg- 
istrations is expected when the convention convenes 
at the Plaza Hotel in San Antonio, Tex., on April 15, 
16 and 17. 

District Governor Dave Reed, Dallas, and general 
chairman, Marvin Hartung, have completed plans for 
the meeting with the assistance of committees. 

The convention program is: 


WEDNESDAY, APRIL 15 
10 a.m.—Registration. 


2 p.m.—Golf, Oak Hills Country Club. 
6 p.m.—Texas Travelers annual meeting. 
7:30 p-m.—San Antonio Stationers kick-off party. 


THURSDAY, APRIL 16 


:30 am.—Registration, business sessions. 
noon—Luncheon—Plaza Roof—business sessions. 
p.mM.—Travelers’ Hospitality Room. 

‘30 p.m.—Travelers’ party-LaVillita. 


FRIDAY, APRIL 17 


:30 am.—Business sessions. 

noon—Luncheon, Plaza Roof 

:30 p.m.—Adjournament, Business Sessions 
p.m.—Travelers’ Hospitality Room. 

:15 p-mM.—Banquet, program, dance. 

Committee chairman are as follows: 

Gerieral Chairman—Marvin Hartung, Paul Anderson 

Company. 

Entertainment—Fred Lewis, National Printing & Sta- 
tionery. 

Program—Marvin Hartung. 

Hotel Registrations—Walter Wernli, 
pany. 

Publicity—Paul Anderson, Jr., Paul Anderson Company. 

Golf—Al Eisemann, Maverick-Clarke Company. 

Ladies Hospitality—Mrs. William Clegg, Sr., chairman; 

Mrs. Al Eisemann, co-chairman; Mrs. Marvin Har- 

tung, co-chairman. 

Men’s Hospitality — Milton Washer, 

Company. 

Visitors will find why San Antonio is justly noted 
as the center of a great scenic and playground area. 
In from one to a few hours of easy driving, they’ll find 
beautiful works of nature and impressive works of man. 

Nearby are Austin, the state capital; Longhorn 
Cavern, scene of underground wonders; Bandera, cen- 
ter of the Dude Ranch country; Laredo, gateway to 
Old Mexico; Corpus Christi, deep sea fishing, and 
Big Bend National Park, Alp-like grandeur 
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BERGER is telling your customers: 


THIS 


To Dress Up Your Office With These 
New BERGER Beauties 





MATCHED TABLES 





SECRETARIAL DESKS 


Modern, spacious Berger Tables are of the 
same rugged construction as Berger Steel 
Desks. Legs and “‘Eye-Comfort” tops are 


interchangeable with those of the desks 
and are available in matching colors. 
Distinctive Berger Secretarial Desks 
embody all the built-in features that 
have proved so convenient and time- 
saving to busy, efficient secretaries. Fur- 
nishbed with easily-operated, correct- 
height, disappearing typewriter shelf in 
either right- or left-hand pedestal. 





! i 
STEEL OFFICE 
EQUIPMENT 
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IS THE YEAR 





rae “ 


On This 
Replacement 
Idea... 






Here’s how: Tie-in with Berger’s national advertising — at the point of 
sale. Stock, display and SEL. Berger Steel Desks and matching Tables. 


While you're at it, include handsome Berger Filing Cabinets, Storage 
Cabinets and Bookshelf Units. It’s a beautiful, complete line—master- 
fully built—expertly designed to pave the way for a big upward swing 
of your sales and profit curves in °53. 

The market is made-to-order for you! There are plenty of “toil-worn” 
outmoded desks and mismatched pieces in your area that long ago were 
candidates for the second-hand store. Berger is helping to “grease the 
skids” for them by telling your customers about the exclusive features 
and outstanding utility of smart Berger Steel Desks and companion 
pieces. Join Berger’s action-inspiring replacement campaign and you'll 
cash-in now! 

Get all the facts about these Berger Beauties today. Write us for latest 
information on available dealerships. 


BERGER MANUFACTURING DIVISION 
REPUBLIC STEEL CORPORATION 
CANTON 5, OHIO 






1058 BELDEN AVENUE 
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THE HOME OF QUALITY PARK ENVELOPES 


FACTS ano FANCIES 


By McGillicudy 


If you’ve been under the impression that the 
hard-to-pronounce soup called “Vichyssoise” is 
a French concoction, you can now surprise and 
startle your friends by announcing “tain’t so.” 
We have information that Vichyssoise (cold 
potato soup) was first introduced at the Ritz- 
Carlton in New York in 1941. 
Another fallacy is that a bargain price 
always means a bargain. There are other 
things to consider besides price alone, 
whether you buy food, clothes, furni- 
ture, appliances or envelopes. 
You want quality, utility, service, fine 
appearance. As Elmer Wheeler says, “The 
customer buys the ‘sizzle,’ not the steak.” 
There are a lot of “sizzles” in Quality Park 
Products . . . “sizzles” that make Quality Park 
envelopes easier to sell; “sizzles” that mean sat- 
isfaction for the customer and repeat business 
for you. Quality Park offers (1) Quality Prod- 
ucts . . . finest stocks carefully and expertly 
manufactured to give longer wear and meet 
every specific envelope requirement; (2) Quality 
Packaging . . . extra protection for extra fine 
envelopes — boxes that outlast the envelope 
supply and have utility for other purposes; (3) 
Quality Service . . . careful consideration to the 
requirements of all dealers with all dealers re- 
ceiving the same speedy, prompt service so they 
in turn can meet the requirements of their cus- 
tomers. Those are the “sizzles” that make 
Quality Park Products a “bargain” all the time. 
Insomnia help department: If you ever 
have trouble getting to sleep because the 
ticking of your watch on the bureau or 
night stand bothers you, try this — invert 
a glass tumbler over the watch. (Simple 
idea, isn’t it — but be sure the tumbler 
is empty.) 
Of course, nothing will keep you awake if you 
know your customers are satisfied and happy 
keep them that way by stocking Quality 
Park Products. 


Sold Through Dealers Only 


Quality IP 
Products 





CZ 


* General Office and Factory, Quality Park, S!. Pau! 4, Minnesota 
¥ Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 
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"I make my 


best impressions 


OF Wigte 


“The sharpest looking 

you've ever seen !” 
“Since we've gotten the *Old 
Town Spirit Duplicator, paper 
work bottlenecks have just dis- 
appeared at our office!” For the 
“best impressions” there is 
nothing to equal efficient, easy- 
to-use Old Town spirit machines 
and supplies. 

Type, write, draw or print 
through Old Town Super-Kleen 
Spirit Carbon —you have a 
master that is sharp, clean, ready 
to go to work for you. 

With an Old Town Spirit 
Machine — rugged in construc- 
tion, the finest you can buy at 
any price—you will be amazed 
at the hundreds of quality cop- 
ies you can make in a matter of 
minutes from a single master. 


DEALERS: Taking on the OLD TOWN 


Spirit DUPLICATOR franchise is like 
taking on an Annuity. The steady flow 
of repeat orders for duplicator sup- 
plies means substantial profits to you 
+ + « today, tomorrow and for years to 
come. Write today for details. 


+. 
Manufacturers of Duplicat- 
ing Machines & Supplies... 
Non-curling Carbon Papers 
«+. Finest Ribbons. 


750 Pacific Street, 
Brooklyn 38, N.Y. 
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Ad-Viser 


Continued from page 19 

QUESTION: If an advertising budget cannot afford 
an advertising manager, where can professional advice 
on promotion be obtained? 

ANSWER: There are a number of places. In fact, 
a good percentage of the country’s office appliance 


stores do not employ an advertising manager. They 
have come to depend upon the town’s local newspaper 
for not only advice but performance. The paper usu- 
ally maintains a service for its retail advertisers which 


includes act production of advertising. There is 
either a very small fee or none at all. 

Visit your newspaper a few days before each inser- 
tion. Tell them what merchandise you would like to 
promote. Work with the staff on layout and copy. 


They will do the rest. Most papers subscribe to mat 
services of all types and can supply professional art 
work and copy at a minimum cost. As a matter of 
fact, the newspaper will probably assist you with your 
direct mail as an accommodation 

For radio copy, consult the staff of the local radio 
station. Here too, professional advice can be obtained 
at a very low I 





From the Blair Office Supply Company, St. Louis, 


Mo., we received a series of direct mail material which 
make up a highly effective promotional campaign. The 
government postal cards, sent out periodically to care- 
fully selected lists, are intelligently designed and 
written 

Using illustrations on every card gets and maintains 
attention of the recipient. The copy is simple, effective 
and provokes action. The consistency of mailing re- 


sults in good reminder techniques. 
To quote Louis Blair, president of the Blair Com- 
pany (Turn to page 158, please 


wor 


papas 
orsice sureties 
Eldcas 1596 noe. 2 Roane . 
. Serve id VO 4 
ee pore Stat eda cari ation 























By Direct Mail 


Blair Office Supply postcards. 
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“So good looking !” 


“That's what the boss says now 
about all my work! No wonder 
he’s pleased — my letters look 
sharp and beautifully typed, my 
carbon copies clean, clear and leg- 
ible no matter how many I make, 
thanks to *OLD TOWN!” 


In offices everywhere this dis- 
covery is being made, every day— 
that for the “best impressions” 
there are simply no better carbons 
and ribbons than OLD TOWN— 
scientifically created and designed 
to meet the exact need ! 


DEALERS with a profit-wise eye 
to the future are featuring Old 
Town! Get the step-by-step facts 
now—and learn of the many ad- 
vantages in handling this great, 
world renowned line. Write for 
complete franchise information 
which can mean ever-increasing 
revenue for you throughout the 
years! 


OLD TOWN CARBONS 


New, non-curling, non-smearing, easy 
and clean to handie— 


OLD TOWN INKED RIBBONS 
Pure Silk — Nylon + AF — 


Egyptian Cotton for all 
machines — nothing finer. 


750 Pacific Street, 
Brooklyn 38, N.Y. 


157 





ow tes cepr 
ar 


a a RENEE aL OR aR ee 


eet 
a te neta ats. 














oo 


WHEN CUSTOMERS INSIST ON 


(No. 6058C) 


SHOW AND SELL THE NEW MYRTLE 


Deonalor’ = 


You will meet every demand for 
style, value and quality with the 
new Pacemaker. It’s easy to sell, 
because there is so much to tell. 
Here are the features that will 
mean increased sales for you. 


ADJUSTABLE HEIGHT ISLAND BASE 
GENUINE WALNUT DRAWER INTERIORS 
FULL EXTENSION DRAWERS 

SIDE SUSPENSION METAL DRAWER GUIDES 


FIVE-WAY ADJUSTABLE TYPEWRITER PLATFORM 
(FROM 26” TO 31%") 


INDIVIDUAL SIDE PEDESTAL LOCK 
CAST BRASS HARDWARE — ENGLISH ANTIQUE FINISH 


ADJUSTABLE FOOT REST 


® In regular or frosted walnut. (Chrome hardware on frosted walnut finish.) 


BETTER DESKS 
ARE MADE OF WOOD 





MYRTLE DESK om ANY 





HIGH POINT, nS vf Th 
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“. . . We don’t always advertise merchandise, we 
dwell a great deal on company policy. On cards where 
we do advertise we try to make the copy as plain 
and simple as possible. 

“As a result of this type of advertising we find that 
a large portion of our business comes to us over the 
telephone. 

“Where we advertise mechandise on these cards 
we find that at times we receive orders as long ag 
three or four months after sending them. It seems that 
our customers keep these cards in their desks. This 
is true also when we send out circulars furnished 
by manufacturers. This advertising we do by sending 
a first class envelope containing about three to four 
circulars. This we mail direct to the purchasing agent. 
We get a great deal more response when we mail 
direct to the P. A. than when we mail these leaflets 
in our monthly statements. 

“Our company name has become our trademark 
and it seems that advertising with our trademark 
is more effective than the circulars that are printed 
in plain type.... 

“I do not agree with most of the sales managers 
of today who say that office supply users have to 
be called on every week. If you keep your name 
before them a few times every month it serves 
almost as well as a personal call. Personal calls 
take up too much of the buyer’s time, because buyers 
for the most part have other duties to do. I want to 
make it clear, however, that I am talking about 
everyday office supplies. If I sold bridges or loco- 
motives I would make personal calls.” 

All of this merely indicates that progressive pro- 
motional thinking and performance will result in 
bigger volume and greater sales. 





Olney to Supervise Roberts Plant 

The Roberts Numbering Machine Company recently 
announced the appointment of N. M. Olney as plant 
superintendent. Mr. Olney is a graduate mechanical 
engineer with practical shop experience and is author 
of a number of technical articles pertaining to tooling 
and production. 

He brings to Roberts over 20 years of broad engineer- 
ing and manufacturing experience devoted to the tool- 
ing and production of small interchangeable precision 
metal consumer and industrial products. Formerly he 
was associated with Western Electric Company as 
manufacturing engineer, with Speed Products Com- 
pany as chief engineer and with Rex Products Cor- 
poration as plant manager. 





E. L. Freeman Offers Diaries to Stationers 


The E. L. Freeman Company, Central Falls, R. I. 
is now offering its pocket-size diaries for sale by sta- 
tioners. This firm has been in the printing and sta- 
tionery business for nearly 90 years and developed 
the diaries for its own stationery stores at Providence, 
Pawtucket and Woonsocket, R.I. 

The pocket size is declared to appeal to business men 
and salesmen, utilizing one page for each day and one 
book for each month. These are attractively packed, 
one dozen to a box with special display card. 





N. J. Firm Provides Reconditioning Service 


The Merritt Wells Publishing Company, New Jersey 
business machine dealer and stationer, located at 19-21 
South Finley Ave., Basking Ridge, N. J., has announced 
a typewriter reconditioning service for the trade. 

With commercial high pressure cleaning and factory 
line assembly methods, operating economies and vol- 
ume production effect savings to dealers not s0 
equipped. 

Capacity, above present commitments, will run 50 
machines a week. 
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ets| Burroughs dealer line expanded ' _ A good deal for dealers . . . that’s what Bur- 

a ' roughs offers. And now it’s even better! The 
ark oc e MOU itemizing i addition of new machines and features to 
ark > i the Burroughs line gives Burroughs dealers 
ted cash registering machines ! an outstanding selection of equipment to fill 

, ide @ i ' buyer’s figuring and cash registering needs— 
ers eo new wie carriage ' at a price that fits any pocketbook! The top 
to PF i value Burroughs line—made by the world’s 
din e . 
oa adding machines... ' best-known producer of adding machines— 
sls optional till arrangements ' offers you real profit opportunity . . . a deal 
on : ! for dealers that’s three ways better now. 
to in extra-wide cash drawers. | 
out ' 
co- i 
mmm mmm wm mmm ee ee em ee ween 
ro-f 
in 
| New Profit for You! 
; Burroughs dealers are now offering their customers the extra 
' protection and closer business control provided by Cash Register- 
tly ; ing Machines that issue a printed itemized receipt. These new 
~ machines expand dealer sales opportunities with grocery stores, 
cal | drug stores, cafeterias and other businesses where an itemized 
10r receipt for multiple purchase items is necessary. 
ing 
- i diibond 7 
ol- , 
jon New Profit for You! 
ne ; 
as Extra-wide cash drawers, with optional till arrangements, give j 
m- Burroughs dealers a wide selection of cash handling space to i 
or- offer customers . . . to help dealer profits grow! " 
' 
' 
& 
a , New Profit for You! 
ta- |! Special wide carriages for Burroughs Adding Machines and Cash 
red |! Registering Machines broaden their appeal for offices and stores 
ce, everywhere . . . Office forms up to 12 inches wide can be prepared 
| on the same machine that’s used for straight adding and listing. 
en 7 Wide carriages mean wide sales appeal—and wider profit for 
= every Burroughs dealer! 
! 
he ~~ eg ese ae = = -—~_e = = = “ 
! 
sey For your greater profit, call or write the 
Mr a oe. Burroughs branch office near you for the 
Burrou hs complete details of the Burroughs dealer 
- 2 plan in your community. Burroughs Add- 
$0 ing Machine Company, Detroit 32, Mich. 
50 i 
' 
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Define Boundaries of 
NSOEA Districts 


To assist stationery and office equipment retailers 
and manufacturers in selecting the regional meeting 
covering the area in which they are located, the 
National Stationery and Office Equipment Association 
yutlines the territories of their 14 regional districts, 
some of which were revised at the 46th annual meeting 
of the Associati The districts follow. 


] Maine, New Hampshire, Vermont, Massachu- 
" setts, Rhode Island, Connecticut. 


9 New York State; the counties of Erie, Craw- 
* ford, Warren, McKean, Potter and Tioga, in 


Pennsylvania 
3 Pennsylvania—with the exception of the coun- 
* ties included in District 2; New Jersey—with 
the exception of Jersey City; Delaware, Mary- 


land, Virginia, District of Columbia, and the 


counties of Berkley, Jefferson, Morgan, Pen- 
dleton, Grant, Hardy, Hampshire and Mineral 
in West Virginia. 
4 North Carolina, South Carolina, Tennessee, 
* Georgia, Alabama, Florida. 
5 West Virginia—with the exception of the coun- 
* ties included in District 3; Ohio, Indiana— 
with the exception of Lake and Porter coun- 
ties; Kentucky and Michigan—with the excep- 


tion of Northern Peninsula. 


Wisconsin counties: Rock, Walworth, 


Easter! 

6. Kenosha, Racine, Milwaukee, Waukesha, Jef- 
ferson, Dodge, Washington, Ozaukee, Sheboy- 
gan, Fond-du-lac, Winnebago, Calumet, Mani- 
tow: Outagamie, Brown, Kewaunee, Door, 
Marinette, Oconto, Shawano, Dane, Green. 
Northws Indiana: Lake county, Porter 
Count 
Tlinoi except East St. Louis and Belleville. 

7 Upper Michigan peninsula; Wisconsin—with 

* the exception of the counties of Southeastern 
section, as listed in District 6 territory; Min- 


nesota, Iowa, North Dakota and South Dakota. 


8 Miss Kansas, Nebraska, Oklahoma and 
* the cities of East St. Louis and Belleville, I1.; 
Texas Panhandle. 


9 Texa except Texas Panhandle), Arkansas, 

* Mississippi, Louisiana. 

10 Wyon Colorado, New Mexico, Utah, Idaho 
* (south and east of Boise). 

1] Monta Washington, Oregon, Idaho (except 
* secti uth and east of Boise). 

12 Northern California to the boundary set by 
* the counties of San Luis Obispo; Nevada with 

the exception of Clark County. 

13 New York City including Metropolitan District 

* of New York, Long Island, Westchester and 


Rockland counties and Jersey City, New Jersey. 
14. & California—south of the boundary 
* set by the counties of San Bernardino, Kern 
and § Luis Obispo; Clark county, Nevada 

and including Arizona. 





MacFarlane Buys Rodecker’s in Miami 

Dave MacFarlane, experienced typewriter man of 
Miami, Fla., has taken over the ownership and man- 
agement of Rodecker’s, “The Portable Typewriter Spe- 
cialists” at 132 N.E. Second ave. and is now operating 
the business MacFarlane’s.—EEG 
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C137P CHAIR 
Walnut or Mahogany 


WORDEN COMPANY 


200 E. 17 STREET e« HOLLAND, MICHIGAN 
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No. 3 MULTISTAMP Duplicator with Printing Guide 


PRINTS LETTERS..FORMS.. 
POSTCARDS .. MENUS 


1000 or more clear, sharp copies without 
re-inking. Prints practically anywhere. . on 
paper, cloth, wood, packages. Just type, write, 
trace or draw on inexpensive stencil. .snap 
it on duplicator and print—like using a rubber- 
stamp. New pre-die-cut “FORM-CUT” stencil 
prints shipping form and identification data 
in one operation. 


MARKS BOXES . . CARTONS 








Pr 





Portable, non-mechanical, of non-corrosive metal, 
teplaceable ink pads. 8 complete outfits: $9.50 to $99.50, 
including supplies (f.0.b. factory). Write for literature 
or see your office or shipping room supply dealer. 





THE QRIGINAL HAND STAMP STENCIL DUPLICATOR 





WLTISTAMD 


TENCIL DUPLICATOR R 


MANUFACTURED ONLY BY THE MULTISTAMP CO. NORFOLK, VIRGINIA 

































News Notes From NSOEA District No. 4 


R. E. HILBURN, CORRESPONDENT 
P.O. BOX 2835, GREENSBORO, N. C. 

The nerve of some folk’s chilun. Jackson Lydiard, 
Sanford’s boy in these parts, sent me some news items 
without any warning. Watch that stuff, Jack, I got 
a weak heart. Anyway—it was nice to hear from you 
ole boy and is even nicer to have you back up here 
in Nawth Carelina. 

Jack says he and George Drane, Wilson-Jones 
Company, as well as Gener Beckner, Seminole Paper 
Company, Miami, were laid up with the flu. Heck— 
I had it, too, but made it into “port” before giving up. 

7 * ” 


Ray Forsyth, Parker Pen Company, is having a 
very rough time with a broken ankle. All this hap- 
pened on the steps of the Floridan Hotel in Tampa. 
Ray turned to say hello to a friend and missed a few 
steps. It takes something like a busted ankle to slow 
some of us down, so enjoy the rest Ray. 

+ * © 

Paul Barnett, Barnett’s, Inc., Miami, is having an- 
other “session” with his foot. Hope everything is 
back to normal by this time Paul. 

+ * * 


A rougher lookin’ bunch of “characters” you won’t 
find anywhere right now than the entire male popula- 
tion of Salisbury, N. C. They are getting ready for 
their county bi-centennial and the boys are doing 
their best to look like a “tin-type.” Sam Plexico, 
Rowan Printing Company, has a “beaut” coming up 
and he said he’s going to wear it down to the regional 
in Atlanta, but that I will have to see. If he does, 
Willie Walters will have to look sharp to his laurels. 

” ” - 


Alex Paterson, manufacturers’ agent from Birming- 
ham, Ala., suffered a stroke recently and was in the 
hospital for awhile. Haven’t been able to get a recent 
report on Alex but certainly hope he is well on the 
mend at this writing. 

. +. 

Zac Smith, as you all know by this time, had a 
heart attack on December 23 and was in the hospital 
for approximately five weeks. He’s coming along fine 
now. The doc expected to allow him to come down 
to the office for a short time about March 1 so all 
you boys keep them cards coming in to Zac at the 
store. Last time I heard he hadn’t received but two, 
tons, that is. 

* * * 

The Oliver boys, over in Knoxville, are now in the 
process of another “doubling” of their space. They are 
taking over the store next door and plan to make it 
a modern furniture display room. Oliver Office Equip- 
ment Company’s growth is absolutely phenomenal but 
with such a well-oiled team as Ted, Henry, Lewis 
and Bruce Oliver back of the firm they can’t go but 
one way and that is ahead—but fast. Congratulations 
boys. I can’t wait to see the new store. 

* * * 

Mr. and Mrs. Pound, Pound & Moore, Charlotte, N. C., 
took off on February 11 for a South American cruise 
out of New Orleans. 

* - * 

Ole “Groceries” Tomkins tells me that the Peacock 
boys, Howard and Bob, have changed the name of 
their budding enterprise in Decatur, Ga., to Peacock 
Office Supply. No change of address. 

. 6 * 


The Atlanta Stationers Club had an election of 
officers recently and I take pleasure, through the 
kind co-operation of Arthur Hubert, John H. Harland 
Company, in hereby presenting the new slate, to wit: 
Sid Maldow, Office Supply Company, president; Tony 
Lane, Lane Office Supply Company, treasurer; Gene 
Owenby, Ivan Allen Company, secretary. Hymie Sweet, 
the retiring president, was presented with an engraved 
gavel. 

Arthur passed along another bit of news too. Miss 
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MAKE YOUR OWN 
DESK COMBINATIONS 
Special desk which permanentl y adheres to any 
unit selected (as ill.). Made of best grade fur- 
niture steel. Desk section 28” above floor, 18” 
deep and 24” wide. 
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SLRT-14 


AVAILABLE IN 1104" 
SOFT GREY 
STANDARD GREEN 






















unusUAL ROLLERWAY 
APPLICATION 


bie which permanently attaches to any of the 


AND MORE. in WOW two units selected (as ill.). Desk shipped k.d.— 


IN DECOR COLORS easy assembled. Made of best grade furniture 
FROST TAN steel. Desk section, overall height from floor 28”, 


18” deep, 24” wide. When set up, casters to 
AND FROST GREEN he Ba 9 wide en set up, cas 
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SLR-3 sin-3¢ SLR-4 
$46.95 $51.95 $52.50 





SLR-1 
$42.95 


el sales co., inc. - 170 w. 233rd st., n.y. 63, n.y- 
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$44.95 













VACAIN ST, 








SLR-6X 

Letter drawer and jumbo safety 
compartment vault protected by 
your own individual combination 


lock. 


Can be equipped for hang 
folder filing if desired at small 


extra cost. $ 45°° 


SLR-6€X 


Legal Size 


Set of 25 Letter Hang Folders 
including Brackets 


Set of 25 Legal Hang Folders 
including Brackets 


F.O.B. N.Y. All Prices 
Higher on West Coast. 


 Sttelmasts 








W/55 SVL TAVEL. 





ROLLERWAY 


series 


A masterpiece of modern precision 
engineering. 

This wonderful series is a definite must 
for your aggressive sales campaign. 

In four finishes: Soft Grey, Standard 
Green, Frost Tan and Frost Green. 
Prompt delivery —is yours for the 
ordering: 


LITERATURE AVAILABLE 


art steel co., inc. 
170 w. 233rd street 
new york 63, n. y. 











reom NATIONAL LOCK... 


FOR BOTH WOOD AND METAL FURNITURE 


NATIONAL LOCK manufactures an extensive line lubricating, high impact material for use on car- 
of ruggedly constructed, ball bearing casters for pets, and molded Rubber wheels, having hard 
both wood and metal chairs and other office core and soft tread, fitted with oil impregnated 
furniture. Wheels are of molded Phenolic self- bearings, are designed for use on hard floors. 


If you are an original equipment manufacturer or jobber, write us. 
If you are a dealer, see your jobber. 


CASTERS FOR WOOD CHAIRS 


PLATE TYPE GRIP NECK TYPE 





Plate type casters offer threaded axle with nut (stand- service Srip neck type 
ord) or ah a-ti-te| type. slehd-MRAtliimelel!)«)|-Mclel|Mgela-Mae sr lelelimel-telaiater: nT -1i-tailel t¢ te emel-Jel-Jsleliale| 
struction for free swiveling action and troublefree fic application. Natior Lock has whatever y 


FURNITURE GLIDE CASTERS FOR METAL CHAIRS 
LEG EQUALIZERS 
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For use fr 
NATIONAI 
aloha fe) e mm el tel na p 


Here are leg glides and leg equalizers designed for 
most any piece of office furniture. Let us figure on your 


requirements. Take advantage of 1-Source buying ee 
tela ¢-taniel ae felt", 


movable ax 





HANDLES, LOCKS, LABEL HOLDERS, CASTERS, LOCKER HOOKS, HINGES, LIFT 
HANDLES...EVERYTHING FOR OFFICE APPLIANCES 


: 


4 


i 





DISTINCTIVE HARDWARE... ALL FROM ] SOURCE 
l 


NATIONAL LOCK COMPANY 


ROCKFORD e ILLINOIS 
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THAT’S WHAT DEALERS EVERYWHERE 
ARE SAYING! — 


wn sToOcK nO. 


o-ford PENDAFLEX | Pippi 


Folder: 





THE OLD LABELS 
Handsome, 


as easy to read 








PRESSBOARD 









but not 







rigte cut TABS 















stoc« * 


Oxford - 752-112 


—_—_— 


— 11 POINT WAWILA 
roo Lerten, size 













wALT cul TABS 
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You too will love these new labels. Oro —, 


INDEY rr, = 


You can read’em from across the store, without 


bifocals. 


Look at those big stock numbers standing out 
against the white background. 


Notice the space for pricing. 


Lithographed in three colors (two shades of Oxford 
blue, plus gold) here is the industry’s handsomest 
label. 


Dealers say: 


“Your new box labels are a great im- 
provement. We can inventory in much 


less time.” 


And believe us, the contents of every box lives 
up to the promise of the labels! 


Oxford “That solid bank of Oxford blue and gold 


FILING SUPPLY COMPANY. INC. sure dresses up our shelves. Now that you 


Garden City, N. Y. St. Louis6, Me. have set off the stock number by itself, 
creo J 7a ees your label is nothing short of perfect.” 


FRING FOLDERS — FILING GUIDES — FIBERBOARD FILES — INDEX CARDS — RED FIBER ENVELOPES — PENDAFLEX® 
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Miriam Harland, Mr. Harland’s only daughter, married 
John Conant recently. They will make their home in 
Atlanta. 
> 7 > 

Mitchell-Dixon Office Supply Company, Greensboro, 
N. C., held a formal opening for the new furniture 
display rooms on February 27-28. I’m tempted to use 
the word furniture “salon” in describing the beautiful 
new section because it really is the last word in dis- 
playing what might be aptly termed “gracious work- 
ing” equipment. The firm spared no expense and has 
one of the finest and most modern display areas south 
of Richmond. About half way through the second day 
the registered attendance was close to 1,000, so that 
figure will give you some idea of how much interest 
is created by progressive planning and a willingness 
to “step out” in front. Congratulations are certainly 
in order to Harold and Ross on a job well done. 


* - ” 


One of them Bowen boys is at it again. This time it 
is Herbert, down in Sanford, N. C., Herbert has just 
moved Bowen Office Equipment to a brand new, up to 
the minute, store at 221 Carthage St., directly across 
the street from the Post Office. Herbert is as proud 
of the new store as he would be of a new baby and 
justly so. His is another of the less-than-six-year-old 
firms that has set an outstanding record of achieve- 
ment, starting small and keeping a steady pace upward. 

The new store measures 25 x 90 feet and incorporates 
the latest in lighting and decor. He expected to have 
his formal opening about March 15. 

> 7 * 

Comes now still another new firm in our midst. 
Raleigh, N. C., is the locale and Brock-Dawkins Office 
Supply Company is the firm. Alex Brock and Lloyd 
Dawkins, for many years with Raleigh Office Supply 
Company, decided to team up and open their own 
firm at 16 W. Martin St., again directly across from 
the Post Office. Theirs is the true pioneering spirit 
and as both are hard working, down-to-earth boys 
they should do well. All manufacturers please note 
and send catalogs 

> > * 

Tom Hatcher, Hatcher’s, Fayetteville, N. C., is now 
back from his tour of duty with “Uncle Sam” and has 
picked up where he left off two years ago. Tom 
served about one year in France as a Major with the 
48th Fighter Bomber Wing in the capacity of Executive 
Officer Air Base Group. 

7 > - 

Did you boys know Greenville, S. C., has a new office 
supply firm? George Taylor, for many years with Bill 
King, and then with Business Equipment Company, 
has stepped out on his own and opened a small store 
directly across from Bob Jones College. Taylor Office 
Supply Company is the name and 1827 Wade Hampton 
Blvd., Greenville, the address. Welcome to the family 
George. Hope the climate is to your liking. 

. > * 

Southern Office Supply, Rocky Mount, N. C., has 
moved to a much larger and better location at 116 
Tarboro St. The new store is attractively decorated 
and lighted and makes quite a step forward for 
Herbert Stallings, its skipper. 

. * 

James E. Thiem, Raleigh, N. C., has closed his store 
due to loss of lease to a steam shovel, and may, or 
may not re-open 

> * ae 

For a cracker jack good job of remodeling and mod- 
ernizing the general offices, complete with air-condi- 
tioning, my hat is off to Les Longino, Millers Book 
Store, Atlanta. Along with this progressive step Les 
is holding daily series of product training courses, 
Staggering the list of employees so that eventually the 
entire personnel will be covered. 

> + * 

Not to be tdone on this business of opening up 

hew office supply stores, Pompano Beach, Fla., has 
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UNLIMITED SHELF-LIFE FOR 
EVERY BOTTLE WITH AIR-TIGHT, 


YOUR SALESMEN can help office workers 
clean up their typewriters... and 


“MAKE OFFICE LIFE 
MORE LIVABLE” 


Suggest SANFORD’S SOLVENE! 


THE MAGIC TYPE CLEANER 











The boss is happy now with 
bright, clean letters! And the 
office gang is all agog over. this 
Sanford magic type cleaner! 
Solvene keeps every typewriter 
clean as a whistle, getting in and 
out of smallest crevices, loosen- 
ing dirt in type and typewriter 
parts! 


Cleans “letter-perfect’’! 


Office workers can count on clear, | 
sharp “/etter-perfect” impressions 
with Solvene Typewriter Cleaner! 
No more blurring—no pitting of 
metal. Solvene dries instantly ; leaves 
no gummy residue to pick up more 
dirt. Makes every typewriter per- 
form at its best! 


/ 














Be ready for a PENit sale at any moment! 


bottle a fresh, clean inkwell. All the 


<P 23 
> S/ 
age as 
ink average person can keep fresh! 


anhords Solvene 


Sure it’s smart business to sell every 
Solvene benefit—pleasant odor; in- 
viting, clean bottle; added use in re- 
moving spots from clothing—BUT 
FOR PLUS SALES—also push the 
34 oz. size Sanford’s Penit Ink; each 










PATENTED 
Film-A-Seal! 





4 oz. 60¢ 
8 oz. $1.00 
And Other Sizes 











NO-SPATTER DAUBER 
Smooth, felt dauber pre- 
vents excess fluid on type. 
No rough fabric to splash. 


SANFORD INK COMPANY *¢ BELLWOOD, ILLINOIS 
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PARKER line of VALUES! 


STEEL OFFICE EQUIPMENT 


STEEL 
BOOKCASE 
The Bookcase is of 
standard size with disap- 
pearing glass front panel 
for clear visibility. Avail- 
able in three different 

sectional sizes: 
H WwW D 
12” x 353," x 11!" 
15” x 353," x 11!" 
18" x 35%," x 1A" 


STEEL 


TRANSFER FILES 
FOR YOUR FILING NEEDS 


THESE STURDY 
STEEL 
TRANSFER 
FILES 
CAN BE 
STACKED 
TO ANY 
DESIRABLE 
HEIGHT 


LEGAL AND LETTER SIZE 
SPECIAL SIZES MADE 
ON REQUEST 


ALSO STORAGE e WARDROBE and COMBINATION 
CABINETS e@ COUNTER HIGH and DESK HIGH 
CABINETS @ SECTIONAL BOOKCASES 


Made of heavy Gauge Stee! .. . Electrically welded 
construction and completely reinforced throughout . 
Baked-on enamel! finish in Green or Grey. 


Write for Catalog and NEW price list 


PARKER STEEL PRODUCTS INC. 


Manufacturers of Stee! Office Equipment 
56 COLUMBIA STREET ° BROOKLYN 2, NEW YORK 
ad 


recently witnessed such an event. Raymond H. Kohl, 
for many years associated with the trade in Westport, 
Conn., decided to open Raymond H. Kohl Office Equip-. 
ment & Supplies at 212 N. E. First Ave. However, in 
writing use Box No. 1932 as they do not have a mail 
delivery at the store. 
> * > 
“Huncan Dines Again” 

For those who have to stay over in Rocky Mount, 
N. C., there’s a good new place to eat. Bob Powell took 
me to one of those small places that you would pass ™ 
up time after time unless somebody told you better, 
which I am doing. It is the Carolina Cafe, located 
on U. S. 301 on the northern edge of town, in the U. 8. 
Royal Tire Company building, across the street from 
the Hudson Motor dealer and about two blocks south 
of the river bridge. 

It’s very small, but neat and clean. The food is 
prepared as near “home style” as any I’ve come across 
and the prices most reasonable. For instance, as much 
choice sirloin steak as you need, two vegetables, drink 
and a salad will set you back the whopping sum of 
$1.50. Fan-tail shrimp as fine as any shore point is 
another of their “primes.” You will thoroughly enjoy 
your dinner at the Carolina and, should you do as I 
did, you will run out there for lunch too. Bye now— 





Lead Pencils Still Making News 


Here’s more evidence that the trusty wood-cased 
lead pencil continues to be big business. 

Latest to discover this 27,000,000-dollar industry is 
the Newark News, one of the nation’s largest and 
most-respected newspapers, whose Sunday supplement } 
on January 25 explored the Joseph Dixon Crucible 
Company’s giant Jersey City factory. 

The News let the public in on some of the inter- 
esting lore of the lead pencil business. They brought 
out the long and colorful history of this product, 
tracing it from the discovery of graphite back in 1400 
right down to the present. 

Pictures illustrating the article followed the manu- 
facture of Dixon pencils from laboratory research 
to final packaging, and the article told of all the opera- 
tions necessary before the product can appear on 
the market. 

The News retold the fascinating American story of 
the origins of this huge business from the humble 
beginnings of founder Joseph Dixon, who set up busi- 
ness 125 years ago in Salem, Mass., to its present 
complex operation. 

Like Business Week Magazine which, in a survey of 
the industry, found that, “Neither ball-point pen nor 
typewriter has prevented steady climb in sales of 
lowly lead pencil,” the Newark News has discovered 
what the industry has always confidently maintained— 
the lead pencil is here to stay! 





Veep Safe Passes Underwriters’ Tests 


The “C” label award for resistance to fire, impact and 
explosion, has been awarded by Underwriters’ Labora- 
tories, Inc., to the new “Veep” record safe, it was 
announced recently by Protectall Safe Corporation. 

The “C” label certifies that the safe will withstand 
these three tests: 1—Severe fire for one hour at tem- 
peratures reaching 1,700° F. before the safe’s interior 
reaches 350° (the temperature at which paper burns) ; 
2—Impact due to falling 30 feet after heating, followed 
by reheating in an inverted position; 3—Explosion 
caused by flash heating. 

Compact and modern in design, the Veep was intro- 
duced nationally during the fall of 1952 before tests 
by Underwriters’ Laboratories had been completed. 
Within a few months, it has developed into one of 
the industry’s fastest selling units, according to Albert 
L. Trayner, Jr., sales manager. He attributes the 
demand iur the new unit to the need of dealers for 
a small, fire-resistant safe retailing under $60. 
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This Modern Gunlocke Laboratory 
. CAN MATCH ANY FINISH 

















: 
' . 
Every manufacturer of office furniture has his own Because of this well equipped laboratory, Gun- ! 
finishes. Gunlocke must match hundreds of these locke can assure dealers of fine uniform quality; and 
. ‘ . . . / 
2 finishes each year. it’s a sure thing . . .Gunlocke can match any finish! \ 
as That’s where the ultra modern Gunlocke Labora- } 
yn . ‘ ‘ . if 
ad tory shines. If the formula for a special finish is not 
“ av ailable, the lab men must turn detective and work oe and in the next issue exciting 
07 til they've found it. news of the new Gunlocke Champion 
a Then, under rigidly controlled conditions and Chairs, the finest modern office + 
) under constant supervision ot the laboratory men, chairs ever developed! i” 
a the finish is produced and applied. i 
5 = * 
od. i 
of j 
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" -H.GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 











Button Back 
Sofa No. 960 

















Presenting Distinctive Hyling 
and Individuality tn 
| feather Yurntline... 


Our furniture is designed with a thought 
for the dealer who is particularly interested in 
building customer goodwill and for the cus- 
tomer with discriminating taste for styling and 
good value. 

Each piece has been selected for its fine 
styling, degenliie construction and full value, 
to give our dealers and their customers a 
lasting satisfaction in performance. 


FRANK SCERBO & SONS ING. 


Manufacturers of 
Distinctive Upholstered Furniture 


536 Pearl Street © New York 7, N. Y. 







Posture Swivel 
Chair No. 200 





A FEW OF THE MANY BEAUTIFUL CUSTOM BUILT ‘STYLES BY SCERBO" 
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News Notes from the NSOEA District No. 6 


C. O. SCHLAVER, CORRESPONDENT 
OFFICE APPLIANCES, 600 W. JACKSON BLVD., CHICAGO, ILL. 

Happy Birthday . Great Lakes Travelers Club 
ybserved its birthday with a dinner dance Saturday, 
February 28, at the Graemere Hotel, Chicago. Some 
89 were present for dinner, dancing and good fellow- 
ship shepherded by the genial chairman, Harry (Joseph 
Dixon Crucible) Hoffman. He was assisted by Co- 
Chairman Ken (Carter’s Ink) Henderson, Wes (Indus- 
trial Tape) Wilson and Harold (Swingline) Hayward. 

A highlight of the evening was the Virginia Reel 
in which Bob (Oxford Filing) Reynell expertly did the 
dos-a-dos Out-of-towners welcomed were Erwin 
(S. J. Olsen Co.) Doepke of Milwaukee and the good 


wife to whom he has been wedded for 35 years (Feb- 
ruary 9 was the anniversary), and the Byron Johnsons, 
operating an office supply firm in Kankakee, Il. 

. * ~ 


In the Future Book ...A GLTC sales rally is being 
engineered by a committee headed by Don (Reyburn) 
Sharpe, Ken (Carter’s Ink) Henderson, Homer (Ditto) 
Smith, Tom (Rockwell-Barnes) Gillice, Walter (Office 
Appliances) Lennartson and Rus (American Pad & 
Paper) Ragan. A Tuesday night in May will probably 
be chosen for dinner and program. 

. ” so 

Milwaukee Notes ... Thanks to Art (S. J. Olsen Co.) 
Finger we have some welcome Milwaukee news... . 
Ed Kuschbert of Kuschbert’s Office Supply Co. is 
spending a few weeks in Florida. .. . George Schu- 
macher of Siekert & Baum, William Jarchow of H. H. 
West Co., A. W. Bolingbroke and Art have been busy 
lining up a Wisconsin delegation for the Springfield 
Special train to the Sixth District convention. 
Susan Mary Thomson, born December 4, 1952, is the 
cause of al sleepless nights for her father, L. E. 


Thomson, Jr., S. J. Olsen Co.... Mr. & Mrs. S. J. Olsen 
have been spending the winter at their home in Sara- 
sota, Fla Milwaukee stationers are proud of their 


Office Equipment Bowlers League which consists of 12 
teams bowling every Tuesday evening at the Hotel 
Antlers Alleys. Officers are Walter Lemke, secretary, 
American Typewriter & Office Machine Co.; Frank J. 


Schaffer, treasurer, Ditto, Inc., and Erwin Doepke, 
S. J. Olsen, Co., president... . 

How about a challenge match between the Mil- 
waukee champions and the top team of the Chicago 
Stationers League? ae. 

Thanks for the contribs, Art, and keep them coming. 

This col needs the help of its friends. . 
And we want ywwnstate Illinois news. ... 
* * - 
For the G . The GLTC first golf outing of 


the summer will be held in the Harry Balch orchard, 
better known as Rolling Green Country Club, on June 
4. The committee: Rescoe (Codo) Benge, chairman; 
Doug (American Pad & Paper) Allen, co-chairman; 
Harry (Joseph Dixon Crucible) Hoffman; Norman 
(Sanford Ink) Burgess; B. J. (A. W. Faber-Castell) 
Powell; Wes (Industrial Tape) Wilson; Wayne (Hodg- 
man Rubber) Mitchell and Ray (Service Steel) Eichen- 
laub. Appointed as chairman and co-chairman of 
the tournament to be held late in July are Walt (OA) 
Lennartson and Bob (Oxford) Reynell. 
-_ 


& . 


Vacationing John Smythe of the Geyer Publica- 


tions has golfi fishing or whatever you’re supposed 
) do on vacati at Clearwater Beach, Fla. 
* + * 
Jottings Carl “Speed” Kaufmann, now in Florida 


ed retirement, wrote his GLTC former 

| of the fishing there and his fond 
f travelers’ organization. His address, 
7325 Ninth Ave., N., St. Petersburg, Fla., Hy Linden also 
has a home in St. Petersburg, Fla., and often sees 
Carl Al Spafford, now with Victor Safe & Equip- 
ment Co., h been assigned to most of Illinois in- 


for a well-de 
Ompanions | 


memories ol 
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BARKLEY 


PLASTIC TAB 


Comes to you with 
the BEST 


References in Business 














NO. 2,246,355 01268118 


Put them in your 
Customers’ Files! 


Barkley Plastic Tab has smooth contour 
molded plastic surfaces. Crystal clear 
colors. The modern efficient way of 
doing a FILING job. 


Angled for perfect visibility. 
Space Saving. 
Available in all standard and special sizes. 


The perfect index for those difficult 


TABULATOR CARD installations. 
DO IT BETTER with Barkley Plastic Tab. 





Established 1921 


L. I. BARKLEY & CO. 
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no draft...no blast... 


Af Lu6wr® 


—__ § CIRCULATORS 



















Model 
No. 12 


Mahogany 
plastic top and 
base, harmonizing 
buff louvers. 


the biggest selling 
hassock fans! 





Medel Ne. 11—tustrovs jet Model No. IS—Moroon 
black plastic top and bose plastic top and base and con- 
and contrasting sparkling trasting grey louver rings. 
clear louver rings. 


Now is the time to get office and institution 
sales with the largest selling hassock fans in the 
industry. Welch Air-Flight Circulators consistently 
lead their field—over a million are presently in use. 

Product advantages that are selling advan- 
tages for you have made this possible. Patented 
AERO-INDUCT LOUVERS provide even flow circulation 
throughout the office area. No drafts—no blasts or 
annoying whir—no papers whisked off desks! Air- 
Flight Circulators have neat, trim lines. The styling 
is up to the minute, motors are guaranteed for five 
years and prices are reasonable. 

Sell Welch Air-Flight Circulators, the biggest 
selling, No Draft—No Blast Office Fans. 


4 





SELL WELCH 





@ 

(GAT 
CIRCULATORS 

W. W. WELCH COMPANY, CINCINNATI 2, OHIO 
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cluding Chicago, to Gary and Hammond in Indiana, 
and some southern Wisconsin territory. .. . 
x = . 

Spring Show ... Russ (American Pad & Paper) 
Ragan reports that a successful Travelers’ Spring 
Show was held at the Town House in Kansas City, 
Kans., February 15-17 in connection with the Kansas 
City Book Dealers Association convention. Others from 
Chicago attending were Owen Doss, Neil Short and 
Max Spak. The show will be repeated next year at the 
same site January 23-24 and promises to be a fixture.... 

* * . 


Welcome . . . New GLTC members include John D. 
Ward, Industrial Tape Corp.; Homer B. Smith, formerly 
with NSOEA and now with Ditto, Inc.; and R. L. Shep- 
pard, Minnesota Mining & Manufacturing Co.... 

* . + 

Here and There: Mrs. Rus Ragan, wife of the popular 
American Pad & Paper representative, expected to 
return home from the Evanston (Ill.) hospital March 
10. She had undergone an operation. ... Ray J. Eichen- 
laub passed cigars at the March 6 meeting of GLTC. 
It was in token of the fact that 35 years ago he had 
started in business as the Service Steel Products Cor- 
poration with a vision and a Chicago Red Book classi- 
fied ad. Since that time he has helped equip and de- 
sign hundreds of stationery stores. ... Mrs. Joe Alford, 
wife of the owner of the Alford Stationery Store, 
Chicago, has been a patient at Wesley Memorial Hos- 
pital. GLTC members have been asked to replenish 
the blood bank. .. . The sudden death of Ted Peterson 
in an auto accident in early March was a shock to 
those who knew this popular young salesman of Camp- 
bell Office Supply, Evanston, Ill....A recent GLTC 
visitor was Harold Michaelsen, a traveler of Joseph 
Dixon Crucible Co. in Canada... . 





Chemical Society Interested in Office Machines 


The American Chemical Society has for the first 
time in its history invited manufacturers of office 
machines and equipment to participate in its national 
meeting. Manufacturers have been asked to demon- 
strate the value of their products to the chemical 
and engineering industries. 

A symposium and demonstration is scheduled to be 
held at the Palmer House, Chicago, Ill., during the 
week of September 7. The Division of Chemical Lit- 
erature of the American Chemical Society is sponsor- 
ing the symposium, entitled “Equipment for the Prep- 
aration, Reproduction and Utilization of Technical 
Information.” Eminent speakers from a wide range 
of the nation’s leading manufacturing companies will 
deliver papers, each of which is confined to a par- 
ticular subject on the use of office machines and 
equipment. 

Some of the topics planned for discussion are: 
special typing, stenciling and hectographing; photo- 
duplication by means of transparent negatives and 
positives; photocopying by means of cameras; lens- 
less photocopying with sensitized paper; microfilming, 
microcarding and microprinting; equipment and meth- 
ods for screen projection; offset and direct printing; 
Xerography; audio methods for handling data; 
punched cards; and numerical data machines. 

The Chicago meeting is expected to attract over 
10,000 members of the society, the majority of whom 
are vitally interested in the discussions and are 
desirous of employing the latest techniques to utilize 
the wealth of knowledge they create. 

The symposium has been arranged under the co- 
chairmanship of M. P. Doss and L. C. Stork, active 
members of the Division of Chemical Literature. 
Mr. Doss, engaged in the technical and research divi- 
sion of The Texas Company, is the author of “Physical 
Constants of the Principal Hydrocarbons.” 

Space and facilities for the demonstration to be 
held in the exposition hall are under the management 
of Prestige Expositions Company, 545 Fifth Ave., New 
York 17, N. Y. 
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2p- In the full Harter line there's a chair that’s right for every man in 
ige your prospects’ ofhices. The executive armchairs shown here 


nge from the luxurious Harter 65 to the budget-priced MODEL 68 


nd model 68. Regardless of price all have full measure of Harter 
quality. All have the comfort of molded foam rubber 

re: , { 
to- cushioning. All have four easy, precision adjustments to fit 
ind 
ns- 
ng, hat’s the beauty of the Harter line. You sell quality and still 


th- ‘ 
ng: have the right chairs for every installation and every office 


ictly to the individual. 


ta; budget. Send for full information. 


ver HARTER CORP., 425 Prairie St., Sturgis, Mich. 
om 
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lize st ttention Dealers! Drop in and visit with 
co- us at the N.O.F.A. Show, April 26 through 29 at 


a the Cleveland Auditorium. We're at Booths 249-250. 
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for the first time ...a PROFILE OF THE DEALER 


see the 


THE BUSINESS JOURNAL OF THE OFFICE EQUIPMENT INDUSTRY 


MAY issue of 
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There has long been a need for an accurate, 
statistical picture of this industry's dealers— 
whether they be known as stationers, 


machine dealers, or furniture dealers. 


This vital information is being uncovered—as you'll 


see in coming issues of OFFICE APPLIANCES. 


We are currently engaged in a nation-wide 

survey of dealer operations, policies and business 
habits. This is probably the most extensive undertaking 
of its kind that has been attempted 

in this industry. For this reason, and to insure 

technical accuracy, the survey is actually 

being conducted by the market research organization 
of Elrick and Lavidge of Chicago. 

Dealers and manufacturers both will find interest 

in this profile of a dealer reported in 


full for the first time. 


OFFICE APPLIANCES 


. . « for the initial chapter of this report. 

Of course this will be in 

addition to the 150 page Special Office Furniture 
Section and all of the regular 


features and departments. 


atte, 


Py *, 
“4 _ 
eN = 

- 

o 
° . 
cy ‘ a® 


ottice appliances 


600 West Jackson Bivd., Chicago 64, Illinois 
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News Notes from NSOEA District No. 7 


MERRILL D. HASTY, CORRESPONDENT 
7 CENTRAL AVE., WAYZATA, MINN. 
From the land of the sky blue waters. 

The Travelers Club’s first meeting of the year was a 
success. Among those present were: President Warren 
Carlson, Vice-president Mel Sowell,, Secretary Jack 
Guntrum, Assistant Secretary Ivan Cornelius, Jack 
Haglund, Howard Marks and Stan Stanvig. 

Others who attended were Charlie Cordray, Larry 
Johnson, Bill Carroll, Ron Sanberg, Larry Goodhand, 
Earl Collins and Bud Caruso. Special guests were: 
NSOEA Governor Cliff Halverson, Mid West Beach 
Company, Sioux Falls, S. D.; Phil Ackerman and Del 
Denning, both Farnham Stationery & School Supply 
Company, Minneapolis; Howard Schaub, Schaub Office 
Supply Company, Minneapolis, and Merrill D. Hasty, 
your correspondent. 

The meeting was devoted to general business. As 
usual, wild rice was included in the dinner. 

* . - 

See Herb Fall of Japs Olson Company for your hotel 
reservation for the convention at the Nicollet Hotel, 
May 25 and 26 

. + 7. 

Bob Valleau was ill when he left for Florida and 
we hope that the southern sunshine will cheer and 
refresh him for his trip home this spring. 

. * + 

Ray Johnson and John Thompson both underwent 
operations recently. We wish you both a speedy 
recovery 

” * ** 

Mr. and Mrs. Bob Amendt of Klipto Loose Leaf 
Company, Mason City, are the proud parents of a new 
baby boy. Our hearty congratulations to you. 

* + * 

Mail those cards to Bruce Blackburn, Eitel Hospital, 
Minneapolis, Minn., and Myron Haroldson, c/o Vet- 
eran’s Hospital, Minneapolis. 

” * + 

Things are really happening in Davenport, Iowa,— 
Frank Wenner is going into specialized systems. We 
wish you success. 

- + > 

We extend our sympathy to the family of Mr. Hen- 
ning of the Henning Office Supply, Rice Lake, Wis., 
who recently passed away. 

a os * 

Another death we regret having to report is that 
of Alvin E. Naegele, Sr., of Minneapolis. Details are 
given in the “Passed Away” column of this issue. 


- o + 
Mr. & Mrs. Jim Whiting of Whiting Press, Rochester, 
Minn., are off for the sunny southland—Florida. ... 


Robert Valleau of Leopold desks and Milwaukee chairs 
is recovering from a severe cold. The southern sun 
gave him the pep he ordinarily gets in Bemidji in the 
summer time . Mr. & Mrs. Jay Parrott of Waterloo, 
Iowa, are also off for their winter vacation. A very 
happy respite to all of you! 

* » * 

Al Collatz of Moore Business Forms was among 
our traveler friends seen in Iowa. Others were Ed 
Williamson of Elmer Krumwiede & Associates, Lee 
Gamel of Bates, Roy Wood of Esterbrook, George 
Rocker of Gunlocke Chair and Heinie Sengbusch, 
so there is never a dull moment on the road. It seems 
the Ranch House still attracts many with its steaks. 

. ~ - 

Ray Olson, formerly of The Book Concern, Hancok, 
Mich., is opening a stationery department in Rosheks 
Department Store in Dubuque, Iowa. The best of luck 
to you Ray. I know many of the boys will be in to 
see vou 


. + + 


Charles Cordray of Codo Manufacturing Company 
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all 


around 


The new Art Metal 
Executive Chair, 
Style 717, from Art 
Metal Construc- 
tion ny” 
Jamestown, N. Y. 








puts home 
comfort in 
busy living’ 


U. S. Koylon Foam Cushioning is replacing 
the rigors of business living with all the com- 
forts of home. Designers and manufacturers of 
institutional furniture everywhere are specify- 
ing it for luxurious seating comfort. 

It’s easy to see why. U.S. Koylon 
Foam Cushioning gives latitude of 
design plus economy. And its exclu- 
sive manufacturing process makes 
U.S. Koylon Foam Cushioning the 
finest ... ideal for every seating 
purpose. 


UNITED STATES @ 


RUBBER COMPANY 
Rockefeller Center + New York 
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An internationally famous, 
custom built, competitively 
priced duplicator without peer! 


The finest product of one of 
the world’s oldest and largest 
manufacturers of duplicating 
equipment... . a product 
serving business on five con- 
tinents for over fifty years. 


Prompt delivery of machines, 
parts and supplies from 
New York headquarters. 


Factory trained representatives 
to assist you with sales and 
service problems. 





R°NES 








A duplicating machine which 
can reproduce a letter, illus- 
tration, even a photograph. 


Years ahead duplicating 
features as: 


@ 25 second color change 
®@ New, self-inking drum 


® Roneo-tronic stencil 
cutting service 





Qu 









Write for your 
copy of Roneo’s 
amazing folder— 
‘‘Mimeographing 

without Stencil 
Cutting” 





DDO MACHINE CO., INC., 
New York 19, N. Y. 


145 West 57th St., 
Circle 5-6940 


Exclusive U. S. Distributors: Addo-X Adding Machines 
Roneo Mimeo Machines — Multo Calculators 
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is from this day on looking forward to seeing many 
new dealers. He will be exclusively with Codo and 
add Missouri and Kansas to his present territory. 

o - > 

Here is a new fellow you will want to meet—Chet 
Smith, Jr. Chet will represent A. W. Faber Pencil 
Company in the seventh district. He has become a 
Northwest Traveler. In fact, he and his new bride will 
live in or near Minneapolis. As Northwest Travelers, 
we congratulate you and your wife and welcome you 
to this fine territory. 

- ~ » 

The pre-convention meeting of the Seventh Regional 
District was held at the Napoleon Cafe in St. Paul. 
In attendance were Cliff Halvorsen, Clarence Benson, 
Wally Hubbs, Earl Collins, Warren Carlson, Mel Sowell, 
Herb Fall, Bob Jerue, Dick Boehmer, Phil Ackerman, 
Larry Johnson, Jack Guntrum, Howard Schaub and 
Del Deming. At this meeting plans were made so that 
every dealer and traveler will enjoy an educational and 
constructive meeting, while of course being royally 
entertained by special committees. 

Dates for the regional at the Nicollet Hotel in Min- 
neapolis are May 25 and 26. There will be added attrac- 
tions for the ladies. 

When you speak of grandfathers it is like having 
an operation. Everyone can get into the act. 

The latest grandfather is “Gramps” Ed M. Hanson. 
His daughter, Lulu Jean, presented him with a grand- 
son recently. To add to the formalities, Art Grayston 
gave him a special party at the Minneapolis Athletic 
Club. A dinner and good time was enjoyed by the 
honoree, Wally Hubbs, Earl Vanda, Jack Goldman, 
Warren Carlson, Bob Davies, Fred Schaefer, Frank 
Statt, Fred Plane, Jack Guntrum and the host. 

* * * 

The southern vacations are the real entertainment 
for the Triponels. Some fishing party it was—not 
only one tarpon, but FOUR down in Mexico around 
Tampico. “Trip” has been on fishing trips in Minne- 
sota and Canada but this tops them all—when you 
can land a tarpon weighing 69 pounds, that’s a thrill. 
Mrs. Triponel, with Poucher Printing & Lithographing 
Company, wasn’t lucky but her husband, with General 9 
Paper Corporation, made up for her lack of success. 

* * * 

The Davey vs. Gavilon fight had a panel of travelers 
in the “jury box” at the Regis Hotel, Omaha, for ring- 
side T-V. Jurors were Vic Lydon, George Rocker, 
Merrill Hasty, Jim Hyenk, Chet Smith, Jr., Chet Smith, 
Sr., Art Osborne, Clint Cooper and Lee Gamel. 

x aa 7 

“Every time you help the other fellow up the hill, 

you get a little higher yourself.” 





Victor Appoints Ross-Evanson 


R. J. Ross-Evanson has joined the sales division of 
the Victor Adding Machine Company, Chicago, as 4 
special assistant in sales and research. In making the 
announcement, A. F. Bakewell, vice-president and 
general sales manager, said that Mr. Ross-Evanson 
will do liaison work between the sales and research 
divisions. He will make surveys and tests for new 
products and study the need for new machine appli- 
cations and uses. 

Mr. Ross-Evanson was formerly with Remington 
Rand as a sales and research engineer. Previous to 
joining Victor, he was an assistant sales manager for 
the Comptometer Division of Felt and Tarrant in 
charge of methods and procedures. During the early 
part of the war, he served as an administrative ana- 
lyst in the War Department and, later, became an 
agent for the Internal Revenue Department. 

Born in Ireland, Mr. Ross-Evanson was graduated 
from St. Paul’s College, University of London, Eng- 
land, where he majored in English and Philosophy. 
He came to America in 1927 and became an associate 
in the public accounting firm of George M. Poty. 
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You offer faster, easier operation... 


more filing capacity... maximum service 
life when you offer Art Metal Director 
Files. These modern files give your 
customers more efficiency, better looks, 


more desirability — the ultimate 
in filing at no extra cost. 

Check the outstanding functional 
and quality features shown on 


Sell | mproved Filing with 


FT LER that are HRST 


this page. Art Metal Director Files 
represent the very finest construction 
that more than 60 years of experience 
in the manufacture of metal office 
equipment can produce. The Art Metal 
Director File can do a lot for your 
customers — and do a lot for you. 

Art Metal Construction Co., 
Jamestown, N. Y. 


There’s an Art to Better Filing 
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Art Metal Director Files 
FIRST in Outstanding 
Functional Value Features 


FILE DRAWERS EXTEND FULLY 
BEYOND FRONT OF THE CASE 
making all drawer space useable. No 
reaching inside case when filing material 
at rear of drawer. 


@® BALL-BEARING ROLLER CRADLE 
SUSPENSION with 12 steel rollers . . . 
8 of them ball-bearing . . . permits fast, 
smooth, quiet drawer operation. Drawer 
held level at all times. Easy removal for 
periodic cleaning and maintenance. 

@ FRONT FAME IS DISTORTION PROOF. 
It is tenoned, welded and doubly 
reinforced. 

® FLUSH, WELDED BOX TOP forms 
strongest possible construction. 

@ INTERLOCKING CORNER CONSTRUC- 
TION. Rear case corners have four 
thicknesses of welded steel. 

@ ONE-PIECE BASE CONSTRUCTION 
produces a dust-tight and vermin-proof 
cabinet. 

© CAST ALUMINUM HARDWARE in 
satin finish. Lock is brass with a satin 
finish matching other hardware. 

®@ SNAP-OUT GUIDE RODS permit easy 
removal from file drawer. Simply press 
down to release for removal. To replace, 
push rod and it snaps into position. 

© ADJUSTABLE FILE SUPPORTS divide 
drawer into separate compartments. 
Contents of drawer are tilted back for 
ready reference. Supports are easily 
lifted and moved as desired without 
distorting file neatness. 

@ WELDED DRAWER CONSTRUCTION 
for greatest strength. 

©@ TWO-PIECE DRAWER HEAD is rein- 
forced with gussets on each side to 
insure rigidity and prevent strain and 
wear on the drawer front. 


® GRAVITY LOCK COMPRESSOR 


(optional) equipped with positive lock- 
ing device which holds compressor 
firmly in place. 
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your prospects 
every day 


TURN NEWS sTORIES into cold hard cash 
by becoming a Diebold dealer. 

Every loss story develops untold prospects 
for famous Diebold protection equipment, and 
you, as a Diebold dealer, can make such “ad- 
vertising” pay off in profits. 

In addition to safes, chests and vault 
doors fully tested and rated by Underwriters’ 
Laboratories, Inc., and Safe Manufacturers 
National Association, you can also offer the 
finest in modern record systems. Either line is 
a big business. 

Combined as the Diebold Line, they will 
form such a profitable section of your business 
you can’t afford to overlook the opportunity. 

Right now there are a few choice territory 
franchises open. Write today for complete 


information about becoming a Diebold dealer. 


Diebold 


canton 2, ohio 


serving business for over 93 years 
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rotary, vertical and visible filing equipment * steel storage files * safes * chests * vault doors 
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In and Around Eighth Region 


With Midwest Travelers 
BY E. J. MITCHELL, CORRESPONDENT 
329 BELT AVE., ST. LOUIS 12, MO. 

Any traveler who has not had the honor and privi- 
lege of meeting and visiting with John F. Hughes, who 
succeeded Bill Schmiederer as stationery manager 
buyer for Buxton & Skinner Printing and Stationery 
Company, St. Louis, should seek that opportunity at 
once. Johnnie is a very gracious and cordial gentleman 
and is broadly versed in office supply items and sources 
of supply, having been Bill’s assistant for many years. 


* . > 


Another fine young man, climbing the old ladder 
fast, in the St. Louis trade, is Jim Devanny, assistant 
to A. J. Bartens, Shallcross Printing & Stationery Com- 
pany. Jim is pretty well acquainted with most of the 
travelers, due to his having been in close touch with 
most of us for a long time. He, too, is a most courteous, 
cordial young gentleman, with a broad knowledge of 
all aspects of this business, due to the excellent train- 
ing he has enjoyed during his many years with Mr. 
Bartens. Mr. Bartens has announced his intention 
to retire from business later this year, after his 50th 
anniversary as a stationer. 


Another unofficial announcement comes from Louis 
C. Blair, owner of Blair Office Supply Company, St. 
Louis, and vice-president of the Stationers Association 
of Greater St. Louis. Mr. Blair recently purchased a 
home for himself and his prospective bride, Miss Helen 
Fieweger of St. Louis. Neither Lou nor Helen have 
yet made public the date of the big day, but we predict 
it isn’t far away. 

Lou has been tutoring the young lady in the fine 
points of golf, and he knows them all, so the new home 
is only a hop-skip-and-jump from Lou’s favorite golf 
club. 

” * * 

Following the recent retirement of Harold Leach as 
president of Geo. B. Graff Company, the board of 
directors promoted Roger Thurber from assistant 
treasurer to president-treasurer. Mr. Thurber is thor- 
oughly familiar with all of the firm’s activities and 
products and is amply capable to successfully direct 
Graffco’s future. Our hearty congratulations both to 
Graffco and to Roger Thurber. 


> * * 


A February visitor to St. Louis and to your corre- 
spondent was Herbert J. Walsh, the “Ace” of the 
stapling machine industry—a most enjoyable person. 
While here, Herb announced his firm has given him 
an assistant to help cover that part of his territory 
which includes western Missouri, Kansas and Nebraska. 
His new helper, M. E. Zook, was for many years a Mid- 
west sales representative for Rockwell-Barnes Com- 
pany, which connection he expects to retain in con- 
junction with the added Ace Fastener Corporation 
connection 

> > > 

Two old friends of this region and of the Midwest 
Travelers, recently joined the ever-growing Cardiac 
Club. Both Zac Smith of Birmingham, Ala., past presi- 
dent of NSOEA, and our former club member, George 
Wall of Smead Manufacturing Company, suffered heart 
attacks which took them temporarily out of activity. 
Both are reported on the road to.recovery, at this 
writing. Even weak hearts won’t keep good men down 
for long 

+ * + 

Dan MacDougall of Stationers Loose Leaf Company, 
and secretary-treasurer of the Midwest Travelers Club, 
has arranged for assistance in covering part of his 
large territory. Dan plans to release to his new assist- 
ant the northern states of his territory and to retain 
for his own very active coverage, Missouri, except St. 
Louis, Kansas, Oklahoma and Texas. Dan reported 
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For the Important Men in Business 





the world’s most wanted office chair 


EXECUTIVE POSTURE CHAIR 


Proudest office possession of top management 
throughout American business...the 
MILWAUKEE Executive Posture Chair... 

a triumph in custom-quality, healthful 
posture seating, unsurpassed for luxury and 
distinction ...a gilt-edge investment 

in lifetime, fatigue-proof, individualized 
comfort and well-being. 


For o full description of the 
Executive Posture Chair ond for 
a hundreds of other distinguished 
wood choirs, see the complete 
MILWAUKEE Catalog 


Visit us at Booth 198, NOFA 
Convention-Exhibit, Cleveland 


@ 





THE MILWAUKEE CHAIR COMPANY, Milwaukee, Wisconsin 
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QUALITY PRODUCTS 
+ FAST SERVICE 
REASONABLE PRICES 


= SATISFIED DEALER 


Yes, here at GRAND FILING 
SUPPLY we get the same 





answer every time. Let us 
add you to our long list of 
SATISFIED DEALERS! 


Manufacturers of 


@ Kraft and Manila Folders, Letter, Legal and Special Sizes 
@ Alphabet and Blank Guides, Plain and Metal Tabbed 

@ Form Cards and Guides, Ruled, Printed and Tabbed 

@ Pressboard Expansion Folders, Letter, Legal and Special Sizes 


® Transfer Cases, Black Tarboard, 3 x 5—4 x 6—5 x 8 


ALSO 


FILING SYSTEM SUPPLIES 


A Quality Name in the Paper Conversion Industry for 
Over 68 Years 


We Specialize in “MADE TO ORDER” Guides and 
Folders—Quotations given same day request received. 





FILING SUPPLY CO. 


Grand Haven, Michigan Phone 499 
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that he has selected his man for the job, but failed 
to mention the name, which we hope to give you 
soon. It has been generally recognized that Dan has 
had a very crowded schedule this year and was in need 
of some assistance. 

* 

Frank Werner, sales manager of Fidlar & Chambers 
Company, Davenport, Iowa, long a good friend of many 
Midwest Travelers, resigned his position in February 
to organize his own firm which will specialize in office 
systems and equipment. Headquarters will be in 
Davenport. Our good wishes to you, Frank. 


Wedding plans are under way for the marriage in 
mid-June of the daughter of your correspondent, Miss 
Bette Lee Mitchell, to Benjamin F. Bush, National 
Chair Company. 

+ * * 

Vacationers from St. Louis include Mr. and Mrs. 
Francis K. Adams, who spent a good part of February 
and March in Mexico, Florida and South America, 
where Mr. Adams, vice-president and treasurer of 
S. G. Adams Co., sought relaxation and rest. 


* * . 


Business visitors to St. Louis in February included 
Elmer Krumweide and his son, Bob, of the sales firm 
of Elmer Krumweide & Associates of Chicago. 

n + * 

Stopping over in St. Louis only long enough to report 
in by telephone, while enroute to Florida for a vaca- 
tion, were Mr. and Mrs. Kirk Gross of Waterloo, Iowa. 
Kirk is owner of Kirk Gross Company of Waterloo, a 
franchised dealer of Metal Office Furniture Company, 
Shaw-Walker Company and Hoosier Desk Company. 
A very successful office furniture dealer, Kirk is a 
long-time, valued friend of many Midwest and North- 
west Travelers. 

+ = +. 

The St. Louis trade was happy to learn that Richard 
J. “Dick” Fuller of Smead Manufacturing Company 
has completed plans to make his home in the local 
area. Dick and his family lived in Alton, Ill., about 
25 miles from St. Louis, for about a year before decid- 
ing to move to Webster Groves, a suburb of St. Louis. 
The St. Louis trade extends a cordial welcome to the 
Fuller family. 

* - + 

At the February dinner meeting of the Stationers 
Association of Greater St. Louis, held February 16 at 
the York Hotel, President Alex J. Bartens presented 
C. A. Chase of the St. Louis Envelope Company, who 
spoke on the origins and uses of envelopes and ex- 
plained the manufacture of several types. Before 
the close of the meeting, several of the members— 
old friends of Bill Schmiederer—lauded Bill’s record 
of many years’ efforts for the welfare of the local 
stationery business and of the whole industry. Presi- 
dent Bartens then introduced Bill’s successor at Bux- 
ton & Skinner, John F. Hughes, who spoke briefly of 
his enjoyable association with Bill over these many 
years. 

7 : + 

Word came from Omaha, Nebr., that February saw 
a busy week for the dealers there, when they were 
high pressured by a large group of order-hunting 
salesmen, including: George Rocker, W. H. Gunlocke 
Chair Company; Vie Lydon, Milwaukee Chair Com- 
pany and Leopol@ Company; Barrett K. Mitchell, 
Invincible Metal Furniture Company; Chet Smith and 
son, Chet, Jr., of A. W. Faber-Castell Pencil Company; 
Jim Hyink, F.S. Webster Company; Art Osborne, Blais- 
dell Pencil Company; Clint Cooper, Esterbrook Pen 
Company; Merrill Hasty, manufacturers’ representa- 
tive from Minneapolis; Lee Gamel, Bates Manufactur- 
ing Company. Following a full day’s work (they said) 
the group enjoyed dinner together, after which they 
adjourned to a hotel lobby to watch the Davey-Gavilan 
fight over TV. 
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Extensive thought has been given by the 


Jasper Desk Co. to the dealer problem 


of developing a program designed to 
stimulate sales and to support general sales 
effort. In simplified form, it can be 
roket lown into four basi Steps. 


(1) Give the salesmen a proven office 
furniture line, manufactured by a de- 
pendable company willing to back 


ip its product. 


(2) Carry an established name _ product 


The 6FC84 shown below is the 
executive desk in the Jasper 
Desk Co., Cosmopolitan Series. 


THE JASPER DESK CO. 


HOW A SALES FORCE IS 
SPARKED INTO ACTION 


The Jasper Desk Company 
supplies more than product 


with a line broad enough to suit 


every need. 


(3) Make it possible for each salesman 
to meet competition on quality or 


price in traditional or modern design. 


(4) Provide your sales force with a va- 
riety of effective selling tools. (cata- 
logs—direct mail folders—mat and 
electro services, etc.) 


For further information and literature, 
write to De pt. C-453, Jasper Desk Co., 
Jasper, Indiana. 





JASPER, INDIANA 











20 REASONS TOP SALESMEN 
PREFER OUR LINE 


The Jasper Desk Company Modern Series 


is so broad it will serve every office need. 


For further information and literature, 
write to Dept. C-453 Jasper Desk 
Co., Jasper, Indiana. 
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Fast, Sure, 


Service-Free Sales with 









There’s no end of real prospects for the 
famous Copy-rite duplicator! Its immediate 
acceptance is easily understandable. A 
demonstration sells the most skeptical cus- 
tomer. Once the Copy-rite is seen in action, 
anyone, everyone, is enthused about its 
simple operation, its beautiful work. And 
the Copy-rite is built to last... presenting 
no service problems to dealers. 

Your choice as a dealer, then, should be 
the popular Copy-rite that’s so much easier 


WOLBER DUPLICATOR & 
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to sell . . . giving you faster, bigger profits. 
And you can count on customer satisfac- 
tion! Forget about costly, time-consuming 
service problems when your customers 
select a Copy-rite Duplicator. Rather plan 
on these wise customers coming back to 
supplement your profits with a continuing 
purchase of “Rite-Copy” supplies . . . always 
in demand because these quality supplies 
insure the finest duplicating work. Write 
today for complete details. 


SUPPLY CO. 





183 














Plus Values 


An economy line of commercial 
grade, steel files designed for 
general requirements, incorporating 
top-grade features usually found only in 
the highest quality and most expensive 
files. In appearance, construction, 
and performance these files are 
outstanding. In economic value 
they are unmatched. 


KEYSTONE 
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Suspension Files 
Equipped with 
Full Cradle -Type 


Progressive Suspension 


and Thumb Latch. 


CATALOG AND 
PRICE LIST 
UPON REQUEST 


eae: 
DEPT. A-4 @) 


NON-SUSPENSION 


STEEL EQUIPMENT COMPANY, INC. 
1914 S. WATER ST., PHILA. 48, PA. 
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The St. Li group of Midwest Travelers meets 
daily for lunch in the Victorian Room at Mark Twain 
Hotel, where visitors are always welcome. This lunch- 
eon is quite informal, strictly “dutch,” and no pro- 
eram is arranges Just drop in when around. You 
have a habit eating, around noon time—so drop 


ind dine with good friends. 

> > * 
Warren Skinner, president of Skinner & Kennedy 
Stationery Company, St. Louis, recently announced 


the election by his board of directors in February, of 
H. A. Pecher as vice-president succeeding the late 
c. C. Crossman, who passed away in January. Mr. 
Pecher has served the firm in the accounting 
department and in recent years filled the position of 
treasurer of the company. 





Guide Offers Modernization Plans 


The subject of store modernization has become so 
complicated that the alert retailer who plans to fight 
his competition by modernizing gets quickly confused 
when faced with the huge number of problems in- 
volved. Therefore, the Store Modernization Institute, 
sponsor of the jurth National Store Modernization, 
Building and Maintenance Show, June 9 through 12 


at Madison Square Garden, New York, N. Y., has 
‘harted a “Fact-Gathering Guide” to focus the re- 
tailer’s attention on the most important aspects of 
modernizati perations and materials handling. 
According to John W. H. Evans, managing director 
the Fourth National Store Show, the Institute’s 
Guide” will enable retailers to chart their progress 


through the show and come away from it informed 
with more specific help, more valuable ideas and more 
time and money-saving suggestions. 

Prior to the 1951 curtailment of store construction 
und modernization, the Government estimated the 
expenditure of $3 billions annually by all types of 
independent chain stores for modernization, new 
building and other improvements. Beginning this year, 


building and odernization programs for stores and 
their warehouses are expected to reach the $5 billions 
mark. But whe does the retailer begin? How can 
he examings needs for is own store? Where can 
he get the answers tailored to fit his own store in his 
wn comn y 

He can begil states Mr. Evans, “by carrying the 
heck list with him during the next three months 


before the studying the operational, mainte- 
nance, warehousing and other difficulties he finds. 
Once the ret knows approximately what he wants 

overcome do a better job for him this June. 
The Store SI is the only source under one roof, 
where every new and practical modernization answer 
“an be found nd the Institute wants to have the 
etailer brin long all his problems and questions. 
The answers these questions, as well as last-minute 
ideas for future thinking can be found in the exhibits 
and in the clinics held concurrently with the show.” 

Free copi this new “Retailer’s Fact-Gathering 
Guide for Modernization and Cost-Cutting” may be 
btained fron e Store Modernization Institute, 20 E. 
sth St., New York, N. Y. 





Award Board of Education Contracts 


The Lehigh Desk Company of New York recently 
reported the awarding of 1952 contracts by the Board 
of Educatior f New York City to the Royal Office 


n of New York. The latter company 
Desks exclusively to the schools in 
rk during the entire year. 


Seibert Resumes Former Connection 

Ralph Seibert has rejoined the staff of the Damer- 
son-Pierson Company, New Orleans, La., after a period 
of several year He resigned from the company in 
1949 _JHR 


Supply Cory} 
supplied Lehi 
Greater New Y 
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ADDING MACHINES 


POGEOK Pe yr 





XN 
COMPLETE \ 
PORTABILITY 

weighs only 6% Ibs. Less 
than any other machine 


Lond 248 \ SWIFT has 12 other features 
Lary s 


usually found only in expen- 








VISIBLE 
ADDING e3° yy 
DIALS 

for continuous totals 


STROKE for high speed, 
one-hand operation 


3} 9} 9] 9] 9] 8] 98/9) 
GREATER a 


CAPACITY 9 column addi- 
tion and multiplication 


SWIFT BUSINESS MACHINES CORP. & 


vo) 


sive machines. Every SWIFT 





| machine is guaranteed. Fill 
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re 

uy 
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# 
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out coupon below for com- 


plete profit-making story. 









» No obligation. 


rf 

i 

, Great Barrington, Mass. Dept. O 
I 

' Send free information about Swift Adding Machine. 
t NAME t 
. i 
1 COMPANY ; 
. i 
, ADDRESS 1 
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a eT a 
love them! 


tA 
Z 


“STYLINE” STANDS © 


® Assembles in three minutes, ships flat 

© Offers most leg room 

@ No crossbars to bruise shins 

® No sharp edges to snag hose 

Dealers and users everywhere are praising its supe- 
rior design...its sturdy, sway-proof construction 
and smart modern appearance. Elevator base on 
Model S-300 easily shifts to legs or casters. Three 
other models available. 


NEW 
“EXPANDO” 


POSTING TRAY 


@ Sells easiest, only 4 Ibs. 
@ Expandable to 9'2 inches 
@ Handles variety of card sizes 
@ Holds 1900 sheets, 25 guides 


Proved profitable and popu- 
lar. Designed for modern 
machine Raabddioning sys- 
tems. Eliminates search time 





and speeds posting. Stand 
and dustproof hood with lock 
available. 






108 North Jefferson Street, Chicago 64, Illinois 
[_] “Styline” stands [ ] “Expando” trays 
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Texas Travelers News Notes 
ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 

The Texas Travelers Club held its quarterly meeting 
at the White-Plaza Hotel in Dallas on February 9 with 
27 present. Plans were made for the annual meeting 
of the 9th District in San Antonio. 

Guests included Dave Reed of Cathey Office Furni- 
ture, district governor; Russell White, president of 
Dallas Stationers; Tom Rose of the Dallas Printers and 
Roy Wood of Esterbrook Pen Company. 


7 ” + 
Don Wilson took over full ownership of Wilson Office 
Supply at Wichita Falls as of January 1... . Chet 


Smith is taking over Texas for A. W. Faber Company 
and has already sent in his application to join the 
Texas Travelers. 


” * * 
W. P. Hallman has opened the Hallman’s Office Sup- 
ply store at Cleburne, Tex. ... E. R. “Andy” Anderson 


is representing the Heyer Company, covering territory 
formerly visited by John Lamond. Andy recently was 
a partner in Office Equipment Company at McAllen, 
Tex. 

+ * * 

I have been advised that Amos Grimsinger has been 
transferred to Corpus Christi from San Antonio for 
Maverick Clarke and that Warren Bair is replacing 
Amos at San Antonio. 

. 7 ” 

I regret to announce that Nob Carson lost his mother 
recently. ... Also that Dick Prather is in a hospital 
in San Angelo. Any of the boys working San Angelo 
should drop by to see him. 

* * * 

J. T. (Trib) Clarkson, for 46 years representative of 
The Cargill Company of Houston in Southwest Texas, 
died January 27 in Corpus Christi. 


* * * 


Mack W. McRoy, founder of the Fayetteville Printing 
& Stationery Company in Fayetteville, Ark., passed 
away on January 14. 

Connelly Press, Hot Springs, Ark., has moved its 
office supply and equipment departments to the old 
store which has been completely remodeled. 

” . * 

J. P. Kenny is expected back from service and will 
take up his duties in the stationery department of 
Democrat Printing at Little Rock. 


* * . 


Allen Lowrey, formerly with Wilson Stationery & 
Printing, is now with Atlas Printing & Stationery in 
Houston. 

~ * ~ 

Jane Bills has left Carmac Company to take a 
position with Fulton Stationery in Houston .. . George 
Vaughn has transferred from The Cargill Company 
to Carmac. 

¥ 7 

Al Koelle is covering South Texas for Esterbrook Pen 
and working under Ray Howard, who has been ap- 
pointed district manager for Texas and part of Okla- 
homa. 

* 7 ” 

I saw Jack Fleming on my last trip to Dallas and he 
is looking great. He comes down to the store for a 
little while each day. It was nice seeing him around. 

* * > 

Shelton’s at Okmulges, Okla., is moving March 1 
to 111 E. Main St. Ted is happy with the enlarged 
space he has secured... . Ernie Stewart is now on his 
own and has already secured several good lines... 
E. C. Clifton, McMillan Company, is now headquartered 
in Jackson, Miss. . . . Charles Ricker of Dallas has 
expanded his Gaston Office Supply and changed the 
name to Triple Town Stationers. 
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PRES Eee eee 


A NEW ALL WOOD GROUP 


1840 The demand for a completely new and dif- 
ferent all-wood chair is met with these at- 


tractive functional designs. 





You are cordially invited to our display 
space No. 172-173 at the NOFA Convention, 
April 26-29, Cleveland Public Auditorium. 





Arms and stretchers are continuous bent 
members. The bent back assures comfort- 


able sitting. 
For the individual modern office or larger 


standardization, this new line is ideal. 
Chairs are available in Oak, Birch and 
solid Walnut. 


THE 


B. L. MARBLE CHAIR 


1839% COMPANY 
Bedford, Ohie 


Gor such an intimate piece of, jurniture as a chair, there is no satisfactory substitute jor WOOD! 
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SPEED-O-PRINT CABINET $57.50 


deal base for your duplicator of heavy gauge steel that 


ermin proof. Two 12 inch pull out leaves to 


e machine and paper. Adequate storage space 


inks and other duplicating and office supplies 
le in Futuramic Grey or Ebony Black finishes 


A WIDE RANGE OF DUPLICATORS 
TO MEET ALL REQUIREMENTS 


Ocher SPEED-O-PRINT Dapéccators 


LIBERATOR *Wlodel 50 $2950 
‘Ufadel L-P $5950 
** WUodel oon 40 $6950 

LIBERATOR " Wlodel 100 $1Q95° 


(Plus Excise Tax) 


*POSTCARD TO 6 x 9% SIZE **POSTCARD TO LEGAL SIZE 
Write FOR OUR DEALERS CATALOG 












World's Finest Duplicator 
LIBERATOR MODEL 200 
$464.5 O ire. cxcie 100 


FRONT PAPER STOPS 


Guarantees Hairline Registration 
AUTOMATIC ROLLER RELEASE 


Prevents Inking of Impression Roller 


OPEN CYLINDER AUTOMATIC DUAL 
BRUSH INKING 


Assures Even Distribution of Ink 


EASY TO OPERATE 


Minimum Number of Adjustments 
























The ideal duplicator for system forms etc., as 
reproductions are always in the same position on 
every copy. Half ream feed table capacity. Ac- 
commodates stock from 3 x 5 to 9 x 14 inches. 
Modern Design, Sturdy, Precision Construction. 
Quickly reproduces anything that can be typed, 
drawn, traced or photographed on a stencil. 

Available in Futuramic Grey or Ebony Black 
finish with trim in Chrome. 


CLOSED CYLINDER AUTOMATIC DUAL BRUSH 
INKING at $20 Extra. 














‘SPEE dip PRINT. 


Oz 


1801 W. LARCHMONT AVE. * 










CHICAGO 133, ILL. 





April, 1953 
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Late arrivals: Larry Wayne Gibson to the Wayne 
Gibsons, Palace Office Supply, Tulsa. He scaled 6 
pounds 242 ounces. Dick Lanham III came to town 
recently to Mr. and Mrs. Dick Lanham, Jr... . The 
E. H. Harings, Haring Office Equipment Company at 


Sherman, adopted a baby girl on December 5. Millie 
now has a full-time home job taking care of Claudia, 
who was born on July 16. 


* > > 


Danny Mulvey has formed The Mulvey Company and 

opened for business at 1520 Capitol Ave. in Houston. 

Clarence King has gone with the Pace Company 

in Houston. He has had several years in the office 
supply business 


* * o 


H. A. Bowman, owner of H. A. Bowman Company at 


Little Rock, has taken his brother with him in the 
supply and equipment business. Cecil Adams, 
formally with Toney Printing & Stationery at El 
Dorado, Ark., has returned from two and one-half 
years in the service. 

> > + 

Pool Printing Company, Tyler, Tex., moved on Feb- 
ruary 15 from 222 N. Broadway to 211 West Ferguson, 
next door to the post office. 

The ground floor will provide larger display space 
with a large show window to accommodate furniture 
jisplay. The print shop will be in the rear section of 
the store and the second floor will be given over to 
furniture display and warehouse stocks. 





UNITED STATES EXPORTS OF OFFICE 
MACHINES, EQUIPMENT AND SUPPLIES 


Figures for November, 1952, Released in February, 
1953, by the U. S. Department of Commerce 
(A breakdown by countries is available from the Foreign 


Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 


Quantity (Dollars) 
Net Value 

Machines Accounting Nondescriptive except 

Punched card New 424 565459 
Machines Accounting Descriptive except 

Punched card New 469 867206 
Machines Listing—Adding except Punched 

card New 3031 448709 
Machines Calculating Non-Listing except 

Punched card New 1381 501421 
Machines Accounting Etc. except Punched card 

New, Nes 360 84674 
Machines Card Punching and auxiliary New 113 294881 
Machines Accounting Etc. Used and Rebuilt 972 130916 
Parts for Accounting Etc. Machines 1120532 
Machines Addressing 181 64906 
Accessories & Parts for Addressing Machines 36313 
Machines Duplicating Ex Lithographic Offset 439 81376 
Machines Duplicating Lithographic Offset 16 29948 
Parts for Duplicating Machines 62798 
Cash Registers New 1034 329786 
Cash Registers Used Rebuilt 157 16143 
Parts for Cash Registers 112411 
Typewriters Standard New Except Electric 6845 797129 
Typewriters Standard Electric except 

Automatic New 501 114982 
Typewriters Portable New 6460 321952 
Typewriters Used Rebuilt except Automatic 1721 88507 
Typewriters Nes 60 52369 
Parts & Accessories for Typewriters 374159 
Staplers for Office 24863 42090 
Dictating Machines 261 4646) 
Mail Handling Machines & Parts 47782 
Check Handling Machines & Parts 41243 
Office Machines & Parts Nes. 121470 
Mechanical Pencils All Materials (Doz.) 26132 166498 
Mechanical Pencil Parts 24661 
Pencils Ex Mechanical Black Lead (Gr.) 32768 91378 
Pencils Ex Mechanical Nes. (Gr.) 6743 32795 
Pencil Leads 17860 
Crayons 33635 
Fountain Pens Ball Type (Doz.) 57749 181412 
Fountain Pens Ex Ball Type (Doz. 71650 750077 
Ball Pen Refill Ink Cartridges (Doz.) 16826 31164 
Fountain Pen & Ball Pen Points Nes. 144052 
Fountain Pen Points (Gr 20295 97111 
Carbon Steel Pen Points (Gr.) 3131 3893 
Desk Pen Sets 7040 24458 
ink Writing 64490 
Ink Nes 98110 
Carbon Paper (Lb 132693 117999 
Ribbons Cloth Inked Office Machines 35439 
Office Supplies Nes 265991 


Nes.—Not elsewhere specified) 
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MASO’S NEW 


STEEL CHAIR SUITE 





Has all Those 

Sure-Fire Sales Features 
Your Customer Wants! 

* Looks * Comfort * 
Durability 


Efficiency * 





Ne. 1005 
Secretarial 


Meets Every Demand! 


The streamlined beauty of the Swivel 

Arm Chair meets the most exacting de- 

mands of the working executive. Denotes the executive status 
and blends in with any modern office setting. Adjustments 
of the chair to the individual are made quick and easy, Open 
arms and backrest assure cooler seating comfort. Scientifi- 
cally padded spring cushion seat assures less seating fatigue, 
day long working efficiency. Wide choice of fabrics for seat 
and backrest. Desk Side Arm Chair and Secretarial Posture 
Chair are perfect matches. All are top quality throughout 
built of top quality materials. 


WRITE FOR LITERATURE — DEALER SET-UP 


MASO STEEL PRODUCTS 


Dept A 81 W. Von Buren St Chicago > 











PERFECT NEW FORMULA § 


EXCLUSIVELY FOR 


Gestetner Duplicator Machines & 


SISO EEE ENG Go 





” aes 
S 


GIVES 15°% TO 20% 
MORE COPIES 


THAN ANY 
REVIOUS INKS ¢ 





MAKES PERFECT 


H 
CONNECTION ‘ ® a 
THE INK PUM 

a uy 


i 


R 
TURNS OUT BETTE 
woRK THAN ANY 


OTHER INK 








Clean, sharp work on mimeo bond. Mini- 
mum penetration. Fast drying. No smear, 
no offset. Will not pack on distributor bar. 
No drip from silk screen. Safe for stencils 
and silk screens, waver rolls and bakelite 
cylinders. Washes off hands with soap and 
water...BLACK and COLORS in 12-07. tubes. 


CANODE ADVERTISING in 
THE OFFICE” presents all these 
features to YOUR CUSTOMERS 


profit item in the popular CANODE line 


RITE FOR DETAILS & PRICES 


INK SPECIALTIES CO., INC. 


N mACtcSTED ST 
Ae ti iin-ois 
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KEN DICKENSHEET, CORRESPONDENT 
1020 Y STREET, VANCOUVER, WASH. 

As this column is being written your reporter is en- 
joying an unexpected experience. While driving from 
Kalispell to Cut Bank, Mont., I ran into a king-sized 
snow storm, and had to take refuge in the town of East 
Glacier, Mont. With typical traveler’s luck I am riding 
out the storm in a beautiful motel that carries the 
recommendations of Duncan Hines. Ah yes, the pio- 
neers never had it so good. If this storm lasts long 
enough I'll get caught up on all my back correspond- 
ence. 

+o + * 

A change in climate from the above is the report 
that Bill Sutton of Rosser & Sutton is still vacationing 
in Honolulu. He is expected home in Yakima about 
March 20 which means he will have been in the Islands 
for two months. Bill took his car with him on this 
trip in order to see more of the scenic spots over there. 
We should certainly be entitled to expect a very pro- 
fessional type hula dance from the Suttons after this 
lengthy stay. Note to Clint Martin: Here is a “natural” 
for your Hawaiian Night entertainment! 

+. * ” 

Speaking of Rosser & Sutton we are sad to report 
that the very charming Barbara Beebe plans to retire 
from business about April 15 to become a full-time 
housewife. While we certainly admire Barbara for 
this move she will be missed by all the travelers. What 
with the interludes of coffee time and the 4-5-6 games, 
it was always a pleasure to call on Rosser & Sutton’s. 
The best of everything from the travelers, Barbara. 

» * * 

News notes from the college bookstore field: Chet 
Kerr at the University of Idaho has recovered from his 
heart attack and is his usual cheerful self again, 
his many friends will be glad to learn. Chet and 
Mildred are planning on attending the CBA Con- 
vention at Coronado in April. Merle Simmons of the 
Washington State College Bookstore expects to get 
the okeh for a new store with the next 30 days. It will 
be the most modern store in the West, if not the 
country. Don Ritter, assistant manager of the book- 
store at Montana State University is leaving April 1 
to take up the job of managing The Pioneer Mercantile 
Company at Fort Benton, Mont. To date, Morris McCol- 
lum has not announced Don’s succesor. Don and his 
charming wife will be missed at the CBA Conventions 
but we wish him much luck in his new venture. 

- * ’ 

Lloyd Delaney of Delaney’s Bureau of Printing in 
Missoula, Mont., is recovering nicely from a serious 
illness suffered last fall and is now able to spend about 
four hours a day at his store. Lloyd says to tell the 
boys to bring their golf clubs this summer as he ex- 
pects to be able to play again by that time 

* > + 

Francis (Pacific Stationery) Fowlks has announced 
that the Portland stationers will start the program of 
having guest speakers from the ranks of the Oregon 
Trail Travelers in April. This is the plan followed so 
successfully by the Seattle stationers and has proved 
to be beneficial to all concerned. The Portland group 
meets the third Tuesday of each month and any 
Traveler that would like to appear before this group 
is encouraged to contact Francis for further details. 

*. ce * 

Herb (National) Morgan was a Portland visitor for 
a day in February, returning from a meeting in 
Chicago. Herb is vice-president of the 49’ers Traveler 
Club and reports great plans for the regional to be 
held in Yosemite again this year. They report that the 
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You're looking at the little safe with the BIG future! It’s 
*way down at the bottom of the price list. But it’s right up 
there when it comes to protection features, appearance 


and value! 


For like ali 


awarded the | 


Protectall Safes, the new “Veep” has been 
nderwriters’ Laboratories, Inc. ““C”’ Label, 


certifying that is passed their severe one-hour fire test. 


And it has th ne attractive, modern lines which are 
characteristic the entire newly restyled line of Protectall 
Safes. A complete line with a wide variety of sizes to meet 


the needs of all your customers. 


Why not cut yourself in for a share of the big profits to be 
made on the “‘Veep”’ and all the other handsome Protectall 




















Safes? They’re America’s fastest sellers. They'll be yours, 
too! Just mail the coupon for a catalog, showing the whole 
line. Do it right away! 








One of the Veep’s outstanding sales features is this ““C’’ Label of the 
independent Underwriters’ Laboratories, Inc. It assures your cus- 
tomers of positive protection against fire for one full hour at 1,700° F. 
Low-priced, attractive, easy to handle, the “Veep” has everything 


it takes to sell fast—and profitably! 


Protectall Safes 
mal Syracuse, New Ofrk 
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It’s the newest in modern design—a real promotional sensation 
in the economy price class! Styled to catch and please the 
eye, with island mounting, rounded corners, spacious drawers, 
and modern, grey, mar-resistant, baked enamel finish. And 
it’s a big desk . . . 24” x 50” top, 2914” high, adjustable to 3014”. 
Made of heavy gauge furniture steel, for extra rigidity, longer 
life. Spacious center drawer equipped with lock, side utility 
tablets. Side drawers convert into double row index file for 
3 x 5 or 4 x 6 cards ($5.00 per drawer for dividers and follow 
blocks). Double drawer converts into letter file ($3.00 for 
insert and follow block). Write for discount list today! 
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Awahnee Hotel is sold out but further guests can be 
accommodated in the park. 
* - - 

This is a sly way of bringing up our District 11 regional 
to be held in Seattle May 21 and 22. Reservations are 
going fast so if you haven’t made yours yet don’t say 
you weren't warned. As entertainment chairman, 
Clint Martin is getting together a program to interest 
everyone and to make the trip very worthwhile. For 
one thing we would like to talk about the boat trip 
through the Government Locks (The second largest 
in the world) and then around the Sound and return 
to Lake Union. This trip alone would be worth making 
the trip for so don’t miss it. GET THOSE RESERVA- 

TIONS IN EARLY!!! 
- 7 . 

The remodeling program which will transform the 
entire Shaw & Borden store in Spokane is now under 
way. President Ralph Ortell reports that they expect 
to have it completed by June 1. Having seen the plans 
I can assure you that the new store will be the latest 
in the industry in every respect. Store Manager Bill 
Goss is having a bit of trouble getting acclimated in 
Spokane. Bill has had two bouts with the “flu” since 
moving over there. Port Angeles Chamber of Com- 
merce, please note. 

* . - 

Travelers caught working: Art Joy, of the W. J. staff, 
hard at work taking stock at Yakima Printing & Bind- 
ery under the watchful eye of genial “Press” Tuesley; 
Bob (Dixon) McColloch leaving his home and fireside 
to work eastern Washington; Charley (Mfrs. Rep.) 
Davis unpacking his sample trunks at the Davenport 
Hotel in Spokane for the Gift Show there; Herb (GF) 
Peterson in Missoula, Montana-and headed for the 
eastern part of the state, traveling by train and/or 
bus; Erling (Snorkel) Ericksen closing a big deal with 
Bob Needham in Salem, Ore.; Hank (McMillan) Lyles 
making the rounds with boss Jack Kennedy; and we 
understand that Harry (He’s a good kid) Ford is in 
the Northwest but our trails haven’t crossed yet. 

aa + > 

For the benefit of the travelers that call on the Col- 
lege Bookstore at the University of Oregon I have a 
suggestion. For the laugh of your life get Al Dotson 
to relate his hilarious story about the gentle art of 
raising chickens. This is a true story and if Al could 
get it on paper they way he tells it, it would outsell 
The Egg & I. What happened to Al when he tried to 
make a little side money shouldn’t happen to your 
worst competitor 

“OUT WHERE THE HANDCLASP IS A LITTLE 
STRONGER” 





Faber-Castell Names Representative 

A. W. Faber-Castell Pencil Company, Inc., announces 
the appointment of Chester M. Smith, Jr., as sales 
representative for the northern section of the Mid- 
Western territory. After a visit to the factory, to 
familiarize himself with the company’s manufacturing 
processes, he will immediately begin calling upon the 
trade 


Wallis Hurt in Plane Wreck 


William W. Wallis, advertising director of Maverick- 
Clarke, San Antonio, Tex., was seriously injured in a 
plane accident on February 1, in Pennsylvania. Mr. 
Wallis suffered a compound skull fracture and a leg 
fracture. He is hospitalized at the Westmoreland 
County Hospital in Greensburg, Pa.—_JHR 








Office Supply Firm Incorporates 

Sonmax, Inc., selling office supplies and so forth, has 
been incorporated with a capital stock of $20,000. The 
directors are Sarah Berlin, 2134 Aqueduct Ave.; Rose 
Siegel and William Siegel, both of 1323 College Ave., 
all of Bronx, N. Y.—EEG 
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It's EASIER, 


More Economical 
TO USE 


2. ONE RELIABLE 


SOURCE or SUPPLY! 
Especially For All Your 


INDEXING NEEDS! 


All These Items Available! 









insertable Type Tabs 
3 Tab Sizes, 4"-%"-'2" 


Choice Of 8 Colors 
In Six Inch Strips 


The Finest Strongest Tabbing Made 


This is the original Tubular Edge Tabbing. Titles are easily inserted 
into the slots. Cuts without waste. Lasts indefiintely. 3 sizes for 1, 
2 or 3 line titles. Extra heavy plastic. Stronger linen skirt won't fray, 
nor ravel. Also in 4%", 1”, 1%” and 2” factory cut sizes. 











AICO 
INDEXES 


All Standard Sizes For 
All Standard Binders 
Variety Of Materials 
Full Selection Available 
You are offered a wide selection of material for the index sheets. The 
Tabs are of leather, simulated leather or plastic in a full range of 
colors, popular banks. A-Z, Monthly, State, Numerical, all standard 
classifications available. Also with slotted tabs for inserting titles. 
Made To Order Indexes And Guides 


Special or made to order Indexes and Guides cre fabricated to your 
exact specifications or designed for your needs. Quotations prompt. 
All inquiries promptly handled. 


Write Dept. D For Free Selling Aids 


AIGNER INDEX CO. 


97 READE ST. NEW YORK 13, N. Y. 


G. J. AIGNER CO. 


426 S. CLINTON ST. CHICAGO 7, ILL. 


Sheets With Extended Tabs 
Sheets Without Tabs 
Standard Classifications 
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wine SCOTHE 


The Automatic SCOTTIE LETTER OPENER 
opens 200 to 300 letters per minute. The Scottie is 
designed for small and medium sized businesses 
opening 100 to 2,000 letters per day. Opening let- 
ters 30 times faster than by hand gets the whole 
office into high gear fast. It takes a clean slice 
off all sizes of envelopes without clipping corners 
or damaging mail. Light and portable, the Scottie 
can be moved from desk to desk or easily stored. 


The market for Scottie Letter Openers is huge. It 
is needed by banks, stores, wholesale houses, in- 
surance offices, mail order businesses, factories and 
dozens of other medium sized firms. Scotties offer 
a 12 times greater market than for larger, more 
expensive machines. If you are experienced in 
specialty equipment sales, look into the Scottie 
for steady, future profits. 


Mfd. by ARNOLD MACKENZIE, Inc. 


3133 Overlook Drive 
Minneapolis 20, Minn. 


omy $105" F.0.B. FACTORY 


plus excise tax, Stacker optional at 
nominal price. (Prices subject to 
change without notice.) 













ARNOLD MACKENZIE, INC. 
3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 


1 am experienced in sales of specialty office equipment. 
Send full information on Scottie Letter Opener. My 


EE Eh LS SE ee 
Street Address ...0.............. 
GED i ’ 
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SEEN AND HEARD IN 
SOUTHERN CALIFORNIA 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


Walter Boyd, formerly with the Marchant Calculat- 
ing Company in the head office at Oakland, on 
January 1 joined Norman Salzman as a partner in the 
Commercial Business Machines Company in Santa 
Barbara. The address is 10 W. Figueroa St. Mr. Boyd 
spent about nine months as a salesman for the com- 
pany which was headed by Mr. Salzman before joining 
the firm as part owner. Mr. Salzman has been in Santa 
Barbara for several years. Mr. Boyd is spending much 
of his time outside as a salesman while Mr. Salzman 
looks after the repair department. A recent installa- 
tion of considerable importance made by the company 
was done at the College Hospital in Santa Barbara. 

x *” 7~ 

Mr. & Mrs. Otis Kissack have moved their Office 
Equipment Company from 629 State St. to 1233 State 
St. in Santa Barbara. The new business home gives 
the firm a street frontage of 25 feet and a depth of 
about 120 feet. The place has been nicely arranged 
for the efficient conduct of business. Mrs. Kissack, 
who was ill during the latter part of last year, is now 
fully recovered, she reports. 

A new outside salesman for the firm is Raymond 
LaPointe, who formerly conducted a mimeograph letter 
shop business in the city. 

+ ” - 

The Southern California Office Machine Dealers As- 
sociation held its February dinner meeting at Carolina 
Pines. Wives of members were guests of honor. 

The main feature of the program was a demonstra- 
tion of the Speed-O-Print mimeograph by James 
Archey, national representative, with headquarters in 
the Mid West. A thorough discussion on a group in- 
surance plan was held and the plan submitted in detail 
to the board of directors for further consideration at 
a board meeting March 2. 

The 1953 officers are: president, David Hendler; vice 
president, George Bonelli; executive secretary, R. W. 
Chipman; and secretary-treasurer, John Kearney. 


* * * 


Gus Trefzger, proprietor of the Crown City Type- 
writer Company, 349 East Green St., Pasadena, reports 
the addition of two new employees to the Crown City 
staff. They are Henry Corsell, new service department 
employee, and E. J. Watts, salesman. Mr. Corsell was 
formerly in charge of business machines for the Na- 
tional Broadcasting Company, Chicago. Mr. Watts is 
an experienced office machine salesman. Mr. Trefzger 
says business in 1952 was exceptionally good and he 
notes a greatly increased demand for the all-electric 
Underwood. 

* 7~ Bey 

The Royal Typewriter Company, 1034 S. Broadway, 
Los Angeles, has announced the opening of a new 
branch in Burbank, Calif., February 1. Arnold Hoppe, 
former salesman, has been promoted to managership. 

* * “ 

The regular dinner meeting of the Southern Cali- 
fornia Office Furniture Association was held early in 
February at the Rodger Young Auditorium, Los An- 
geles. There was a discussion on an advertising pro- 
gram now under consideration, and a Cramer chair 
demonstration was given by Sam Yocum, proprietor 
of the Sam Yocum Furniture Company. 

Following this plan of products demonstration, 
Morris Piltzer is scheduled to show his Qualitone Prod- 
ucts, and a representative from the Eagle Ottawa 
Leather Company will speak at the March meeting. 
J. C. McDowell of the McDowell & Craig Company 
will show and demonstrate the use of new cabinets. 

D. E. O’Hern, president of the association, who pre- 
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PD a for Office Beauty 
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OFFICE SEATING 


THERE’S no need to cut your profit or 





“sell down’’ when your customers want 

unusual values in office seating. The Rite- 

form line is built for critical shoppers who 

want a lot for their money. Despite their — 

attractive prices, Riteform chairs offer Riteform engineered for the 
' e budget-bound office manager with 

outstanding posture features and styling an office seating problem. The 

to your customers, and give you full profit. Executive Paymaster” embodies 


these extra-value features .. . 
* welded frames * aluminum 
base * adjustable height * ad- 
justable tension * alumna gray 
baked enamel finish * roomy 
seat * body contour back. 


RITEFORM CHAIR COMPANY 
2300 Ellis Ave. St. Paul, Minn. 








RITEFORM’S FAMOUS ADJUSTABLE ‘'SPRING-BACK’’ MODELS. FAR BETTER 
YET LOWER PRICED THAN ANY COMPARABLE LINE ON THE MARKET! 


Aluminum Brushed 


Satin 











FOR TODAY’S GREATEST VALUES IN HARMONIZED METAL OFFICE SEAT- 
ING SEE THE COMPLETE RITEFORM LINE... WRITE FOR INFORMATION 


No. 1616 
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WITH 
New PRONGMASTER 


bisibse Binders! 


(Flat Opening — Automatic Shift) 


With the Prongmaster, Na- 

tional’s latest contribution to ef- Your Customers will appreciate these features of the Prongmaster: 
ficient and speedier record- 
keeping, we complete our Visi- 
ble Line which includes Vertical 
Visible, Pocket-style Visible, e SHIFT LOCK — prevents automatic shift from operating acci- 
Rollomatic® and Ringmaster. dentally 


Prongmaster Binders available in FLAT OPENING — permits easy posting on flat writing surface 


. 
il lar sizes. Write f 
Bulletin VR53 showing National's @ SHEET LIFTERS — sheets raise smoothly over prongs 
” 


@ AUTOMATIC SHIFT — for insertion or removal of sheets with- 
out disturbing sheet sequence in the bank 


METAL RIMS and HINGES 
NEW GRAY VINYL TWIST BINDING — harmonizes with 
most modern office equipment 

@e NICKEL-PLATED PRONG MECHANISM — with built-in auto- 
matic shift 


@ LABEL HOLDERS recessed in back and at end of metal for easy 
identification 


complete visible line. 


NATIONAL BLANK BOOK COMPANY NATIONAL 


Holyoke, Massachusetts 
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sided at the meeting, reports that business in the 
Southern California area is holding up well. 

Several members at this writing are planning to 
attend the National Office Furniture Association con- 
vention in Cleveland to be held during the latter part 
of April. 

The 1953 secretary-treasurer of the Southern Cali- 
fornia Office Furniture Association is Charlene Mc- 
Camant and the vice-president is Don Hopper. 

+ * » 

The Johnston Adding Machine Company, 10939 
Vanowen St., North Hollywood, now has a complete 
working mode! of its machine made of machine-made 
parts. An earlier model was completely hand made. 
All parts are now inventoried, according to R. W. 
Strack, vice-president, and will soon be in production. 

The company, whose president is W. E. Johnsion, is 
also engaged in defense work. Two shifts are operating 
at the present time. 

Another vice-president of the company is A. D. 
Chappell. 

« > * 

A. E. (Bill) Lacy of the Western Typewriter Company, 
6424 Rugby Ave., Huntington Park, is at this writing 
recuperating nicely from his recent illness (pneu- 
monia). He has returned home from the hospital and 
plans to be back at work some time early in March. 
Mr. Lacy is associated with H. C. Sanders as a partner 
in the Western Typewriter Company. 

* . * 


Six thousand pieces of mail were sent out from the 
Los Angeles headquarters of the National Office Ma- 
chine Dealers Association on February 26, according 
to Harold Mann, national secretary. Mr. Mann says 
this is just one example of the tremendous amount of 
work done at this office. , 

He reports a 50% increase in membership during the 
past two years 

The Southern California Association keeps its mem- 
bers well informed and up-to-date on affairs of in- 
terest to dealers through a weekly news bulletin, ac- 
cording to Mr. Mann who also announces a meeting 
of the California State OMDA Associations to be held 
some time in May at the Ahwahnee Hotel, Yosemite 
Park. The dates will be announced later. 

. + - 

Old Town Corporation, 8479 Melrose Ave., early in 
February, opened a new direct factory branch office, 
showroom and warehouse at 8443 Melrose. A complete 
line of Old Town duplicating machines and supplies, 
typewriter ribbons and carbon papers, are carried, 
according to A. W. Young, vice-president. 

Personnel in charge of the new factory branch in- 
clude A. L. Lawrence, district manager; Allan Haynes, 
assistant manager; Edward Butsch, factory representa- 
tive; George Gregory, service manager, and Mrs, Kay 
Allen, office secretary. 

+ + * 

“We are busier than ever for this time of year” is 
the report given by Art Willis of the Atlas Desk & Safe 
Company, 260 South Los Angeles St., Los Angeles. 

L. T. Paul, proprietor of the Angeles Desk Company, 
751 N. Broadway, opened four years ago, reports a nice 
increase in sales of both new and used items. Mr. 
Paul, before going into business for himself, was with 
the Office Furniture Service of Los Angeles. 

+ ” ~ 

Dudley E. Browne, comptroller, Lockheed Aircraft 
Corporation, was moderator at a recent tax panel 
session held by the Los Angeles Chapter of the Na- 
tional Association of Cost. Accountants. Russell S. 
Bock, prominent tax authority and partner in the 
Ernst & Ernst Company of Los Angeles, spoke to an 
attendance of about 400 public and industrial account- 
ants. The event was held at the Elks Club. 

Other speakers were Alan H. Petch, partner in Young 
& Company, and Paul F. Berger, president of the Tax 
Institute in 1952 and a corporation tax executive. 

> * . 


Harold Mann, secretary of the National OMDA, was 
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Here's the Finest 
Writing Set 

Ever Developed 
for the Desk 


Play it safe — Play ic 
smart — the MORRIS 
SAFE-T-SET for long 
life and smooth writing 

available in Grey — 


Tip it—drop it—roll it—right 
side up or upside down, the new 
Bert M. Morris Safe-T-Set can- 
not spill—will not leak, yet the 
pen in the well is always in actual 
contact with the ink, One quick 
dip delivers pages of smooth, con- 
stant flowing, trouble-free writ- 
ing. 2 full ounces of ink in the 
new Safe-T-Set means less fre- 
quent filling. Designed for beauty 
and built to withstand the tough- 
est requirements of any office, the 
Safe-T-Set is the newest mem- 
ber of a famous family. Com- FINE 
plete desk top equipment by 
Bert M. Morris Co., manufac- 
turers of Morriset, Fountain Pen 
Desk sets, letter trays, bookends, 
memo pads, ash trays, sponge 
cups and phone rests. 


Bronze — Walnut — 
Mahogany — Green — 


Maroon & Ebony. 
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EXTRA FINE 











HOW FREQUENTLY DO 
YOU REPLACE YOUR PEN 
POINTS? It is a fact that 
in actual use and with nor- 
mal core, “‘ti * 
outlast others by far. 
WRITE FARTHER, WRITE 
EASIER. All Morris sets 
are equipped with tipped 
points ond each point is 
tested and approved at 
factory for writeability. 


BERT M. JVIORRIS CO. 


Dept.4-OA, 8651 West Third Street « Los Angeles 48, California 


New York Branch Office: 381 Fourth Avenue, New York 16 
In Canede: McFarlane Son & Hodgson itd., Montrecl, Que. 


PUBLICIZED ON RADIO AND 
TELEVISION 
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aluminum 
chairs 


How Are You Fixed 
For Chairs? 


With the return of normalcy to our industry, it becomes 
necessary to evaluate our inventories. Many items which 
looked so good in the days of long demand and short 
supply are today, merely a burden on our inventories and 
our finances. 

We are happy in the knowledge that FINE-REST Chairs 
are just as salable today as they were a year ago. 


Why not keep your inventory alive with chairs that sell 
—why not stock FINE-REST? 
i 







ALUMINUM SEATING portalion 


17 8. CHERRY STREET * AKRON 8,OHIO 


Dishibuler AETNA SAFE CO., 46-50 W. 29th St., N. Y. 

METROPOLITAN N. Y. & EXPORT DISTRIBUTOR 

SAFE & EQUIPMENT WHOLESALERS, 260 S&S. FIFTH ST., PHILADELPHIA 6, PA. 
EASTERN PA, DISTRIBUTOR 
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the principal speaker at the Texas OMDA meeting held 
February 15 and 16. Mr. Mann spoke informally, bring- 
ing the members up-to-date on all important activities 
and programs of the national association. 

He underscored the many benefits to be derived 
from membership and urged greater use of the Na- 
tional OMDA emblem on stationery and window cards. 
Referring to the Texas meeting, Mr. Mann said he was 
greatly pleased with the attendance and exhibits. 

* - + 

Ruth Hampton, starlet at Universal International 
Pictures, has been chosen queen for the Southern 
California Business Show, to be held at the Biltmore 
Hotel, Los Angeles, March 24 through 27, under the 
auspices of the Los Angeles Chapter of the National 
Association of Cost Accountants, according to Howard 
Mackin, head of the American Calculating & Type- 
writing Service, who is one of the active promoters of 
the business show. 

Miss Hampton, who was Miss New Jersey in the 
Miss Universe contest, lives in Hollywood. Miss New 
Jersey was the 44th title won by Miss Hampton. 

Mr. Mackin reports that all exhibit space was taken 
at an early date and that a number of exhibitors are 
on a waiting list hoping for some later space releases. 
One day of the show may be televised, according to 
Mr. Mackin. 

More than 150,000 invitations have been sent out. 
More than 1500 types of equipment will be shown by 
more than 40 exhibitors. Exhibits will include every- 
thing from letter folders to electronic brains. 

The show is now the largest of the kind west of 
Chicago. From 20,000 to 30,000 visitors, including stu- 
dents, coming from a territory extending all the way 
from Santa Barbara to San Diego, are expected. 


* * * 


Joseph Klein, assistant to President Hugh L. Clary of 
the Clary Multiplier Corporation, San Gabriel, has 
been appointed a member of the board of directors 
of the San Gabriel Chamber of Commerce. Mr. Klein 
came to the business machine company’s home office 
in 1951 after serving as branch manager for the com- 
pany in Phoenix, Ariz. 

” ” os 

More than 110 branch office employees and their 
wives were guests at a dinner given recently by the 
International Business Machines Corporation at the 
Huntington Hotel in Pasadena. A similar event was 
held February 19 in the Embassy Room of the Am- 
bessador Hotel in Los Angeles with an attendance of 
550. 

E. C. Strandine, branch manager of the Los Angeles 
office, presided at the Los Angeles event and Fred L. 
Brown, manager of the Glendale branch, presided at 
the Pasadena dinner. Special guests at both meetings 
were Thomas J. Watson, Jr., president of IBM, and 
H. Wisner Miller, Jr., manager of the electric type- 
writer division of the corporation. C. A. O’Malley, dis- 
trict manager, was also present. 

Mr. Watson, who was the main speaker, spoke on 
the great growth of IBM in the electronic field and of 
the general development of electronics in Southern 
California. 

Similar dinners and luncheons are to be held 
throughout the country for employees of each IBM 
office with executives from the head offices speaking. 
Other Southern California meetings at this writing 
are scheduled to be held at South Gate, Santa Monica, 
San Diego, Bakersfield, Fresno, and Long Beach. 

. + « 

Russell Davis, governor of the District No. 14 of the 
National Stationery & Office Equipment Association, 
reports that the advance registration for the regional 
meeting to be held in May in the Mission Inn in River- 
side, Calif., is expected to be greater than at any 
previous meeting. From 300 to 500 are expected, ac- 
cording to Mr. Davis. 


x * * 


Bob Parker of the Parker Typewriter Company, 156 
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NEW All-Purpose HALVE 
“UTILI-TABLE” 


MODEL 153 (shown) 
It’s a TYPING TABLE! RETAILS FOR ONLY 
It’s a DESK! 


It’s a CABINET! $2 9° 


It’s a STAND! (Prices FOB Chicago) 


SENSATIONAL “4 in 1” UNIT 


JUST WHAT your customers have been looking for! The Halverson 
“UTILI-TABLE” meets every need for a versatile, low-cost storage 
and working unit. Compact, yet roomy, with handy shelf above 
knee opening, large closed cabinet at right. A “surefire”, 
volume seller! 


@ Sturdy Ali-Steel Welded Construction 
@ 29” High, 32° Wide, 20” Deep 

@ Neutral Grey Baked-On Enamel Finish 
@ Completely Set Up—No Assembly 


PERFECT FOR HOME USE—AS WELL AS IN STORES 
SCHOOLS e OFFICES e HOSPITALS e LIBRARIES 
RESTAURANTS and other establishments 


MODEL 153-D AVAILABLE WITH 4” RIGHT-HAND $36 95 
. 


DRAWER ABOVE DOOR 
WRITE FOR PHOTOS AND COMPLETE INFORMATION 


HALVERSO SPECIALTY SALES 


(Subsidiary of Mim-E-O Stencil Files Company) 
1219 W. CHESTNUT STREET, CHICAGO 22, ILLINOIS 


IT PAYS TO BE SURE ! 


“4, SUPERDEX 









TRAODE MAREK 


e THE QUALITY LINE OF FILING 
SUPPLIES & GUMMED SPECIALTIES 


AT LEADING STATIONERY STORES 
THROUGHOUT THE COUNTRY 


> 4 


VERTICAL FILE GUIDES © GUIDES © FOLDERS © INDEX 
CARDS © INDEX TABS © TRANSPARENT INDEX TABS @ 
BLANK INDEX STRIPS © ROLLED LABELS © PROTEX 
LOOSE LEAF PATCHES © ADDING MACHINE ROLLS @ 
PAKMNEAT SEALING TAPE © PIN TICKETS @ 


THE WARSHAW MANUFACTURING CO., INC. 


MAIN STREET BROOKLYN 1, 


200 OFFICE APPLIANCES, April, 1953 




















E. Colorado St., Pasadena, reports that this company 
has had good success with the Gestetner duplicator, 
a new British machine, which it has been handling 
for about two years. Good success is also reported 
with the Olivetti Writing Calculator, another import 
handled by the Parker Typewriter Company. The 
company is also adding a line of office furniture. 





Penn-Mar-Va Travelers News Notes 
JOE WARDMAN, CORRESPONDENT 
5713—25th AVE., S.E.. WASHINGTON 20, D. C. 


On January 29 the Richmond Stationers Association 
held its annual party at the Commonwealth Club. 


Those who accepted the invitations extended by the 
association were by no means disappointed in the fel- 
lowship, speeches, food and refreshments as a wonder- 
ful time was had by all 

The meeting started with a friendly hour during 
which good old southern hospitality was extended, this 
coupled with the mingling of out of town stationers, 
local stationers, and travelers made 60 minutes seem 
like 60 seconds. As advised in a pervious article the 
buffet supper prepared was one that few have had the 
pleasure of attending. The wide variety of delectable 
dishes on the menu are too numerous to list, but it 
might be said that anyone who just dipped easily into 
each dish would have to discard his plate for a waiters’ 
serving tray. The guest speakers, Paul Burbank of 


NSOEA and Bill Love of Minnesota Mining & Manu- 
facturing Company, both gave powerful and interest- 
ing speeches. You may be assured all present absorbed 


the greater part of both speeches. 

This year the association invited all the stationers 
in the state to attend. A few of the cities represented 
were: Petersburg, Norfolk, Newport News, Charlottes- 
ville and Fredericksburg. Believe me if the 158 persons 
present were to be called before a “Court of Good 
Times” all w i testfy that the party was a tremen- 
dous succe Congratulations to the officers of the 
association and all the other workers that put so much 
effort and work into this event 

* - * 

Some might think it a little early to bring this up, 
but frankly the way time has a habit of peeling off. I 
thought it would be wise to suggest that all NSOEA 
members and Penn-Mar-Va travelers start to make 
plans for the regional which will be held June 15-16 


at Galen Hall, Wernersville, Pa. 
Governor Sam Rosendorf Jr., Southern Stamp and 


Stationery Company, Richmond, Va., has been working 
hard since the last regional and from all reports this 
one will be the one to top all previous conventions. 
. > > 
I have just had word from Cal Johnson that the 
Baltimore Stationers Association has completed plans 
for their annual dinner and dance. So when making 
up that itinerary for May be sure that you are either 
in Baltimore, Md. or nearby on May 8. City—Baltimore, 
Md.:;: Time—7:00 P.M.; Date—May 8; Place—Lord Balti- 
more Hotel. “Cal’’ states that it will be another strictly 
informal affair featuring prizes, refreshments and food 
without speeches. A few hours of dancing after din- 
ner completes the agenda. Preceding the affair will be 
a cocktail party sponsored by Penn-Mar-Va. 
> * a 
Sadness m be a part of life it seems and it is 
with sorrow that we advise of the accidental death of 


Luther H. Watkins, formerly associated with Hayes 
Office Equipment Company, Norfolk, Va. Death was 
the result of injuries received December 6 in an auto- 
mobile accide! 


Jack O’Hare, formerly with Eberhard Faber Pencil 


Company is now traveling Virginia, North Carolina, 
South Carolina, Maryland, District of Columbia, East- 
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CALL YOUR 
TYPEWRITER 
DEALER 


Have him install the new Shipman- 


Ward “Goodrich” platen with Page 
End-icator and new Shipman-Ward 
Feed and Bail Rolls. 


$11.50 installed, for 11” machine 
with non-cushioned platen. 


$12.50 installed, for 11” machine 
with cushion platen. 


(Approximate exchange prices installed.) 


If not available locally, write 


SHIPMAN-WARD MFG. CO. 


325 NORTH WELLS «+ CHICAGO 10, ILI 
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0 Mistake I: Inks 
Efficient Turks... 


TALK TO A TURK and you'll find he knows all the answers 
about Weldon Roberts Erasers when it comes to correcting mis- 
takes in Turkish and any other language. Talk turkey to your 
customers with Weldon Roberts Erasers! Their super-quality, 
dependable uniformity—shapes, sizes, textures —give you ALL 
the big-profit answers for correcting mistakes in 
handwriting, typewriting, business-machine writing, 
artwork, drafting. LOOK INTO ALL THESE BIG- 
PROFIT NUMBERS TODAY. Write us for Style 


Sheet! 





930 ENSEMBLE (Pink & Gray Rubber A combination eraser that 
does most everything Handy bias-beveled shape Soft, pink pencil 
rubber joined to soft, gray ink eraser For ink, pencil and crayon 
erasing. All of your customers ca 


JET ERASER. 
Convenient, cy 
lindrical stick 
eraser in at 
tractive trans 
parent plastic 
holder. Top 
unscrew, 80 
eraser stick can 
be moved out- 
ward, Red rub- 
ber for pencil 
erasing, grey 
rubber for ink. 


Wadden Roberts GSranan 
(Coral! JPink 
340 ‘17a 


a 


Pocket clip x" 

style for gen 

eral use. Brush 

whisk style for 340 CORAL PINK A soft mooth pink pencil 


typists. Refills. eraser mmensely popular stubby’’ double 
Tops for typing. peveled shan & bie cel het fe aomewel 
accounting, 4 

drafting. pro- 

fessional and 

student use. 





WELDON ROBERTS RUBBER CO. 
6th Ave. & No. 13th St., Newark 7, N. J. 


World's Foremost Eraser Specialists 





Correct Mistakes in Any Language 
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ern Pennsylvania and Southern New Jersey for Cooke 
and Cobb Company. Jack will headquarter in Rich- 
mond, Va. 


* ” . 


Ned Cheely, formerly with Office Equipment Com- 
pany, Newport News, Va. now is associated with Wood 
Office Supply Company, Norfolk, Va. While we are on 
the subject let us not forget to mention that Bill and 
Jenny Wood of the same firm are enjoying the warm 
sunshine of Miami, Fla. A fine vacation for a wonder- 
ful couple. 

+ + & 

Hampton Roads Paper Company, Norfolk Va. re- 
cently completed rebuilding part of its plant which 
was destroyed by fire last year. Not satisfied with this 
the firm has started a new program. When finished 
it will have a furniture display on the second floor 
accessable by an elevator in the front of the store. 

” . os 

Gordon Merritt of General Index Manufacturing 
Company, Baltimore, Md. is now covering the territory 
in a speedy Dodge station wagon, quite a jump from 
the old Jeep. .. . Sure glad to hear that Ed Moore, 
who has been fighting that prevalent virus is now up 
and about. 

* > “ 

Charlie Newcomet, Ben Wachtel and Jim Curran 
have rolled up their sleeves and are all doing an out- 
standing job preparing an entertainment program for 
the NSOEA regional at Wernesville, Pa. 

” * « 

George and Mrs. Chiartas are expecting. Sure hope 
that they are well settled in the new home before the 
blessed event takes place. 

. + e 

Joe Runnels of Commercial Office Furniture Com- 
pany, Washington, D. C. has recently returned to 
harness after an extended vacation which took him 
to virtually every major city on the east coast of 
Florida. Joe states the bone and king fish were biting 
and occasionally a tarpon, but the latter were the ones 
that got away. It is not dark in the store as they have 
new lighting, just Joe, as he has that sun-kist look. 

© +. ” 
A Word From Your Correspondent: 

Today we fully realize there has been a tremendous 
revision in the business world. Quite rapidly a “Sellers 
Market” has been transformed into a “Buyers Market.” 
We note that the stock market has shown some slug- 
gishness in trading. 

Some economists attribute this and general business 
conditions to the fact that the dead line for filing tax 
forms is just a few weeks away. In other words busi- 
nessmen are thinking and talking taxes. A few days 
ago the stock market got its shot in the arm when 
margin requirements were cut from the 75% required 
down payment to 50%. We, the travelers in the great 
stationery industry can aid in the administration of 
a stimulus to keep it great and continually growing. 
In many cases the inside sales personnel feel they are 
just “Older Takers, Product Preachers or Delivery 
Clerks” and unfortunately quite often this is true. Even 
some outside personnel fall into either one or all three 
categories. 

One “shot in the arm stimulus” that we can use is 
the NSOEA training manuals. These manuals are well 
prepared and provide an encyclopedia for sales meet- 
ings and product knowledge. Products knowledge is 
one of the most effective sales methods to impress a 
prospective buyer. If both the inside or outside per- 
sonnel is fortified with this, which we can give them 
with comparatively little effort, the buyer will then see 
them not as just “Order Takers” but as “Stationery 
Specialists or Consultants.” 

Spend some time using the manual that covers your 
product with both the inside and outside personnel. 
True, it is not one individual’s job to completely train 
these people anymore than it is to personally sell all 
products off of the stationer’s shelf, but we must spark 
the training program with participation and enthus- 
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ACCOUNTS PAYABLE SYSTEM 
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Here is a dealer opportunity that you 


° ° » - 7 
ers will welcome this simplified Ac- 3 = =>. 
counting Board System that does the = —— 






can't afford to overlook. Your custom- 
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job in less time and with absolute ac- ; ; ; — 
curacy. Easy to sell, with repeat orders {iL ? ——4 
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assured, the Multi-Rite Master can be a 


substantial profit maker for you. 


Write to SYSTEMS DIVISION for descriptive literature and 


information about our special dealer demonstration offer. 


EXCLUSIVE! 
? ar All-in-one prenumbered form 
THE C.E. A ‘P co. Shack and Voushar Seal 











44-07 TWENTY-FIRST STREET LONG ISLAND CITY.N.Y. with details of payment. 
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Pittsburgh Cut Wire Co. 


PA 


1120 GALVESTON AVE * PITTSBURGH 
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Mark guar antees customer satisfaction. the new Apsco rack is the answer. 


a 
Me hs %, ree P 
ex af Fy ao 
. er CO. 
: y 
eX Fe”, 


Beverly Hills, Calif. 











Tharp Sales look... 


Take advantage of Apsco’s two new displays—each mean 
quick, convenient *Apsco Pencil Sharpener sales for you. 
They're your assurance of a share of the huge “home mar- 
ket” as well as continued efficient service to your regular 
office equipment buyers. Both may be obtained at no extra 





Rockford, IIlinois 
Toronto, Canada 















The Apsco self-service Drum 
Display is still available and is 
still producing outstanding sales 
results. Completely solves your 
display and storage problems. 
Holds several dozen Apsco Sharp- 
eners with plenty of room under- 
neath for additional stock. Write 
us or ask your Apsco supplier for 
details. 


For those with space problems, 


Holds one dozen of the Apsce 
Midgets. Appropriate seasonal 
insert cards will be furnished 
throughout the year. Your Apsco 
supplier will be happy to set-up 
this profit-maker at your conveni- 
ence. 





eee most 
wanted 


loose leat line 








and here’s why: FAULTLESS offers even more than 
matchless quality . . . prestige . . . and opportunity for increased 
profits! Added to these are other reasons that have made FAULTLESS 
the “most wanted” loose leaf line. Among them are the warm, friendly 
relationship between dealer and manufacturer . . . and the policies that 
protect dealer profits and minimize competition. FAULTLESS prod- 
ucts are sold only through a quota of authorized retail dealers . . . 
never through jobbers . . . and no direct orders from consumers are 
accepted by the company. No wonder it’s the “most wanted” Tine! 
FAULTLESS is the perfect answer to a complete loose leaf line of 
distinctive quality! 


STATIONERS LOOSE LEAF CO. 


MILWAUKEE 1, 524 N. Broadway + NEW YORK 3, 114-116 E. 13th St. 
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iasm. Remember for each two hours spent using these 
manuals the Penn-Mar-Va Travelers Club gains 10 
points more towards the goal of having our club win 
the “Travelers Trophy Cup.” 

. > > 


A hearty welcome to the following new members of 
Penn-Mar-Va.: M. S. Kelley of American Pad and 
Paper Company, Tom F. Kelly of Blaisdel Pencil Com- 
pany, Charles Daniels of Mutual Stationers Supply, 
Reed Smith of Minnesota Mining and Manufacturing 
Company, Charles Conger of Trussell Manufacturing 
Company and William Fink of Hamilton Manufactur- 
ing Corporation. It sure is nice to have you aboard, 
fellows. The club invites each and every one of you 
to take an active part in all business and social meet- 
ings 





Clary Honors Top Salesmen 


Clary Multiplier Corporation has announced winners 
of its annual Salesman-of-the-Year and Serviceman- 
of-the-Year awards along with 38 other high-selling 
men who earned membership in the company’s 1952 
Producers Club 

Hugh L. Clary 


president, also announced names 


of the top 24 members of the club whose sales volume 
gained them a week's all-expense vacation in Southern 
California as guests of the home office. 

Wilbur Long at the Oakland, Calif., branch office 


was named Salesman-of-the-Year and president of 
the Producers Club for achieving the highest sales 
volume during 1952. Mark Cunningham of Houston, 
Tex., became Service-man-of-the-Year and club vice- 
president 

Eighteen of the honor group making the prize trip 
to the San Gabriel, Calif., home office were salesmen 
and six were servicemen. 

In addition to Mr. Long, the trip winners were 
Stanley Mount and Allan Macaulay, Newark, N. J.; 
Al Riha, Rod Whitlow and George Davis, Los Angeles; 
Lee Holdsworth, Washington, D. C.; Bruch Morgan, 
Phoenix; Carl Musso and William Phillips, Detroit; 
William Joyce, Boston; Jerry Blum, Oakland; Hal Sol- 
loway and Richard Adams, Seattle; Jay Jones, San 
Francisco: William Cooke and Don DeSanto, Dallas, 
and George McCafferty, Pittsburgh. 

With Mr. Cunningham, the servicemen-winners were 
Ivan Fittro, Dallas; Francis Starrett and Weldon Bor- 
lace, Detroit; Al Rohr, New York, and Everett Clark, 
St. Louis 





Wire-Less Intercoms Hit $1,000,000 Sales Mark 


Starting from scratch and working up to $1,000,000 
in total sales in three years is the impressive record 
just set by Vocaline Company of America, Inc., with 
its Vocatron portable Wire-less intercoms according 
to Carroll T. Cooney, Jr., president. 

The company’s fourth consecutive dividend for 1952 
was declared December 31, 1952. Its first dividend 
was paid last May—just 27 months after the company’s 
incorporation January 15, 1950. 

A two-man organization when incorporated, the 
Vocaline Company wound up 1950 with a $13,000 net 
operating loss with sales, primarily of a market-testing 
nature, of Sales in 1951, however, totaled 
$250,000, wiping out the loss and showing a profit. 
Business boome: 1952 with sales in that year and 
in January totaling $700,000. The sale which 


$3 000 


brought the mpany over the million mark was made 
only three weeks after its third anniversary. 

The company’s initial sales were confined primarily 
o Connecti t the Vocatron intercom now is sold 
nationally th: h sales agents, distributors and large 
mail-order companies 

In June, 1952, the firm purchased the controlling 


interest in 


Old Saybrook 


Bristol Motor Company, Inc., also of 
thereby expanded into the growing 
xy motor field. 


synchronous 
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INTRODUCING 
High Quality Modern Chairs 


at Low-Budget Prices 
THE NEW 


“Taylor 907 GROUP 





@ Price-conscious prospects stop looking 
the minute they see these new high-styled 
Taylor chairs in clean-lined contemporary 
design. Both armchair and matching swivel 
fall ideally into the decorative theme of a 
modern interior. Best of all, with a moder- 
ate price tag, they sell quickly for offices, 
reception rooms and lobbies. 


In this 907 Group you can offer the same 
top-quality Taylor construction and comfort 
found in the popular 807 series. 


Write today for dealer information 


THE “Taylor CHAIR COMPANY « Bedford, Ohio 
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Added Profits For Youl 
WITH ADS LIKE THIS— 


Gear your sales to 
KIL - KLATTER’S 
powerful adver- 
tising campaign 
that reaches of- 
fice managers, 
secretaries, ste- 
nographers and 
typists every- 
where. Ads like 
this open the 
door — increase 
your profits. 




















office becomes quieter 
ager age pads go to 
work for you. Distracting type 
writer noises disappear - - 
office efficiency goes UP- Result: 
fewer typing errors, fewer cleri- 
cal mistakes. 








he 
© Absorbs the shock and deadens t 
sound of typing. 





oe atom 
© Fits all typewriters and other office Plus 
oo These Extra 
$3 stationer or office supply dealer Sales 
wate ateutr to a quieter office may pvt 
be under your typewriters 











Take advantage of KIL-KLATTER’S profit building 
promotion. All this means more sales to you— 
more profits ! 

@ CATALOG CUTS 

@ NEWSPAPER MATS 

@ TWO COLOR ENVELOPE ENCLOSURES 

@ COUNTER CARDS 
Order your supply of Km-KLATTER typewriter pads 
and free sales aids today. 











AMERICAN HAIR and FELT CO. 


Dept. B-34, Merchandise Mart 
Chicago 54, III. 
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Pacific Northwest Notes 


C. M. LITTELJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. 

Supported by many years’ background of office 
equipment sales and business experience in the 
Tacoma field for the Underwood-Elliott-Fisher com- 
piling machines and Remington-Rand Inc. equipment 
and supplies, James P. Driscoll, resident of Tacoma, 
Wash., has launched his candidacy for Tacoma’s City 
Council. * *« 6 


The Record Stationery & Office Supply, Renton, 
Wash., has been singing a swan song of sales at that 
address while cleaning house to move to a new loca- 
tion. *“ * * 


Filing an amendment to its corporate setup, Trick 
& Murray, the “In a Hurry” stationers of Seattle, have 
conservatively reduced their capitalization to a round 
$100,000 figure. With promise of a long life in the 
office furniture, stationery, printing and allied field, 
they have made the time of the existence of this cor- 
poration “Perpetual.” 

- . . 

The Monroe Calculating Machine Company of 2012 
Center St., Tacoma, Wash., has fixed up the new offices 
and home of the Interstate Fruit & Produce Company 
at 512 E. 15th Ct., Tacoma, with a host of new office 
equipment devices. 

* a ” 

Miller’s Office Supply, Puyallup, Wash., has per- 
formed a most recent service to the new city hall, re- 
cently constructed at Puyallup, by installing a quant- 
ity of steel case office furniture. 

* . ~ 

John Rouches of the Portland, Ore. office of the 
International Business Machines Corporation, has re- 
cently completed a full course of instruction in the 
corporation’s electric accounting machine engineer 
school at Endicott, N. Y., and has returned to the Port- 
land office. cs @ 6 


Welcomed into the ranks of the Tacoma Chamber 
of Commerce was P. Taylor, Jr., operating the A-l 
Stamp Works. 

* = = 

With many displays of stationery and gift lines, 
novelties and the like, the Northwest Gift Exhibition 
featured by the Western Merchandise Exhibitors As- 
sociation, was held at the Olympic and New Washing- 
ton Hotels late in February, in Seattle. Some 100,000 
gift lines and accessories that included stationery were 
paraded for buyers from Washington, Oregon, Idaho, 
Montana, British Columbia and Alaska. 

os * * 

Thomas Pelly, president of Lowman & Hanford Com- 
pany, and newly-elected Congressman from his Puget 
Sound district, has been enjoying his freshman season 
in Congress. 

Already the Seattle stationer and civic leader has 
been assigned to one of the four major committees 
of the House of Representatives, Interstate and For- 
eign Commerce, evidently a wise choice from his vast 
background of such experience as a leading Seattle 
businessman. ee Te 


George H. Baird, general manager of Trick & Mur- 
ray, Stationers at 115 Seneca St., Seattle. has been 
elected to membership in the Seattle Chamber of 
Commerce. 

. - > 

The Book Nook has moved to a new location with- 
in the portals of Charman’s Book Store at 934 Pacific 
Ave., Tacoma, Wash. 





Minimum Wage Planned for Texas 

A bill providing for a minimum wage of 75 cents an 
hour has been introduced in the Texas legislature by 
Representative Edgar Berlin, of Port Neches. It carries 
a penalty of $15 a day for each day of violation—JHR 
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EMPLOYEE PAY STATEMENT 
g 
Pay Checks Are Profitable! 
Do You Get Your Share? 
Pictured above is only one of the many Master-Craft products which are Master-Craft’s standard pay checks are easy to 
available through no one other than our exclusive franchised dealers. sell because: They help the operator maintain 


machine speed ¢ by elimination of loose carbon 
¢ by precision printing and « by uniform clear, 
sharp copies. Six handsome stock designs at 


MASTER-CRAFT CORPORATION | paces made posse by quay production 


LOOSE-LERF DIVISION OF SHAW-WALKER KALAMAZOO, MICHIGAN 


the _4xc_ that leads 


It may be available in your city. Write today for free catalog. 

















D> NVo.| 902 STEEL TYPEWRITER 
and UTILITY TABLE 


these features 


® Solid—Sturdy one piece embossed table top with 
rounded corners 

* Heavy gauge furniture steel legs that are edge 
rolled and snag proof 

© Superior underconstruction and reinforced frame 
for extra rigidity 

® Full piano hinged leaves °¢ E Z Roll casters 
that don’t fall out 


20 x 16” TOP WITH TWO 9 x 16” LEAFS- 
SHIPPED K.D.—IND. CARTONED 


—— GLEAMING BAKED ENAMEL = 
Scratch Resistant Finish 


Write for Literature 
GOODFREND METAL PRODUCTS CO. 


Me 1019 EAST 75TH STREET CHICAGO 19, ILLINOIS 
Bae err Lf RRR mamma ate 
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1 full year (12 AE5 

diaries) in a Nee 

small, compact y 
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in the year 
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July 1. We will deliver after October 1. 


A separate book 
for every month 


Stock up now on these increasingly popular diaries. 
To assure your supply, your order should be in by 













Retail List Price 
$425 


per set 
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less usual trade discounts. 


Your imprint on box label on 1/2 gross 
quantities at no charge. F.O.B. our plant. 




















Actual Size: \ ¥ 


Central Falls, Rhode Island 
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20 OUNCES BOUNCE" ACTION 
QUICK SET 
ACTION DIAL 
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The Pioneer of Numbering 





ROBERTS NUMBERING MACHINE CO. 700 JAMAICA AVE., BROOKLYN 8, 
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On the Canadian News Front 


Our Industry Across the Border 
BY SPECIAL CORRESPONDENCE 


Canada and the United States were built and de- 
eloped because of men who had vision and imagina- 
tion and were able to sell this vision and imagination 
Our whole economy is based on the 
fact that men in our profession were able to convince 
the customer and industry of the need for progress 
through the item which he is selling,” according to 
4. D. Farrell, vice-president in charge of sales, Auto- 
matic Pencil Sharpener Co., Beverly Hills, Calif. 


» Somevoady eis 


Mr. Farrell addressed trade functions in Toronto 
recently, and lared that people who ask if Canada’s 
prosperity will last “do not understand that Canada 


has available more natural resources per capita than 
any other people on earth. Too many fail to realize 





At Toronto 


recently heard A. D 


The Toronto Commercial Stationers’ Assn. 

Farrell, vice-president, Automatic Pencil 
Sharpener Co., Beverly Hills, Calif., discuss current sales trends. 
Left to right: APSCO’s J. J. Evans, Toronto; A. D. Farrell and 
Julian R. Bese s Angeles; Ralph Roger, Toronto. 


that Canada is in an enviable position, in that she is 
growing with progress in air travel—this has enabled 
Canada to by ss the long hard way of developing 
communities railway and highway.” 

Mr. Farrell pointed out that Canada is on the thres- 
hold of one the greatest periods of expansion in its 
history There is a boom on in your country—and 
you, as stationers and office appliance dealers, will 


prosper as tl ition prospers, for you have the oppor- 
tunity of carrying Canada’s prosperity forward in 
greater and greater degrees. The stationery industry 
is a basic industry in our economy.” 


+ * > 


David S. Sprague has been appointed president and 
general manager, and George L. Sprague, Jr., vice- 
les manager of Dominion Loose Leaf 


president a1 


Co., Ltd., Tor 
> = > 

In retailiz the accent on 1953 success must be 
placed on int ent merchandising, Donald S. Porter, 
vice-president and managing director, William E. 
Coutts Co., Ltd., Toronto, told the Canadian trade 
last month. His company is affiliated with Hallmark 
Greeting C: Co., Kansas City. Mr. Porter identified 


intelligent 

store virtue 

your findings 
7 


handising” as an analysis of “your 
shortcomings, and the application to 
positive plan to accent your virtues 
and correct the shortcomings.” He urged retailers to 
examine their store location, pointing out that “any 
move toward better location means there are more 


your store.” 
- > > 


people passl 


Delegates to the 20th annual meeting of the Sta- 
tioners’ Guild of Canada, Inc., being held at the Prince 


Edward hotel in Windsor, Ont., beginning May 13, will 
be guests of Western Ontario stationers at the opening 
reception 


The convention will officially get underway next 
morning at eneral business session. Thursday, May 
14, delegates will visit the famous Jack Miner bird 


sanctuary at Kingsville. There will be divisional meet- 

next morning, and in the afternoon a special 
1 Howard Gunlocke of W. H. Gunlocke 
Chair Co., Wayland, N. Y., will be guest speaker. He 
will be followe a panel discussion of the “Aspects 


session al 
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ROWLES is the 
dependable source for all your 


SCHOOL EQUIPMENT 


% Classroom Seating 

* Primary Furniture 

*& Tables & Chairs 

* Library Equipment 

%& Playground Equipment 

*% Vocational Furniture 

*% Teacher's Desks 

*& Misc. Classroom Equipment 


& Chatkboards 

*& Bulletin Boards 

& Aluminum Chalkboard Trim 
*& Framed Blackboards 

*& Blackboard Erasers 

*& Window Shades 

*& Darkening Shades 

*& Darkening Channels 


Rowles offers you a complete line of high quality School 
Furniture and Equipment—everything you need to provide 
your customers with the specialized kind of service they need. 


Rowles School Equipment has been a favorite for more than 
50 years. Make Rowles your headquarters for all your school 
equipment needs. Enjoy the benefits of the Rowles trade- 
mark, the convenience of one centrally located source .. . 
and the profits on every sale you make. 


White jor the latest Rowles School Equipment 


catalog and complete information on the Rowles 
Dealership program. 


E. W. A. ROWLES COMPANY 
ARLINGTON HEIGHTS, ILL. 
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of Distribution.” Participating will be a manufac- 
turer, a wholesaler and a retailer. Annual banquet 
will be held at Elmwood Casino, Friday night. Saturday 
morning, a final business session, to be followed by 
the final luncheon meeting. Guest speaker at the 
Thursday luncheon will be W. B. Gregory, of W. B. 
Gregory & Son, Inc., Detroit. 

Guild director responsible for the convention pro- 
gram is S. Tackaberry, Windsor Office Supply, Windsor. 
Dave Brown, Brown Stationery Co., is president of 
Windsor Stationers’ Association. Advance registrations 
for the event are reported to be heavy. ; 

* 7 ” 





een 


The Brown Brothers, Ltd., Toronto, in order to pro- 
vide fuller sales coverage and service to accounts in 
Eastern Canada, has announced further changes in 
representation. George Knox, manager of the firm’s 
Montreal sales office, who has been covering the Mari- 
time Provinces for the last five years, will now devote 
his full time to Montreal accounts. Maurice Emond, 
who has been handling accounts in Quebec Province, 
will confine his selling to the city of Montreal. Warren 
Osborn will now be representing the company in 
Quebec and the Maritimes, as well as the city of 
Ottawa. € 









EE 
er A awe 


ee 


Men and women everywhere are 
finding the toke-it-with-you Pocket 
Stapler o real convenience. 


ae 


t Salesmen, insurance men, doctors, 
lawyers, teachers, students, air line 
i hostesses, office workers, housewives 
— everybody praises this pen-size 

stapler Oe 


The market for the Duo-Fast Pocket Slip off the cap 
Stapler grows larger and larger and there is your 


handy stapler Stationers’ Guild of Western Ontario... 

Pictured among Canadian trade personalities who were head table 
guests at recent meeting of Stationers’ Guild of Western Ontario, 
Profit on Refills — The demand for held at London, Ont., were: TOP-—Fred Leaver of Manley Stationers, 
' poten th . . Th Sarnia, Ont., who presided over dinner meeting; Al Schendel, Schendel 
extra staples keeps increasing. ey are stationery store, Waterloo, Ont.; Bruce Wright, Ontario Office Out- 
packed 24 packs of 1000 staples to each fitters, Ltd., Kitchener; BOTTOM—Ted Costain, Costain-Stiles-Langford, 
ter di Retail price 25¢ h Ltd., London, Ont.; Gage H. Love, president, Stationers’ Guild of 
Counrer Grspenser. Nevew price eaen. Canada, Inc., Toronto; and, guest speaker, Dr. Brant Bonner, Uni- 
A sure money-maker for you. versity of Western Ontario, London, who discussed Canada’s economic 

future. 








* * + 


Stationers’ Guild of Canada, Inc., Toronto, this 
month announced arrangements were in progress with 
tthe National Stationery & Office Equipment Associa- 
tion, Washington, whereby instructional material re- 
searched and prepared by the U. S. organization may 
be made available to members of the Canadian asso- 


A Gift of Distinction — Someone is 

| always looking for an attractive, un- 
usual, useful gift. The Duo-Fast 
Pocket Stapler fills the bill perfectly. 
Has the gift qualities, is gift-boxed, 
and is gift-priced at $2.95 each. 

} 

i 

| 

} 





; ciation. 
i Helpful Sales Aid — To help you with Paul E. Burbank, NSOEA general manager, who at- 
t your selling job, we furnish display cards, tended the February meeting of the directors of the 
envelope stuffers, window streamers, and Stationers’ Guild, held in Toronto, put forward a broad 
HT newspaper mats. offer of co-operation in the matter. Material expected 
i - 4 to be turned over to the Guild includes an extensive 
i renee enner eoagrer ts ae aes eputer series of sales manuals prepared specifically for the 
if every day. —_ — ee Send thle coupon stationery trade; a series titled “What You Should 
i v complete information. Know”; a complete service in the pre-employment 


1 aptitude testing field for both retailers and suppliers, 

FASTENER CORPORATION ‘ including an interview manual; a complete cost-of- 

i enue ses 2 CMICASO 6, 168. | operating data service, compiled with the co-operation 
it Please send complete information on the pen-size Duo-Fast of the stationery trade in the United States. 

H Pocket Stapler ‘ The generous terms of the arrangement make it 

possible for the Guild to undertake a program of 














| “hey ge mia allel entrada inane important activities which otherwise would be pro- 

se ene hibitively costly to the relatively small Canadian or- 
| ganization, a spokesman stated. 

eh ie a ee aiiidaiadll ' Among those attending the conference were: Presi- 

f ' dent, Gage H. Love, Toronto; vice-presidents, Hugh 

1 City. nanen « nser-nnnvennesensseeeee Zone State | L. Kennedy, Montreal; Lordly W. Jones, Hamilton; 

L. F. Beattie, St. Catharines; Armand Toupin, Mont- 
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FOUNT-O-INK 


The Writing Set That Banks Use 


For efficiency and genuine writing enjoyment 
everyone is using FOUNT-O-INK i 
Profit with the amazing and popular pen that never needs to be filled. 


Extra large automatic ink supply. Special pen points for every writing 
purpose. Avoilable in over 39 different models. Nationally advertised. 










we 


- 

oan . 
All FOUNT -O - INK 
Writing Sets ore ob- 
teinable printed with 
individuel or business 
nome or trade mork 





Fag TOUCH AND GO BETTER WAY GREGORY FOUNT 
Ink end stain remover . Stemp ped ink ‘n , 
for honds. applicator bottle. ; é 


Two Fast Selling items 












@ GUARANTEED 
5 YEARS! 


The most famous guaran- 
tee in the leather 
field — makes sales and prof- 
its for you! 


Ooi ite 





© OUTWEARS LEATHER 
5 to 1! 





More than one million 






satisfied users prove FIDE lasts longer 
TUFIDE’S growin eam ae y= mahes 
popularity. Now--wiak vile‘ — 






the most outstanding fea- 
tures . . . with the biggest, 
most powerful advertising 






















© EXCLUSIVE (Patented) 


campaign in our history 

5 wet more and more a arta apest 
- mazi tough, ° 

value and * ‘price po sively oust nerd. 

tected”’ profits .. . TUFIDE brief bags, guar- 

can see why MORE oe anteed for life—makes sales 

tionery stores are now and profits for you! 


a —— Poh! me 

usiness and student 

saous shen any ethos 4) EXCLUSIVE (Patented) 
rand in the world! Tie FETIME 

in with TUFIDE! Write ul HANDLE! 





Steel reinforcement, guar- 














today for Prices, Details! anteed for life, on all 
TUFIDE brief bags — 
: A makes and profits for 
FREE DEALER HELPS... . mat service, display cards, you! 
mailers, customer cards and many more sales boosters. 
. © 3 POPULAR 
COLORS! 





- Only TUFIDE cases are 
a AO available in the 3 most 
opular colors: London 
an, British Brown, 
—makes sales and profits 
for you! 
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Arm Chair GOOD WILL is the knack 
of bringing ’em back to your 
store because they like 
your merchandise and service 







No. 333'2 
Revolving Chair 
Matching No. 333 





MANUFACTURERS OF 





133 BLEECKER ST., NEW YORK 13, N. Y. 


We've been taking care of the Furniture 
end for leading stores these many years. 
Why not have a good look at the latest 


catalog showing BRIGHT sales-winners? 


No. 9800 Sufa—Solid, durable .. . 
and BEAUTIFUL! Just one 
of our many attractive models 

















WARDROBE RACKS for IMMEDIATE DELIVERY 


ALSO MANUFACTURERS OF SAND URNS—— SMOKERS —— 
COAT TREES—UTILITY TABLES— 

WALL RACKS—UMBRELLA STANDS, ETC. 
IN CHROME STEEL 
and ALUMINUM 


Send for Our 
LATEST CATALOG 





NO. 903-4-5 WARDROBE RACK NO. 449 hid 
NO. 812-813 


NO. 560 
-5 FEET D SAND URN p 
3-4 EET WIDE 2 and 3 FEET WIDE 


REVOLVING COAT TREE 











GLARO MACHINE PRODUCTS COMPANY 


LINDENHURST, LONG ISLAND, N. Y. 


EAST HOFFMAN & SOUTH CLINTON AVENUES 
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Denver, Montreal; Arthur Careau, 
S. Luckett, Toronto; S. Tackaberry, 
secretary-manager, F. R. Smart, 


real; Robert C. 
Quebec City; J. 
Windsor; Guild 
Toronto 

Sales personnel from all provinces attended the 
annual three-day conference of Rust Craft, Ltd., 
Toronto. The firm’s new Christmas lines were pre- 
viewed and details of the 1953 national advertising 
program discussed by Fred Cranston, president of the 
Canadian company. A special feature of the confer- 
ence was an address by Winston Yeager, Chicago, an 
executive of the Rust Craft organization. His subject: 
The Golden Years Ahead.” 

* * 7 

Leading Canadian papeterie manufacturers have 
organized a concerted campaign to make more Cana- 
dians more letter-writing conscious. The week of 
October 4-10 will be promoted as “National Letter 
Writing Week” in Canada. 

Taking part in the effort to put the week on the 
map in Canada, in a manner similar to successful 
U. S. trade endeavors, are Barber-Ellis of Canada, 
Ltd.; Eaton, Crane & Pike, Ltd.; W. J. Gage & Co., 
Ltd.; National Paper Goods, Ltd.; Warwick Bros. & 
tutter, Ltd.; Buntin Gillie & Co., Ltd. 

* > > 

P. W. H. Smith, international sales representative 
for the British stationery house of Newton Mill, Ltd., 
London, England, was a recent visitor to Toronto 
and Montreal wholesalers. While in Toronto he was 
a guest at a luncheon meeting of the Toronto Com- 
mercial Stationers’ Association. 

* . = 

Retailers in the Canadian trade should expect a 
steady increase in business in their leather goods de- 
partment this year but the need for a higher order of 
merchandising at the store level should be given 
serious consideration, a survey indicates. J. C. Cooper, 
president, Cooper-Weeks Ltd., Toronto, reports “an 
increasing demand for fancy leather goods is certainly 
evident today but the wise dealer will remember that 
such merchandise is not sold automatically. The prac- 
tical way to get leather goods sold is to put someone 
in charge of promoting them—a person who realizes 
that there is a constant sale for such lines throughout 
the year, not simply on special occasions.” He urged 
retailers to “clear out their old stock and get on the 
ball with goods of quality and variety.” 

al + 


Jack R. Chipman, merchandising manager, The 
Brown Brothers, Ltd., Toronto, this month told Cana- 
dian retailers that the keynote of modern merchan- 
dising is more and more to be found in packaging. He 
said the trend, initiated and successfully promoted in 
recent years by the supermarkets, is rapidly spreading 
into every field of industry and business. 

“Attractive containers with easily read labels are 
two factors which greatly assist the selling task of 
the retail store clerk. Packages today must help sell 
themselves.’ He said that in keeping with this trend, 
his own company’s efforts this year would be con- 
sistently and vigorously applied toward improving 
methods and the manner in which their loose leaf 
and bound books were packaged. 

* os » 
International Trade Fair, being held 

1-12, will be the largest since its 
inception in 194%, and will contain a greater variety 
of products than ever Defore. A quarter-million square 
feet of display space is expected to be utilized. 

Twenty countries are so far represented, with per- 
haps another half-dozen expected to participate. Cana- 
dian exhibitors have taken more than half the space; 
England has doubled its space bookings of last year; 
German producers are third, with the United States 
fourth in line, space-wise. As in previous years, office 
equipment lines will be given particular prominence 


in onsumel ions 


The Canadian 
in Toronto, Junse 


> > * 


Quebec City Stationers’ Association has elected the 
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IN ALL BUSINESS FIGURE-WORK... 





T o . 


PTIden, 


extra thinking 


subtracts costs 














multiplies savings 








> 


THE THINKING MACHINE 
OF AMERICAN BUSINESS 





® Exclusive features enable the Friden fully 
automatic Calculator to perform more steps in 
figure-work without operator decisions than 
any other calculating machine. Watch Friden 
figure-thinking save for your business . . . save 
so much in human time that this Calculator’s 
cost can be quickly written off! Friden sales, 
instruction and service available throughout the 
the U.S. and the world. FRIDEN CALCULATING 
MACHINE CO., INC., San Leandro, California. 


COE EEE EEE ETH HR ee eee eee ee 


Grmouncemertt For scientists, research workers and 
technicians in certain specialized fields, the Friden or- 
ganization has now created a unique calculator that pro- 
vides fully automatic extraction of square root in addition 
to all the other “decision-making” features of the Friden. 
Automatically, with the touch of one key, this machine 
extracts the square root of any number up to 10 digits. 
Up to 100 operations formerly required on any desk 
calculator are eliminated. 


© Friden Calculating Machine Co., Inc. 
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HERE'S A FAST 1URNOVER 


PROFITABLE ITEM! 


INDIANA 


“UNDER-COUNTER” 


CASH DRAWER 





MODEL Vi 
SUGGESTED RETAIL PRICE 


$26.50 


PLUS FREIGHT 


REGULAR DEALER DISCOUNT 


F.0.8. SHELBYVILLE, IND 


OVERALL DIMENSIONS—18%2" x 14 11/16” x 


5 coin tills. 

5 currency compartments—equipped with bill weights. 
High-grade disc tumbler lock. 

Warning gong rings each time drawer is opened 
Made of kiln-dried Indiana Hardwood. 

Drawer is easy action—4 roller mechanism. 

2 finishes—Olive Green or Mahogany Red 

Drawer finish—Natural high grade lacquer 

Packed in fibre-board carton. 

Shipping weight: Approx. 19 Ibs. 


USE THIS HANDY ORDER BLANK 


FOR ORDERING SAMPLE 


Open account to rated firms only—send references if not rated. 


| INDIANA CASH DRAWER CO. 

| SHELBYVILLE, IND. 

Please ship .......... Indiana Model V! Under-Counter” Cash 
| Drawers, @ $26.50 less dealer discount, f.o.b. Shelbyville, Ind. 
Finish 

| 

| I ails 

| 

| STREET ADDRESS 

| 

ues... ZONE STATE 

| SIGNED BY 

| 

ci 








42" HIGH 





following new slate of officers: president, Paul Dery, 
Librairie Langlais, Ltd.; secretary, Rene Filion, Libra- 
irie St. Gabriel; directors, Arthur Careau, T. J. Moore 
& Co., Ltd.; Marcel Filion, Specialiste du Style, and 
Jules Giguere, W. Lucien Allard, Ltd. 

7 ” x 

A series of lectures and demonstration of filing sys- 
tems were conducted in Toronto, March 5-6, by the 
Preston-Noelting, Ltd., Stratford, Ont., in co-operation 
with the Globe-Wernicke Co., Cincinnati, Ohio. Mrs. 
Norma E. Hinds, systems’ consultant with G-W, con- 
ducted the lectures. One day’s sessions were devoted 
to dealers’ staffs; the next day for office managers, 
customers’ clerks, etc. 

” ” * 

Maple Leaf Plastics Ltd., Toronto, has announced 
the appointment of Walter Dickinson & Co., Ltd., To- 
ronto, as national distributors of its line of stationery 
and school supplies. 

* ” + 

L. E. Waterman Co., Ltd., Montreal, has announced 
the name of the firm as changed to Waterman Pen 
Co., Ltd., as “more descriptive of the company’s opera- 
tions.” A similar announcement was made in the US. 
recently. 

~ * 2 

Albert Bordeleau, Villemaire Freres Ltd., L. Warner, 
Luckett Loose Leaf, Ltd., and Jack R. Chipman, The 
Brown Brothers, Ltd., were guest speakers at a recent 
combined meeting of the Montreal Stationers’ Asso- 
ciation and Club. Mr. Bordeleau discussed loose leaf 





Montreal Siatiedies Assn. Dinner Attendants... 
Leo Dawson, Mrs. R. L. Warner of Luckett Loose Leaf, Ltd., and 
Mr. and Mrs. Eugene Charters of Charters & Charters, Ltd., Montreal. 

2. Sid Church, Miss A. Leger and Mr. & Mrs. Albert Bordeleau of 
Villemaire Freres, Ltd., Montreal. 

3. Paul Barry, Miss J. Lefebvre, L. Vasseur, and Mr. & Mrs. L. Dufault 


all of Montreal 


binders and their construction; Mr. Warner, loose leaf 
forms and their uses; Mr. Chipman, forms, binders 
and their sales and distribution. Al Singer, as chair- 
man of the association’s educational committee, pre- 
sided. A guest was F. R. Smart, secretary-manager, 
Stationers’ Guild of Canada, Inc., Toronto. 

* we ” 

In keeping with the fast growth of industrial and 
administrative Ottawa, Ont., Canada’s capital city, 
Underwood, Ltd. recently opened new premises there. 
Taking part in opening ceremonies were Joseph L. 
Seitz, president of Underwood, and Charles R. Nichol- 
son, manager of the Ottawa branch 


a * . 


Roy Ecclestone has been appointed vice-president 
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New Counter Display of 
BAINBRIDGE 
“HOLD-THE-PHONE”’ 


THE ORIGINAL DEVICE FOR 
“TWO-HANDS-FREE” PHONING 


THIS NEW DISPLAY 


Wins ATTENTION ! 
Creates INTEREST! 
Builds SALES! 


@ Twelve “HOLD-THE-PHONES” in each compact space-saving free 
display. 
® Made of gray rubber. Does not discolor clothing fabrics. 


® Greatly increases telephoning efficiency and comfort by freeing both 
hands. 





Retails at 50c. 


BAINBRIDGE, KIMPTON, & HAUPT, INC. 


Office Equipment Distributors 


WHOLESALE STATIONERS 
218 GREENWICH ST. NEW YORK 8, N.Y. 

















— another profit-builder from 


The Sengbusch E-Konomy Kleradesk is all-new — new convenience, 
new flexibility, new low price. Just look at the exclusive features of this 
new vertical desk file! 
@ Built in two sections that separate easily and quickly. Permits 
addition of as many standard Kleradesk center dividers as needed for 
individual desk requirements: 


@ Uses all standard Kleradesk center sections — They a// 
fit the new E-Konomy Kleradesk. Takes any combination of high or low 
center dividers and 3”, 6”, or 10” floor boards. 


@ Sturdy — Built to last — All-welded construction and the iden- 
tical steel used in the standard Kleradesk. Available in grey or green — 
harmonizes with other Kleradesk sets. 






























@ New Low Price — E-Konomy Kleradesk retails for a new low 
price — only $7.95. Furnished complete with set of blank index cards. 
For bigger sales tickets, sell both the E-Konomy Kleradesk and the 
right combination of center dividers and floor boards to fit your cus- 
tomers’ individual needs. Stock up now on this fast-moving item. 









E-Konomy Kleradesk 

| seporotes in 
center to permit 

h| addition 

i] standord Kile 

i} dividers 


Ask for circular EK-53 available free with your imprint. 
Also catalog page E-K-1953 for your salesmen. 


® 
353 Sengbusch Bidg. © Milwavkee 3, Wisconsin 
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BENTSON 







a 
| , 
STEEL FILING CABINETS 


* 


STEEL DESKS AND TABLES 





Fashioned to the most 
discriminating taste. 


WRITE FOR CATALOG 


She BENTSON MANUFACTURING COMPANY 
AURORA, ILLINOIS 

















COMPLETE and 
REDESIGNED LINE 


at the NOFA Convention in Cleveland 
April 26-29 


BOOTHS 209-210 


a few of ioe, ( 


Cramenrs 


1953 
INNOVATIONS 


Dua k Upright 

nh allows com 
stment 
AS 


for ave age 
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and director of sales for Rolland Paper Co., Ltd., Mont- 
aa > 7 > 

G. L. Snider has been appointed general sales man- 
ager for Royal Typewriter Co., Ltd., Montreal, succeed- 
ing H. F. Madden who has joined the parent company 
in the U.S. Mr. Snider joined the company in 1946 
as a salesman for the Washington branch. In 1951 
he was appointed district manager of the Birming- 
ham, Ala., office 

* > > 

Sparks from the Anvil: Edward Dack is owner of 
‘The House of Cards,” new retail stationery outlet 
opened recently in London, Ont. ... A. Whitley, Ltd., 
for 30 years in the office equipment business in 
Chatham, Ont., has been appointed dealer in that 
city by National Cash Register Co. . . . Morval Prod- 
ucts Co., Ltd., Hamilton, Ont., is moving its head- 
quarters to Kitchener. Firm has purchased a one 
acre factory site there. ... Dr. G. L. I. Hoover, man- 
ager, Georgetown (Ont.) division of Provincial Paper, 
Ltd., has been appointed manager of the Thorold 
division of the company... . E. R. Maloney has been 
appointed manager of Saskatoon, Sask. branch of 
Underwood, Ltd., following the retirement of Henry 
Glover Gregory-Cartwright, Ltd., Winnipeg sta- 
tioners, suffered extensive fire damage recently, as 
did the firm of Dye & Durham, Ltd., Toronto. 





News Notes from Maritime Provinces 


W. J. McNULTY, CORRESPONDENT 
116 PRINCE EWARD ST., ST. JOHN, N. B., CANADA 

Dominion Machinery & Equipment Company, Ltd., 
with headquarters in St. John’s, Nfid., is the sole sales 
and service representative of R. C. Allen Business Ma- 
chines, Inc., of Grand Rapids, Mich., on Newfound- 
land. Since the establishment of the Dominion Machin- 
ery & Equipment Company as the Allen representative 
at St. John’s, all of the island has been covered in 
sales and service 

e . a 

E. Gariepy, who had been on the staff of Granger 
Freres, Ltd., Montreal, Que. for a half century was 
tendered a farewell reception by his associates in token 
of his retirement. He was the recipient of a traveling 
bag, at a party at which he said farewell. 

cm * * 

K. A. Brown, of Fredericton, N. B., is representing 
Taylor safes in the Maritime Provinces, and based at 
Fredericton. He is using as his sales theme, “Be On 
Guard with the Safe that is Safe. Taylor of Course.” 


* . * 


Allen, president of J. & A. McMillan, 
N. B., has been named to the direc- 
Cemetery, Saint John. 


x * + 


& Son, Ltd., Moncton, N. B., is ac- 
centing steel deluxe posting trays and stands. These 
are equipped with adjustable rear compressor with 
positive ratchett lock and built in offset and dropside. 
> - * 

The National Cash Register Company, is featuring 
the Cadet register at the Saint John, Moncton and 
Halifax branches in demonstrations. 


* * > 


The E. S. Bergh family, Rothesay, N. B., has had an 
unusually unfavorable winter from one angle. This 
is a family of Embracing the parents and chil- 
dren, all of the members have long been active in 
their favored winter pastime. Attributable to the 
record number of sharp changes in the weather and 
including dominance of rain, there has been lJ¢ss op- 
portunity than usual for the skiing. 


* - * 


Ltd., with branches at Halifax, 
have been devoting minute at- 


Lawrence T 
Ltd., Saint John 
torate of Fernhill 


R. R. Colpitt 


Skiers 


Remington Rand 
Saint John, Sydney 
1953 
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Matchless in Performance 
Matchless in VALUE 


MODEL 40-H $99>° 


Foot Operated 
Master Addresser 


(Plus Fed. tex & supplies) 





No other spirit type addresser on the market today can match 
the performance of this FOOT OPERATED Model 40-H 
Master Addresser. It is not only the fastest spirit type 
addresser on ordinary size envelopes—it is incomparably faster 
on large or odd-size mailing pieces. Decreased operator 
fatigue allows continuous high production throughout an 
eight-hour day. 


Note these VALUE features: 
FOOT OPERATED—for ease of operation and speed. 
AUTOMATIC ADVANCEMENT OF NAME TAPE 
VARIABLE MARGIN GUIDE—for any size mailing piece. 
With the Model 40-H you can offer your customers the best 
buy in spirit type addressers—a FOOT OPERATED machine 
at a fair profit for the dealer, with the maximum of value 
for the customer. 


DESK MODELS, $24.50 and $44.50 (Plus Fed. tax) 
When you sell Master Addresser products you sell well-styled, 
quality merchandise of known and dependable VALUE. They 


have a selling record that will bring you sales and repeat 
volume beyond your expectations. 


NATIONALLY ADVERTISED EVERY MONTH 
Master Addresser helps you sell—saves your time. 


Write today for full details 


flier adecuce C2 


6500-D West Lake Street, Minneapolis 16, Minnesota 
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no matter how you figure... 


Profits add wp with 
Remington Rand 


TOPFLIGHT 


Take the full range of TOPflight hand and 
electric adding machines—machines with top 
customer acceptance... add the selling power 
of vigorous sales helps such as the promo- 
tional package which will reach you in April 
— the result is the fastest selling line of add- 
ing machines on the market and a line that 
figures to be a TOPflight profitmaker for you. 





DEALER SALES DIVISION 
New York 10, N.Y. 


315 Fourth Avenue 
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tention to the Remington Quiet-Riter. 
2 > +. 

McCaskey Systems, Ltd., Sain John N. B., has been 
offering a liberal allowance on each used office appli- 
ance regardless of the make involved. Included are 
adding machines, typewritters, cash registers, safes, 
check writers and multigraphing equipment. 

* 7 ” 


G. L. Manning, president of the Office Specialty 
Manufacturing Company, Ltd., Newmarket, Ont., who 
succeeded J. Y. Murdoch in the presidency, is also con- 
tinuing as managing director. Mr. Murdoch is board 
chairman. 

a * 7 

Percy H. Jones, of London, England, who died re- 
cently was board chairman of Twinlock Export, Ltd., 
with base at London. Incidentally, he was the founder 
of the business. 

- . ~ 

J. T. O’Brien of St. John’s, Nfld., is representing some 
office supply entities of the British Isles and Canada 
and U. S. for Newfoundland. 

= 7 * 

Cody’s, Ltd., Saint John, N. B., is emphasizing type- 
writter ribbons and carbon paper for distribution in the 
Atlantic provinces. 

7 * * 

Soulis Typewriter Company, Ltd., Halifax, Saint 
John, and Moncton, distributors of office appliances, 
is accenting specialization in dictating systems for 
over four decades in the Atiantic provinces. 

* + - 

H. Brashaw succeeded E. Gariepy in the presidency 
of the Montreal Stationers Association. The vice- 
presidents are C. Doucet and J. Charters. The secre- 
tary-treasurer is A. Toupin. 





Underwood Appoints Typewriter Dealer 


E. Delhi Whittaker has been appointed typewriter 
dealer for the Underwood Corporation. His new ter- 
ritory will include Western Dallas County and Eastern 
Tarrant and Ellis counties. Towns and cities besides 
Dallas included in Mr. Whittaker’s new sales region 
include Irving, Grand Prairie, Arlington, Ennis and 
Waxahachie. He has been associated with the office 
machine business in Dallas for some 30 years.—WLF 


p? ee Votes Ee 


Burroughs Adding Machine Company, Box 4/8, Detroit 32, Mich.—Revenue 
from world-wide operations of Burroughs Adding Machine Company and 





ts subsidiaries totalled $151,326,584 during 1952, or 18 per cent higher than 

1951 and higher than in any previous year. Much of this revenue came 
from the greatly accélerated production of precision instruments and equip- 
ment for the armed services. In addition, practically all norma! sources of 
ncome contributed to the revenue increase as we Profits from operations 
n the United States and Canada, including divide e od from sub- 


diaries in other countries, totalled $7,893,419 or $I 


nas receive 

58 per share, compared 
with $7,588,724 or $1.52 per share in 1951, an increase of 4 per cent. The 
company's long range research prograr tinued ¢ expand in 1952. 
Deposits in the retirement program at the end f the second year of its 
»peration totaled ver $6,000000. The mpany's 29,000 stockholders 
received dividends of 90c per share on the 4,997,390 outstanding shares of 
ommon stock. To provide additional capita! for its expanding plant and 
operational needs, during the year the company issued and 1 $25,000,000 


in sinking fund debentures 


L. C. Smith & Corona Typewriters, Inc., Syracuse, N. Y.—A regular 


quarterly dividend f 50c a share on the mpanys stock was declared 
payable March 28, 1953, to stockholders of re J on March 13, 1953. The 
Jirectors also announced the election of Victor H. Davidson as chairman 
f the board ceeding the late Samuel G. H. Turner Mr. Davidson 
+ carry or duties as executive vice-president, and Elwyr Smith 
president, continues as the chief executive t the company James 
F. Towers was elected chairman of the executive committee and Harold 
Edwards and James 8B. McCormick were named members. Mr. Towers was 
asiso elected a member of the finance mmittee, of wh Harry W 
Davies remains chairmar 

Mr. Edwards is president of the O. M. Edwards Company f Syracuse 
and of the Excel Corporation, of Elkhart jiana, and jirector of 
L. C. Smith & Corona Typewriters Inc 

Mr. McCormick, who joined the company 719. has bee a vice 


president since 1935, and a director since /748 
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Your most useful BUYING GUIDE 
Use it often—Keep it Handy, 


Contains 5 easy-to-use Buying and 
Reference Sections: 
1. PRODUCT INDEX—over 1,500 products classified 
2. DIRECTORY OF MANUFACTURERS—over 3,000 with names , 
a. (7 CO 
3. TRADE NAMI TRADE MARK !INDEX—Over 6,000 with 
names tr monutoctur ers 


AMERICAN CARBON PAPER MFG. CO. 


4. MANUFACTURERS’ ADVERTISING—many use catalog-type 


advertising giving complete product information 
5. TRADE ASS ATIONS—City, State and National—names 
nd add f officers and meetings dates. 
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OEE IT IN ACTION! 


omo-Hings. 
“CPIN-TOP” 
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q Plated Metal Smoker 
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pooth 1} 


at the 7th Annual Convention Exhibit 
NOFA 
Cleveland Auditorium 


April 26-29 
YOURE WELCOME 


é to see the complete Smo-King Line 


111 Pioneer Street Brooklyn, N. Y. 


GS 


ALL MAKES—MODELS 
INCLUDING WIDE CARRIAGE 


ADDING 
MACHINES 


SUNSTRAND—BURROUGHS—VICTOR 
DALTON—Hand or Electric 


CALCULATING 
MACHINES 


MONROE—MARCHANT—BURROUGHS 
COMPTOMETERS—Hand or Electric 
ROUGH or RECONDITIONED 


While for Prices 


Also ask about our ADDOMETER, the add- 
ing and subtracting machine that retails for 
$12.95 and pays you Extraordinary Profit. 


RELIABLE TYPEWRITER & ADDING MACHINE CO. 


305 W. Monroe St., Chicago 6, III. 


——TY PEWRITERS—_ 
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in conjunction with NOMA’S 


34th internation Conference 


aie HALL 
Boston, Mass. 


27, 28 


7X 
NOMA 


a 


National atfice Management Beco 
Association offic 
132 W. Chelten Ave., Phila. 44, Pa. 


This prize winning window of 
SMEAD products increased sales 
300% 


Window entered by Western Typewriter & 
Office Supply, Norfolk, Nebraska 


Simca, 


pom) 


i" JOB ¥ FILING 











We ore very pleased to tell you thot we hod 
an excellent response from ovr Smecd Window 
disploy. 


During the time this display was in the window, it 
brought into our store, many people who hod never 
been in before, but seeing this display, prompted 
them to come in ond get one for home or office 
Also during this time, we sold three times os many 
Smead's Expanding Files as we usvally do. 


Watch for next 
contest information 


We are definitely convinced that displaying Smead 
Exponding Products in ovr window will continve 
to increase our scales 


Yours very truly, 


WESTERN TYPEWRITER & OFFICE SUPPLY 
Donne M. Bioir, Sect. 


Smead Manufacturing Company, Inc. 
HASTINGS, MINNESOTA 


OFFICE APPLIANCES, April, 1953 








~ > -* & FR ee ee |e =. 


a 














P. assed Away SS 


LeRoy Hansell, 
former Globe-Wernicke district sales representative 
for Michigan and northern Ohio since 1944, died at 
St. Petersburgh, Fla.; on Sunday, February 15, after 
a long illness. Attending the NSOEA convention in 
Chicago, Roy with Mrs. Hansell was in taxicab accident 
on September 24, 1950, in which he suffered a broken 
neck and from which he never recovered. 

Prior to joining the G/W Representative staff in 
June, 1944, Roy had had broad experience in the retail 


The Late 
LeRoy Hansell 





office equipment and supplies business. He had for- 
merly been associated with Burroughs Adding Machine 
Company, Springfield, Ohio, agency, and the Wilson- 
Jones Loose Leaf Company, Chicago. In addition, he 
was for a number of years president and treasurer of 
the Office Supply Company, Zanesville, Ohio. For a 
period just prior to joining the G/W staff, he was suc- 
cessfully employed in an investment business. 

A native of Greenfield, Ohio, Roy attended Witten- 
berg College, Springfield, Ohio, where he was a member 
of Phi Kappa Psi Fraternity. During World War I, 
he served with the U. S. Marine Corps. His many 
friends in the industry will recall Roy’s three hobbies 
fishing, music, and golf. 

Roy is survived by his widow, Mrs. Geraldine Han- 
sell; a daughter, Mrs. Barbara Rudnick, and grandson 


and granddaughter. Mrs. Hansell’s address is: 218 
Appian Way, Shell Isle, St. Petersburg, Fla. 
+ - + 

S. G. H. Turner, 
74, chairman of the board and the executive committee 
of L. C. Smith & Corona Typewriters, Inc., died Feb- 
ruary 27 in his automobile as he was driving from his 
Elmira office to his home in Montour Falls, N. Y., 23 
miles north 

A native of Elmira, graduate of Union College, and 


of Albany Law School, he practised law in Elmira for 
a number of years before becoming president of the 
Second National Bank in 1913. Besides being chair- 


man of the bank board, and honorary chairman, Mr. 
Turner was a former president of the New York Bank- 
ers Association and a former president of the Elmira 


College board of trustees. He became affiliated with 
L. C. Smith in 1919 as a member of the board of direc- 


tors, and also served as director of many other com- 
panies 

Surviving are his widow, Mrs. Helen Maude MacCaul 
Turner; two sons, Hathaway and Alexander; two 


daughters, Mrs. Lucy Turner Snyder and Mrs. Helen 
Turner Bake! 
- + + 


Herbert G. Johnson, 


vice-president of the Kendrick-Bellamy Stationery 
Company, Denver, Colo., died on Monday, February 9. 


His passing was sudden, following a brief illness which 
had its inception on January 31 when he suffered a 
stroke 

The decedent was born April 12, 1894, in Leadville, 
Colo. In 1910 he moved to Pueblo, Colo., residing there 
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ON “ane FORMS 


... and as a Hano Dealer, You Can 
make Profits on our Complete Line... 
Continuous Forms, Continuous Car- 
bon Interleaved Forms, Snap-a-Parts, 
Autographic Registers and Forms. 











an ae 4 WHY 


Realistically Priced to meet competi- 
tion 
Good Deliveries help you get orders 


Extra-Fast Delivery of stock Register 
Forms and Snap-a-Parts 


Assured Repeat Orders result from 
good-looking-good-working forms 


Dealer Selling Know-How eliminates 
unnecessary correspondence 


Simplified Price Lists and selling aids 
Complete Quotation and Sample 


~$-3 


Service 
Top-Quality Forms—lithographed or 4 
letterpress for every need be 


Orders Shipped Under Your Label to * 
Your Customer but billed to you s 


q .& © 4. 422 


Liberal Dealer Discount 


Established Dealers wanted in the South, Southwest — 
and Midwest 












HOLYOKE, MASSAC 
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? ? ? 


Need An Envelope Line 


Where Your Accounts are Protected 


? 


Your Answer Is 


Austr te 


“The Dealer’s Exclusive Line” 





Two Convenient Factories 
Bring Quicker Deliveries 


The recent opening of our new 
envelope manufacturing plant in 
Atlanta, Georgia permits us to han- 
dle some additional! accounts. 
Dealers write today for price lists. 


Envelopes are leaders. New sta- 
tionery and printing accounts can be 
opened with the right |ine. Don’t 
pass up any orders from banks, 
manufacturers, jobbers, stores, in- 
surance offices or other firms. 
Drop shipments under your labels, 
if you wish. Justrite envelopes have 
been sold on a dealer cooperation 
policy for over 35 years. No order 
too small. All inquiries are prompt- 
ly answered with samples. 


If you are interested in a direct 
factory connection a request on 
your business stationery is all! that 
is necessary to get full information 
and price lists. Write to the most 
convenient factory. 


In Atlanta It’s 


JUSTRITE ENVELOPE MFG. CO. 


58-60 Gilmer St., S. E. Atlanta, Ga. 
In St. Paul It’s 


NORTHERN STATES ENVELOPE CO. 


300 E. 4th St. St. Paul, Minn. 
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until 1917 when he moved to Denver. He returned to 
Pueblo in 1920, moving back to Denver in 1922, where 
he made his home until his death. 

Mr. Johnson was well known to the industry and a 
frequent attendant at district and national conven- 
tions of NSOEA and its predecessors. He was a past 
president and life member of the Rocky Mountain 
Travelers Club. He was also a long-time member of 
the Sertoma Club and gave a great deal of time to 
public drives and civic affairs in Denver. 

Surviving are his widow; two grown daughters, one 
of whom is married, and a sister, Mrs. Lewis Malone. 


tr - + 
Harry C. Dick, 


57, succumbed to a heart attack as he performed the 
role of King Herod in a Scottish Rite degree ceremony 
in Masonic Temple, March 5. He lived at 1019 Fisk 
Ave., Price Hill, Cincinnati, Ohio. 

Mr. Dick was vice-president and treasurer of Redeker 
& Dick, Inc., 218 East Ninth St., Cincinnati, was a 
native of that town, and had been associated with 
the stationery and office supply business for many 
years. Besides holding several Masonic offices, he was 
active in Red Cross work, was a former president of 
the Cincinnati Stationers Club, and a former director 
of the Cincinnati Association of Purchasing Agents. 

Surviving him are his widow, Mrs. Marie Kasting 
Dick; three daughters, Mrs. Marian Heilmann, Cheviot; 
Mrs. Laverne Seitz, Westwood; and Miss Betty Dick, 
at home. 


+t & + 


Thomas S. Conneely, 


63, long associated with the office furniture and equip- 
ment business, died at his home in Cleveland, Ohio, 
on January 24, after a prolonged illness. Born in Rich- 
burg, N. Y., he was the son of Jacob and Clara Conneely. 

For several years prior to his death, Mr. Conneely 
had been connected with the Brooks Company of 
Cleveland, Ohio. He also was in business in Dallas, 
Tex., for many years. During World War II he served 
with the Air Force Intelligence Division in a civilian 
capacity. He also served in the European theater in 
World War I. 

Mr. Conneely is survived by his widow, Edna Louise; 
a son, Thomas Jacob, and two sisters, Miss Hope 
Conneely and Mrs. F. M. Stone of Richburg, N. Y 


tr F & 


Burton D. Housel, 
68, office procedure expert, died February 4 in Roches- 
ter, N. Y. He started his career with Yawman and 
Erbe Manufacturing Company as an office system 
manager, a job combining sales work with office pro- 
cedure development. 

Later he went into business with a partner selling 
Monroe calculators. This firm later was succeeded by 
the B. D. Housel Company which Mr. Housel headed 
for the past 35 years. 

Mr. Housel put his hobby of office procedure on 
paper during the 1920’s, his book being published 
through the Rochester Business Institute GET 


+ + + 
Israel Kriloff, 


80, one of the founders and a former officer of the 
Utility stationery stores in Chicago, died February 22 
in his home in Miami Beach, Fla. Surviving are his 
widow, Fay, two sons and two daughters. 


rT} + 


Miss Portia Williamson, 

co-proprietor of the David F. Williamson Company, 
stationery store in Buffalo, N. Y., died February 20. 
With her sister, Nina G. Williamson, she operated the 
business since her parents’ death. Her father founded 
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Typewriter size: 
12x 13 — $1.25 
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DEALERS: If you have not 
as yet received your FREE 
SAMPLE of the Magic Grip 
pad, write for yours today. 
Each pad attractively wrap- 
ped. GUARANTEED SALES! 
Pads may be returned with- 
in 30 days for full credit if 
not sold. Larger discounts 
on orders of 3 doz. or more. 


ORDER TODAY! 


Adding machine size: 
12 x 18 — $1.75 
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"esi Get this 
New 4riddel Catalog 


of Profitable, Super-Quality 
BRIEF CASES 


PORTFOLIOS 













BRIEF BAGS 
CATALOG CASES 


All 
Priced 
to Give 
the 
Dealer 
EXTRA 
PROFITS 


Write 
Today 








Bnristod MANUFACTURING CO. 


1670 MORROW STREET GREEN BAY, WISCONSIN 











CONFIDENCE - - - ASSURANCE 


Complete bank account protection from 
losses by check forgeries and alterations is 
assured by Safeguard Instant Checkwriters. 
A size to fit all types of checks. Write for 
free “Be Wise” folder today. 


KNOWN 
Throughout the World 


FOR 40 YEARS 


Safeguard Corp. 


LANSDALE, PENNA 
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MAYLINE 


Dealers! 
Investigate 





The line with the most convincing products for 





Sales, Profits, and Customer Satisfaction. 


Featured in the 4-Post Table are: Drop-in Steel-Hinges, 
Solid Basswood Top, Rigid Stee! End Cleats, Platform 


Type Footrest. These features plus quality materials and 


MAYLINE 


workmanship make Mayline the line for you 
Dust Covers are also available for all top sizes. 


You can offer prompt delivery on Tables, Plan Files and 


Drawer Units, Auxiliary Drawer Units, and Straightedges. 


ENGINEERING MANUFACTURING CO.\F = 


625 No. Commerce St., MAYLINE 





Sheboygan, Wis. 





INITAVW 











MAYLINE 





The Wise Dealer Profits with 


upreme of Maspeth 


THE MOST COMPLETE LINE TO MEET EVERY REQUIREMENT 

















i. | 
a 


CABINETS lala Lf} mall 
Ghee 
RTs 7o (i | Be 


PARTS BINS : = 
. . 


Write for Catalog and Price List 


Be sure to visit our Booth No. 239-240. 


SUPREME STEEL PRODUCTS, INC. 
52-85 74th Street, Maspeth 78, Long Island, N. Y. 
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Coming your Way... 


There'll be an important package arriving in 
your mail one day soon... another package 
revelation by SPENCER! A new ounce box 
packed with Spencer Rubber Bands... the 
bands that are stronger, “stretchier"” and wash- 
ed completely clean! WATCH FOR IT 











MADE IN 
ALL SIZES 

























3] Rubber Bands 


SPENCER RUBBER PRODUCTS CO., Manchester, Conn. 








<=> Thumb Tacks 


Large Variety of Sizes and Styles 


Noesting considers QUALITY 


is ot tirst importance. 


NOESTING PIN TICKET CO., INC 
728 E. 136th Street, New York, N. Y. 
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the firm in 1900. Miss Williamson was a member of 
the Stationers Club—GET 


+ + + 
James G. Sinclair, 


48, died on December 29 as the result of a heart at- 
tack. Mr. Sinclair had been with the New York office 
of the Ames Supply Company for 18 years, during 
which time he called upon hundreds of dealers in 
the territory 

His personality and character won the favor of those 
on whom he called. His conscientious desire to help 
customers to the best of his ability formed strong 
friendships. Punctuality also was one of his virtues 

customers said they could set their clocks to the 


minute when he walked in the door to keep an ap- 
pointment 
Mr. Sinclair is survived by his widow Alice, and a 
daughter Katherine of Willow Tree Road, Monsey, 
N. Y 
- + + 


Alvin E. Naegele, Sr., 


59, salesman for 30 years with the Miller-Davis Com- 
pany, Minneapolis, died on February 2. Mr. Naegele 
was a member of the Minneapolis Masonic Lodge No. 
19, Scottish Rite and a former member of the Apollo 
club 

Surviving his widow, Violet, a daughter, Mrs. 
John Gamec; four sons, Alvin E., Jr., Philadelphia; 
Howard and Conrad, both in the air force; and Ross 
who lives in Minneapolis. Also surviving are his 
mother, Mrs. Elizabeth Neagele, two sisters, Mrs. 
Gordon Holter and Mrs. Irma Eklund, and five grand- 


children 
+ - + 
Ted Peterson, 


34, of 7333 Ridge Ave., Evanston, Ill., a salesman for 
Campbell Office Supply Company of Evanston, was 
injured fatally on March 3. He lost control of his 
automobile, southbound on Edens Highway, and it 
crashed into piller of an overpass. Mr. Peterson 
was alone in the car 

The popular young salesman had been employed, 
previous to his Evanston connection, with Horder’s, Inc. 

Surviving are the widow, Doris Mae; a daughter, 
Holly; his parents, Oscar and Carrie Peterson; sister, 
Virginia, and brother, Richard. 


+ + + 
Harry S. Stark, 


78, a pioneer in the carbon and ribbon industry, and 
for many years treasurer of Mittag & Volger, Inc., 
died recently. Mr. Stark had been a resident of Park 
Ridge, N. J., for more than 70 years. He is survived 
by his widow, Rachel Sturges Stark, his son, Vernon, 
who succeeded him as Mittag & Volger treasurer, and 
a brother, Robert A. Stark. 


+ + + 
J. T. Clarkson, 
68, representative of the Cargill Office Supply Com- 


pany, Houston, Tex., and well-known Corpus Christi 
business man, died at his home on Monday, January 


23. JHR 

- + + 
W. C. Cameron, 
62, of the Cameron Manufacturing Company, died on 
February 21 in the Rochester, Minn., Hospital. His home 
was at 4316 Versailles St., Dallas, Tex. Mr. Cameron is 
survived by his widow. 

t Ff + 
W. A. (Bill) Morency, 
who for many years owned and operated the Fitch- 
burg Office Supply Company, 695 Main St., Fitchburg, 
Mass., died of a heart attack while in the store on 
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COMFORT- 
CONTROLLED 
MOTION 








“Free and easy” is one way to 
describe the feeling Collier-Keyworth Chair 
Controls give through their patented “Equi- 
Balanced” action. An exclusive, outstanding 
Collier-Keyworth feature, it always assures 
smooth-tilting, comfort-controlled motion. 
For all-steel, revolving chair controls . . . 
carefully constructed for long-wearing 
satisfaction . . . ultra modern in design . . . 
buy Collier-Keyworth! 





COLLIER-KEYWORTH CO. 
(EAN HAS SACH USERS 
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NATIONAL BUSINESS SHOW AIDS 
CENTURIES-OLD CRAFT 


World-famous as makers of 
fine china, Josiah Wedgwood 
& Sons was founded in 1759 
by the man who became the 
leading industrialist of his 
day and who, in the words of 
Gladstone, “converted a rude 
and inconsiderable handicraft 
into an elegant art and an 
important part of Britain’s 
national commerce.” 


“Today, the high standards 
and traditions of this family- 
run company, (which earned 
its founder a Fellowship in 
the Royal Society, one of England’s highest honors), 
are carried on by Mr. Hensleigh Wedgwood, direct 
descendant of the founder and President of Wedg- 
wood’s American firm. He feels that today, as in 
Josiah’s day, the successful company must keep abreast 
of all modern developments—artistic, scientific and 
commercial. 


“This principle applies, no less, to the efficient run- 
ning of the modern office and the company’s sales 
organization, which must depend for efficiency on the 
proper use of up-to-date office machines and equip- 
ment,” said Mr. Wedgwood. 


“The National Business Show held each October,” 
continued Mr. Wedgwood, “is the alert executive’s best 
source of information in this field. It is here that the 
latest and best in everything needed to construct, 
maintain and operate the modern office may be found.” 





Hensleigh Wedgwood. President. 
Josiah Wedgwood & Sons, Inc. 


(ADVERTISEMENT ) 





LIT-NING IN and OUT BOARD 


(Patent Pending) 





























12 16 

This new item offers modern convenience and modern stream- 
lined design. It allows faster and more complete at-a-glance 
information by the use of varying colors. 

Flexibility of use is provided for by permitting the substitution 
of longer channels in the uprights which hold the name and time 
strips. The insertion of the 12 EC EXTENSION CHANNEL in 
the uprights allows the addition of six or twelve more names to 
the IN and OUT BOARD. Rubber feet protect the furniture 
surfaces. Colored and white inserts are provided for immediate 
use with no assembly necessary. Available in Hammertone gray 
or office green individually packed. 

HEIGHT WIDTH LENGTH 
18" (with top) 6" 15" 
MODEL DESCRIPTION PACKING WEIGHT 
12 1B In and Out Board ! 6 Ibs. 
12 EC Extension Channe! | Set Yo Ib. 
3 TS Six Name Times Strip i i, Ib. 


New England and New York Area Distributor: 
JAYEM SALES CORP., 31 Coffey Street, Brooklyn, N. Y. 
Seuthern Distributor: 

JACK C. KERN COMPANY, 2100 McKinney Ave., Dallas 1, Tex. 


LIT-NING PRODUCTS CO. freswo."caur. 
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February 12. He is survived by his widow who for 
some years has been associated with him in the busi- 
ness. For the present she will continue to operate it. 


- - + 


Martin Olsen, 
who for 50 years was associated with the former 
O. E. S. Desk Company, died recently at his home, 
2208 Thome Ave., Chicago. Surviving are three sons, 
Lester E., Marvin R., and Norman B.; one sister and 
five grandchildren. 

+t - + 


F. F. Hansell, Jr., 


62, secretary and treasurer of F. F. Hansell & Brother, 
stationery firm in New Orleans, La., died on February 
3. Mr. Hansell was a native of New Orleans. He joined 
the firm, which was established by his father, in 1906. 
A brother, Morris Hansell, is vice-president.—JHR 


A. L. Tredway Back in Business 


After giving up his business in Stockton, A. L. 
Tredway has again opened an office equipment store, 
this time in Winslow, Wash. Located on a small and 
very beautiful island, 40 minutes by ferry from Seattle, 
the new store handles desks, chairs and files as well 
as being the Northwest representative for the Schwab 
Safe Company. 

Recently celebrating his 50th year in the stationery 
business, Mr. Tredway began working at the age of 
13 for O. H. Close, Stockton, on March 7, 1903. On 
January 1, 1913, when he was 23, Mr. Tredway, to- 
gether with his brothers Marion and Ralph, bought 
the Close store. The firm continued under the name 
Tredway Brothers until September, 1930. 

Mr. Tredway then represented some eastern fac- 
tories until November, 1939 when he became manager 
of the supply division of Trick & Murray, Seattle, 
where he remained until his resignation in 1950. 

His next position was store manager for the Pioneer 
Office Supply Company, Klamath Falls, Ore. 








‘Safely’ to Bed . . . When Mrs. William Moosman of Law- 
rence, N. Y., displayed her valuable collection at the recent New 
York Antique Fair, she used a large fire and burglary-resistant 
safe built by the Protectall Safe Co. to guard her antiques after 
visiting hours. Mrs. Moosman is shown tenderly “putting to bed” 
a solid silver figurine created by an Irish silversmith in Dublin 
almost a century ago. Weighing 228 ounces, the figure is valued 
at $3,000. 
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DIFFERENT SIZES, STYLES 
OF BULLETIN BOARDS AND We 
CHANGEABLE LETTER BOARDS | i are. 


BY DAV-SON Beamty, 

A Dav-Son board for every job. and Quality eee 
Changeable letter directory and 

announcement boards, black boards, 
menu boards, others. Sturdily con- 
structed, every Dav-Son board is 
buile to last, with quality built-in 
for years of service 


Dav-Son Changeable Letter Di- 

rectories for Lobby, Office, 

Outdoor Use 

e Wide Variety of Styles and Sizes 

e Glass Enclosed Front 

e Hardwood or Metal Frames 

e Highest u sality Felt 

e Absolutely Warpproof 

© Sine Avalel e with 5 
andards 

en: Son Genuine Self-Sealirg 

Cork Bulletin Boards 

e Indoor and Outdoor Styles 

e Hardwood or Meta! Frames 









. You'll find 
to make . . 
_ easier to 


‘- 






e With or Without Locking Glass 
Doors 
e World’s Largest Selection 


DEALER INQUIRIES INVITED 
if Your Dealer Can't Supply, 


Order Direct eatin bi 


Black card with white letters under 
; : HESTER beveled plexiglass shield. Triangular 
J ota ik wood base in choice of Walnut, Oak. 
Mahogany, Blonde or Steel Grey fin- 
ish. 10%”"x2% 


A. C. DAVENPORT & SON, INC. 


311 N. DESPLAINES STREET, CHICAGO 6, ILLINOIS, DEPT. OA 


INSIST ON DAV-SON—YOUR BEST BUY! 


POSTING TRAYS 
AND STANDS 














Was at ally Te 
iy. 


BaP: 


SPONGE RUBBER 
STAMP PADS 





Now available...the new 
P.E.C. Posting Stand, 20° 
fixed height, with built 
in transfer drawer com 
plete with roller exten 
sion slide and lock. 

Tray illustrated, for 81’ 
x1] ledger sheets. Other 
P.E.C. Posting Trays and 


Transfer Drawer Stands THE ONLY ALL-PURPOSE 





available for standard 


sheet sizes from 644" x STAMP PAD LINE! 
0” 12” x 12”. 
es There’s a SPEED-MO stamp pad and ink for every office or 
os Tha - industrial stamping problem your customers may have. Speed-Mo 
DEALERS ONLY is the only complete line of stamp pads on the market — and 


that means multiple sales for Speed-Mo dealers. You need carry 
only the common pads. Prompt shipment made on special pads 
(up to 20’ x 36’’). 


‘ion t All Speed-Mo stamp pads are of specially treated, odorless 
‘ . 0 sponge rubber. Clear impressions guaranteed. Re-inking is neat 
send b and simple — you just brush the ink on Speed-Mo pads. 
LIBERAL DEALER DISCOUNTS 
For complete information on the P.E.C. line, write Write for folder showing over 35 stock items 
POSTING EQUIPMENT CORPORATION -agbedale O MARC G co. 
777 Hertel Ave., Buffalo 7, N. Y. 5 )ERAL ST ORANGE MASSACHUSE 
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showing 


LOCKERS 
SHELVING 





STORAGE CABINETS 
TELEPHONE CABINETS 
TRANSFER CASES 


(every size and description) 





write for Vlow 
TOP FLIGHT 


Catalog 


FILING CABINETS 





4i 


all “top 


quality 
steel 
products 


Tor riicHt propucts 


ompany, Inc. 


WAlbrook 5-7100 Chicago, Ill. 





6224 S. Oakley Ave. 





Bulletin OV13 





More Sales Features— 
More Sales 


Led by architects and office planners 
the trend is to Office Valet wardrobe 
equipment. By keeping wraps dry, aired 
and open to germ killing light this 
modern steel equipment helps prevent 
spread of epidemics and resulting ab- 
senteeism. Keeps wraps “in press,” helps 
employee morale, saves floor space, fits 


in anywhere, ends locker room evils. 


Widely advertised in general busi- 
ness, institutional and trade magazines 
this line offers an almost unlimited op- 
portunity for profitable sales to offices, 


factories, schools and institutions. 


VOGEL-PETERSON CO. 


1121 West 37th St. . 





Chicago 9, Ill 











STEEL FILE 










Personal 





Just what everybody needs for receipts, leases, bonds and 
all important papers that accumulate and should be saved. 
File No, 442 is a very popular style, made of heavy steel 
for strength and longer life. Equipped with key and 


strong lock that stays closed. 


Comes in beautiful gray Hammerloid finish, with letter 


size folders—alphabetical, monthly and blank. Individ- 
ually boxed. Packed 6 to carton. Priced right for easy 


selling at a good profit. 


Write for prices and discounts. 





AMBERG FILE & INDEX CO. 
Kankakee, Ill. 






TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


er) 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-—BEST BY TEST-—BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST. . NEW YORK 13, N. Y 


OFFICE APPLIANCES, April, 1953 








2,627, 
2,627, 


OFF 








Copie f patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 


Stamps and 


Granted February 3, 1952 


personal checks are not accepted.) 


ey O. Stearns 


Scotch 


2,627,071. Feed Plate for _ Machines. We 
r ’ n-Jones Co., Chicag } 
2.627.212. Apparatus and Method of Cutting Adhesive Material and Mount- 
ng the Same Up » Card. Roger Connor and Hunter E. Hooe, Athens 
} Athens, Oh 
627,246. Mechanical Pencil with Lead Advancing Means. Reynold 8 
B gnor to International Business Machines 
627,247. Ball-P Reed, Red 


en with Ball-Bearing Mount. Maurice J 


Reed and two eighths to 

Monmouth County, N. J 

N. Y., assignor to 
nedilla, Nebr. 


sssignor to Burroughs 


kahoe, N. Y 


assignor to 


assignor 


Vic 


tor 


ghths to Anne & 
M town Townshir 
627,272 Catalog Binder rv Sega New 
2.627.273 Paper ia File Harry F. Beckard 
2,627,333. Front-Feed Paper Carriage Construction for Accounting and the 
Like Machines M. Butler Detroit. M 
7 M troit, M Illustration 
2,627,342. Desk Tray k Thoms 
fv “ i-O 
2,627,343. Letter Tray Sallagher 
xt Tonawanda, N 


2,627,446. Ledae Tray Cabinet 
Granted February !0, 1953 
aD c 





» 
Nels 


a « 


Welk 





Athen Ohio 


ort for Stapling Machines. Aimé Albert Vander 


nd Vandervieren 


assignor 


Ltd 





2,628 926 


2,428,031 


























627.4694 Bookh Je Saeck West Englewood J 
2,627,806. De and Comma Printing Mechanism. Horace S 
' Page, Lagrange, and Edward J. Rabenda 
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COLORFUL SALES 


Hundreds of dealers know Silver Eagle to be a 
fast selling carbon paper because it features a 
color theme. 


Visualize the four weights of carbon paper in 
color-backed sheets of purple, green, blue and 
black . . . and all boxed in packages of corre- 
sponding colors! Eye-appealing but definitely! 

And your customers will remember these color- 
ful carbons, so your orders will repeat . . . repeat 

. repeat! 


You be the judge . . . send for samples. 





For Domestic & Export Sales 


U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY ST PHILADELPHIA 6, PENDP 





in a SCHWAB SAFE 


. because SCHWAB SAFES are 
the finest available for protection 
from fire and theft. See the complete 
line of SCHWAB — Underwriter 
Labeled Class A. B. C. — T-20 Safes. 
Finest materials and 
workmanship have always 
made SCHWAB SAFES 
better safes. 











io 








MAIL COUPON 


FOR COMPLETE INFORMATION | Gentlemen: Ptease vendiika ANAAaED 
. on the complete line of SCHWAB SAFES. 


the SCHWAB SAFE | ier 
CcCOMPANY!*™" 
_LAFAYETTE + inpiana | Oy. 


wae oe ae 


< eee eerees cower 





rs 
pavil 3 
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4 


elles 


result from 

sparkling type... 

- and the best known 

means fo that end is 
the incomparable 










Here is the simplest, fastest, most economical 
type cleaning fluid, and your customers KNOW 
it well. Sturdy dauber does away with spatter- 
ing and drudgery is no more. Non-inflammable. 
Banishes lint and solid “goo.” Makes letters a 
credit to the boss and his stenographer! 
Through jobbers, or order direct. Liberal dis- 
counts and plenty of dealer “helps.” 





BEFORE 












CLARO TYPE 








he Ahn at hh ti tat he tl nh Ltn Milne, 
a —EE——eEiEe 


tll tll 


MAKE CALLS THAT. 
MAKE PROFITS... 


SPEEDRITE Checkwriter 


Protects checks— 
prevents forgeries. 








{ CHEXSIGNO Check Signer 


Relieves time-pressed 
executives from signing 
checks. 
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ERROR-NO Copyholider 


Speeds up copying and 
increases accuracy of 
reports, forms, briefs. 






The sales qualities of 
these “first choice” of- 
fice devices are some- 
thing dealers dream 
about. Exclusive fea- 
tures, design and effici- 
ency appeal to any and 
all customers. No serv- 
ice problem. Rank high 
as profit makers for 
dealers everywhere. 


40 MT. HOPE AVE. 
ROCHESTER 20, N. Y. 





Poughkeepsie, N. Y., assignors to 
New York, N. Y. IUustration. 


2,627,807. Rotary Selective Printer. 


assignor to International Business 
Illustration. 


2,627,808. Stencil Duplicating Device. 


Ohio. 


International Business Machine G rf 


Eugen Buhler, Poughkeepsie, N. Y 
Machines Core New York, N. Y 


Elbert E. Greenberg, Cincinnat 


2,627,842. Mechanical Pencil of the Push-Button Type. Obed M. Russe 
Des Plaines, IIl., assignor to Raymond T. Moloney, Chicago, | 


2,627,843. Writing instrument. Herman 


C. Frentzel, Milwaukee Wis 


assignor to The Parker Pen Co., Janesville, W 


2,627,844. Fountain Pen for Viscous Ink. 


Reynold B. Johnson, Binghamtor 


N. Y., assignor to International Business Machines Corp., New York, N. Y 
2,627,845. Pencil Point Protector. Emory D. Finch, Atlanta, N. Y 


2,627,924. Card Punching Machine. 


Gustav V. A. Maimros, Binghamt 







































Edmund A. Barber, Jr., Johnson City, and John R. Engstrom, Endicott, N. Y 
assignors to International Business Machines Corr New York, N. Y 
Illustration. 

2,628,026. Key-Driven Calculating Machine A. V. Turck, Miar 
Beach, Fla., assignor to Felt and Tarrant Mfg. C Ilustration. 

2,628,029. Transfer Mechanism for Calculating Machines. Danie! Broid 
Barnet, England. Illustration. 

2,628,030. Calculating Machine Keyboard. Lawrence 8. Taylor, H 
borough, Calif., assignor to Friden Calculating Machine Co 

2,628,031. Decimal Point Marker. Grant C. Ellerbeck, San Leandro. Calif 
assignor to Friden Calculating Machine Cc Illustration. 
Granted February 17, 1953 

2,628,431. Fountain Pen Cleaning Device. Dave Chapmar hicag 


assignor to The Parker Pen Co., Janesville, Wis. Illustration. 
2,628,593. Pencil Pointer. Eimo Edison Aylor, Chicago, | 
2,628,774. Receipt Printing and Issuing Mechanism. Warren P. Loudor 


Dayton, Ohio, assignor to The National 


Illustration. 


Cash Register Co., Dayton, Ch 


2,628,775. Cash Drawer Operating Mechanism. Warren P. Loudon. Tucson 


Ariz., assignor to The National Cash Register C Dayton, Oh Illustration. 
2,628,841. Advance Marker for Dictating Machines. Charlies W. Danr 
Malden, Mass., and Richard M. Somers, West Orange, N. J sssignors ¢ 
Thomas A. Edison, Inc., West Orange Illustration. 
2,628,878. Sales Book Holder. Bruce K. Slonneger. Dayton. OF assignor 


The National Cash Register Co., Daytor 


Granted February 24, 1953 


2,629,224. Link Post Construction for Binders. Pete O. Derringer. St. Louis 


and Rooney W. Davis, Webster Groves 
Co., St. Louis, Me 


asSignors to Loose Leaf Meta 


2,629,322. Drive Control Means for Rotary Duplicating Machines. Car! A 
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To Bind Papers Together 
To Keep Perfect Order 
To Prevent Loss 





ALL of your customers will appreciate having you 
show them where and how they can use Acco Fas- 
teners—and they'll prove their appreciation with more 
business for you in Acco Fasteners, Accobind Folders 
and Accopress Binders. See your Acco Catalog. 


ACCO PRODUCTS, Ine. 


Ogdensburg, N. Y. 


In Caneda: Acco Canadian Co., Lid., Toronto 












































TEMPERED 


HARDBOARD CHAIR MATS 


ALL STYLES 
FIVE COLORS 


BROWN 


GREY 


PROMPT 
SHIPMENTS 


TemPereD DUOLUX 


CLIPBOARDS 
FIVE SIZES 
No. 120—6"'x9" 
No. I21—6/)""x11"" 
No, 122—9"'x12/." 
No. 123—9"'xi5i/," 
No. 124—9"'x17" 










CIRCULAR—PRICES 
UPON REQUEST 





et 


ARDB ucts 
HARDBOARD FABRICATORS, 


59 BRANCH ST. . ST. LC 

























INC. 


1953 
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STARK CALENDAR 


A quality line of stands and pods aie eS write or 
popular styles and sizes. Calendor pads are litho- 
graphed—on high-grade bond paper with the phone for 
date in red and the monthly calendar in bive. complete 
Fast, 2-color lithograph printing enables us to letails 


give you the best in quality and prompt service. 


“In Calendars the Quality Mark is Stark” 


GTARK CALENDARS cacorporated 
: 


BISSELL SI PHONE JOLIET, ILt 


00-11, 
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WEN . , 


bile COVMUO 
D Z a A A 


Cc O NN U 





~ 











Nad e <Z 
Loods 1-32 Teck Pointed Staples “es 
Sines: 3/16", 1/4" 6 5/16" leg lengths 5 


OTHER ARROW STAPLERS FOR EVERY PURPOSE — IN EVERY PRICE RANGE 


WRITE FOR BOOKLET “SELLING THRU KNOWLEDGE” A 
. NS iTS 
: ~< 
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PACKED WITH 
SALES POWER! 


* A desk set that eliminates conven- 
tional pencil sharpening — insures 
clean uniform lines, permanently. 


*% A lifetime injection lead holder 
with “pointer” that really sharpens 
new precision points in a jifty! 


*% A point-of-sale item that stops cus- 
tomers and sells them on sight! 


Here's a startling new time saver 
that makes conventional pencils and 
sharpeners obsolete. For fine, accur- 
ate detail work an indispensable 
aid to Draftsmen, Artists, Architects, 
Designers, Engineers, Students, Book- 
keepers and others. Lead holders 
available with lead in deg. 7B to 9H. 


DON’T DELAY 
This is but one of hundreds of qual- 
ity profit-proved Alvin drafting, draw- 
ing and stationery items available— 
send for complete catalog 


and amazing price list > af \y; ; N 


ALVIN COMPAN 





Wir 














Designed and created by 


of 
Grand Rapids 





No. 860-R 
Revolving 
Chair 
All Walnut 
No. 860-R 
Overall 
Height—37 in 


Width—25 in 
Depth—28 in 


Between arms—19 
Height from 
seat—20"’ 


Both this and No 











860-A, which is a 
matching leg chair, 
available in solid 
walnut, with either 
top grain or deep 
buff leather 





Write for Illustrated Literature and Prices 





LEATHER FURNITURE CO. 


Grand Rapids 4, Mich 


7 Front Avenuc, NW 


GRAND RAPIDS | 
) 
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2,629,358. Tape Dispenser Provided with Adjustable Brush Moistener. 
H. kK ' rd. Conn... assigr o Better Packages, ir 
aTion 


2,629,359. Ink y Means for Felt Nibbed Pens. Sidney N. Rosentha 


629,362. Fountain Pen Construction W alte Muench, Newark, N 
? wv Newark N. J 
629,382. Binding Device for Leaves and Method of Making the a 
: p assignor t¢ Freund!ich-Gomez Machinery 
Sr illustration 
2,629,478. Supplementary Letter Device for Typewriters. Henry Simor 
‘ N t tration 
2,629,549. Automatic Function Control Mechanism for Accounting Machines 
M. 6 Mict assignor to Burroughs Adding Machine 
t ? \, tration 
2,629,550. Ca sting Machine. Edward P. Drake slendale. and Richa 
Mark, A ‘ rs to Clary Multiplier Corp., San Gabrie 
' ustra? on 
2,629,612. Carb sper Holder. Vincent t hn, Brecksville, Ob 





Before You Name Your Business 


m@ IN ADDITION to the naming of new stores in the 
office supply and equipment field, it sometimes becomes 
desirable to rename an established business which has 
changed management or outgrown its original desig- 
nation. Although this matter has received attention 


quite often in the past, we do not recall having seen 
one particular angle discussed. 
After deciding on a tentative name and making sure 


there is no conflict with current businesses, do some 
research among the older residents and merchants. 

Ask them whether they remember any business in 
the community bearing the same or a similar name 
in the past. Pay special heed to the old-timers’ re- 
marks about the character, reliability and reputation 
of such companies or stores. , 

Unless the old outfit has not been in operation for 
quite some time, and unless the name is so particularly 
appropriate that you hate to pass it up, you will no 
doubt avoid understanding and complications by 
thinking out ne other name for your own business. 

If in doubt, see your lawyer for advice about whether 
the name in question might be legally “alive” even 
though the business itself is presently inactive. 

Above all, try to make certain that no previous 
business by a slightly similar name has earned a bad 
reputation locally, or you will be getting off to a poor 


start. Customers may realize your office supply and 
equipment store has no connection with the former 
business yet it will be difficult for them to overcome 
the unfriendly feeling in their own minds. 


Since it is important for your business to win confi- 
dence and good will as quickly as possible, let some 
of the old residents help you avoid any names no 
longer in good standing in your trading area—GMD 





Gran-Adell Moves to Larger Factory Quarters 
Gran-Adell Manufacturing Company recently moved 


from 1846 W. Belmont Ave., Chicago, to new ground 
floor factory quarters at 1925 N. Ashland Ave., also 
Chicago. The factory space is estimated to be four 
{ 


than that previously occupied. The 
a considerable amount of new ma- 
expected to speed up and increase 


ir five times lal 
firm nas install 
chinery whic! 
production 


Of Doc Stork 


The fourt eneration of Ames entered this world 
on February 2 Mark Rutherford Ames arrived at the 
Berwyn Hospital weighing 7 pounds, three ounces and 
measuring 19 ‘hes tall. He is the son of Mr. & 
Mrs. Arthur H. Ames of LaGrange, Ill., the grandson 
of Mr. and Mrs. Hazen R. Ames and the great grandson 
of Mrs. Jessie Am«¢ Hazen Ames is the president of 
the Ames Sup] Company and the new father is 
employed in the Chicago office of the firm. 
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Joslin Eclipse 


PRECISION 
TIME 
STAMP with 





star 
features... 





% 40 Hour Precision 
Clock Movement 


% Jeweled Clock 
Movement 


% Patented Universal 
Joint Absorbs Shock 


¥%& One year guarantee 


Write for information. 


A. D. JOSLIN mrc. company 


| MANISTEE, MICHIGAN 











PROMPT SHIPMENT 


a PRONG FASTENER 
(ELBE) BINDERS 


Available with or 
without prong fasteners. 





Durable, all purpose binders. 
Complete range of popular 
sheet sizes and capacities. 
Red or Black Pressboard. 2 
pieces, cloth or scored hinge 
construction. Punched for all 
standard spaced fasteners. 


PRONG FASTENERS 


Attachoble prongs or 
continvous-bose prong 
tyles. Light-weight 
steel. Non-corrosive 
finish. All popular 





copacities and c. to c. 


Attachable-prong style 
Illustrated 


Write Today for Our 
NEW Complete, 72 page Illustrated 
CATALOG No. 56 


ELBE FILE & BINDER CO., INC. 


P. O. BOX 951 FALL RIVER, MASS. 
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FOAM RUBBER 
CHAIR CUSHIONS 
IN 


De Luxe 


EXECUTIVE 
STYLE 


IN THREE 
SIZES 


Covered with velour—fibre and velour—also corduroy and fibre 
in 2" thickness with boxed edges. 
FOAM RUBBER 


“Perfect” cHaiR CUSHIONS 


One side covered with rich 
pile corduroy for cool sea- 
sons, the other side with 
woven fibre for hot weather. 


“Perfect” 





Filled with new live rub- 
ber having thousands of air 
cells that breathe with every 
move. 


Colors: Brown, Green. 
Sizes: 17" x 18"°—15" x 17"°— 
14/_" x 15" 


“Sofiseat” STOOL CUSHIONS 


Transforms Hard Stools into Soft Seats. 
Available in four sizes 12", 13", 14", 15" Diameter 


Write for New Iilustrated Folder 
Giving Complete Information 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


6435 EDMUND STREET PHILADELPHIA 35, PENNA. 











PAPER PUNCH 


Simplest, surest paper punch made. Punches all 
3 holes for 3-ring binder sheets at a single squeeze. 
No adjustments to make, no gauges to set, no 
places to mark. Just insert sheets and squeeze! 
Accurate and trouble-free. Weighs less than 16 
ounces; fits brief case or desk drawer. $3.75 list. 




























Order from your Wholesaler 


MODEL 3...Punches 3 holes 
\%" dia., spaced 4%" on centers, 
\%" from back binding edge — 
standard spacing 11" x 814" sheets [* 





NEW ENGLAND PAPER PUNCH CO. 


TPAPER PUNCH | 
NATICK, MASSACHUSETTS ——— 





WESTERN REP.—HARRY HENKEL ASSOC. 439 EUS ST, SAN FRANCISCO 2 
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G. J. AIGNER COMPANY, 426 S. CLINTON ST., CHICAGO 7, 


ILL.—Full details and free selling helps are now available to help 

s sell the five Aico indexing aids designed and manufactured 
by this mpar These aids are Aico Grip Tabbing, A Shield 
Tabs, Aic co Pla ndex Sheet without tat A Index Sheet with 
tabs already at ed and Aico Special or Made-to-Order Index 


BAINBRIDGE, KIMPTON & HAUPT, INC., 218 GREENWICH 


ST. NEW YORK 8, N.Y.—The Bainbridae Hold-The-Phone is now 
resented in an attractive, sales-buiiding display box tor the re- 
dealer's unter. Each display ne dozen rubber 





7 n Ph | j 3 50 5 3 KS 
eavinag both hands fre Many rporations 
und a xcelien c ry $ 
| spe Dutinag ft gq O-w °) 8 acver 
essage framed to suit the particular purpose of the con- 
The new display is also ava Baink e-Sou 
19 Hasell St., Charleston, S.C 


CRAMER POSTURE CHAIR Sree. INC., 1205 CHARLOTTE 
ST., KANSAS CITY 6, MO. assist Jealers firm has 


I 
| 














DIXIE CHROME PRODUCTS DIVISION, SOUTHERN CON- 
SOLIDATED ene fenreer aA TICS, 711 E. FIRST 


< IRVING, TEX. Two new catalog pa w silable for 
n int ently issued “Color-Keyed atalog “The pages 

ride tne new extra-neavy-dauty He c ] sTee 6-gqauge 

r and etree ] Jf for nstitut f na | ew w pr ed 
erec side sir especially Our 7 quantity Taliart ns. 

new iuggéage ack 5 Dus-Tray stand 6 pad 

Jed-seat office st and the Dixie Flexi-group sect 31 ensemble. 
RK Ts 3 sheets should De ent 7 re pany at rne 

c aaa 


LOUIS H. FARBER COMPANY, 31 E. rp ey PARKWAY, 


CHICAGO 5, ILL.—An eight- page bookle Hang-A- 
rite system cGescrict the various folder: frames, desk units and 
X-ray Hana-A . r floor unit. The c k ; prot ely ustrated 
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The Dealer Imprint Line 


Faynud BRINGS YOU 
INDIVIDUALLY BOXED 


CHROMIUM MOUNT 
STOCK STAMPS 


in a Complete Assortment . 


Here’s an array of 24 top quality steck stamps 
that stops store traffic cold. Everyone’s a pros- 
pect for at least one or more of these beautifully 
packaged, exceptionally useful stamps. 















Starter assortment is available in the eye- 
catching counter display shown above—or These Are Stock 
stamps may be ordered in any assortment or Stemps Available 
quantity you desire. These are the finest stamps Past Due, Ere. 
made—product of B & M's quarter-century of Final Notice 
leadership in the stamp industry. Paid in Full 
Reproduction of each stamp appears on top of Rush 
its box. Al! ~*-mps competitively priced for big Guplicete 
sales. LIBERAL discounts. Order today for Paid 
real profit 

Write for Catalog No. 153 pogo} 


























POMINW? DIV.. Bankers & Merchant: 


3229 North Sheffield Avenue . Chicago 13 


‘““SAFE-TEE”’ 


ri¢ 


FOLDING CHAIRS 





ONLY 


The ‘’Precise’’ TRIMMING BOARD 
Has All These Wanted Selling Features 


e Patented er Tip Controlled Paper Guide 
e Finest Steel Blades, Carefull 

* Two Whites Guile on. Minds Wndhereund 

@ Only Finest Seasoned Hardwood Used 

e Every Board Completely Guaranteed 


You offer the finest in the New “Precise” Trimming Board. 
It has everything your customer should have for i 
cutting paper, paper board, etc. The patented, adjustab 
paper guide locks and releases with a finger flick, 2 white 
scales on black background speed 
accuracy and measuring time. 
Models 5, 6 & 7 have special 5 POPULAR SIZES 
safety spring. The “Precise” is a 

steady seller wherever displayed. 


hts wheere narod | EUS 


AMERICAN PHOTO LABORATORIES 
Dept. A, 28 N. Loomis Street, Chicago 7, MHinois 


























CAN’T TIP, COLLAPSE, UPSET or SLIDE 


Rounded Seat Corners! Metal Rubber-Covered Leg Caps! 


Here’s a sofet y all steel, indestructible folding chair 
that add nge chair comfort to sturdy depend- 
ability. Welded tubular frame . . . special safety 


. choice of 
noiseless action. A 


construct baked enamel finish . . 
colors. Cushion rubber feet... 
nationally recognized value! 


IONIA MFG. CO. « IONIA, MICH. 
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HANDY "GLIDEX" 


TRADEMARK 


TELEPHONE BRACKET 
Aa srebte Sorter the Year ‘Waune 


>a as ¥, ‘ awe | 






Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


Made of strong, durable steel. Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, etc. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 


WRITE FOR ILLUSTRATED LITERATURE AND DEALER’S PRICES 





GLIDEX CORP a 


4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 
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SPOTLIGHT FORACJ/OWV 


WITH 


SIGNALS 


and MAPTACKS 











MEMO— 
Test 
Little's stencils. 
Best 


for every use! 





Write for details 














ns osGouueg) 


Ea 


LP LITTLE Ave. 


HOCHESTER 8, NEW YORK, U.S.A. 


I VELY SINCE ees 








The 










Chair of the Month 


Introducing a new line of 
Moulded Plywood Chairs 


+ Designed to fit body con- 
tours and assure true 
seating comfort. 

« Available in natural, 
black birch and walnut 
veneers. 





No. 115 CHAM- 
PLAIN CHAIR 
Seat 18’ x 16", 
Height 30’. 


No. 150 CHAM- 
PLAIN SWIVEL 
CHAIR § Alumi- 
num castin 
base with har 
rubber casters. 
Ask for the 
complete U.S. 
Chaircraft 
catalog! 















2 
ame hairers 


MANUFACTURING 


\ 


\ speed 
\ 
y sales! 
a 


FORCE 
NUMBERING 


MACHINE 


Fast-selling . . . highly 
profitable. Every office 
needs this sturdy, 
time-saving number- 
ing machine. Auto- 
matic action. Consecu- 
tive, duplicate and 
repeat movements. 
Write for latest price 
lists and catalog. 


WM. A. FORCE 


ZIG NICHOLS AVENUE, BROOKLYN 8,N.Y 
ALES OFFICES: NEW YORK CHICAGO, SAN FRANCISCO. CANADA 
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se but fully explanatory. Copies may be 
ompany at the above address. 


GR PRODUCTS, INC., 144 FEDERAL SQUARE BUILDING, 
GRAND RAPIDS 2, MICH.—A new brochure in the form of a file 
jer } é f photographs and descriptions of var 

s and booths. The folder emphasizes sound 

and space ntrol made possible through 

: st, together with a complete de 

svailable from the company is a four 

vate Office at the Price of a Desk. 


HARTER CORPORATION, STURGIS, MICH.—''The Picture 


Kodachrome Sior movie enabl nq 
e Hs steel office chairs ¢ 
wn office. This is accomplished 





Scenes from Movie . . . Two model offices showing Harter 
e projector with built-in sound and 
placed riaht on the prospect's desk 
ws Harter chairs in all of the styles 

able placed in modern office settings. 
hould make arrangements with 


L. HYMAN AND SONS, 102 PRINCE ST., NEW YORK, N. Y. 


February, 1953, is now available trom 
devoted to envelopes and the rest 
srds. files and various types of paper 
ild be sent direct to the company 


JASPER CHAIR COMPANY, JASPER, IND.—A new illustrated 


Jealer's imprint, is now available 
and descriptions include !2 chairs 
upholstered chairs and |! modern 
der is suitable either as 4 separate 


MINNESOTA MINING & MANUFACTURING COMPANY, 900 
FAUQUIER ST PAUL 6, MINN.—A new 8-page booklet de 
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CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 










10°52 10" PLATE 


1. Insert type form and 
lastic sheet into hot Eva- 
ress, apply pressure, let 
cure for 10 minutes. 
2. Release pressure, extract 
all from Eva-Press and have 
finished matrix. 
3. Place (1) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply promare, let 
vulcanize for 10 minutes. 
4. Release pressure, extract 
° PLATENS 11x13” all from Eva-Press and 


have finished Rubber Plate. 
© INSIDE CHASE 10°12” More detailed directions 


supplied with Eva-Press. 
FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 











Ty Fire Proof Safes 

Vy Money Chests 
N.A.S.A., Labels 

ALENTINE M.-P. Locks 
Mainliner Safes 
Sizes One to Five 
Vy ya ~ =F ae 
ha 


ndle 








Privateer Wall 


V Safe 








Vaventine 
Safe & Loch Works, Inc. 


LA PORTE, INDIANA 
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They all like 


LIN-O-KLEEN 


the easy, 
efficient way to 
CLEAN LINOLEUM 
DESK TOPS 


Girls like LIN-O-KLEEN ... 
does away with sl i 
soap, water and rinsing. - 
ployers like LIN-O-KLEEN 
. . « keeps desk tops clean al- 
woys ... and s girls 

. Dealers like LIN-O- 
KLEEN .. . an excellent profit 
and repeat item. 


DISTRIBUTORS TO THE TRADE 
Order from 
BAINBRIDGE, KIMPTON 
& HAUPT, Inc. 

218 Greenwich Strect, New York 8, N.Y 
or 


—e 
ne. 
19 Hasell Street, Charleston, S.C. 


4 os. Small size—2 doz. to 4 car- 
ked in corrugated cartons. 


WIiE M © Ree  . 


“¥ 


70 Vernon Street Taleletstololan elalae 


ALL-STEEL 
DRAFTING TABLE 


from the profit line of 

STACOR LIFETIME STEEL 
DRAFTING & OFFICE EQUIPMENT 
NEW LIBERAL DISCOUNTS! 
Write today for illustrated 
catalog sheets and prices 





scribes the firm's complete line of taping machines and dispensers 
for use with the more than 200 Scotch brand pressure-sensitive 
tapes. In addition to 49 pictures the new booklet contains de- 


scriptions of hand dispensers, stationary dispensers, apron tapers, 
standard job applicators and custom built models. It explains 
which Scotch brand tapes can be accommodated and the logical 
uses for each dispenser. Requests for the new booklet should be 


sent to the company at the above addres 


MOSLER SAFE COMPANY, HAMILTON, OHIO—A replica of 
the firm's Counter-Spy lock, a leading feature of its new line of 
record sates, is being given to dealers participating in u 
rent promotion. Mounted on lucite, the mode! is pocket-size. Be 





tween sales calis it makes a fine paper weight. Numbers, on the 
edge instead of the face of the dial, are visible only from the 
top and only to the person working the combination. Newspaper 


mats, counter cards, window displays and a direct mail kit are also 
available for tie-in use during Mosler's new advertising campaign. 


REMINGTON RAND INC., 315 FOURTH AVE., NEW YORK 


10, N. ¥.—A seven-point service for placing records permanently 
on microfilm is outlined in a recently published booklet by the 
Business Services department of Remington Rand Inc. This service 
provides an analysis of records to determine which ones should be 
filmed. Records are then prepared for microfilming. The actua 
filming is done by experienced operators, and is certified for 
authenticity. Films are indexed by the Microdex system for easy 
record finding. Rigid standards of developing and inspection of 
film assures highest quality. The final step indexes the Film-a-record 
cartons for filing efficiency. The booklet, wit! mplete information 
n this microfilming service can be secured free of charge by 


writing for BSD-5, in care of the company 


WELLS CHAIR CORPORATION, MICHIGAN CITY, IND.— 


The new catalog No. 211 is profusely illustrated with photographs 
f the firm's line of Posture-Rite chairs. A detailed description is 
yiven. of each chair in addition to explanatory comments on the 


onstruction mechanisms. Color swatches of elastic U. S. Naugahyde 

upholstery are pasted on the back page of the catalog. The firm 
also has a brochure on its Aristocrat line. Inquiries should be ad 
dressed to the company at the above addres: 





Addresses Texas Lunch Group 


Fred R. Sullivan, vice-president and assistant to the 
president of Monroe Calculating Machines Company, 
addressed 175 leading Beaumont, Tex., business men 
at a top management luncheon given by the Beaumont 
Chapter of the Office Management Association. The 
luncheon was held on January 22 at the Hotei Beau- 
mont. He was introduced by District Manager Frank 
J. Bernhardt—JHR 





Introduce Bill in Texas Legislature 


A “clean competition” bill has been introduced in 
the 1953 Texas legislature by Representative Zivley 
of Temple. It would prohibit the wholesale or retail 
selling of merchandise at prices below cost, with a 
penalty of $500 for violation. Mr. Zivley says that the 
measure “is designed to protect small merchants from 
unscrupulous large ones.”—JHR 
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L G@ Salle STEEL AND WOOD 


Smokers-Ash Trays 
and Costumers 






















Ne. 155 
All steel ces- 
tumer. Sturdily 

nstructed. Un- 







No. 140-X.—New 
medern design. 
Extra heavy fi” 
base 


breakable hooks, 
ball turned ends. 
21 spread. 68” 
height. Finishes: 
satin echreme, 
gray. olive green 
& golden bronze. 
in Gaits of six, 


weight 60 tbs. bright or satin 
ehrome. 


Ne. 320. Snuffer type emone: Gy 
removing tep ring, the eversize 
inner ash receptacle ean be emptied, 
cleaned and replaced in = tow 
seconds Heavily weightes 
ba. Finishes: bright or setia 
ehrome statuary 


bronze, ~ 
bronze. Shipping weight 12 tha 


All Smokers individually bexea. 


See Us at Booth 167 
NOFA Convention Show 
Cleveland, Ohio 


WRITE FOR CATALOG OF Geepesre 
METAL AND WOOD LIN 


LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue Chicago 14, Ill. 








INTERCHANGEABLE 
PLASTIC NAMEPLATES 


Beautiful, all Acme 
came ple “are imerchangesbie ."- » con be cha plastic 












Ne. 60!, a § 25 
No. 601, vrown, ORee Ne 
by 6%" ] 


& p By 
ry fe 


Se. 603, trans- 

rent ase § 

> os 300 
HA 
Steck” been: 
ground, 
lettering. 


Neo. 605, wall 
tyle nas 
a" 


New name inserts can be 
ordered as required at rea- 


—— prices. Prompt delivery . . . order your requirements 


ACME PRODUCTS CO. 


406-408 North Van Buren St. . Green Bay, Wis. 





CUSTOMERS 
AMAZED AT 
LOW PRICE 


SENTRY SAFES 


BRING QUICK SALES 





Sell Sentry Safe’s complete protection at half 
what most customers expect to pay. Homeowners, 
doctors, small businessmen and farmers can all 
afford Sentry’s low cost protection against fire 
and theft. When people see the quality features 
of Sentry Safes, they guess its cost at three times 
what it actually is. Dealers find that when people 


arn Sentry’s low price, they are quick 


DEALER INQUIRIES INVITED... 
GET THE FACTS, THEN THE PROFITS! 


BRUSH-PUNNETT CO. 


SENTRY 545 WEST AVE. - ROCHESTER 11, N.Y 
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® 
Buckepe 


CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 








239 




















PROTECT COSTLY OFFICE MACHINES 


WITH HEAVY DUTY ADJUSTO-TOP 
STANDS 





No. 92 TOP ADJUSTS—6!/, x 7/4 to 15 x 15! 


From center to center of cups 


No. 92F with pan 14 x 14!/, deep for Friden machines 
Write For Full Information 
L. C. FLEWELLING CO. 


12411 Industrial Ave. NEvada 6-2134 
Hollydale, Calif. 


LIMITED NUMBER OF CHOICE TERRITORIES 


Manufacturer of America’s finest line of school seating 
has expanded its facilities and desires additional dis- 
tributors. Please write details of area you cover, number 
of salesmen, merchandise handled, etc. 


3 rR & care Office Appliances 
Ox = y, 600 W. Jackson Bivd., Chicago 6. 





Unusual 
Opportunity! 


Available to Distributors OF SCHOOL 
EQUIPMENT 


Our present distributors have been 
notified of this advertisement. 











Write or call for complete information, prices and dealer discounts. 








ROLLING I whek'4 ERS—Made 
from Oak or Bi 
SIDE and CEILING TYPES— 








with stecl track x. hounting 
on shelving, filir cabinets or 
ceiling. 

and LIBRARY TYPES 
cones no - ack d are 
mounted on wheels w ith Auto- 
matic Safety Brak 
Send for Circula 42 OA and 
dealer discount 
WELDED “STEEI SAFETY 
LADDERS—Made from 1 di- 
ameter round furniture tub- 
ing, with expanded metal 
steps. Mounted Swivel 
Brake Casters t a ide r can be 
rolled freely when no ne is 
on it. When you ste; m the 
ladder the rub tipped legs 
reset on the flo and prevent 
rolling. Made in 2 to 8 step 
heigh's, and 3 widths 
Send for Circular 52-0OA and 





dealer discount. 


Manufactured by 


1, D, COTTERMAN ** "esiizcearis* “ 


seu WELCH 


FOR QUICKER PROFITS 
Zuality Gacll... 


Correct Posture Chairs, Stools, Type 





writer Stands and Costumers at easy 
dealer discounts up to 50 


te today for full information 


Weleh INDUSTRIES 


| 2911 Empire Ave., Burbank, Calif 
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ae 
DON’T LOSE THOSE ORDERS 


NEEDLESSLY! 





IT COSTS YOU LESS TO DRAW 
FROM OUR LARGE STOCK OF 
WOOD AND STEEL 
DESKS - CHAIRS - FILING CABINETS 
LEATHER FURNITURE and ACCESSORIES 


IMMEDIATE SHIPMENTS 





OFFICE FURNITURE. WHOLESALE DISTRIBUTORS 


REHOUSES 


NEW YORK 4.WN_. Y MIAM FLORIDA LOS ANGELES, CALIF 
74 BROAD ST 70 NE. 2nd ST 830 WILSHIRE BLVD 
BOling Green 9-8231 82-848 TR..7003 














Net only for a high- 
quality line... but also 
Jor those little extras and 
“breaks” that mean extra 


profit... stock WRITE. 


CARBON PAPER 
TYPEWRITER RIBBONS 


TYP-ROL Type Cleaner 
and Roll Finisher 


incorporated 420 Lexington Avenue, New York 17, N. Y. 
Factory: Bridgeport, Conn. ———_____ 
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Should Your Store 
Sell For Credit 


@ AN IMPORTANT decision that must be made by 
every retail merchant is whether to extend credit to 
his customers. In making it, the merchant should 
study carefully many factors, including his available 
capital, the nature of his business, the policies of his 
competitors, and the advantages and disadvantages of 
extending credit 


CAPITAL 

Larger working capital will be needed if the mer- 
chant extends credit. His capital must be sufficient 
to carry the accounts receivable, to buy stock, and to 
pay for operating expenses. With active, paying ac- 
counts, most of the store’s credit will be outstanding 
from four to six weeks; but most of the store’s bills will 
be due on the 10th of each month. When determining 
the capital needed, the merchant must provide for 
this delay in collecting money owec to him. 

In some cases, it may be possible for the merchant 
to increase his business substantially through exten- 
sion of credit, without at the same time adding ma- 
terially to operating expenses. Where this is true, the 
merchant may decide to grant credit, but to limit 
charge accounts, insist upon prompt payments, and 
try to keep on hand sufficient cash to meet bills as 
they fall due 

Another determining factor in the merchant’s deci- 
sion should be the kind of business he operates. In 
some types of business, a drug store for example, a 
merchant may be able to operate successfully on a 
strictly cash basis. But in others, such as the neigh- 
borhood grocer, or the grocer and general store in a 
small village community town—the very nature 
of the business may make it impractical for the mer- 
chant to insist always upon the cash-and-carry basis. 


OCCUPATIONS & INCOMES OF CUSTOMERS: 


These, too, should influence the merchant in his 
choice of a cash or a credit policy. In a community 
made up largely of farmers or ranchers, a store oper- 
ator may have to give credit until his customers have 
sold their crops or stock. Lower-income but steadily 
employed families often find it necessary to charge 
purchases from payday to payday. Many higher in- 
come families also prefer to charge purchases, then 
pay for all of them at the end of the month. 


COMPETITORS’ POLICIES: 

If competi retailers do a credit business, it is 
certain that they have found it a means of increasing 
sales and a service needed and expected by customers. 
In a community where a good share of the business, 
say 40 to 50 is done on a credit basis, a new enter- 
prise almost surely can conduct a charge-account 
business, provided it has sufficient capital and efficient 
management 


ADVANTAGES OF CREDIT SALES: 

The merchant who sells for credit gains a number 
of advantages 

1. He is able 
tomers 

2. Charge customers tend to buy a higher quality of 
merchandise than cash customers and often buy more 
of it 

3. Credit is an accommodation to customers and 
wins their good will. 

4. Goods can be sent on approval to customers. 

5. Charge customers provide an excellent mailing 
and promotional list. 

6. Adjustments can be made more easily. 

7. A more intimate relationship can be built up be- 
tween the customers and the store. 


to build up a clientele of regular cus- 
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FOR PERFORMANCE 


The BOSTON KS Sharpener after producing 36,890 pencil 
points was still operative in test conducted by Tinivs Olsen 
Co., Willow Grove, Pa. Again proof of the durability, speed 
and economy of this famous sharpener. Have our representa- 
tive show you the complete details of this pencil sharpener 
test 31517. 

BUY BOSTONS .. . SELL BOSTONS 


Backed by a Full Year's Guarantee! 
C. HOWARD HUNT PEN CO. 
CAMDEN 1, N. J. 


Also Manufacturers of Speed-boll 
Pens & Products — Hunt Pens 










' WRITE FOR CATALOG 








ALbbL-F2i TE 


|) RETRACT-0-BALL 


Precision -built, with exclusive super - features 
. . at an amazing price! 


Gyeclusioe! 


© Press-Flick action (speedy operation) 

© Super-Speed ink (benk approved) 

© Micrographic point (no skipping, no lecking) 
© New streamlined design (for hand comfort) 

© Rich colors (for beauty) Ruby Red with Gold, 


Velvet Black with Gold, Tawny Ten with Gold 
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oe, 
The World's Largest 
Office Equipment 


Exhibition 
April 26-29, 1953 
Public Auditorium Cleveland, Ohio 


All-Steel Equipment Inc. 


Booth 227 ) 
George S. LONG ¢ son 


ine 


John A. LONG Associate 


Manufacturers Representatives 


CINCINNATI 13, OHIO 


Sell telephone comfort 
and convenience in the NEW 


REST-A-PHONE 


UNIVERSAL MODEL 
TELEPHONE REST 


the new features include . 


al model fits £-1, F-1, and G-1t 
ie equi ipment). (2) New 





(1) Unive 
nands et (Weste ern Electr 

ay ribbed rubber will not soil clothing. (3) 
makes Rest-A- 





atonted 3 point suspension 

rue telephone and not just a hook. 
(4) Molded of light, tough, tenite plastic to 
eliminate weight. (5S) Spring clip gives S&S sec- 
ond installation with complete ease of adjust- 


ment. (6) A 2 _o~ sepe on cradie ets 
slope of average wider and gives _— 
stability. Wr ite jae. & tr al order will prov 


profitable! 
Exclusive ly Patented & Manufactured by 


Rest-A-Phone Co. 


©. BOX 8788 + PORTLAND 7, ORE 








OR ALL TRAVELERS 


by train, bus, plane or automobile, 
whether for pleasure, on private busi- 
ness or government service, 


BEACH’S 


“Common Sense” 
Expense Books and Sheets 
are best for keeping track of expense. 
There is a Personal Expense Book, too, 
for records at home. 










| M4 Beach Publishing Co. 
< 7338 Woodward Ave., Detroit 2, Mich. 


TYPE CLEANING MADE EASIER 


with the amazing 









Typists and business CLEANS 
machine operators want © Typewriters 
* Billing ines 


*Norta Plastic Type Cleaner 
— it’s easy to use—no mess ‘ 
—no liquids to spill. rs catia bobaa on. 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 
Free sample sent upon request...write to 
NORTA DISTRIBUTING COMPANY 


1165 Broadway, New York 1, N. Y. 


e Adding Machines 
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soRT-()-FILE 


SAVES 20% TO 60% TIME 
30 Models. Systems Sorting Service 


THOUSANDS IN USF For fast hand-sorting of cards, 


checks, letters, invoices, orders, 
>) business forms or — docu- 
ments. We make all types from 
tiny desk models to shuttle-carri- 
age machines. Write for illustrated 
circulars. 
Representatives everywhere. 


Associated Industrial Designers 
P.O. Box 12652, Los Angeles 39, California 
Plant: 1248 East Sixth Street 





The Sorter 
Veuve Always Wented 











3 *agubman® 
LAUNDRY 
MARKING 
PEN.. 
$15 


Fed. Tox Incl. 


Refills 50¢ 










* ENOUGH BLACK INDELIBLE INK 
FOR 3000 MARKINGS 


* WON'T EVAPORATE 

* WON'T RUN 

* WON’T WASH OUT 

Attractive 3-color counter display holds |2 pens. 
Nationally promoted via radio, tv, newspapers. 


Order through your wholesaler or write direct 
for literature and prices. 











SAMUEL TAUBMAN & CO. 


NEW YORK 1, N. Y. 


\ 1 WEST 34th ST., DEPT. O 





DAYTON STENCIL 
WORKS CO. *oiic™ 


Own'IO 
















THE HANDY NEW 


Memo-Roll 


All-steel construction, Gray or 
Green Hammerloid finish—No 
parts to break or lose or get out 
of order—Rubber Cushion Sup- 
ports—3 13/16" wide by 


a N/," son. 

She ses reguiar Add- 
a ing Machine Rolls, 

about 250 


ft. Conve- 
nient Pencil 
LIST PRICE ep pe 
ere a 
$1.50 Complete Roll. 


Extra Rolls 35¢ each 
Send for Literature and Dealer's Prices 


GRAN-ADELL MFG. CO. 


1925 N. ASHLAND AVE. CHICAGO 22, ILLINOIS 
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MARIKWE LIL 
“ 


and STAPLES... since 1919 


In many localities 2 out of every 3 
“ staplers in use are MARKWELLS. 


MARKWELL MFG. CO. 


ATALOGUE 200 HUDSON ST NEW YORK 


STAPLING MACHINES 


weit FoR 


R DISCOUNTS 









1 

l 

| DeoritAsle Seca 
1 
i 


L. = 
PAPER CEMENT 
A Real Adhesive 


AND ACCESSORIES 
tised. Nationally used 














Nationally adver 


for every pasting and mounting pur- 
pose — clear speedy — will not curl, 
shrink or wrinkle paper. Stocked by 
leading distributors everywhere. 


UNION RUBBER & ASBESTOS CO. 
TRENTON, WL J 









Receipt Books 
for the trade 


LOWER PRICES 
earn you a 
better profit 


500 Receipts and 
500 Duplicates 


write for catalog 


Duplicate Receipt Book Co. 
Box 842, Birmingham 1, Alabama 
Jobbers, Brokers Wanted 


Rated dealers 
dealers only 


1k Potut MECHANICAL 
PENCIL LEAD POINTER 


FOR DRAFTSMEN, ENGINEERS, 
ARTISTS, ACCOUNTANTS 


Leads are pointed in a fraction of the time 
required by messy, old-fashioned methods; 
and, the TRU-POINT is fool proof — 
will not break leads even when an ex- 
tremely fine point is required! 

Puts perfect points on leads of mechanical 
pencils (draftsman type) and on wood 
pencils, after wood has been cut back 
with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer 
prices, write today to 


——— ELWARD MANUFACTURING CO. 
_ 557 Paw Pow Avenve, Benton Herbor, Michigan 
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PLASTIC LABEL HOLDERS 







ete. Attach with coment, 
tacks, staples, screws. 10 


proof plastic holders to 
te with perforated imeerts “and package 
., spose ready 


Bg ey 
Standard wi s”, ow, & Ld — 
Specials: to order. IMMEDIAGE DELIVERY. wae 
Write for Detalis and Samples 


AIGNER INDEX COMPANY 


99 READE ST. NEW YORK 13, N.Y. 



































MODERN 
BAIL 
FOR 
—a OLDER UNDER- 
Replaces fingers ond roc woop 
INSTALLED In toe TYPEWRITERS 


COSTS LITTLE—MAKES OLD UNDERWOODS WORTH MORE 


<vanasyerennnunyioatenesete B09 <—remsenerenepen 


‘ MADDOX = Never-srick = BAIL ROLLS 


another fast selling item for all 

stich or bunch poner. hen-4 ot oe 
WESTERN PATENT ACCESSORIES CO. 
6611 SUNSET BLVD. LOS ANGELES 28, CALIF. 















SELLS ON SIGHT! 
WORLD WIDE MARKET! 
BIG PROFITS FOR YOU! 


Be first to offer THE NEW COATER 
combination Hat and Coat Rack. 
Constructed of all welded heavy 


Peers avieue, Bet, 


and two ustable brackets. ngth 

30” Width 1 High Gloss = Lacquer 

Pinishes: Buf, Gray, Green, Red or 

Black. L Price $10.56. Order 

sample y at Dealer's Price. immediate Delivery — 
DISTRIBUTORS WANTED Liberal Dealer Discoost 


CRAWFORD METAL CRAFTSMEN INC. & 
GALION OHIO 


‘errrrrrtrgrfgrfggTg''’*'*''*''’’'’''''',’’’’’’’,,’'’',,,’"?,*," 
wevvvvvvVvVvVVVeYeYeYeeeeeeeeererrerrrrrrrerrrrrrrrrrrers 


MR. CALCULATOR 
That's me 


KNOWN FROM COAST TO COAST AS THE 
MAN WHO GIVES YOU BEST CALCULATOR 
QUALITY FOR THE BEST PRICE 
+ 


ISRAEL MEIZNER 
* 
MERCURY BUSINESS MACHINES CO., INC. 


CORNER 20th STREET 
900 BROADWAY NEW YORK 3, N. Y. 


GRamercy 7-0055 
WRITE FOR OUR NEW PRICE LIST 


~rrrrerererererererererererereeeeeeeeeeeeeeeeeeeeee eee 
“weee--e-e-e-eeeeeeeerrrrrerreeeerrrrrrrrrrrrrrs 





wevvvwveeeeeeeeeeeeeeerrrrrrrrrrrr. 
weeweweeeeYeYeeeeeeeeeeeeerererrrrrere. 





~rrrrerTgj,jT"§g,T"*'*'*'*'*'t*'*''’’’’’,’ TT 7777?" 
phbpbbbbbb bbb ee 























Write us when you 
have inquiries 
from churches, 
schools, clubs, etc. 





STEEL or WOOD 
FOLDING — NON-FOLDING. 
Save time . . . state type and 
quantity under consideration. 


ADIRONDACK CHAIR CO. 


Dept. 22, 1140 Broadway (Nr. 27th St.) N.Y.1, N.Y- 


SECURITY BRAND 


Complete Line of 
DELUXE ALL LEATHER 
or CANVAS & LEATHER 


Mail Bags For Your 
Select Clientele 


WRITE FOR CIRCULAR 


33 £ McWILLIAMS ST. 
FOND DOW LAC, Wi5. 





oe 








MASTER 
SPEED KEYS 


SPRING keys for true 
finger comfort 


Spring 


SPRING keys for 
increased production 


SELL THEM TODAY! 





WRITE FOR FULL INFORMATION 


SPEED KEY CORPORATION 


268 R CHAUNCEY STREET BROOKLYN 33, N. Y. 











En (SCOP 
‘CIRCULAIR 


_ 
The “ Successo te the Fan 


rémenrica s 
Favorte Circulator 
and Office Cooler 


INVESTIGATE 
BEFORE YOU INVEST 


KISCO COMPANY, INC. 


2400 DeKalb St.. St. Lovis, Mo 


KISCO ADJUSTO-AIR 
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The Original 
SINGLE - FLUID 
Ink Eradicator 


@ INK-OUT contains no free acid, 
leaves 


Ro stains. 
2 awe makes nent eradice- 
quickly with one application. 
2 INKOUT removes ink. iodine, fruit 
and medicine stains from paper, 
hands and clothing. 


CARDINELL CORPORATION = MONTCLAIR. NEW JERSEY 











PRICE CARD HOLDERS 


Price Ticket Hooks, Holders, 
Stands, Under Counter Cash 
Alarm Tills, Roll Wrapping 


Paper Stands and Cutters, Cone 
Twine Holders, Window Trim- 
mer Hammer, Self-Threading 
Snap-In Tag Needles, etc 


Originator of Cleanatype 





Finest cleaning fluid 
for all office ma- 
chines. Wholesale 
only, in pints and 
quarts 

Write for Illustrated 

Price List and 
Dealer’s Discount. 


RUDOLF ORTHWINE CORP. 


416 West 33d St., New York 1, N. Y. 



























A 
atl B Ve, 


win-Posr 


ahjustalde 
A / STEEL SHELVING 


U.S. Pat No. 2,621,800 


“TWIN-POST” FEATURE HELPS YOU SELL 


Stronger, more rigid at the corners, Neubauer 
Shelving fits tightly . . . everything stays in 
line. It’s adaptable to most shelving needs. 18 
and 20 gauge shelves in 25 sizes . . . 16 ga. 
posts from 6’ to 10’. Smooth, beautiful Airline 
| Grey or Olive Green baked-on enamel finish is 
standard. Built to last, priced to sell ...a 
wonderful repeat order builder. Free Estimates 
. we'll quote through you. Write today. 





Ask about our Gym Basket Racks. 








[fy EVBAUER MFG. CO. 


2017 Central Ave. Minneapolis 18, Minn. 





WORLD'S FINEST 
FULL-SIZED 


DUPLICATOR 
under 960.00 


PRINTED ALG 


Fast—Accurate—Efficient 
Handles Post-Card to Legal Size 


Write for Complete 
g Equipment 





IMPRESS 
“Twin-Pokt"’ 
STENCILS 


d Supplies 
INC. 


LLINOIS 


Duplicatin 


PRINT-O- MATIC CO, 


MERCHANDISE MART iGO 54 
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OF IP 
GEMLULO/O PRODUCTS 







\ Loose-leaf envelopes, punched; cord-cases, size; 

\\ menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chicage 9, U. S. A. 





HEAVY CANVAS 


NIGHT DEPOSITORY 
BAGS 


THE STANDARD HEAVY DUTY CASH 
CONTAINER FOR DEPOSITORIES 
COLLECTIONS — ETC. 





Mr. Dealer 

if you serve | k truckers, etc., your 

customers need Maybeck Depository 

bogs Don't ustomers or sales 

because you don't have these bags in 

stock 

Buy direct at the right price 

WRITE NOW for descriptive circular and r 
prices 


H. G. MAYBECK Co., INC. § 


Richmond Hill 18, a, 


WANTED 


AGENTS 


Who Call on Financial Institutions 
To SELL A Complete Line of: 
PASSBOOKS 
POCKET CHECK COVERS 
COIN SAVERS 
AMERICAN PASSBOOK CO. 


Cleveland 13, Ohio 


131-19 Jameica Avenue 








write to 





Ontario Building 
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pg . . Raise the headpiece to any desired 
~~ ma > ee eee 
e HOTHS position . . . To release “Magic- 
SSA ROOMS 1014,” raise the headpiece all the way. 


NIGHT CLUBS , 

> tenet lt can then be lowered to the ‘flat’ posi- 

® poctors tion. Available in the finest plastic mate- 

SSisnrunoxs tials in @ wide variety of colors. Show 
Leisurest for extra sales!!! 

WRITE FOR OUR NEW 1952 CATALOG OF LEATHER FURNITURE 








GIVE YOUR 


TYPEWRITERS THAT NEW LOOK! 
with our BRAND NEW PLASTIC BUTTONS., 


Write for free samples and complete information on 7 
our BRAND NEW BUTTONS for the Remington and 
Underwood typewriters. Underwood Buttons are the ' 
bell bottom type for portables and standard machints 
—Remington Buttons are for the Remington 17, ‘ste 

ard and portable machines. Remington Buttons ate t A 
the LB.M. machines. 


UNDERWOOD, REMINGTON, REMINGTON a 
New Square Green Keys (same as new 
NATIONAL CASH REGISTER KEY T 


Class 2000 type—Assorted Colors. ~~ * 
WE STOCK WHEELS AND ENGRAVE THEM — at 


For increased profits write todey for somples and complete). 


PEARL ENGRAVING CORPORATION | 
36-40 West 29th Street New York 1, N.-¥:, 


a; 


: 
: 
_ 
. 








TVA TCyrey ee ie 





Model 1546 (illustrated) — desk scale, with 
Lustron plastic body — 7 Ibs. by 1 oz. 


Model 1509 — for average office use. 5 Ib. 
by 2 oz. Computes postage for air-mail, 
first-class, and merchandise up to 4 Ibs. 


Model 1530, Parcel Post Scale. 


25 Ibs. by 1 oz. 


Model 151 5, Heavy duty Parcel Post 
50 Ibs. by 2 ozs. 


Model 158, Hanson, Jr. 8 oz. by ‘2 oz. 
HANSON SCALE CO. 


525 NORTH ADA STREET * CHICAGO 22, ILLINOIS 














The NEW 





(line-by-line)} 
COPYHOLDER 


Dealers prefer it... be- 
cause it's repair-proof, no 
service involved-customer 
can set it up himself. 

Ask for new Salesmen's 
Folder D to show to cus- 
tomers. 


COPY RIGHT MFG. CORP. 
53 Park Place, Dept. D-28 
New York 7, N. Y. 





Canadian Agents 
UNDERWOOD Ltd. Toronto |. 
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No. 890-892 DeLuxe Chair and 2-Passenger Settee—Seat and back 1 Ahi 
fashioned of U.S. Koylon molded foam rubber over flex springs for 2 WU«TECI. eS @¢ @ 
super comfort. Foam rubber arm rests. Long-wearing Royalpoint : 


cloth fabric only. 
the silver satin perfection \ 


of hand-finished 
ROYAL SATIN CHROME 


It’s new...and so much finer than any metal 
furniture finish you’ve ever known! Our 
exclusive hand-finished Royal Satin Chrome 
accents the slim, smart lines of sturdy square 
tubing to bring lasting beauty and prestige 

- to every office grouping. Write today for 

No. 881-885 Chair and 3-Passenger Settee—Removable and reversi- free catalog. 


— 





ble seat and back cushions with coil spring construction and any 
Royal upholstery. 
: LOUNGE AND RECEPTION ROOM FURNITURE 


styled ¢y 





Metal Furniture Since '97 


Royal...your only single source for over 
150 metal furniture items. 





ROYAL METAL MANUFACTURING CO. 


No. 790 Sectional Series—Roll! front flex-spring seats and tall flex- ae. . 
ae backs. Center, end and club chair units in any Royal up- 175 North Michigan Avenue, Dept. 54, * Chicago | 
stery. ; 
- New York © Los Angeles ¢ Michigan City, Indiana { ; 
Warren, Pennsylvania © Preston and Galt, Ontario | 





ROYAL METAL MANUFACTURING CO. 
175 N. Michigan Ave.,Dept. 54, Chicago 1 


Please send me a free copy of your new office furniture 
catalog. 





























Executive Chairs é 
ae ee a ae 
Address eee wee ewe 
me City___ ee 
pa 4 
seid = lL e.-: cose ee 
Cabinets Folding Chairs 
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50) Years of 
Heyer Quality... 


UNDER HEYER MANAGEMENT! 






Chicago Hektograph, first 
manufactured by Ted Heyer in 1903. 


T. A. (Ted) Heyer, Founder and 
President of The Heyer Corporation 


The going was tough when Ted Heyer went into business for himself, 
away back in 1903. But today many of the dealers Ted visited when he 
first made his rounds at the turn of the century are still loyal customers 
of the Heyer Corporation. 
The loyalty of Heyer customers—developed through these fifty years of 
quality duplicator manufacturing—is due to three basic Heyer policies: 

1. Give the public what it wants—at a price it wants to pay. 

2. Give the public everything required for successful duplicating. 


T. R. (Reeves) 3. Give every customer an unconditional guarantee of quality and sat- 
Heyer, Vice- isfaction. 

President. With a ; ie iti we : ' F 
The Heyer Cor- led Heyer established those policies in 1903. The Heyer Corporation will 
poration since always observe those policies —will always do everything possible to merit 
1927. the industry's continued loyalty. 


Our thanks to you, the Stationery and Office Equipment Dealers of 
America, for your continuing loyalty to The Heyer Corporation. You have 
built this business. 


The Heyer Conqueror Spirit 
Duplicator —the ultimate in 





A. J. (Art) Heyer, duplicating machines—re- - 
Secretary. With cently introduced by The ’ 
The Heyer Cor- Heyer Corporation. 

poration since 

1930. 


Buy Heyer—Famous in Duplicating for 50 Years! 
Write for Golden Anniversary Catalog 


CORPORATION, CHICAGO 23, ILLINOIS 


Conadion Distributors 
Eastern Office Western Office The Brown Bros., Lid 
17 Est 17th Street, New York 3, N.Y 2610 Sunset Bivd., Los Angeles 26, Calif Montreal—TORONTO—Voncouver 


THE 














Here’s a distinctive ribbon that makes a 
good impression on any letterhead . . . and 
on every customer. This Underwood 
Corporation Gold Box Ribbon is pure 
silk for extra-long service and uniform 
ink distribution. 


...0n Carbon Paper 


Typists get clean, strong carbon copies with 
Underwood Corporation Distinctive ‘‘Non-Curling”’ 
Carbon Papers . . . no wonder they always come 
back for more. Treated with a special plastic, 

they transfer type impact faithfully, and give up to 
50% longer wear. 








offer Distinctive Service 






\ You can’t beat this Distinctive pair when it comes to making 
a hit with the girls. And you can’t beat them for making profits 
... for you! Phone your nearest Underwood Corporation 
office for prices and data... today! 


t UNDERWOOD CORPORATION 


One Park Avenue 


Underwood Corporation “=== 











ee’ 


